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Tire-Doh is a tried and true friend to motorists everywhere. More than 
750,000 used it last year. And it’s making new friends every day. Seven 
years on the market and a proved success. 





Permanently Repairs For Casings Too and 


Inner Tube Tears All Rubber Goods 


Big blowouts in inner tubes, torn out vaive stems or pin hole punctures 
all look alike to Tire-Doh. And it requires no heat nor tools. Used on 
casing cuts, holes and sand blisters, it oftentimes doubles their life. Also 
repairs rubber gloves, boots, etc. 

Tire-Doh retails at 50¢ and $1.00. Any jobber can supply you or 
write direct for special dealers’ prices and free advertising literature. 


ATLAS AUTO SUPPLY CO. 658 W. Austin Ave. CHICAGO 
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A Two-Fold Sales Argument 
If You Handle Heraldic 


The distinctive beauty of the 
Heraldic Pattern sells it on sight. 
Couple this eye-value with the ad- 
vantage of hollow ware and flat ware 
in the same pattern and you have 
two powerful sales arguments. 


A customer who buys Heraldic flat ware simply cannot resist 
the appeal of the hollow ware which permits her to have a 
complete silver service in the same pattern. 


The Heraldic Pattern in hollow ware and flat ware is being 
extensively advertised. If you are not familiar with this new 
line, we suggest that you send for illustrations. 





INTERNATIONAL SILVER COMPANY, MERIDEN, CONN, 
NEW YORK CHICAGO SAN FRANCISCO 
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GARDEN HOSE 


Standard the World Over 


Write today for samples of Ther- 
moid Garden Hose. See for your- 
self its quality and the complete- 
ness of the Thermoid line. 


You will see why Thermoid Gar- 
den Hose is acknowledged to be 


More than twenty years of experi- 
ence have taught the Thermoid 
Rubber Company the best ma- 
terials and processes to use in mak- 
ing high-grade hose. Every foot 
is carefully tested and inspected. 





FE edie iomennen nn ad anit anecmanatenit tans 








the standard for quality. And every foot is guaranteed. 





FLEXOID 


Special in both quality and construc- 
tion. Very flexible, light and will not 
kink. Constructed with four plies of 
duck and braided cover. Tube, cover 
and friction of high quality stock. 
High pressure. Should be carried in 
every stock as a high-grade hose. 
Guaranteed. . 





SAXONOID 


A five-ply hose of light weight, special 
duck of great strength and durability. 
Excellent friction, tube and cover. 
Very flexible and durable. For lawn 
or garden use, and especially recom- 
mended for florists, gardeners and con- 
tractors. High pressure. Guaranteed. 








TRUMPOID 
A five-ply hose of special quality, high- 
grade sheeting. Excellent quality of 
friction, cover and tube. Combines 
lightness with strength and durability. 
A popular brand, very serviceable. 
Recommended for greenhouses, lawtis 
and gardens. Medium pressure. Guar- 











TRENTON, N. J. 
Makers of “‘Thermoid Brake Lining’’ and “ Thermoid Tires’’ 


New York Philadelphia St. Louis Detroit San Francisco | Write today for samples 
Chicago Pittsburgh Indianapolis Boston 
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WALWORTH 


1 L 1 ( Scientific Heat Treatment 


aed wend Adds 


ea, Strength and Toughness 
_——" Reducing 


Breakage fo a Minimum 


Best Known Are Easiest 


The Genuine WALWORTH STILLSON Cae “a 
Saves Time in Sel.ing Jt 


and 
Makes Satisfied Customers 


Walworth Mfg. Co. “ 


NEW YORK CHICAGO — se and dt-in. Stest Handle 
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Are You Telling 
Customers About It? 





The head of 

a Coes Wrench 
surface etched 
to show 

metal structure. 


Our reason for repeatedly showing 
this illustration of the head of a Coes 
Wrench is so you'll have another talking 
point in explaining our wrenches to cus- 
tomers. 








Any mechanic will appreciate why 
metal formed in this way gives greater 
strength. Our forging process upsets 
the metal evenly and distributes it so 
that the “grain’”’ always lies across the 
direction of stress—it turns the corner 
from the bar into the head. Breaking a 
Coes head is like trying to split wood 
across the grain. Is that clear? 


Just tell customers about it—it ap- 
peals to their sense of what ought to be. 


We'll send catalogs if you reed them. 
Our jobbers will take care of your 
orders. 


Coes Wrench Company 


Worcester, Mass. 
SELLING AGENTS: 


J. C. McCARTY & CO., 29 Murray Street, New York 
J. H. GRAHAM & CO., 113 Chambers Street, New York 
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SATISFY 


The Machinists 
in Your Vicinity 


UR store can be headquarters for ma- 
Yes fine tools and you can reap a 

harvest of profits not only from the sale 
of tools but on your other lines of merchandise 
as well. “ Having what the people want” is a 
great factor in merchandising. Having what 
the machinist wants in tools will convince him 
that you have the goods he wants in other 
merchandise and he is a good prospect for 
many of your lines. 


WOMEN UTAH 
MUONS UA 


EVERYWHERE 


Tool Makers 
Machinists 
Manufacturers 


NTT TTT TTT 


RELY ON 


BROWN 
& 


SHARPE 
MACHINISTS’ 


TOOLS 


This trade mark means protection for the 
customer and the dealer. Selling tools bearing 
this world-known trade mark is bound to pay 


Tim #«€=Fig dividends in good-will 


as well as immediate profit. B S 
A stock of our tools is carried by our Chicago Office [BS 


and Store, 626-630 Washington Blvd., Chicago, III. 


BROWN ¢& SHARPE MFG. CO. 


PROVIDENCE, R. IL, U. S. A. 
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Write for this Book 
It was written for You. 
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The Biography of Cotton Waste 





/ \HE story of how “just cotton | Pests have called the stand- 


waste” became a standardized 


ardization of “ROYAL” waste 


product is a business romance one of the most fascinating 
that every chooser and user of cot- pages in the history of industrial 


ton waste should read. 


Learn the inner work- 
ings of an immense 
plant covering acres 
and filled with, intri- 
cate machinery, all 
given over to the pro- 
duction of an industrial 
necessity that most 
men know of and few 
men know. 


Address Department No. 22. 





development. 
“Producing the 
Fittest in Waste” 
is a bright, truthful and 
profusely illustrated 
booklet that recites the 
biography of waste. 
Every modern execu- 
tive and factory man 
should read it. 
The edition is limited. Your free 


copy is awaiting your request—on 
your business letter-head, please. 


ROYAL MANUFACTURING Ce 


GENERAL SALES OFFICES AND PLANT 


RAHWAY, N. J. 
New York Office—2 Rector Street 


Pittsburgh Office—Oliver Bldg. 


St. Louis Office—Pontiac Bldg. Chicago Office—People’s Gas Bldg. San Francisco Office—Wells Fargo Bldg. 
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BEST SERVICE 

AN be secured only by the 
: luse of tools of proven quality. 
The superior quality of NICHOL- 
SON FILES has been known to 


file users for more than half a 
century. 


This superiority has been brought 
about by the use of highest grade 
materials, exclusive methods and 
an intimate knowledge of the re- 


quirements of file users. 


Send for our catalog and booklet 
“File Filosophy."’ They will inter- 
est you. — 


NICHOLSON FILE CO. 


PROVIDENCE, R. 1, U.S. A. 


April 19, 1917 
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WHEN ORDERING 


STILLSON WRENCHES 


Demand TRIMO With the 


Steel Frames and Nut Guards 


Of all Stillson Wrenches 
TRIMO is 
the Best 











Send for Catalog No. 133 


MADE BY 


TRIMONT MFG. CO. 


53-71 Amory Street Roxbury (Boston), Mass. 
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"NOw .. MAN who, because 

ibility and experience, will 
capable manager, sales di- 

r salesman for a concern re- 

‘4 a man of breadth and ca- 
This man is thoroughly trained in 
Hardware, Sporting Goods, Ammu- 





FOR SALE—Stock ae ardary 
the building with dwelling. 
the kind is ten miles. Have beep 


siete Opportunities 

and plumbing material; 

Eastern New York; will gules or gent 

hardware in town located in a large 

dairy section, nearest busines a of 

here fifteen renees a. health rea 
© take up ry well wal stad 


position with manu- 

in| facturer. Eleven rs’ experience 

in the Middle and Southwest calling 

on wholesale and retail@trade. Best 

Sl of references; age 38, and well ac- 

uainted. Address “B. R.,” care 
arpware Acz, New York. 


ill | inventory $5,000, 
touch with eS es 
the hardware t FOR SALE »” care Harpwaas yy -¢ 
on commission) 
what territory 
ences. Address 
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adjust himself to systems and prin- 
ciples already proven. 
health, ew capacity for work and 
is absolute y reliable. 
he man in question is now em- 
ployed, but wishes to make a change, 
career is offered. d- 
* care Hagpwane Acz,| Lo 


NY 
120 
catio’ 


Belknap t/ 


FOR S 
Arkansas F 
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sonally intereste 
business. Give ag 
experience. Addr 
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BUSINESS 
OPPORTUNITIES 


OS. in, every ‘section of the United 
e States. Address “R. W. S.,” care 
Harpware Acz, New York. 





ye 





EASTERN JOBBING AND DIS- 
TRIBUTING HOUSE, with live 
sales organization, desires to repre- 
sent in New England a few more 
manufacturers of perewsre and spe- 
cialties. Address “C. R.,” care Harp- 
ware Ace, New York. 


OGUE 
all lines 





ware in 

in Central “Tilinois. 

lished 25 years and will 
ough investigation. Clear 


dvertise it in the Classified : 
Columns of Hardware Age 


Advertising on this page brings results. 

Hardware Age is the world’s greatest hardware paper. 
17,000 copies weekly represents an interested reading list of over 50,000 
hardwaremen. 
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ence will 
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York. 





WANTED— 
ware store in 
Southwest, a 
and experie 
man. In re 
State expe 
ary expect 

WARE 


MAN 
househ 
resen 


han 
me 


Its circulation of 


a 
ted 


ies of 5000 

e have facilities 
ucing and dis 

or staple articles 
ve trades. 
Harpware Ace, 


If you want a new position, 
If you want a new salesman, 
If you want to sell your present business, 


new one, 
want If you want to buy a ne 
take charge o 
twenty miles fro 
One who has mad 
rienced in b 
Address “G. Y.,’ 
Ace, New York. 


There is no place in the world like the Business Exchange and the 
Employment Exchange of Hardware Age for reaching established 
hardwaremen. 


n stock of hard- 
brick store 
two stories, ip 
er of one of the 
icts in Central 
ll invoice about 
2,000 last year. 
ill health. Ad- 
Davison, Mich. 


Rates are at the top of the classified page. Get your advertisement in now. 
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iT IN A TIONAL WAY 
USE THIS SECTION—IT MAY 
c A “LOWER” IN A 
“PULLMAN,” BUT IT WILL 
PROBABLY GIVE YOU A 
WOPTH WHILE “BERTH ” 


DE‘ MAN 
paved streets, electric lights, good] LOOKING FO A POSITION 
schools, etc.; $10,000 stock of hard-|OR FINDING IT IMPOSSIBLE 
ware, paints, stoves, furniture |TO GO HIGHER UP whee 
Undertaking business combined. Did] HE IS, ty yA / MAKE A 
$35,000 business last year. Must be} CHANGE, WILL FIND THIS 
cash deal. Address F.,” care}|SECTION TH = PLACE TO 
Harpware Ace, New York. TELL HIS STORY. 


facture of cutlery and 4 years in 
buying and selling same for job 
bing house, wishes position as de. 
partment manager or in responsible 
position in large retail or wholesale 
house. Address “G. T.,” care Harp. 
ware Ace, New York 
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Cortland 
New York 


Wickwire 
Brothers 


Inc. 


There's more than one reason for the popularity and selling strength of Wickwire product, but all 
of them can be traced back to the idea of giving the best value and highest quality possible. 
€ mine our own ores, operate our own blast furnaces, open hearth mills, rod and wire mills, etc. 
In short, we control every step in the manufacture, and therefore can regulate the quality from the 
beginning to the end. Nothing but the best is allowed to pass. Ask your jobber for prices. 
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GRASS HOOK 
ASSORTMENT 


HAVE A LOOK 
AT A HOOK Little Giant 


Little Giant (Adjustable) 
TO CLIP YOUR LAWN Komet (Adjustable) 


SLICK AS A BOOK 


LAWN KING—Razor Steel Hollow Ground, Full 
Mirror Polish, Grass Hook DeLuxe. 


H. S. Earle’s LITTLE GIANT—The 
original Ogee Shank Grass Hook. 


H. S. Earle’s LITTLE 
GIANT ADJUSTABLE . 
—Made by request. 


KOMET— 
Cuts the 
grass as 
easily 
as the 
Comet 
cuts the 
sky. 


eRADAALLITIT™ 


Quick Clerk 
Grass Hook 


ASSORTMENT 


44444 (1Ge 


JUNIO R—A 
Humdinger 
for the 


Composed of: 


1 Quick Clerk Ad Card 19” x 9”. 

2 Lawn King Grass Hooks. 

3 Little Giant Regular Grass Hooks. 
3 Little Giant Adjustable Grass Hooks. 
2 KOMET Adjustable Grass Hooks. 
2 Junior Grass Hooks. 


Making it possible for a retail dealer to have a 
complete line without an overstock. 


| oe 


Scythes, Grass Hooks, Corn Hooks, Corn 
Knives, Hay Knives, Bread Knives, etc. 


NORTH WAYNE TOOL COMPANY 


Hallowell, Maine 
Sales Office: 1409 Ford Building DETROIT, MICH. 
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The Worth of Beauty 


The full worth of the beauty of shrubs and flowers is 
regulated by Trellises and Guards. Excelsior Rust Proof 
Trellises and Flower Bed Guards are modest in appearance, 
yet they possess the strength to perform all that may be 
required of them, while the Excelsior Rust Proof Finish 
guarantees durability. 

Climbing vines can do their best only when given proper support. 
An air of distinction is given a flower bed which is surrounded by a Flower 


Bed Guard of dignified design. 


Trellis carried in stock in rolls of 75 or 150 ft. each in 13 in. and 19 
in. widths. Galvanized brackets for attaching Trellis can be furnished. 
Excelsior Rust Proof Flower Bed Guard Galvanized After Making is 
carried in stock rolls of 75 or 150 ft. 


See that your stock of these prcducts is sufficient to meet the demands 
of spring and summer. If your jobber cannot supply you, write us. 


Wrig ht Wire Company 


Massachusetts 
Chicago 


ee. 
New York 


VAAN HAS 


Boston San Francisco 


Philadelphia 
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Check up that stock now! Don’t wait until the 
season is here or half over. Be sure that you have 
the goods for both the first and last customer. 


Do you require 


Dog Leads, Kennel Chains, 


Porch Swing and Hammock Chains, Tie-Out Chains, 
Cow Ties, Halter Chains, Triumph, Brown or Perfec- 
tion Coil Chains, Key Chains and Rings, Transom, Sash 
and Plumbers Chains, etc.? Our prices are right, and 
material is unsurpassed. Let us quote and submit our 


line before you buy. 





Look Well es __ PERFECTION — eC) «Strong Chain 
laa CS5saeas Ss atta 
Take Well MONARCH # re Substantial 
> Nezmmmenmeney > gs 
MCAS STRONGAS WELDED CAN 








THE BRIDGEPORT CHAIN CO. 


Original Manufacturers 


BRIDGEPORT 
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Majestic Garbage 
Receiver 


family because it keeps your 
garbage buried. Sanitary, emits 
no odors and keeps the con- 
tents safe from dogs, vermin 
and flies, Always convenient, 
never unsightly. 


Majestic Package 
Receiver 


is placed in the kitchen wall 
for receiving milk bottles and 
packages from the outside, in- 
suring them against theft and 
keeping them clean and sani- 
tary. 


Dealers’ Sales 
Increased 40% 


during 1916 alone. Many dealers now or- 
der Majestic specialties by the carload. To 
one dealer in Des Moines who two years 
ago bought in dozen lots, we just shipped 
over 600 coal chutes this week—all we could 
get in the biggest freight car obtainable. 
And this firm covers only a limited territory. 

Perhaps you are not yet ready for car- 
loads, but you should be ready to make a 
start. 


Sold in Every State 
in the Union 


From every corner of the country Hardware 
Dealers send repeat orders taking advantage 
of our present low prices and asking for early 
shipments. 

Send your order now and it will receive 
prompt attention. 


The Majestic Company 


711 Erie Street Huntington, Indiana 


Largest Manufacturers of 
Coal Chutes in the World 








2,000 Hardware 
Dealers Making 
Big Profits Selling 


Majestic 


a. Building Specialties 


Progressive hardware deal- 
ers everywhere are featuring 
and selling Majestic special- 
ties. 

And they are making 
mighty good profits because of 
the big demand existing for 
all of our building specialties. 


A big building boom is 
looked for this year. And our 
big national advertising will 
boom the Majestic line. 


Get ready for this big busi- 
ness and get your share of 
Majestic profits. 








Majestic Coal Chute 


keeps your house, lawns and grounds clean, because every piece of coal 


falls 


into the bin. The door locks open automatically, protecting the 


building above the opening, just where the damage always occurs. 
When closed it is an excellent window for the basement. Absolutely 
burglar-proof. Easily installed in old buildings or built inte new ones. 














MAIL COUPON FOR CATALOG 


The Majestic Compan 
71h rs ey 


rie Street, 
Hantington, Indiana. 


Send me catalog of Majestic Building Specialities. 
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There’s Money in Brushes 


—for the dealer who carries and shows a good assort- 
ment. 


Every Store, Household, Garage, Public Building 
and Factory in your community has some place where 


_brushes could be used to good advantage. 


If you get the reputation of having the Right Brushes 
to meet the demands of this trade, you will have a 
profitable addition to your business the year ‘round. 


Osborn Brushes are Right Brushes 
Right in Design—Right in Quality—Right in Price 


A few of the items on which Dealers in every -sec- 
tion of the country are enjoying steady and profitable 


business are shown in the lists and illustrations. 


° 


Write our nearest office for full information. 


PUBLIC BUILDINGS 


Radiator Brushes 

Sanitary or Closet Brushes 
Cuspidor Brushes 

Bottle Brushes 

Wire Cleaning Brushes 
Scrubbing Brushes 
Dusting Brushes 


Floor Sweeping Brushes, etc. 


STORES 


Floor Sweeping Brushes 
Counter Dusters 
Window Brushes 
Window Cleaners 
Floor Scrubs 
/ Butcher Block Brushes, ete. 


GARAGES 
Floor Sweeping Brushes 
Dusting Brushes 
Tire Roughing Brushes 
Wheel Cleaning Brushes 
Auto Washing Brushes 
Paint and Varnish Brushes 
Spark Plug Brushes 
Wire Cleaning Brushes, etc. 


HOMES 
Floor Brushes 
Dusting Brushes 
Window Brushes 
Sanitary or Closet Brushes 
Bottle Brushes 
Sink or Kitchen. Brushes 
Shoe Brushes, etc. 


THE Oseorn Manuracrurine Co. 


New York CLEVELAND Chicago 
895 Broadway 5401 Hamilton Ave 155 No. Clark 8t. 


Milwaukee 


San Francisco 


Detroit 
255 So. Water St. 672 Atwater St. East 61 First St. 
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Selecting A Cycle Agency 


Before you make up your mind about 
any bicycle or motorcycle agency con- 
nection you want to make sure of certain 
points such as: 


(1) That the product is honestly made; (2) 
that it has a good reputation; (3) that sales are 
made easier by acquainting the public with the 
talking points of this product by means of good 
advertising; (4) that dealer relations will prove 
happy as well as profitable; (5) that the com- 
pany has strong financial backing. 


The Iver Johnson line of bicycles and motor- 
cycles fulfills to the nth power all these points. 


Send for Agency Proposition and books B— 
“Bicycles,” c —**Motorcycles.” 


We are also makers of the celebrated Iver 
Johnson Hammer and Hammerless Revolvers 
and Iver Johnson Champion Shotguns. Catalog 
A on “Arms” gives full information. Send for it. 


Iver Johnson’s Arms & Cycle Works 


332 River Street, Fitchburg, Mass. 
New York, 99 Chambers St. San Francisco, 717 Market St. 
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Noiseless! 


“Silence is golden." That is the principle on 
which these casters work. They do not speak, pre- 
ferring to allow their good points and features to 
do it for them. 

Their frictionless bearings prevent noise. They 
cannot scratch or mar highly finished floors. The 
roller axle is three times the size of ordinary wire 
rivets used in other casters—built extra strong to 
stand a heavy strain. 


They Sellas Easily 
as They Roll 


And that is saying a whole lot. 
Tell your customers how easy- 
running and noiseless the Dia- 
mond Velvet Casters are, and 
they will be interested. Just 


examine a sample Diamond Vel- 
vet Caster. It will appeal to 
you. We will send that sample 


on request. 


M.B.Schenck = 


Company en ag TO 
Meriden, Conn. 
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A simple, complete system for retail stores 


The Electrically The New National 
Operated Cash Register 
Cash Register Credit File 
Does fifteen necessary things Cuts out all bookkeeping of 
in three seconds. Customers’ accounts. 


Simple to operate—saves No blotter—no daybook—no 
time. customers’ ledger. 


Forces accuracy—gives quick Every customer's account bal- 
service. anced to the minute. 


Stops leaks—satisfies customers—increases profits in stores. 
Old cash registers taken in part payment. 
Every retail merchant should write us for particulars. 


The National Cash Register Company, Dayton, Ohio 


Cut out the coupon below and mail it to us today 





Dept. 141. National Cash Register Co., Dayton, Ohio. 





Please send me full particulars on Name 


C] latest model cash register. 





[_] new N.C.R. Credit File. Address 


I$ 
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WH AT DO YOU DO? When a set or cap-screw, stud or staybolt breaks 


—what do you do? Do you get a kitful of files 
and punches and such make-shift tools, and fuss and fume and sweat for an hour or two— 
or have you an 


Bg « 


SCREW EXTRACTOR SET 
(Patented 1914) 


When you’ve an EZY-OUT kit, a broken screw’s no particular trouble. 


You just drill a hole in the broken section, insert the proper size EZY-OUT and 
twist. The second or third twist starts the screw backing out on its own threads —just as 
if it had never broken off at all —and then the job’s done! 


Simple, isn’t it — and it’s just as simple as it sounds— because EZY-OUT is the first 
tool to be designed expressly for the job. 


Send for Hardware Dealer’s Proposition 


THE 
CLEVELAND <> TWIST DRILL 
COMPANY 
CLEVELAND 
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Dyke’s Automobile and Gas 
Engine Enclyclopedia 


BY A. L. DYKE 








HIS book deals With such subjects as: How to enter the automo- 
[iri business—how to equip the shop and make repairs—also explains 
the difference between desirable and necessary accessories. 
A complete treatise on the Leading Electric Systems, Repairing and 
Adjusting (simplified), Carburetion, Ignition, Valve Timing, Operation 
and Care of Car, Digest of Troubles. It covers all the cars on the market. 


REPAIRING- DIAGNO:! 

TROUBLE- ALL ELECTRIC 

SYSTEMS SIMPLIFIED 

CARBURETION, IGNITION 
ETC. 











SOME FACTS CONCERNING THIS 5th EDITION 
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The Remy Electric Co., of Anderson, 
Ind., who build the electric systems 
for the leading cars say: “After 
inspecting your fifth edition we 
have found it tocontain more valu- 
able information covering all of the 
equipments as applied to automo- 
biles than any book that we have 
investigated on this subject. We 
will be pleased to recommend this 
book to allof our service men who 
are now in 75 service stations and 
branches. We also receive inquiries 
from customers from time to time 
asking us to recommend a book 
covering the electrical equipment 
and will recommend your book,”’ 


There are 824 Pages, large size, 6x9 inches. 


2370 Illustrations—the simplified kind. The 
kind that made the book famous. 


350 Pages and 976 illustrations on Electric 
Ignition and Electric Starters and Genera- 
tors. 

34 Pages and 75 illustrations on Delco Sys- 
tem alone. 

74 Pages and 254 illustrations on Adjust- 
ment, Tests, etc., of leading Electric Sys- 
tems. 


99 Pages and 534 illustrations on Repairing. 
44 Pages and 97 illustration on Carburetion. 
84 Pages 239 illustrations on Engines and 
Parts. 

21 Pages on Digest of Troubles. 


A Dictionary of Motoring Terms also in- 
cluded. 


4000 Lines of Index printed on colored 
paper. This is a feature worth noting. 


You will make no mistake by sending for this book—it will surely make 
areal expert of you. Turn your spare time into valuable automobile 
knowledge. As arefence and instructor the book is invaluable. Order Now! 


824 Pages, 7 x 10 Inches. 


2370 Figures. Cloth, Price $3.00 Delivered. 


David Williams Company, 231-249 W. 39th St., New York 
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ROLLER SKATES 





No. 5. Adjustable. 


A practical model made only of highest quality steel, with 
extra fine leather strap. A perfectly finished and durable 
skate representing the well known high standard quality of 
Union Hardware Company products. 


WE ARE READY TO MAKE PROMPT DELIVERIES 











DOG COLLARS 





No. 7208 





A long experience in the Dog Collar business has proved 

to us that a complete line of a few but popular styles will 

bring the most satisfactory results to both retailer and jobber. 

Our new line, illustrated in our 1917 catalogue, now ready 
* for distribution, has been established with this in view. 


UNION HARDWARE CO. 


NEW YORE OFFICE: 


99 Chambers St. Torrington, Conn. : 
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AmericanSelf Heating FlatIron 


Always a big spring and summer 
seller and an article that appeals to 
every one interested in up to date 


conveniences for the home. 


Your Profit 


on every American Iron sold is 
larger than on most articles selling 
at the same price. Better than ever 
this year. Send a postal today for 
prices and terms. 


American Gas Machine Co. 
695 Clark Street ALBERT LEA, MINN. 





























House Cleaning Necessities 


BLACK SILK 


STOVE POLISH 
METAL POLISH 
IRON ENAMEL 


This is the cleaning and refurbishing season. Black Silk products will be called 
for because they are the highest grade obtainable. Can you supply them? If 
not, we would suggest that you order a supply from your jobber at once. 


BLACK SILK STOVE POLISH does not waste by dusting off in using. It makes 
a black, silky, hard, glassy shine that stays. 


BLACK SILK METAL POLISH cleans and polishes nickel, brass, silver anJ *in- 


ware. It is dustless and will not injure the most delicate surface. 


BLACK SILK IRON ENAMEL has no equal for use on gas stove bodies, radiators, 
stove pipes, in fact, wherever a black, permanent gloss is required where article 
is not brought in direct contact with flame heat. Prevents rust in storage. 


“A SHINE IN EVERY DROP” 
BLACK SILK STOVE POLISH WORKS STERLING, ILL. 
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DID YOU EVER TRY IT? 


The same amount of money invested in 


Anchor Brand Clothes Wringers 


displayed in just as prominent a place in your 


store as your CUTLERY SHOW CASE 
will net you MORE MONEY in 12 
months and less care. TRY IT. 












Lovell Manufacturing Co., Erie, Pa. 


The largest manufacturers of ate Wringers 
in the World 
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THE E-12 MAKES MONEY 


The convenience and completeness of the E-12 Voss Electric Washer make it 
superior to anything on the market in its sales possibilities. Hardware dealers 
everywhere are making money on it. 

It is the most complete machine that we manufacture,—equipped with two 
galvanized metal tubs; having center drains and plugs; metal drain under platform 
for all three tubs; operator need not handle the water; sliding wringer. It is 
always ready. 

Write for prices and catalogue of our complete line. 


Voss Brothers Manufacturing Company 
DAVENPORT, 














2) 
Sem 





= 


= 








HARDWARE AGE April 19, 1917 


VoreR\TH 


a 


BUTCHER TRAYS 


Enameled in White and White 


No. 15—154% x 10% x 3%” 

“ 17—17% x11%x %” 

“ 19—19 «12% x %" 

“ 25—25% x 19% x 1%” 

“ 250—Same size as +25, with Cor- 
rugated Bottom. 


Nete the new +25 and +250 sizes, which have heretofore been largely 
tarnished the Importers. 


THE VOLLRATH CO. 


Sheboygan, Wis. 





NEW YORK 








Order now and be prepared for next 
season's demand for the 


Flexible Flyer 


‘‘The sled that steers’’ 


Steel Front! 
Easier to steer! 
Stronger and handsomer! 
Chrome nickel steel non-skid runners! 


The advanced construction gives a new 
impetus to the selling of this peerless leader of 
the sled-world. Write us now for prices. 


The constantly advancing cost of materials 
and labor makes early ordering advisable. 
Don’t put it off. 


Unless it bears this trademark it is 
not a genuine Flexible Flyer 


S. L. ALLEN & CO. Box1104A_ Philadelphia 


Patentees and Sole Manufacturers 
If you want « good low-priced steering sled ask for prices on our Fire Fly Coasters 

















April 19, 1917 
el 












aS cian a. wen en a, 


You Can Help 
Avert a Plague 


Last year's plague of infantile paralysis was 
traced directly to the fly. 


SI OT a NS 


Don't you see that the campaign to exter- 
minate the fly will be pushed with redoubled 
energy this year? 


Don't you see that the dealer who handles an 
effective trap will not only help in a good cause, 
but will share in the profit from their sales? 


St ae eS 


Don’t you know that the St. Louis trap has = | 
proved its worth and is doing its share silently = . 
toward the extermination of this horrible pest? = 


If further argument is necessary to get you 


to stock this trap, write to us and we will give 
it to you. — a 


Ludlow-Saylor Wire Co. © | 


St. Louis, Mo. 











° All fittings and parts of the Goulds line of 
Build any one of “Combination” House Force Pumpsas shown 


here are interchangeable. The complete . 


these 8 pumps series of mone -— be omipeae —_ 
M : the parts shown in the panel. e Goulds 
with these inter. dealer can, therefore, i in we any 
one of the series together with a few 
changeable of the extra parts, and from these 
+ parts make up any style desired, a 
par mighty big advantage. 


OULDS PUMP 
FOR EVERY SERVICE 


—are backed by two-thirds of a century of manufactur. 
ing experience. We have told our story year after 
year to farmers everywhere a liberal 
advertising space in the farm press. They are 
convinced of the reliability of Goulds Pumps. 
It will be an easy matter for you 
asa Goulds dealer to complete 
the sales. And remember, 
there’sa steady all-the-year 
demand. Write to-day for liter- 
ature and our liberal offer. 















Fig. 1412 Mounted 



































e Fig. 1415 Fitted with brackets 





Fig. 1410 Mounted on base 
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SINGLE DRIVE Pe oR -_ DOUBLE DRIVE 


ROUND Wi ROUND 
; Se MUCTORRAS 


GALVANIZED 


The Leading Conductor Hook 


Better and Cheaper than Malleable. 

As easy to drive as an ordinary nail. 

The only “Direct Drive’’ hook on the market. 
Makes a clean, neat job. Holds pipe in place 
with a firm, sure grip. Strong and dependable. 


The kind of a hook you have always wanted 


Double Drive Square Single Drive Square 


Ask us for my 
samples and wood 
prices. 


MILWAUKEE CORRUGATING COMPANY 


Branch at Kansas City, Mo. MILWAUKEE, WISCONSIN 
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as Open Hearth 


TEEL SHEET. 


Have not yet been Surpassed 
in their uniformly Good Qualities 


INLAND STEEL COMPANY 


First National Bank Bldg. Chicago. 
Works Indiana Harbor, Ind. & Chicago Heights, Ill. 
Branch Offices, ST.LOUIS-ST.PAUL-MILWAUK EF TENVER DALLAS. 
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AMERICAN 
ScrREW 
CompPaNy 





Largest Greatest 
Stock Assortment 
WOOD SCREWS 
MACHINE SCREWS 
TIRE BOLTS 
STOVE BOLTS 


PROVIDENCE, RHODE ISLAND 


WESTERN DEPOT: 
69 East Lake Street, Chicago, Illinois 
























WOOD 
SCREWS 


We are manufacturers— 
that is our business. Quality 
is our aim. We carry in stock 
a full line Iron, Brass and Bronze 
Screws. Try our make. Be convinced 
that Bridgeport Screws are the best. 


—__ —"- 


———— 
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rid Write for price lists and _ discounts. 
Aisiy e 
c Bridgeport Screw Company 
£9 BRIDGEPORT, CONN. 
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AND CONDUCTOR 
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Eaves Trough: Lap and Slip Conductor Pipe: Plain Round, 
Joint Single Bead; Lap and Slip Plain Square, Round Corru- 


Joint Double Bead. Also “‘Angle- gated and Square Corrugated. 
Edge” —*“cannot sag.” All styles Elbows and Shoes, 


Fittings, Etc. 


MUTT. 


LL Corco Eaves Trough, Conductor Pipe and Fittings are furnished in Galvanized 
Steel, Terne Plate, Iron or Copper. They are made from full weight prime stock 
and formed on specially designed and constructed machinery. 
Materials used are the same that have made Corco Sheets and Formed Roofings the 
“stand-by”’ of trade and consumer for a quarter-century. 
Stocks are carried at all warehouses. Write nearest address for prices and catalog. The 
Corco Line of sheet metal products consists of hundreds of items for fire-safe building 
and household utility. 
Whitaker-Glessner Company 
WHEELING CORRUGATING DEPT. 
Wheeling, W. Va. 
Branch Offices and Stores: 


Philadelphia Kansas City 
Chattanooga Richmond 
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“A DOLLAR WELL SPENT” 


—said a large hardware manufacturing firm in central Ohio regard- 
ing a “Help Want” advertisement they inserted a short time ago in 


THE EMPLOYMENT EXCHANGE 
of HARDWARE AGE 


Their ad called for a man of experience and 
ability. Applications were received from high 
grade men from all parts of the country most 
of whom had positions. This, mind you, from 
an initial expenditure of $1.00 the cost of the ad. 


The Employment Exchange is producing 
results like this because it receives the attention 
of thousands of wide-awake hardware merchants, manufacturers, salesmen, etc. 


who read HARDWARE AGE every week. 


If you have an opportunity to offer or a want to satisfy, make use of this depart- 
ment. Write for further information. 


HARDWARE AGE #239 West 39th Street, NEW YORK CITY 
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The Bishop’s “Greyhound” 
A Winged Dog for Work 


Twenty-five years of 
building saws have made 
the Bishop's 
“Greyhound ” 
a dominating 


model of high- 


est grade steel, 
speedy and 


easy-cutting qualities and a per- 
fect hang and balance. It has 
thousands of friends. 


Hardware dealers ought all to know our 
selling terms. 


GEO. H. BISHOP & CO. 
STRADE MARS LAWRENCEBURG, IND. 
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DONNA NEM 


Them 
by the Set 


It isn’t hard. Every mechanic needs the 
entire set in his work, and it resolves itself 
to a question of selling him once or seven- 
teen times. Bring out the value of the case, 
its use in keeping the bits in order and 
near at hand, preventing loss, etc. Try it. 

Forstner Bits are the only bits that are 
not dependent on a center or a level to 
guide them. They cut from the outer rim. 
The entire surface is at work all the time; 
no jagged ends; every part of the work is 
smooth and polished. They bore their way 
through hard, knotty, cross grained wood, 
leaving a smooth hole and clean, polished 
surface. 

Let us send you catalogues. Order 
through your jobber or direct. 


THE PROGRESSIVE MANUFACTURING CO. 


TORRINGTON, CONN,., U.S. A. 
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Sets of 9, 11, 17 bits are fur- 
nished in compact cases for 
the convenience of the user 
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Lanley 
‘Tools 
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Arch Joint—Full Bound 


Double Arch Joint—Full Bound 


Boxwood Rules 


The name “STANLEY” on a BOXWOOD 
RULE carries with it a guarantee of quality. This 
is assured by the materials used in the production 
of the goods, the advanced methods employed in 
their manufacture and the experience of a com- 
pany which has been making Boxwood Rules for 
nearly sixty years. 

The dealer who stocks STANLEY BOXWOOD 
RULES can depend on his customer being satisfied. 


STANLEY Rute & Leve Ca. 
New Baitain. Conn. U.S.A 








Broadness 
of 
Vision 


The days of sitting in the 
office continually and simply 
relying upon one’s self for 
merchandising ideas has 
gone—gone forever. 


The successful merchant is 
the man who keeps his 
fingers on the pulse of the 
merchandising world. 


In all quarters of the world 
merchants are doing this 
through the medium of the 
HARDWARE AGE. Its 
pages are constantly present- 
ing the news of what other 
men are doing, and suggest- 
ing live ideas for improve- 
ment. 


Acquire broadness of vision. 
Adopt the policy of studying 
the HARDWARE AGE and 
encourage your workers to 
do likewise. You'll find a 
big jump in the efficiency of 
your organization. 
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“- separator must skim clean, whether 


turned fast or slow.” Such is the verdict of 
progressive Dairydom of today. Sharples has 
shouldered the responsibility of separator 
leadership for over a third of a century. The 
latest Sharples invention—the Suction-feed— 
has enabled Sharples users to enter a new field 
of cream saving, worth 80,000,000 lbs. of butter 
annually to the dairymen of America; a field 
untouched by any other separator. And this 
because Sharples skims clean, regardless of 
how slow the crank mey be turned. This im- 
mense extra cream saving is the biggest argu- 
ment that ever sold a separator. 


SHARPLES 


SUCTION-FEED 
Cream SEPAR“~OR 


Dominates poet ag it skims clean at widely-varying 


ess—al] 
Dominates beeause you can turn faster and finish skim- 
ming quicker 
Dominates because there is just one piece in the bowl— 
f no discs, easiest to clean 
Dominates because of the knee-low supply tank and the 
once-a-month oiling system 


spe 
Dominates because it delivers cream of unchanging thick- 
ni speeds 


Sharples Sales Dominate, as evidenced by 
such instances as that of December 19th, on 
Which date we received orders for 2356 Sharples 
Suction-feed Cream Separators—21 carloads! 
Also we effected a 340 per cent Sales Increase 
In one year, owing to the wonderful cream- 
saving Suction-feed. 

Sharples Dealer Contract Domina too, be- 
cause of our Dealer Bonus Offer. st year 
we — out over $50,000 to Sharples dealers, 
m bonuses outside of regular commissions! 
Decide now to be in on this next year. Write 
us—today! 


The Sharples Separator Co. 
West Chester, Pa. 


Sharples Milkers—Used on over 300,000 cows 
daily 
Branches: Chicago San Francisco Toronto 
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HINGED 
OPEN EYE-BOLT SNAPS 


PATENTED 








Sizes 
¥y x 3% Yx4 
¥x4h% *wWx5% 





OSS by breakage has always 

been more or less prevalent 
when old-style, open-eye snaps were 
attached to a chain, or other mater- 
ial, by closing the eye with a 
hammer. 


Chances for loss from that source 
have, however, been entirely obviated 
with the advent of ournew QUICK-KLOZE 
pattern. Above illustrations show at 
a glance the working principle of this 
improved snaps The eye opens sulf- 
ficiently to allow of inserting the chain 
or ring, as the case may be, and then 
closes over it. When closed the lug 
shown onthe swinging portion passes 
through the slot opposite, and by be- 
ing bent down holds the eye part 
securely. 

Thus the snap cannot become 
disengaged when in use. 


NONE BETTER 


Write for of copy “Harness Hardware 
Supremacy,” which illustrates and 
describes many other valuable 
“Anchor Brand” improvements. 


Samples free for the asking 
Wholesale only. 
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There is no Royal Road to Wealth 


But some roads are easier than others. 


Many of your fellow merchants have found GLOBE 
stoves, ranges and furnaces the surest makers of profit. 
Write us. 


THE GLOBE STOVE & RANGE 
Master Stove Builders 
KOKOMO - INDIANA 


CO. 
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Its First Year a 
Big Success 


The Sanitary Flexible 
Rubber Fly Swatter was 
bought and sold by 1000 
jobbers last season. It gets 
the fly, the trade and ‘the 
profits. Retails for 10 





cents. 


A big favorite in the 
household. Made of Rub- 


For Quick Pacnaver 


Our proposition is unequalled. You make a big 
margin on a small investment and keep your 
capital working all the time. Thousands of mer- 


ber. Sanitary and easily chants are making money handling the 


washed. 


~. es Se a etete ote 


Send us your orders for 
next season. Samples and 
jobbers’ prices sent on re- 
quest. You need this big 
seller. Better write today. 


ve 


oar 


More than 850,000 now used. Each sale de- 
velops new business by causing women to con- 
sider other up-to-date household devices. Write 
for details of our advertising co-operation. 
2 of retail salesmanship free to dealers and 
clerks, 


Royal Iron Manufacturing Co. 
552 Wayne Street Big Prairie, Ohio 


A. W. Drake 
Manufacturing Co. 


Formerly 
Standard Vending Machine Co. 


Hazleton, Pa. 

















QUALITY plus SERVICE equals SATISFACTION 


In offering you our line of goods, we are offering you QUALITY and SERVICE, and 
complete Satisfaction eomerg only in the selection of goods that have stood the test of time. 


In Cones ~-“ oods, et this SATISFACTION. 

EAGLE P W IN ERS and BUCKETS COMBINED and 
SUPERIOR FOLDING WASH BENCHES have the reputation of 
never failing to satisfy. You will find these lines quick sellers and 
big profit producers. 

All of our products are built of high grade material, and are 
guaranteed against all defects and imperfect workmanship. e in- 
creasing demand for these goods is conclusive evidence that they are 
= Standard of Comparison, the Highest point of Mechanical Skill, 


Made in three sizes, 
33 Qte. i the Acme of Perfection. 


10, 14 and 


The Eagle Woodenware Manufacturing Company 


Manufacturers 


HAMILTON, OHIO, U. S. A. 


Will hold 210,11 or12 
inch elothes wringer 
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METALS 
nS al ==> cy, 
©&> WASHERS & cROMMETS <=> 


LARGE 
117 FRANKLIN AVENUE “BROOKLYN. NEW-YORK 
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Manufacturers 


BILLETS, SLABS 
SHEET BARS, 
BLUE ANNEALED 
SHEETS, BLACK 


Highest Quality 
REASONABLE PRICES 
SATISFIED CUSTOMERS 
PROFITABLE SALES 


UNION 
TOOL COMPANY 


and GALVANIZED 

SHEETS AND j 
FORMED ROOF. ees: TOOLS Ob SOREN) 
INGS. ei NCE Mass Uh : 

: Every Tool Dependable 





Guaranteed Deliveries 


Successors to 


Union Caliper Co. . 
Bates Mfg. Co. 
Tool Business of Hill Standard Mfg. Co. 


MANUFACTURERS OF 


CALIPERS DIVID on TAP WRENCHES, 
NA SETS, ENTER PUNCHES, 
TEMPERED STEEL RUBES 
COMBINATION SQUARES, 


HACK SAW FRAMES, KEY SEAT RULE BLOCKS, 
THREAD GAUGES, THICKNESS GAUGES, 


Complete Line of Tool Holders for 


So 


PORTSMOUTH PORTSMOUTH 
WORKS: OHIO 


Turning, Plan — Boring, Shaping, Slotting, Cutting-Off, Side 
Cutting, Thread Key Genes. Lathe Dogs. Drill Holders, 
Machine Vises and Screw Machine Products. . 


Selling a oo & Co., 74-76 Murray &t., 
. ¥. City; vy x. cits oon St., Chicago, Ii. 
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PUT 




















| Parker’ s Double Swivel Vise 


appeals to Tool Makers instantly. Operator is saved the usual 
PS bother of removing the work from the vise jaws. It can be 
; swiveled on base or turned in barrel, without even touching the 
Vise Screw or Lever, and is held in position by a turn of the 
tightening studs. 
Made with Parker’s Solid Steel Bar Slide Strengthener—a 
Patented Feature found on no other vise. The Tool Steel Jaw 
Faces are removable and renewable. 










PATENTED JAN. 2, 1906 Always a big seller. Send for No. 5 Vise Catalog. 


The Charles Parker Company N. Y. Salesroom, 32 Warren St. 


Factories - Meriden, Conn. 
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HELLER’S 


PIVOT DOOR 


CABINETS 


showing the largest assortment of 
Hardware, Shelving, Fixtures, etc., in 
the United States. 





DISPLAY ALWAYS IN SIGHT Send for Catalog No. 24. 


W. C. HELLER & CO., Montpelier, Ohio 





























War conditions have brought about a great shortage of 


Cary’s Universal 
Box Strapping 
a ae a WE 


ng high prices for . 
every pound of waste paper they can ft: pects are In Many Widths and Gauges 
that even higher prices will be offered. Every 
—— a yy Be Always Carried in Stock for Prompt Shipment 
conv le 
Me ny handle waste paper safely and advantageously y' Pp p 
you need 


en) PAPER 
atumay BALER 


convert waste into cash—protects against fire risk. 
oun ‘Sos with the most potent source of fire—trash piled 
rner. 
1 me ‘Sehick is strong, simple, easy to operate and most 
compact baler on the market. Boy can operate. Takes up 
room than a pile of waste on floor. Helps keep your 
establishment clean, too. Really costs you nothing 


it 
— Pays for itself and earns money for you. 
ustomers say that the Schick Baler pays 
oy ee the first year; some say it will do it in 
a few months. Depends upon the amount of 
waste you have. Made in five sizes, 


The only strapping on 
the market guaran- 
teed to run true to 
width and gauge. It 
is made from an extra 
soft annealed steel of 
great tensile strength, 
and nails can be 
driven thro’ it with 
greatest ease. Each 
reel contains 300 feet 
equipped with patent 
metal reel frame; 20 
reels packed in a case. 
We also manufacture Flat and Twisted Wire 
Box Straps, Box Corner Fasteners, Clasps, 
Seals, Corrugated Joint Fasteners, Hinges and 
Hasps, and Cary’s EVERLASTING FLEX- 
IBLE STEEL MATS. 
Davenport 


SEND FOR PRICES AND LITERATURE 
Mfg. Co. 


Dept. H. Day = CARY MANUFACTURING CO 


enport, lowa 
Manhattan Bridge Plaza BROOKLYN, N. Y. 


Write Today for This 
Free Book 


“How to Make Money in Waste 
Paper’’ will reveal startli facts 
you. Shows enormous loss in 
waste paper destroyed. Tells how 
this waste can be 
turned into cash. 
Send for your 

copy now, 


Jobbere and 
Salesmen Wanted 
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Revolving Cases 


At your fingers’ end. Time saver and system pro- 
moter. Every Hardware Store should have one 
or more of our Cases with sizes of bolts or 
screws printed on the front of the drawers, and 
for Auto, Bicycle and Motorcycle parts, our cases 
with blank drawer fronts provided with label 
holders. We make these cases square with square 
drawers as well as octagonal. Sold by leading 
jobbers. Catalog on application. 
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Manufactured by 


American Bolt and Screw Case 
Company 


Dayton, $3 Ohio 






































April 19, 1917 HARDWARE AGE 


be 


Soe ee 


ga a 


Le RET 


Anmacce’ssopy, 


i Mahatisellsicvemunhenc 


REandisellsitheseanmnound 


ce aS a ee a 





You probably think of an accessory as something confined to the 
automobile field. You judge its sales possibilities by the number of 
automobiles in your trade territory and the length of the motoring 
season. 


ie es” 


That won’t fit the case of McQuay-Norris \caxfRoor Piston Rings. 


Its field includes motor boats, motorcycles, tractors, gas engines, 
pumps, air compressors—any kind of power plant that’s made. That 
gives the prospective market a different complexion—doesn t it ? 


Every one of these owners is a prospect for McQuay-Norris \eaxfRoor E 
Piston Rings. They’re buying them all the time. That’s what makes 
the live demand all over the country and keeps it going all the year. 


You are missing a chance to do a nice business if you don’t stock a few . 
sets. If you want any odd size for a customer, the nearest jobber can 
give you immediate service for any make or type of motor or engine. 
You only need to have the McQuay-Norris Dimension Book to fill 
the order correctly. 


Send for this Dimension Book and for ‘“To Have and to 
Hold Power’’—the standard handbook on gas engine com- 
pression. Both books FREE on request. Write Dept. X. 


McQuay-Norris Manufacturing Co., St. Louis, U.S. A. 


BRANCH OFFICES: 


New York Chicago Philadelphia Pittsburg 
San Francisco Los Angeles Cincinnati Seattle 
Kansas City St. Paul Atlanta Denver 


Dallas 


CANADIAN FACTORY: 
W. H. Banfield & Sons, Ltd., 372 Pape Avenue, Toronto. 


McQUAY-NORRIS 






Packed this 


way for your 


PISTON RINGS © *etcvor 
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are built- to meet the demand for Quality— 
not the competition of Price. All types are 
Guaranteed on a basis of 5000 miles of 
service. 

Our Dealer Proposition 
offers exclusive territory, an equitable profit margin, 
and price protection that rewards you for good 
service rendered your customers. 

It includes sales-making co-operation that helps 
you to build up a business that is all your own, and 
of the kind that is most worth having. With this 
complete line you need not miss a single sale. 


Good Territory Still Open — Write 

for the “Marathon” Proposition today. 
The Marathon Tire & Rubber Co. 
CUYAHOGA FALLS OHIO 


Canadian Plant: St. Catharines, Ont. 
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Well make you an 


EXPERT ADVERTISER 


Do you want to sell more tires and accessories this year than 
ever before? We'll tell you how, by sound, systematic, concen- 
trated advertising. We’ll make you an expert advertiser. We’ll 
show you how to get results in sales. We'll show you how to 
handle your advertising in minutes instead of hous. We’ll show 
you how to keep advertising going through the summer 
months, when it is most valuable, without ever thinking of it. 


| Firestone 


DEALER. 
ADVERTISING SERVICE 


is a new co-operative method whereby you get the benefit of 
the years of Firestone advertising. This experience is applied 
to your store, your customers, your sales in a way to give 
you immediate and lasting results. 
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Your name is featured big in all this advertising in fine color 
printing and the advertising is big caliber stuff, not bird shot. 
It hits hard. It produces. Probably you’ve often thought 
that if you only knew 


HOW-WHEN~ WHERE~‘e ADVERTISE 


you could make your sales far bigger than they are at present. 
You’re right. But to get the big returns you must drop the 
hit-and-miss method. By the Firestone plan, you spend an 
hour or two deciding upon your advertising for the year. Every- 
thing is laid out to secure the greatest sales effect for you and 
your store. From that time on the bulk of advertising takes 
practically none of your time. Now— 


that puts you into possession of all the facts. No obliga- 
tions. Just look over the idea and see if it doesn’t give 
you a new vision of advertising and sales. Then 
decide whether you care to use it. Mail coupon now. 


FIRESTONE TIRE AND RUBBER CO. 
Akron, Ohio Branches and Dealers Everywhere 
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This is WILLIE 
WEAR. Heisa very 
hard-working Batavia 
Boy; he works for you 
every inch of the guar- 
anteed 4000 miles—and 
then some! The other 
four Batavia Boys are 
Sammy Speed, Hi Qual- 
ity, Simon Sure and 
Kid Care—all winners. 





9 « Now that motorists everywhere are 
Now & the Time taking to the open road again, takea 
fresh look at your line of tires. If 

FOR Batavias are not already there, now 

is the time to put them in stock. -For 


here is what you get: 


1. Exclusive territory. 
. Popular price, with a wide profit mar- 


gin. 


SECURI ? TI RES . A guarantee to the customer that is 


good for 500 miles more than usual. 
GUARANTEED FOR 4000 MILES 


. The satisfaction of handling a good- 
looking, well made tire, backed by 4 
company ten years old. 





Do you live in Virginia, West Virginia or Kentucky? Most dealers who handle Batavia 
Then get one of these desirable territories now open. casings also carry 


VIRGINIA WEST VIRGINIA KENTUCKY 


Richmond Charleston Louisville B AT AVI A G K AY TU BES 


Wheeling Covington 
Paducah 





They know that it pays, for Batavia 
tubes are tough, oversize, and of a 
selected stock that vulcanizes per- 
fectly whenever a repair has to be 
made. With Batavia casings they 
form a combination that makes for 


BATAVIA RUBBER COMPANY repeat business, the sort of business 


Factory at Batavia, New York where the profits are. 
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A Tire the Hardware Trade 
Can Depend On 


— because its performance doesn’t 
depend on luck. 


The General Tire is as unvarying in 
its realiability as any standard goods 
you handle. It is rapidly being 
recognized as a real hard-wear tire. 


Its makers learned their trade in 
the greatest rubber-working com- 
munity in the world— Akron, Ohio 
—and formed their own company 
to do what no tire-maker has ever 
done before—build tires for the car- 
owner's satisfaction—not to sell at 
cut-prices to manufacturers of auto- 
mobiles. Money which might have 
been sacrificed to secure quantity 
orders was spent to makea tire that 
doesn’t need its guarantee—one that 
contents its purchaser without hav- 
ing to be adjusted. 


Hardware dealers have been quick to 
appreciate the fact that The General 
Tire stands out among all others be- 
cause it stands up. Write other hard- 
ware men and ask them about The 
General Tire. Let us send you their 
names—for you will want to sell this 
tire when you know its dependability. 


We are telling everybody about it in 
our National Advertising. This is 
the time for you to profit by thie 
publicity. Write’us today! 


The General Tee & Rubber Co. 


Akron, Ohio 


" GENERAL 


TIRE 
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PNEUMATIC 


TIRES 


Demand for Dayton Tires has grown by 
leaps and bounds. Production has been 
doubled—trebled—and yet our output has 
never satisfied the increasing orders from 
dealers and consumers. 


A new factory will soon be ready. And we 
have a big, permanent offer to make to the 
right kind of tire merchants. A high qual- 
ity—high-priced tire—hand-made and guar- 
anteed 5000 to 7500 miles. 


A prohtable discount. 


Exclusive territory—and a merchandising 
plan with a punch. Write for the details. 


The Dayton Rubber Mfg. Co. 


Chicago Branch: ~ New York Branch: 
2011 Michigan Avenue Dayton, Ohio 1764 Broadway 
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Advertising Bulletin 
for April 


The Farm Paper campaign is 
now on in full blast —34 leading 
State farm journals covering all 
sections of the country with full 
pages and covers in colors. Be- 
sides, the great national publica- 


tion campaign. 


SATURDAY EVENING POST Cover in color 
HARPER’S BAZAR Full page in color 
YOUTH’S COMPANION Cover in color 
Full page in color 

Full page in color 

Back cover in color 

Cover in color 

Cover in color 

Half page 

Full page 

Full page in color 

Full page 


This Is Real Advertising 


Write Dept. H. for Fisk dealer 
proposition—gel in on Fisk profits. 


Tue Fisk RussBer Company 
of N. Y. 
Chicopee Falls, Mass. 
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The Supreme Accessory 


(ONVERSE-MADE 


6000 MILES 
WARRANT 





EXCLUSIVE DISTRIBUTORS : nee eT 
Made by : 


F. P. May Hardware Co., . Washington, D.C. : 
Converse Rubber Nash Hardware Co., . ° - Fort Worth, Tex. ; 142 Duane Street 
Sh C C. M. McClung & Co., . . - Knoxville, Tenn. ; NEW YORK 
oe Oo. = Stauffer, Eshleman & Co., Ltd., New Orleans, La. 
= William Stockhoff,424 E. Market St., Louisville, Ky. | 618 Jackson Blvd. 
Malden, Mass. ; : * : 
Stratton-Warren Hardware Co,, Memphis, Tenn. = CHICAGO 
W.E. & B. J. Harmon, . ° Portland, Me. 
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M. M. CONVERSE, 
. C. ARNOLD, 
F. R. GOODELL. 








PRESIDENT MEMBERS 
FacToRY ManaGER NATIONAL HARDWARE ASSOCIATION 
+ SELLING AGENT AMERICAN HARDWARE MANUFACTURERS 


ASSOCIATION 


CONVERSE RUBBER SHOE COMPANY 


The Supreme Accessory 


Many accessories are an equipment so permanent as to outlast 
the natural life of the car itself. This factor definitely con- 
fines the market to the exact number of automobiles in a given 
area, and restricts the profitable “repeat” sale feature. 


TIRES are not properly equipment, but running expense — 
like gasoline and oil. Their initial cost exceeds that of any 
generally used accessory and forms the biggest item of per- 
manent upkeep. + In their sale, good-will and satisfaction can 
be capitalized to yield steady dividends. 


Discriminating motorists everywhere are basing tire purchases 
on actual cost per running mile—disregarding initial cost to a 
high degree. Many lean toward high priced casings because 


they are the most economical to own. 


TRIPLE-TREAD TIRES are the last word in low cost per 
mile. Handmade, “Good as Wheat,” they consistently rise 
superior to our 6,000 Mile. Warrant. Their steady perform- 
ance assures the dealer a permanently increasing business at 
a constantly decreasing sales expense. 


TRIPLE - TREAD TIRES are sold to but one dealer in a town. 


CONVERSE RUBBER SHOE COMPANY. 


*A MASTERPIECE OF MILEAGE” 


oe TIRE DEPARTMENT ——""— 
142 DUANE STREET NEW YORK CITY 
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MEANS 
MORE 
MILEAGE 


Common Sense Construc- 
tion and Solid Quality 
Materials are Real Rea- 
sons for the Big Mileage 
Records Mason Tires are 


Making. 


HE demand for Mason Tires proves 

that it pays to combine common sense 
and solid quality in a tire that sells at a 
reasonable price. No popular-priced tire 
ever has won so much genuine approval 
from motorists. Dealers are mighty 
enthusiastic over the results Mason is 
bringing them. 




























And back of Mason popularity is a sound 
distribution and dealer policy that is mak- 
ing friends everywhere. The Mason plan 
is establishing a firm foundation for the 
Mason dealer’s future. 


Write to the factory, if you are 
not fully acquainted with the 
Mason plan. You'll find the 
details worth serious thought. 


Mason Tire and Rubber Co. 


Factory: Kent, Ohio 


Akron Suburb 


Direct Factory Branches in 


New York Cleveland Kansas City 
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THE CHOICE OF 
THE CHAMPIONS 
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F. M. Sanborn Wm. Wingvist Sylvain Segal Vito Cestone : Walter Iglehart 


8529 miles 6368 miles 3620 miles 1687 miles . Road records 
in 1916—also in 1916—also in 1916 in 1916—also ; ‘ for 400 and 500 
meritorious record ride New record ride New F : wiles 

ride New York York to St, Louis York to Boston : f 

to Chicago 
It isasignificant fact that the champion per- 
formers of 1916 rode on Goodrich Palmers! 

It simply cannot be denied that this won- 
derful Tire is the fastest, easiest riding, and 
strongest of its type in the country. The ae . e 
Palmer should, by all means, be in your two gcore years 

bd ° e oodric 
stock. It isa self-seller. Palmer has been 


the acknowl- 
edged leader. It 


All Goodrich Bicycle Tires are leaders in GUM 6 Stands today 
their class just like the Palmer. There’s a — oe 
tread, a style, and a price to suit everyone. 

They’ll make new friends for you and hold 

the old ones. 


Order your stock NOW. Enjoy the quick 
sales and the “eral dealer profit of the finest 


line of Bicycle Tires on the market. 


The B. F. Goodrich Rubber Company 


AKRON, OHIO 


Branches and dealers everywhere 
Makers of the Celebrated Goodrich Automobile Tires —‘‘Best in the Long Ran** 
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National 
Advertising 


That 
Boosts 


Your Sales 


OKOMO BICYCLE TIRES 
are being more widely ad- 
vertised this year than ever | 

before. The leading national pub- 

lications are being used—such as 

The Saturday Evening Post, — 

Collier’s, The Literary Digest, | SRS 

Youth’s Companion, Popular 

Mechanics, Christian Herald, The | { 

American Boy, and Boy’s Maga- companion 

zine. 


41 LONG-LIFE 


BICYCLE TIRES 
"TASTES and noe Bie 
a bi y reer a 


In buying 
yele tire gou ma udded tre - 
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Christian 
Herald 


Kokomo advertisements will reach more than 15,000,000 readers 
every month—fifteen million folks, many of whom are excellent tire 
prospects—thrifty fathers and mothers, keen sportsmen and mechan- 


ics, laboring men and professional men, and wide-awake boys and 
girls. 


Are you handling the KOKOMO line? Have you prepared to share in the 
big profits that are coming to KOKOMO dealers? If there is no KOKOMO 
agent in your community, and if you feel that you are the logical dealer to carry 





the time-tested, nationally popular, nationally -advertised, profit - producing 
KOKOMO line, write today for full particulars of the attractive KOKOMO 
agency offer. 


Kokomo Rubber Co., Kokomo, Indiana 


A Leader for More Than Twenty Years 


Kokomo Bicycles are supplied to dealers through distributors, exclusively. 
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Trademark 


Reg. U. S. 
Pat. Off. 





A Money-Making Tire 


is the sort of tire you want to sell 
—the tire that sells well and often, 
and every time it sells means more 
and bigger profits in your pocket. 
Your tire is the G & J—backed by years 


and years of prestige—known favorably all 


- over the continent to thousands of enthusi- 


astic motorists and backed also by a 
name that means, in itself, a sure 
sales- getter. 


Don’t delay a moment, Mr. Dealer. Write 
one of the following distributors TO-DAY 


for prices, etc. 


Thomas-Ogilvie Hardware Co., Shreveport, La. 

J. W. Murchison & Co., Wilmington, N. C. 

Teague Hardware Co., Montgomery, Ala. 
Mitchell-Powers Hardware Co., Bristol, Va.-Tenn. 
Barker-Jennings Hardware Co., Lynchburg, Va. 

L. W. Gunby Co., Salisbury, Md. 

Shannahan & Wrightson Hardware Co., Easton, Md. 
Charlottesville Hardware Co., Charlottesville, Va. 
Chas. Leonard Hardware Co., Petersburg, Va. 
Harper & McIntire Co., Ottumwa, Ia. 

Miller Bros. Hardware Co., Richmond, Ind. 
Townley Metal & Hardware Co., Kansas City, Mo. 
Wyeth Hardware & Manufacturing Co., St. Joseph, Mo. 
Frank Colladay Hardware Co., Hutchinson, Kansas. 
Hackett-Gates-Hurty Co., St. Paul, Minn. 
Hudson-Thurber Co., Minneapolis, Minn. 
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Automobile Tires 


and 


Accessories 












HARTFORD TIRES 


We have THE LINE for the 
Hardware Dealer 





Write for our new Catalog 


The Geo. Worthington Co. : 


HARDWARE 
CLEVELAND 





Established 1829 
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This Speedometer Has 
Every Point InIts Favor 


It is dependable. It is durable. It 
is accurate. And because thou- 
sands of motorists have found this 
to be the case the 


<Grsin: Brown SPEEDOMETER 


sells in larger quantities every year. When you place this instrument on 
your car you may be sure of receiving absolutely satisfactory service at all 
times and under all conditions. 


It is so constructed that climatic fluctuations in no degree effect its accuracy. 
Its mechanism is extremely strong and simple, capable of withstanding the 


strain of the most rigorous service. 


These features, together with its steady hand and the easily read dial, make 
the Corbin-Brown the logical speedometer equipment. Investigate it now. 


Take it along with you on your trips this summer. 
At a slightly increased cost any Corbin-Brown can be equipped with a maxi- 


mum speed hand device, which, as the name implies, registers the highest 
speed of the car. This hand is red and can be reset at the will of the driver. 


The Corbin-Brown Ford Special Speedometer 


The speedometer has been built with the special requirements of Ford in view. 


Every detail of construction has been carefully considered and developed to the: end 
that this instrument is the most efficient and convenient for Ford service on the market. 


The hanging bracket, for instance, is a decided improvement over other attaching 
brackets. It permits of an appreciable economy of room, at the same time making the 
instrument extremely convenient to read. 


The application of the Ford Special is so simple that any novice can handle it. It is 
impossible to adjust wrong. ‘This one feature in itself required the most expert design- 
ing to perfect. 


The Swivel Gear Section is a point of great strength. 
The gears are made in one piece with the shafting to 
which the cable ends are attached and hardened, thus 
insuring exact meshing. 


This is the logical instrument to equip to your Ford. 
It belongs there. It was built especially for Ford 
service and only for Ford service. Descriptive liter- 
ature on request. Visit your dealer at once. 





THE CORBIN SCREW CORPORATION 


The American Hardware Corporation 
Successor 


NEW BRITAIN, CONN. 
BRANCHES: New York, Chicago, Philadelphia 
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First Choice of 
America’s Best Cars 


MODEL PU—MODEL PJ same 


only smaller 


MODEL PD—MODEL PB same 


only smaller 


MODEL PG 


MODEL PF 


SPARTONET 


SPARTONET MODEL M 


THE SPARTON CREED 


HE HOUSE OF SPARTON is built so 
firmly on a foundation of Fair Dealing that 


it says to its salesmen: “Sell the Sparks- 
Withington Company first, last and all the time. 
The Sparton Products are the smallest things you 
have for sale!” 


It is a policy that appeals to the dealers, and has 
attracted the indorsement of the public. Sparton 
Products are the choice of the engineers of the lead- 
ing automobile manufacturers of the country, as is 
proven by the following 


GOODLY COMPANIES: 


Packard Mercer Marmon Pathfinder 
Chalmers Peerless Cole Owen Magnetic 
Winton Hudson Jordan Jackson 
Stutz Studebaker Briscoe Marion-Handley 
Kissel White Haynes National 

And 22 others 


It is a creed that embraces all users of Sparton Products—the 
manufacturer, the dealer and the individual car owner. The 
Sparks-Withington Company will not tolerate a poor article 


bearing the SPARTON name. 


Its Sales Service is not a morgue, into which can be gathered 
the flotsam and nondescripts, to be consigned to the potter's 
field, but back of every single output there lies the determined 
assurance that 


SPARTON PRODUCTS ARE GOOD 


Business Safety and Security go hand in hand with the Safety 
and Security given by their use on the car. They satisfy. 
Try them. 


The Sparks-Withington Company 


JACKSON, MICHIGAN 
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First Choice of 





America’s Best Cars 


SPARTON MOTOR HORNS in Eight Models, Ten Finishes, 
Motor Driven and Hand Operated. A Horn for every 
Car, and every Horn with the SPARTON Quality. 


SPARTON GASOLINE VACUUM SYSTEMS—A won- 
derfully efficient mastery of the opposing principles 
of the Vacuum and Atmospheric Pressure. Eliminates 
carburetor trouble from irregular gasoline supply. 


SPARTON ONE-PIECE BLADE RADIATOR FANS— 
In use on 90% of the cars made, a result of their 
effective operation in actual use. Built so true to line, 
so strong and accurate, that the radiator never is 
injured by their failure. 


SPARTON HONEYCOMB RADIATORS—Built to resist 
the shocks of travel, and in conjunction with the 
accurately proportioned powers of the Sparton Fan 
makes an ideal cooling system. 


THE SPARTON GUARANTY 


THE SPARTON CREED heads the preceding page. Below 
is the SPARTON GUARANTY, which gives life 
and value to that creed. It isthe rigid law of the Service 
Department of the Sparks-Withington Company : 


GUARANTY: After assemblage every SPARTON is thor- 
oughly tested under more severe usage than could 
possibly occur in service. The motor and electric 
wiring are tested under extreme high voltage. We 
unconditionally guarantee the materials, construction 
and workmanship. If for any reason the SPARTON 
does not work satisfactorily simply refer to the book 
of instructions and clean and adjust accordingly. _ If 
examination discloses any broken parts caused through 
faulty workmanship or materials, we will correct the 
same free of charge. If this becomes necessary, box 
the instrument carefully and ship to us by parcel post. 


The Sparks-Withington Company 


JACKSON, MICHIGAN 





SPARTON GASOLINE 
VACUUM SYSTEM 





SPARTON ONE-PIECE BLADE 
RADIATOR FAN 





SPARTON HONEYCOMB 
RADIATOR 
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7()% of automobiles are 
sold in the small 


towns and in the country. 
There, then, is the biggest 
market for automobile 
accessories. 






* “GOODS YZAR Quick to grasp their oppor- 
















wise . r tunity for profit, have been the 

torists’ AYNTIT 5 > 

prudent Moto aa TE hardware merchantsin the small 
E@Fhampion 


~ | towns. 






Quick and wise also have been 
the accessory manufacturers, 
who are introducing their prod- 
ucts through a logical medium, 
to the substantial customers of 
the hardware merchant. 


HAVOLINE 










This 70% of the country’s car 
owners is worth going after. 






ing in the Christian Herald is 
developing sales for hardware ) 


merchants. 


Automobile accessory advertis- 








CHRISTIAN 











April 19, 1917 


«5 Cargom REMOVER 








HARDWARE 





AGE 








New tube sy 


resists heat- prevents rapid formation 
>f solid matter in your crank case 





a of the Christian 
Herald circulation 
is in the small towns and in 


the country. 

It reaches the most substantial 
families—a large proportion of 
whom now own automobiles. 

Also—the messages it has 
carried to its readers have been 
relied on and believed in for 40 
years. 

The value of Christian Herald 
advertising pages to merchants 
and manufacturers is demon- 
strated by the quantity and 
quality of its advertisers. 

It is the /ogical medium for 
automobile accessory adver- 
tising. 
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American Chain Co. B. F. Goodrich Co. 
Atlas Auto Supply Co. 
Champion Spark Plug Co. S.C. Johnson & Son 
Du Pont Fabrikoid Co. The Klaxon Co, 
Firestone Tire & Rubber Co. Miller Rubber Co, 


Goodyear Tire & Rubber Co. McQuay-Norris Mfg. Co. 


Indian Refining Co., Inc. 


Penna. Rubber Co. 


Platt & Washburn Ref. Co, 


Sparks-Withington 


Thermoid Rubber Co. 


Tiona Oil Co. 
U. S. Tire Company 


Hardware Ds ers and Jol 


ATTENTION! 


| McQUAY- -NORRIS | | 


\SAX «-Yroor 
PISTON. RINGS 


The Oil That's Clean” 


i Tiona Ow Company 
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Motor and Generator Brushes 

















Scientifically 
made of the best 
materials under 
expert supervision, 
Carefully inspected 
and tested 
Guaranteed effi- 
cient and econem- 
ical for all ignition 
service. 


AMERICAN 
CARBON / BATTER’ 


EAST ST.LOUIS, 1. 
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YOUR CUSTOMERS AND OURS 
How To Secure and Hold Them 


The AMERICAN Policy 


One of the surest ways to hold customers and attract new ones is to gain a 
reputation for selling articles which perform more than satisfactorily the duties 
for which they are intended. 

This is the policy by which we are constantly increasing the popularity of 
AMERICAN products—and one policy by which you can count on continually 
increasing and maintaining your trade. 


AMERICAN DRY CELLS 


are the result of years of careful study to manufacture the best dry cells it is pos- 
sible to produce with.modern equipment and skilled labor. 

Their dependable quality barrel for barrel, long life and big capacity insure 
their popularity wherever used. 

This means satisfied customers—and more of them. 

Our central location with excellent freight facilities and the sales support wé 
extend to our dealers are factors of vital importance to every buyer who is inter- 
ested in increasing his battery sales—holding old customers and attracting new 
ones. 

If you are not selling AMERICAN Dry Cells, try them’on 
your next order. In the meantime we shall be glad to tell 
you more about them and explain our proposition upon 
request. 


AMERICAN 
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Warrants Satisfaction 


Sell VIKING Spark Plugs 
and play safe 


Yes, sir! Every Viking spark plug is guaranteed 
to give satisfaction. Read that tag, every word of 
which we will uphold. 


HN Mas Gg The future success of your business depends upon 
BOSTON, | Neiries the sale of perfectly reliable goods—goods that are 
sure to give satisfaction and establish confidence, 
for in that way only can you hold and increase 
trade. 

Viking spark plugs will not only help do that 
for you but will increase your sales quickly on a 
very small investment and without hardly any over- 
head expense. 

Viking spark plugs are in big demand, easy to 
sell, and we furnish handsome display cards and 
a cabinet free—in fact, do all we can to help you 
sell as many as possible. 

Why sell cheaper plugs and take the chance of 
making a dissatisfied customer at a small profit 
when Viking plugs are absolutely guaranteed to 
produce satisfied customers and a bigger, better 
profit. 

Write to us or your jobber for all details. You 
will be surprised to learn how small an investment 
is required and how large the resulta 














(Sold only through legitimate dealers) 


REGISTERED 








The John MacCregor Ca inc’ } 
 f.. 


Roslindale, Boston Mass..U.$ 
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Five Point 


Spark Plug 


Is a quality article and quick seller 
with a square margin of profit. 


It's the kind of a product any auto- 
mobile accessory dealer can handle 
with perfect fairness to his clients and 


himself. 


It's practically and technically right 
and there’s an enormous publicity 
campaign in back of it. 

The Literary Digest, The Saturday Evening 
Post, Collier’s Weekly, Scientific American, 
Cosmopolitan, American, Leslie’s Weekly, 
Metropolitan, McClure’s and other publica- 
tions of national circulation are carrying our 
message to every automobilist in the country. 


This national publicity is supplemented by 
a direct local mailing campaign. 


We would like to tell you more. Use postal 
and get full particulars. 


The Silvex Company 


BETHLEHEM PRODUCTS 


South Bethlehem, Pa. 
E. H. SCHWAB, President 


















Aviators trust their lives to the sure and steady igni- 
tion of Rajah Spark Plugs for the same reason that 
dealers can safely trust their profits to Rajah’s sure 
and steady sales. 

That reason is genuine quality. Wherever excep- 
tional demands on a plug are required—in airplanes, in 
grueling racing contests, in heart-breaking hill climbs 


—there you will find 


R AJ. AH SPARK PLUGS 


Wherever the average owner of the average car wants 
exceptional ignition (and they all do) there you can 
sell Rajah plugs with absolute satisfaction to your cus- 
tomers and a tidy profit for yourself. 

Rajah plugs have achieved an enviable reputation 
during the past 16 years. Now we are making that 
reputation known through advertising to the public. 
We do not expect this advertising to start a Rajah 
stampede, but we do propose to keep it up until every 
car owner knows the Rajah and what it promises to do 
for every car it goes into. 

Have you a stock of Rajah Plugs and Terminals? 
If not, your jobber can supply you. 


Terminals are furnished so that Rajah Plugs can be used on any car. 


Address RAJAH, Bloomfield, N. J. 


HUGHSON & MERTON, Inc., San Francisco, Los Angeles, Portland, 
; : Seattle. 
JOHN MILLEN & SON, Ltd., Montreal, Toronto, Winnipeg, Vancouver. 
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LOHMANNIZING 


(RUST-PROOF) 
Makes Motorists Throughout the World Want 


BB 20¢ Bumpers 


Double-Spring Bumper—Rust-Proof—Damage-Proof 





When you handle Ever Good Bumpers you have re- 
course to every standard type and special model that has 
a sale-plus Lohmannizing (Rust-Proofing)—the greatest 
selling advantage that any dealer can enjoy. No rusting 
in stock or on the car—no complaints—no adjustments 
—no loss. 


WHAT IS LOHMANNIZING? 


~ 4 The Lohmann process is not a mere surface coating 
Cra Beood) that peels off and leaves the pores of the steel exposed 
Fitsall Channel Bumper to the formation of rust. By the Lohmann process the 
pores of the steel are cleansed of all impurities; it is then 
immersed in a bath of molten non-corrodible metal alloy 
which is made to penetrate the steel to a considerable 
depth, fill the pores, and form a heavy deposit on the 
surface. The protective coating is rooted in the steel 
and will not scale off, thus making the steel really proof 
against rust. 


a7 fy 


Ever Good Lohmannized Bumpers will retain their 
bright nickel finish in any climate and under all atmos- 
pheric conditions. 


Lohmannizing can be had only on Ever Good Bumpers, 
as we control this process exclusively for automobile ac- 
cessories and parts. 


Ever Good Bumpers—front and rear—for the follow- 
ing leading cars:— 


Cadillac Ford Marmon 

Chevrolet Franklin Maxwell 

Chalmers Hupmobile Overland 

Chandler Jeffery Packard 
: Cole i Saxon Four and Six 
Spring Bumper and Tire Holder Dodge Kissel Studebaker 


prroor MIRRORS 


A mirror occupies a conspicuous position on the 
ear, therefore the design, workmanship and finish 
of Ever Good mirrors are appropriately High- 
Grade. Besides, they are Rust-Proof, No hard- 
ware dealer can afford to overlook Ever Good, be- 
cause the line includes special designs for Wind- 
shields, Fenders, Bodies, Limousines (interior) and 
Motor Trucks. Write for trade information to your 
jobber or direct. 


MARK 


Emil Grossman M’f’g Corp’n 


Bush Terminal Model Factory No. 20 ° . 
Brooklyn (New York City) Fender Mirror 
Chicago Branch: 1253 Michigan Avenue With Adjustable Joint 


Wind Shield Mirror 
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Reg. U. S. Pat. Office. 


Will Make Millions of Motorists Buy 


(ool 


TRADE MARK 





REGISTERED 


SPARK PLUGS 








“LOOK FOR THE RED BAND AND RED } HIN 
VITRISTONE—the artificial stone insulator 
—has made ordinary porcelain plugs obsolete. 


Any effort to build up a spark plug business 
with ordinary porcelain plugs is like trying to 
collect insurance on a policy that has expired. 





Be one of the live merchants who are com- 
peting with Red Head VITRISTONE Plugs 
instead of a dealer competing against them. 

Red Head VITRISTONE Plugs have just ny 
been adopted as standard equipment by the 
Kissel Motor Car Co. on the Kissel Double- 
Six, the new, high-grade, high compression 
twelve cylinder. 

This is the beginning of a landslide in favor 
of Red Head VITRISTONE—by manufac- 
turers, dealers and owners. 

WHY? Because VITRISTONE means spark 
plug economy. Porcelain means continuous 
expense. VITRISTONE is to porcelain what 
a stone crock is to a China cup. 

VITRISTONE is made by us and used in 
Red Head plugs exclusively. 

Red Head VITRISTONE Plugs are made ~ 


























onan in all salable sizes and types. Special models a 
Srantand, $1.00 for Buick, Chalmers, Overland, Ford and Reo. ig Bay, $1.25 


Get this Display Cabinet 


display cabinet. 


window trims. 


ware or automobile accessory jobber, or direct. 





BUSH TERMINAL, MODEL FACTORY No. 20 


Chicago Branch, 1253 Michigan Avenue 








To properly display the various types and to keep the 
stock orderly and convenient for quick selling, we originated 
this steel cabinet. To simplify the purchase of the initial 
stock, we put up an assortment of fifty Red Head VITRI- 
STONE plugs, which sells for $25.95 (trade), including the 


To assist you to sell Red Head Plugs, we supply with each 
assortment a variety of outdoor and indoor lithographed 


signs on sheet steel, attractive window display matter and 


Order the Red Head Cabinet Assortment from any hard- 


Emil Grossman M’f’¢ Corp’n 


BROOKLYN NEW YORK CITY 
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A DISTINCTIVE 
HONOR 


A Signal Honor Has Been Conferred on 


ASTE 


The motor car equipment of the Postal Service 
is huge— 


The mails must move quickly and on sched- 
ule— 


Expensive delays cannot be tolerated— 

So the Post Office Department is safeguarding 
the service from delays by using MASTER 
CALORITE SPARK PLUGS to 
ignition troubles and to keep all the cars in 


eliminate 


the Postal Service in constant, efficient, trust- 
worthy operation. 


THESE POINTS OF SUPERIORITY 
of Master Calorite Spark Plugs were impres- 
sive enough to merit this award— 

Spark 
against delays in delivery schedules— 


Master Calorite Plugs are insurance 


A hot fat regular spark is certain in every 
cylinder of the engine—assuring a sweet run- 
ning motor and keeping the car on the road— 
in constant operation—without the annoyance 
of broken or fouled insulators—carbonized or 


Dealers, Jobbers: We have a very attractive proposition for you. 


CALORITE SPARK PLUGS 


by the Post Office Department of the United States 


THEY HAVE SPECIFIED MASTER 
CALORITE SPARK PLUGS FOR 
USE IN THE POSTAL SERVICE 


burned points—leakage of compression—thru 
or around the plugs— 


Master Calorite Spark Plugs are backed by 
the manufacturers with a broad guarantee— 


‘*We guarantee MASTER CALORITE SPARK 
PLUGS against defects of material or work- 
manship, and will replace, free of charge, 
any CALORITE insulators broken by heat, 
which are returned to us transportation 
prepaid.’’ 


Six Styles—Half Inch Regular, 7g” Regular, 
Metric, Model F for Fords and Reos, i” 


Long, Half Inch Long. 


Retail prices $1.00 and $1.25, depending upon 


the type. 


Attractive display stand in four colors, 14 x 
20”, is now ready for aggressive dealers stock- 
ing Master Calorite Spark Plugs. If you have 
Master Spark Plugs in stock and have not 
received your Display Stand write for it at 
once. 


MASTER CALORITE SPARK PLUGS 


Made in U. S. A. 


Manufactured and Guaranteed by 


HARTFORD MACHINE SCREW COMPANY 


488 CAPITOL AVENUE, HARTFORD, CONN, 


AST 


Master Calorite Spark Plug 
Regular Length, $1.00 each 


Write for details 
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MOTO METER 











Helps 








No. 1—SPECIAL DIALS 


ITH every box containing a 
$10.00 Standard model Boyce 
Moto-Meter comes a post card 
addressed to us. This card entitles the purchaser 
to any special dial he might desire free. The list 
includes club emblems, initial, name of car, etc. 











@ No motorist need deprive himself of a Bovce Moto- 
Meter, just because he wants a special emblem on his 
radiator cap. Only the $10.00 Standard model 

however enjoys this great selling feature. 

The Junior $5.00 and Midget $2.50 

is sold with regular dials only. 

The Moto-Meter Co., Inc. 


15 Wilbur Avenue, 
Long Island 
City,N. Y. 








Hardware Jobbers and Dealers: The Boyce Moto-Meter is one of the three best-selling automobile 
accessories. Without a Boyce Moto-Meter on its radiator cap the modern car looks and is—unfinished 
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FULL DRESS 
FOR FORDS 


THE LIVINGSTON “BULLDOG” RADI 
ATOR AND STREAMLINE HOOD is the 
equipment that gives any 1915, 1916 or 1917 
Ford car that final, stylish touch that places it 
in the class of cars costing two and three times 
as much. Perfect streamline from dash to tip 
of radiator, together with snappy, snub-nose de- 
sign of radiator makes it unequalled in appear. 
ance by any other of this type. 






































Added to this point of “‘looks’’ which takes it out of the 
‘million alike’’ field, the Ford car is improved in point of 
service when the “BULLDOG” is installed. The Livings- 
ton Honeycomb Radiating section is guaranteed to cool. 
The one-piece, pressed steel shell gives the maximum of 
strength and rigidity, preventing injury from vibration 
and rough roads. 


Always state the year of the car when $ F.0.B 
ordering, as special water connections “a 
are required to fit the new 1917 Ford. NEW 


Hardware DEALERS find a steady sale, and YORK : 
worth while profit in handling the “BULL- : 
DOG”. Straight and Pointed Front Radiators Nickel Plated Radiator 

are furnished for all Ford cars, up to and in- $5.00 Extra 

cluding 1916, for use 

with standard Ford 

Hoods. Write today 

for terms and dis- 

counts. 


LIVINGSTON 
RADIATOR & 
MFG. CO. 


304 West 75th St. 
New York City 
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‘‘Hey, Mister! You need some 
Rie-Nie German Radiator Compound—Stops the Leaks’’ 








i _ When you offer a motorist our Radiator Com- 
: Durkee-Atwood Co., Minneapolis, Minn pound you’re making an appeal to him that’s the 
: pane hardest of all to resist—a saving of money. 
; icin tdetood he to billme for them and Tell him that a tablespoonful of Rie-Nie stops 
' to my regular dealer discount. the leak entirely and forever and one can of 
dot. German Radiator Com a ] Rie-Nie will mend any number of leaks, and 
Ss oe you'll sell him. 
"eet arte NG 20 


You've got a real selling 


Valve Grinding Compound 





















Dupl: @ 300% « » + > > 
Shop sine (One Grade, Fine mi argument—like the one 
,or ium). .@ on 72 Ve ‘ icle 
MPA One Blick above—on every article 
ing @ AMeac : > 1e lie | > 
ons aga ke in the | Rie-Nie line. 
cans @ .20 per doz. > ve ‘ r Ire 
', Pts. Air Drying Blac hy ee ad eae de ale he 
Enamel @  MDeach mind on every product 
Pts. Mohair Dressing and ’ : r 
"ae... 6 2° we've turned out. Weare 
Ove pint Chuich and Brahe making goods that are 
...M4Pts.CylinderEnamel...@ 40 “ easy for vou to sell be- 
io cause they have exclu- 
Pelishercombined).. @ 25 “ re feat oe 1 Me } 
Fine Parts Oil (Special Oil- P sive Catures and ¢ ac . 
Ds 6v005s @ 2* fills a real need for 
Name motorists. 


Address 
If youare not famil- 
iar, with Rie- Nie 
Products you owe 
it to yourself to get posted. Send for complete 
catalog describing each one of our products. Give 
the goods a try-out. Don’t wait for your jobber 
to call. Check what you need on the attached 
list, fillin your jobber’s name and we'll fill the 
order and bill through him. That's easy. Do 

it now. 


REMEMBER: 


City State 























A Spoonful Stops the Leak! 


Durkee-Atwood Co., Minneapolis, Minn. 
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71% Increased Gasoline Mileage 


Betters Official A. A. A. Tests Showing 42% to 547% Increase 
Read This Affidavit: 











Results of gasoline mileage test made at Omaha, Nebraska, 
March lst, 1917, under the following conditions: 

Car used was a Ford roadster with standard equipment, top and 
windshield up, and carrying three passengers, namely, Joseph P. 
Woodlock, Herman Beal and R. H. Findley. 

First, main fuel tank was disconnected and a twoequart auxil- 
iary tank was attached to windshield and connected with carburetor. 
This auxiliary tank was filled with gasoline and car run until 
fuel was entirely consumed, and 6.6 miles were secured, or at the 
rate of 13.2 miles per gallon. No stops were made. 

Second, the exhaust and intake manifolds which are Ford 
standard equipment, were removed and the Wilmo combination one-= 
piece manifold was installed. The carburetor was readjusted to 
meet the new conditions, the gasoline tank filled with fuel and 
car was driven at same rate of speed as in former test with standard 
equipment, namely, 20 miles per hour, over same course and under 
like conditions, carrying same passengers. One complete stop was 
necessary owing to traffic congestion and 11.3 miles were secured, 
or at the rate of 22.6 miles to the gallon, or an increase in 
mileage of 71 per cent. 

The above test was witnessed and is hereby attested to by 
the undersigned. 








Asst. Engineer, City of Omaha Asst. Sports Editor, Omaha World-Herald 


Supt. Track and Roadway, O, & Co. B, St. Ry. Co, 


Feature- Advertising, The Omaha Bee 


Asst. Secretary, Omaha Auto Club , Publicity, Omaha Daily Tribune 


Subscribed and sworn to before me this 3rd day of March, 1917. Z of. 


Notary Public 
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The Wilmo Manifold utilizes the heat of the exhaust Retail prices, $7.50 (Ford size) to $15, depending on 
to completely vaporize the incoming mixture. make of car. 
Well advertised. Sold under the absolute money- 


Gasoli ileage wonderfully increased. Carbon 
sasoline mileage oo back guarantee of the makers. 


troubles practically eliminated. : : 

f; : : ; A big leader for the hardware trade. The first of the 

Attached in a few minutes with an ordinary monkey- complete Wilmo line of high-standard automobile acces- 
wrench. No holes to bore. sories. Write for full particulars. 


THE WHITTIER COMPANY, First National Bank Building, Chicago 


S01 lao Manto. ld 
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ITH a NATIONAL 

MAZDA Auto Lamp 

Kit under the seat, the 
autoist has prepared himself 
against trouble—against the 
deadly risk of running at night 
without lights on darkened 
roads—against damage from 
reckless drivers coming up 
from behind—against arrest 
and fines and humiliation. 

It’s cheap insurance against 
the very things which can im 
no other manner be insured | 

If you’re still selling auto 
lamps one at a time, you 
haven’t scratched the surface 
of lamp selling possibilities! 


HARDWARE AGE 


You'll not begin to exhaust 
your profit-opportunity until 
you have sold every auto own- 


er a NATIONAL MAZDA 
Kit — and a complete set of 
spare lamps—to be carried in 
his car! 

For complete information 
write the National Lamp 
Works of General Electric Co., 
100 Nela Park, Cleveland, 
Ohio, or your lamp 
jobber: 


own 


The manufacturer who confines himself 
to manufacturing can be of little help to 
you. Your profit lies in handling the goads 
of those makers who provide not only the 
thing to sell but the means of selling it 
profitably ! 
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Prepared for the 
inevitable 


Tail lights will burn out—on the road. Your 
customers are taking a chance if they don't 
have spare lamps with them. 









For the price of a tire you can stock an 
Edison MAZDA Auto Lamp Assortment that 
makes a bully counter display, and by means of 
the auto lamp guide we furnish, you can load 
our handy auto lamp chest with exactly the 
right lamps for any car. 














This is renewal business with a good many 
turnovers a year. 






You sell extra tires—why not extra lamps— 
and extra good lamps while you are about it ? 








Let us put you in touch with nearest distrib- 
utor. 


EDISON LAMP WORKS 


of General Electric Company 


Harrison, N. J. Agencies Everywhere 
6925 


ep DEO) NMOL VADY:N 


Automobile Lamps 
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Legal 
Anywhere 






A Million Motorists 


Will This Year Buy Warner-Lenz 
Invite Them In 


In the first nine months, 350,000 motor car owners equipped with the Warner-Lenz. 
And 12 great automobile makers adopted them as standard equipment. 

Our present sale indicates that a million motorists will buy Warner-Lenz this year. 
The dealers who supply them will reap a big profit. And hardware stores should get it. 

We are spending $200,000 this year to advertise Warner-Lenz. Page ads are 
appearing twice a month in The Saturday Evening Post and Collier’s. Other mediums 
are being largely used. 

This makes. Warner-Lenz the largest-advertised accessory on the market, outside of 
automobile tires. 

They are easily handled. A stock takes little room. It requires but small investment. 
The buyers themselves apply them. There is no after-service. 

No other accessory with a large sale is so well adapted to the hardware trade. And 
none brings such aggregate profits. 

They are essential. More and more, traffic laws are forbidding glare. Dimmers are 
unsatisfactory. And shafts of light fail to light the roadside and the turns. 








Waarner-Lenz light, almost like daylight, a full half- 
circle ahead. They light the turns. They light the 

















roadside. They throw the light from 300 to 500 
These 16 Makers feet ahead. 
; Now Make Them Standard Equipment They are legal anywhere. They enable one to use 
a PACKARD __ BIDDLE his full light, in city or country driving. 
z ae py ELVE Every user wins a dozen users. All drivers want 
4 WHITE McFARLAN to end the blinding glare of the old-time headlights. 
4 —e wate They sell for $3.50 to $5 per pair. The dealer’s 
4 FAGEOL PATHFINDER profit is liberal. The big selling season is now. 
LENOX DOBLE STEAM Write to us or your jobber for details and 
quotations. 


y 
Ue 
Mr. A. P. Warner, Inventor of the Magnetic Speedometer, 
Personally Guarantees Every Pair 









THE WARNER-LENZ COMPANY, 905 S. Michigan Ave., Chicago 
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ee mane | Nery we Nowhere in the United States, can a garage- 
istridutors— i uthi ianic Springs ° 
y nme piheny eotrene 6 & Iron Co man or a motorist be more than one-half 
tlan yea-Austell Co., 35 N. Pryor ada et 
Baltimore Baltimore Hub- Wheel & Mfg. ( to three hours away from a stock of 
Billings Barry Motor Company 
Birmingham Moore- Handley Hardware Co 
Boston Post & Lester Co., 223 Columbus Avenue e 
Buffalo H. D. Taylor Co., 101 Oak Street 
Charleston The Cameron & Barkley Co u ri a e 
Charlotte Carolinas Auto Supply House, 221 N. College Street 
Chicago — All jobbers 
Cincinnati The Ohio Rubber Co. , 228 West Seventh Street 
Cleveland Cray Brothers, 1111 West lith Street 
Columbus Griswold-Sohl Co., 79 N. Front Street 
Dallas Fisk C vompany of Te xas 
Davenport Sieg C a Ge 500 lowa Street 
— = T A x. A. Gebhart C ° , Third and St. Clair Streets . 
lenver Auto “quipme nt Co., 14th Street at Lawrence B S 
Detroit uthill Spring Product C ‘o., 1520 jittarece Avenue East etter prings 
ar oe oo ring” w-Thoenscn Ci n Wie , h 
Juluth elley »w-Thomson Co , Sout ‘ifth A\ e . West 
EI Pan. Westeen Motor Supply Ci, ts Lan france Sect Tuthill Titanic Springs cannot break at t onan r 
.Vvansville Orr Lror ompé . y Str ee et —_— ; 
Fargo J.D ste 12 Rober rts ‘jee eee the point where seven out of ten spring Teaks 3 
Flint Comings Brothers occur. Instead of a weakening center bolt or nib, 
ani v " a ’ ° ° “ es 
Genthscis  eaweslick Co hla there’s the re-inforcing “ARCH” — the patented 
Hartford Post & Lester Co,’ bs ” 
[eee apolis = rf a olliday be on 8, W. Georgia Street wedge and yoke” plate that holds the CES 
ansas City aet ron Co 25 i th Street 
parca ity Motor and Ma =p ag eke supply Co. a 519 Grand Avenue leaves in a vise- ‘like grip, and RE- hig k- 
wincoin raska-Buic uto Co. 
Los ~— les Cc shi =ocon & Lyon Co., 1200 Grand Avenue them. Guaranteed forever against center rea 
Louisvil Andrew Cowan & Co., 421 W. Main Street age. Guaranteed at all points and in every respect for one year. 
emphis Jzburn Automobile Supply Co * ‘“ ° e 
Milwaukee Babcock Auto Spring Co. . 192 Milwaukee Street Our Special Ford Front Spring carries same broad Titanic guarantee, 
Minneapolis Western Motor Supply Co., 12th Street and sarenon Place 
jyrg bet pute ca om , 4th oe and yee Stree . 
ew Orleans nterstate Electric Co., Baronn lido st fats 
New York W. E. Pruden Hardware Ci ‘a 346, Bighth Ave nae ‘4 Better Service 
Oakland Chanslor & Lyon Co., 2537 Broadway . . P 
Omaha Fowell tonal Ek ompany iliac: Sena tinct In our new stock room is maintained constantly the largest, 
,eoria ne Nationa ectric uto Supply Co. Ss 8 ton St. ; j j 
Philadelphia Manufacturers’ Supplies Co., C eb and Juniper Streste 7 most complete stock of automobile springs in the world. 
Pocatello Salt Lake Hardware Co Springs for every make of car sold in large quantities are 
Portland Chanslor & Lyon Co., Broadway and Couch Streets ° 
Quincy Reid Motor Co ready for rush delivery by express. Even special orders go ad 
€ ic Che Co i ; $ Py © ~ ; H ; 
petnw pen Sidney B. fobs Co,. 280 Bouth Aveuus out within a couple of days. Distributors in nearly every 
Salt Lake City Salt Lake Hardware Co city of importance carry complete stocks. 4 
St. Louis Auto Devices Company, 3214 Locust Street 
San Antonio Fisk Co. of Texas Write today for our valuable spring booklet, also 1917 price list — most 
San Francisco Chanslor & Lyon Co., 1236 Van Ness Avenue complete price list ever published for spring replacements. 
Seattle Chanslor & Lyon Co., 916 E. Pike Stree t 
Sioux Cit Sioux City Iron Co 
Sioux Falls The H. F. Brownell Co , 314 W. 9th Street TUTHILL SPRING COM PANY 
ee Chanslor Sh syon Co., 927 First Avenue 
Tacoma Chanslor & Company, 723 Broadway ° by 4 
Tampa The American Supply rad 610 D Tamsna Beet 760 Polk Street, Chicago, Illinois 






















Toledo Union Supply Co., 231 Superior Street 

Tulsa Ratcliff Sanders Grocers Co. 

Washington, D.C. Charles Rubel & Co. 

Wichita Shattuck-George Iron Co., 2nd and Rock Island Avenue 
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Cantilever 
_ All Steel Shock Absorber 


Bigger aaa Profits for Walker Dealers 


What Our Dealers Have to 
Offer in STEELBILT 


This is an age of steel. Mechanical 
experts are united. in their opinion that 
it is superior in every way to cast iron. 
Its greater resiliency, lightness and 
durability have been proven by actual 
test. 


The WalkerSTEELBILT Cantilever 
Shock Absorber is made entirely of steel 
—arms, perches, hooks and bolts. The 
springs are made of special oil tempered 
spring wire and are extra long. And 
yet with this superior construction it 
retails at $7.50—far less than any com- 
parable shock absorber on the market 
today. 


The STEELBILT offers Ford owners 
an added pleasure in riding, a saving on 
springs, on tires, on wear and tear on 
the engine that will pay their initial cost 
many times over. 





Dealers Send This Coupon Today 


WALKER MANUFACTURING CO. P ssess..rocs enn 
Wisconsin St. RACINE, WISCONSIN a ae Mililg e d i 


What the STEELBILT Offers 


Our Dealers 


Ford owners everywhere realize the 
need for shock absorbers. There are 
hundreds of Ford owners rightin yourter- 
ritory who will equip their cars with these 
shock absorbers. ‘They are looking for 
just such a shock absorber as the 


STEELBILT. 


Get this business for yourself. It 
means bigger busjness for you all along 
the line. Everyone who buys a STEEL- 
BILT of you sends others to you—and 
comes back himself for other accessories 
and service. It is the sensation of the 
Ford accessory field. 


And besides the STEELBILT offers its 
dealers a margin of profit that is attractive. 


Write to your jobber today for further in- 
formation and descriptive matter. 


a  . he 


WALKER MFG. CO., 


Wisconsin St., Racine, Wis. 
Gentlemen:— Without any obligation on = part, 
kindly send me full particulars of -alers 
proposition on Walker STEELBILT be ont ie Canti- 


lever Shock Absorbers. 


SO isan. ca dasdidnaeminebiseiesdcuksee dateandelmaeninaa 
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THE COMPLETE CHAIN LINE 
Weldless—Electric Welded—Fire Welded 


All Sizes—All Types—All Finishes 
From Plumbers’ Safety Chain to Ships’ Anchor Chain 


In addition to Coil Chain of all sizes, types and finishes we 
manufacture a great number of fast selling specialties: 


Weed Tire Chains, Weed Chain-Jacks, American 
Tire Lock Chains, American Automobile Towing 
Chains, and Dobbins Blow-Out Chains; Halters, 
Dog Leads and Kennel Chains; Cow Ties and Tie- 
Out Chains, Hammock and Porch Swing Chains; 
Sash Chain; American Galvanized Chain for Arc 
Lamp Suspension; Friction Chain for Looms; 
Heel Chains; Trace Chains; Saddlery Hardware, 
and Chains for all special purposes. 


We are the sole manufacturers of the Campbell Hammerlock 
Self-Spreading Cotter Pin. The most economical and prac- 
tical cotter pin on the market.. 


AMERICAN CHAIN COMPANY, Inc. 


A-c 
BRIDGEPORT CONN., U.S. A. 


Chicago Office: 
529 West 12th Street 


San Francisco Office: 
714 St. Clair Building 


Boston Office: 
107 Massachusetts Avenue 


In Canada—DOMINION CHAIN CO., Ltd., Niagara Falls, Ont. 


Largest Chain Manufacturers in the World 


Factories in 


Braddock, Pa. 
Mansfield, O. 


Carlisle, Pa. 
Marion, Ind. 


Bridgeport, Conn. 
Columbus, O. 


York, Pa. 
St. Marys, O. 
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TRADE MARK REGISTERED U. 


Welded Steel Cans Are Strongest 
Where Others Are Weak 


THEY ARE MADE OF HEAVY GAUGE STEEL WITH 
BRIGHT ENAMELED COLORS AND ATTRACTIVE LABELS. 


THE SHELL IS DRAWN FROM ONE PIECE OF STEEL. 
THE BREAST, SPOUT, COLLAR, EARS AND BOTTOM HOOP 
ARE ALL WELDED INTO PLACE. THESE CANS HAVE NO 
SEAMS OR JOINTS ANYWHERE. THEY ARE MADE A 
ONE-PIECE ARTICLE. ALL JOINTS ARE WELDED OUT 
OF EXISTENCE AND AT EACH WELD ITS STRENGTH IS 
ACTUALLY DOUBLED. 


WHY HANDLE A CHEAP CAN WHEN YOU CAN SELL 
A REAL WELDED STEEL QUALITY AT PRACTICALLY THE 
SAME PRICE? 


5 Gallon Oil Can THEY WILL OUTLAST A DOZEN OF ANY OTHER _ 5 Gallon Gasoline Can 
BLUE ENAMELED MAKE ON THE MARKET. RED ENAMELED 


Let This Silent Salesman Prove Its Worth 


S. PAT. OFF. 
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THE EAGLE GENERAL 
PURPOSE ASSORTMENT OF 
OILERS IS PUT UP IN AN 
ATTRACTIVE DISPLAY 
CARTON AND IS_ FUR- 
NISHED WITH A CUT SEC- 


pe 


Seite bE Tia 


WHEN YOU PLACE THIS 
ASSORTMENT ON YOUR 


In tne Worio | 


bs 
; 


D Puc Sowo non 
TION OF THE EAGLE Soy 4 a COUNTER IT IS SURE TO 
WELDED BENCH OILER f%s jj _“"vortean } | Sans sore | DOUBLE YOUR OILER 
SHOWING ITS ACTUAL [| || GENERAL PURPOSE ACSORTMENT SALES AS WELL AS YOUR 





——SOLD WITH A GUAR: 


3 No Omen OneRiw THe WORLD AS DURABLE AND STRONG 





CONSTRUCTION. WELDED STEEL” COPPERIZED ) OILERS PROFITS ON OILERS. 








DISPLAYING YOUR MER- 
CHANDISE IS THE MODERN 
WAY OF SELLING GOODS. 


THE ASSORTMENT CON- 
TAINS FOUR STYLES OF 
OILERS ('%4 DOZEN OF 
EACH). TWO OF THESE 
STYLES ARE WELDED 
STEEL BENCH OILERS. THE 
OTHER TWO STYLES ARE 











WRITE US FOR ATTRAC- i 
TIVE COLORED LITERA- 4 


COPPERIZED STEEL, AND 
THE ENTIRE CONTENTS (2 TURE. WE WILL HELP : 
DOZEN ALL TOLD) ARE YOU SELL I 





ALL STAPLE SELLERS 
RANGING AT 10c, 20c, 35c 
AND 50c RETAILERS, 


NOTA NO 2c 2004 N@13 - N®@3006 


"Every Eaé = OUR AGAN OF QUALITY” 





EAGLE GLASS ~ MANUFACTURING CD. wessourc.ws. 


ESTABLISHED 1894—INCORPORATED 1897 
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January 2, 1917. 








General Asbeetos & Rubber Company, 






Charleeton, S. C. 


Gentlemen 








We wish to take thie opportunity to thanks 
you for your most prompt ehipmente during the past 
year. In epite of the fact that 1916 has been a 
very aneatiefactory year from a delivery stand-point, 
our orders for GARCO BRAKE LINING placed with you 
have always been promptly and correctly filled. 
















The nation-wide advertising campaign which 
you are now carrying on hae greatly increased our 
sales, and we are indeed glad of the fact that GARCO 
BRAKE LINING ie now being branded with the name. 














During the three and one half yeare in 









which we have handled GARCO BRAKE LINING we can con- 
ecientiously stete that we have never had a single 
complaint, nor a piece returned to us for credit. We 
do not believe there ie a superior brake lining on 
the American markete 
















It gives ua pleasure to renew our 1917 con- 
tract, and we wieh to take thie opportunity to tha.ik 
you for the most courteous treatment received fror 

your firm in the past. 














Youre very truly, 








OZBURS AUTOMOBILE SUPPLY CO., INC. 


NY A ly. 


Probfacnt, 








nro/MC 











—ntreonee owe Car S., Br Ala. — 7 Auto & Supply House, Wash- Griswold-Sohl Co., Columbus, Ohio 
urner Supply Co., Mobile, Ala. ngton, D. C. , c or OC T 
Rose-Lyon Hdwe. ©o., Little Rock, Ark. Cameron & Barkley Co., Tampa, Fla. penn dl Matra hinger Co., Toledo, Obie 
Inio -” : ; a ra - Ailes —- -Wiggins Co., Portland, Ore 
Union Hdwe. & Metal Co., Los Angeles, G. Norman Baughman Co., Tampa, Fla. Ball Wright, P Oo 
Calif. Cameron & Barkley Co., Jacksonville, % te & right, ortland, Ore. 
Hughson & Merton, Inc., San Francisco, Fla. P. J Cronin & Co., Portland, Ore 
Calif. King Hdwe. Co., Atlanta, Ga. Hughsoa & Merton, Inc., Portland, Ore 
Lathan Auto Supply Co., San Francisco Lombard Iron Works & Supply Co., Western Hdwe. Co., Portland, Ore. 
Calif. Augusta, Ga. Automobile Supplies Co., Pittsburgh. Pa 
— Motor Supply Co., San Francisco Von Hamm-Young Co., Honolulu, T. H. Cameron & Barkley Co., Charleston, 8.0 
ali Schumann Carriage Co., Honolulu, T. H. C. D. Franke & Co., Charleston, 8S. C. 
Standard Mfg. & Sales Co., Montreal Automobile Supply Co., Chicago i Se ghee a anid 
‘ — ‘ : ° Chicago uber” Co., deleene a, —— Auto Supply Co., Chattanooge 
Auto Equipment Co., Denver, Colo. Fort Wayne Oil & S&S . < ‘in 
Aspuru ¥ =. Hayana, Cuba. Wayne, Ind, udee ctiinodiintas C. M. McClung & Co., Knoxville, Tenn. 
F. A. Bermudez Co., Havana, Cuba National Mill Supply Co., Fort Wayne, Tennessee Mill & Mine Supply Co., Knos 
Cuba Importation Co., Havana, Cuba. Ind. a ville, Tenn. 
Harris Brothers Co., H: na, Cuba Hearsey H. T. Co., Indianapolis, Ind Ozburn Automobile Supply Co., Memphis 
Machin & Wall Co., Havana, Cuba. Carey Co. Cleveland, Ohio. Tenn. 
Lopez Sena Y Co., Havana, Cuba. Lockwood: Luetkemeyer-Henry Co., Cleve- Hirsig Anto Supply Co.. Nashville, Tene 


Jose Alvarez, Havana, Cuba. land, Ohio. 
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A Roll of Honor 


Meadows-Price Co., Inc., Roanoke, Va. 
the _ Anton bile ‘Supply Co., Tacoma, 


Alexandria, La. 


HARDWARE AGE 


ITTLE more than a year ago we inaugurated our big educa- 

tional advertising campaign on GARCO BRAKE LINING. 

Month after month single and double page advertisements 

have told the GARCO story to thousands 
Garages and car owners. 


Jobbers, Dealers, 


TET in itself, we do not believe this advertising could account for 
the remarkable increase in GARCO sales—for the fact that today 
GARCO is handled by representative Jobbers and Dealers in nearly 


every section of the country. 


fr the hundreds of letters we have received similar to the one 
r 


eproduced on the opposite page, lies the answer. 


ROMPT delivery, in the face of unusual conditions 
—three and a half years selling of GARCO, without 
a single complaint and never a return in all this time—all 
prove that we are backing GARCO with sales efforts 
that bring the business—that into it we are building quality 
that holds the business for our Jobbers and Dealers. 


- us tell you about the advertising campaign we are just starting 
to sell GARCO asbestos brake lining, GARCO transmission 

lining for Fords, and other GARCO Asbestos Automobile Specialties 

to every car owner in the country. Write us today. 

GENERAL ASBESTOS & RUBBER CO., Mi .tiories CHARLESTON, S.C. 


Branches and Complete Stock : 58 Warren Street, New York. 311 Water Street, Pittsburgh. 106 West Lake Street, Chicago 


Pacific Coast Distributors, HUGHSON & MERTON, INC., 530 Golden Gate Avenue, San Francisco 
LOS ANGELES, 1229 South Olive Street PORTLAND, 329 Ankeny Street SEATTLE, 806 East Pike Street 


We manufacture a special type lining for Ford Transmission Bands, put up in rolls and complete sets with rivets 
Also a full line of Asbestos Automobile Specialties ” 





Ferris-Dunlap Auto Supply Co., Dallas, Shuler Rubber & Supply Co., New Orleans, Equipment Co., Kansas City, Mo 
‘ex. La Harbinson Mfg. Co., Kansas City Mo 
G. - Hawkins Auto Supply Co., Houston, J. R. Hunt & Co., Baltimore, Md. Motor & Machinists Supply Co., Kansas 
Butts Ordway Co., Boston, Mass. City, Mo. . 
. TW Bolemene Ce Houston, Tex. Fe ee Co. of New Eng., Boston, Wyeth Hdwe. Co., St. Joseph, Mo. 
eyer Co ouston, Tex. Mas : reate lenake ( ings 
Walter Tips Co., Austin, Tex. A. J. Wilkinson Co., Boston, Mass. —— Auto Supply Co., Billing 
Fietment Hdwe. Co., Danville, Va Carey Co., Detroit, Mich m. ove . 
Richmond, Va. Morley Bros., Saginaw, Mich Paxton & Gallagher te Omaha, Nebr 
a “Crump Co., Richmond Va. Kelly-How-Thompseon Co., Duluth Minn, U. S. Auto Supply ¢ Omaha, Nebr 


Chas. D. Schmidt, New York, N. Y. 
Chas. Fridlander . Co., New York, N. ¥ 


Marshall-Wells Hdwe. Co., Duluth, Minn. 
Minneapolis Iron Store Co., Minneapolis, 


Minn. Sidney B. Roby Ce Rochester, N. Y¥ 
"Day & Churchill Co., Spokane, W. S. Nott Co., Minneapolis, Minn Carolina Auto Supp ily House, Charlotte 
ash. Reinhard Bros. Co., Minneapolis, Minn N. 6. 
Southwick Auto Supply Co.. Topeka, Kan Williams Hdwe. Co., Minneapolis, Minn Ballou & Wright, Seattle Wash. 
a ~ Hdwe. Co., W. A. L., Topeka, Byrnes Belting Co., St. Louis, Mo. Hughson & Merton, Ine., Seattle, Wash 
Geller Ward & Hasner Hdwe. Co., St. Seattle Hdwe. Co., Seattle, Wash 
Hdwe. & Supply Co., Louis, Mo. Philip Gross Hdwe. Co., Milwaukee, Wis 


Neustadt Auto Supply Co., St. Louis, Mo Spears & Riddle Co., Wheeling W. Va 
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«= What Is Gibson «& 

X oo e ' ie 
Service? | 

N giving good SERVICE, an accessory 

distributor must meet two requirements: 


First, he must have AMPLE STOCKS. And, 
second, he must have the facilities for putting 





) any portion of his stocks in your hands 
oe promptly—whenever you order. 
jal When you realize that accessory dealers from 


SS one end of the country to the other and EVEN ABROAD 

ny favor us with their orders, it will be apparent that 
Gibson Service is UNUSUAL service. 

a a And it is! Gibson Service—plus Gibson Quality 

) and Fair Treatment are responsible for the expansion of 

our activities beyond the limited territory of a jobber, 















‘S into the far-reaching scope, comprehensive stocks and 
Cena complete facilities of a National Distributor. x oF 
It will pay you to have our new 1917 catalog Na” 
just off the presses. It contains nearly = 
four hundred pages--and is virtually the @ 
‘“‘key’’ to the Gibson storehouses. We will rs 
gladly send this catalog, without cost, to Lows . 








any. legitimate accessory dealer, or garage 
operator—anywhere. Write today, asking 
Get This Book! | for Catalog G-5. 
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THE GIBSON COMPANY 


INDIANAPOLIS, IND. 





Motor Car Accessories and Tires 











Shop Equipment and Electrical Supplies 











“Gibson serves the World” 
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FORD OWNERS 


Blame the brake and the transmission, 
yet all the rattle and jar are unnecessary 


When Mr. Ford Owner steps on the brake and the car jumps and jerks, he thinks 
it’s something he must put up with in his car. He thinks the jerky, noisy “get away,” 
the lurch when he goes into reverse—are part of the way the Ford naturally acts 

But it isn’t so! The trouble isn’t with the Ford. Its brake is all right. Its 
transmission is simple and positive. The whole trouble is in the transmission linings. 
Ordinary transmission fabric gets hard and glassy smooth from the constant pressure, friction and soaking in oil 
When the brake is applied it grips but slips—then grips and slips again. That's what causes the vibration, that ruins 


the car and makes it rattle. 


$3 . $3 


per set . cifowr FR) 7 0 9 98 Q 'R} 'T) per set 


of 3 of 3 


Allow the Ford to start and stop with velvety smoothness 


The brake responds to the slightest pressure. The car makes a smooth, easy, quiet stop. It 
goes into low and picks up speed with the steadiness and quietness of a high cost car. It eliminates the mechanism 
killing vibration. 

The difference is entirely due to cork. Cork has the quality of: “taking hold.” The cork 
discs in Advance Transmission Linings grip at the slightest pressure. They wear very slowly. Never get hard or 
smooth surface. They end the rattle—make a great car greater 


40,000 and 50,000 Miles —18 Months in Service 


These are some of the records made by Advance Cork Insert Transmission Linings. The 
sworn affidavits covering these records are on file in our office. No other transmission lining has ever made any 
such mileage records. It can’t without cork, and we control the patents on the cork idea. No substitute for cork 
has the gripping or wearing qualities. Get the genuine. 


! 1 « » are taking hold in great shape. Over 
JOBBERS! DEALERS © Cork Inserts 125,000 sets already have been sold. It is being 
advertised by full pages in Saturday Evening Post — full pages in the motor journals. We supply snappy display 


signs and dealer helps of different kinds. There’s a mighty nice profit dick ttincinn aes wis antiate tek ian tee iniiina ied 
on every sale—plus an installation profit. Sold only through dealers. 


Every sale means a profit to some dealer. a COUPON 
§ Advance Automobile Accessories Corp. 


Send the coupon—Dealers j Dept. D8-1, 56 E. Randolph St., Chicago. 
—don’t lose good profits Send me a set of Advance Cork Inserts. 


Don’t wait! The big season is right here! Send the coupon! Get 
seas ainted with these inserts. Then get in your order. Order of your jobber or us . 
1 give him credit. City 


Jobbers! The leaders are all lining up with “Cork Inserts.” They're § State 
ordering by the thousands of sets. Don’t lose out on this live profit maker. + ap GUD Gane Ge es ee ee ee ee a 


AkranceffutomobilefJecessories Garp. 


Dept. D8-1, 56 East Randolph Street, Chicago, III. 
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‘The Best Jack Money Can Buy” 


The quality of the 


ffarttord 


AUTO JACK 


is so very apparent that those who try it, buy it, gladly 









*8 usr 


AND 
WORTH IT 








paying the price. 





Anyone who places it under the axle of an automo- 






bile, thereby learning to his pleasure and surprise that 






the application of 15 pounds of wrist pressure upon its 






handle smoothly lifts 1000 pounds of car upon its rack, 






is never happy until he owns it. 





mie ee A RRES. SHR PEFR hae 





KAR 






A demonstration never fails to sell a Hartford Auto 


Jack. 


Just as PERFORMANCE marks it the class in jacks, 
so do LOOKS emphasize that fact. Built to outlast the 
car it lifts. Solid-steel lifting mech- 
anism; tough malleable-iron case; 
long handle, short stroke. 




















a. an You can sell a “‘raft’’ of Hartford 
Absorber A k 
Makes Every Road a uto Jac Ss. 





Boulevard 





Advertised to over 30 MIL- 
LION READERS of na- 
tional magazines, automo- 
a. <n bile publications and metro- 


Absorber . 
More Than a Bumper politan newspapers. 





















HERETOFORE KNOWN AS HARTFORD SUSPENSION CO., 


2 11 MORGAN ‘ST.,JERSEY CITY. N.J. 


Branches: 1B A‘ (0) 02 Glam Oo 0 (O/-X C70 1 OF 9 KO). 
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Road Quick 


gh tofitable Sales 


The Ford is an economical car. The 
majority of Ford owners are people who 
‘ practice economy. Still they want car service— 
: Zo dependability—speed—power—starting ease—and all 
| they can. get! 


The New Stromberg Carburetor 
FOR FORDS 


holds world records for all of these desirable factors. Official tests prove that 
It develops greatest mileage—power—speed and flexibility. Prove that it gives 
Ford owners the things they want most—and in the greatest measure. 


43 MILES AN HOUR 








5 pat gah AE yt 


—there’s speed enough to satisfy any Ford owner—speed that will meet any hurry-up 

emergency. A model T 1915 Stromberg-equipped Ford carrying three passengers and 

‘ weighing 2170 Ibs. nailed up that record. Thousands of Fords are running it a close 

% ‘second’ in everyday road performance Without touching the carburetor—which is 
3 


proof positive that the New Stromberg demands no adjustment—this car was accelerated 
from a standing start to 15 miles an hour in 11.4 seconds—then speeded up to 43 miles 
and throttled down to a walk on high. Amazing flexibility for a Ford. The same car 
smashed all competitive economy claims by making 


37440 Miles on a Gallon of Gasoline Advertised to 5,000,000 


Miles ahead of all other official mileage readers of leading national and motoring 
records! The New Stromberg also puts a publications. Big demand wherever Fords 
get-away-quick snap into Ford starting. are used—growing constantly. 
rm ype priming. Does entirely away with 
ard cranking. Insures instant easy start- . 
ing in coldest weather. : Splendid Profits 
t brings the Ford ner what he can’t bu P : 
when bos oar i Rypecien Gives it at a erie Small stock investment. Valuable addition to regular 
anyone can stand— hardware line. Enables you to extend trade into new 


channels 
Only $18—Complete With All Attachments Free advertising helps supplied to tie up your 


Returns its cost many times over in sav- ‘tore with our immense advertising cam- 
ings. Sold on 10-day trial—with Guarantee paign. Sign and send coupon below for 
of Money Back if not satisfied with results. complete particulars that will show 
Easily installed by anyone—takes no more you how to secure profitable trade. 
than hour’s time at most. NOW! 


The Stromberg Motor Devices Co., 64 E. 25th St., Chicago, I}, hed 4 ae Tg wee 
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JOHNS- 


EXTINGUISHER 


pe ( 


Jouns- 
ANVILLE 





SERVICE 








The dealer who sells it 


is handling an accessory efficient in design, 
generous in profits, and quick in turn-overs; 









an extinguisher which leads the field by its 
unique two-way method of operation~a dis- 
tinctive Johns-Manville feature; 


—an extinguisher distributed strictly through 
jobber-dealer channels, under generous dis- 
counts, rigidly maintained and uniform to all 
regardless of quantity. Unnecessary to tie up 
capital in heavy stocks to secure fair profits; 

















—and more, an extinguisher for which a tang- 
ible demand is being created by a consistent 
advertising campaign of national scope. 







Most dealers find the entire Johns-Manville 
accessory line a good one to tie up with—easy i 
to sell and profitable to handle. In addition to 
the J-M Fire Extinguisher, it includes Non- 
Burn Asbestos Brake Lining, Johns-Manville 
Speedometers for Ford Cars, Johns-Manville 
Spark Plugs, Johns-Manville Auto Fuses and 
Johns-Manville Automobile Tape. 
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NVIL 





The motorist who buys it 


secures an extinguisher unique in construction, 
simple in operation and always ready for action; 


—an extinguisher discharged either by pump- 
ing or by air pressure previously pumped up; 


—an extinguisher effective on all incipient fires, 
whether of gasoline, kerosene, oil, grease or 
electrical origin; 








--and more, an extinguisher examined, ap- 
proved and labeled by the Underwriters’ Lab- 
oratories, Inc. To motorists, this means a 15% 
reduction in fire insurance premiums on all 
cars equipped with the J-M. 


Price $8.0 Brass or Nickel Finish, 


4 H. W. JOHNS-MANVILLE CO. 
3 NEW YORK CITY 


10 Factories 
Branches in 55 Large Cities 

































HARDWARE AGE April 19, 1917 


BARRETT 


The 


Aristocrat of 
“e ‘AUTO JACKS 


. AA A Complete Line 
ih : “i In These Two Models for 1917 


THE 
POINT ” NE Jack appeals irresistibly to the owner who 
yy wants the finest made, with every latest con- 
venience and unprecedented ease of operation; 
and the other is a high-grade Jack for light and 
medium weight cars, sold at a lower price. With 
two models, forming a complete line—each one 
supreme in its field—any dealer now, without tying 
up his money in a large stock, can handle the famous 








Fae FP, 


AUTOMOBILE 


JACKS | 


Ask every customer what Jack he carries, show 
him, the unique advantages of the Barrett and point 
out to him the importance of having a Jack that is 
as efficient as a fine motor. See that your customer 
is prepared for his emergencies as well as for his 
comfort. I 

The automatic reversing feature of the Barrett : 
Universal is one that will appeal instantly to every 
owner. 

No reaching under the car to fuss with the old- : 
fashioned lift. : 

No bending down for the socket to insert lever. 3 

No shifting of pin to reverse—turning the lifting 
lever over does it all. 

Sell your customers this Jack. It will add to their 
pleasure in motoring and help them dependably in 
their emergencies. 


Let,us send you a sup ly of our Jack Booklets for your 
counters—they will > Fas sales. Advise us now 
how many you need and they will be sent you at once. 


THE DUFF MANUFACTURING COMPANY 
Established 1883 
PITTSBURGH, PA, 
50 Church’St.. New York Peoples Gas Bidg., Chicago Candler Bidg , Atlanta 
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Spring Is Here!! 


Over 4000. 





0 Gars Will Soon 


Take ToThe Road- STOCK UP NOW! 


The lure of radiant, sunshiny days will soon put literally millions of 
cars on the streets of every city and town and out on the open road. And every last 


car will need auto parts and accessories. 


Are you prepared to capture your share of this auto supply business? 
Are you ready to sell and serve motorists of your locality as well as the throngs of tourists 
who will criss-cross and zig-zag all over these United States? 


This year will see more touring than ever before because Americans 
are just learning to enjoy the wonders of their own country. Greater usagé of cars 


will mean greater repairs—greater sales of every sort of automobile supplies. 


Why not 


decide now to make the big profits other live-wire hardware men are salting down from 


selling auto supplies and accessories? 


“SNAPS” Will Boom Your 
Sales 


(f you want to establish a profit- 
able automobile supply department in your 


Store, buy your parts and accessories by 
mail, from “‘“SNAPS.” ‘‘SNAPS” is known 
to 34,000 successful dealers as the ‘‘National 
Bargain Directory of Auto Supplies.” 


_, We, the Service Motor Supply Co., 
will be your Chicago partner. We sell exclu- 


sively by mail and wholesale only. No con- 
sumer can buy from us—either by mail or in 
our Chicago display rooms. No need for you 


to carry a big stock. You can order sup- 
plies as you need them because our six- 


hour service means that it is unnecessary to 
tie up a lot of money in a big stock. 


Remember, “SNAPS” is issued 
fresh every month, filled with a thousand 


items of highest quality merchandise at 
lowest current prices. 


Write To-Day For Your 
Copy of “SNAPS” 


Write for your copy of “SNAPS” 


to-day and use your business letterhead or 
send in your business card so we can tell you 
are a legitimate dealer. Don’t wait—take this 
step toward new and bigger profits now. 
Send for ‘‘SNAPS”’ to-day. 


SERVICE MOTOR SUPPLY G miciicin ave CHICAGO.USA 
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Do You If You 
Want Do, 
a Bigger pig Sell Only 
Auto Specialty PIONEERS Royal Auto 
Business? | Specialties 











AUTOMOBILE SPECIALTIES 
The Quality Line 


Including 
Anti Freezing Solution Lamp and Fender Enamel 
Auto Color Varnish Liquid Wax 
Auto Soap Metal Polish 
Auto Top Dressing Mica Tire Dressing 
Auto Varnish Mica Tire Powder 
+ “y Carbon Remover Orange Shellac a ; 
, LIQUID WAX oo Cylinder Enamel Rim Coating anes ome 
Marae Senn Furniture Polish Seat and Cushion Dressing eMart Sen 
Heat Proof Aluminum Paint Tire Talc 


oe nomen reel 











We maintain a fully equipped Chemical De- 
partment exclusively for the manufacture of 
this line. 

Our products are founded on a basis of 
QUALITY which ensures satisfied customers and 


repeat orders. 
q WAN ond FENOEP 


THE Magny Senour 


Investigate this QUALITY line. | | Dressing 


Toe Marry Senour CO 
Send postal for any information and catalog 
to our Chemical Specialty Department. 


THE MARTIN-SENOUR CO. 


PIONEERS OF PURE PAINT 
CHICAGO MONTREAL WINNIPEG LINCOLN 
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‘a9 old as the industry ” 




























Free, Folders and 


Dealer-Helps that Sell ~~ 





Free, Motor Oil First, a high grade announcement bearing your 
Display Stand =~ name tells all your customers that you are selling 
the Crew Levick line of motor specialties. This 
announcement contains return post cards addressed to 
you, which start the business to your store. This is 
the first step in Crew Levick dealer-help when you line 
up with this immense 55-year-old organization. 





Every Crew Levick dealer-help has just one right to existence 
—its ability to sell goods. 


Free, Celluloid 


Mistokleen Every cut-out, every display stand, every store or window 
Hanger hanger, every card, every folder, every booklet, every window 
display—they all keep the line moving; they all interlock with 

powerful national advertising to make turnovers quicker. 


Responsible dealers are co-operating with us in making this 


i comprehensive campaign constantly bigger. If you will write 
noe 7 now, we will reply promptly with full details. 
. ; | 





CREW LEVICK COMPANY 


Free, Iron Display 2227-51 Land Title Building Philadelphia, U. S. A. 
Stand, 3 ft. x 2 ft. 





Oldest and one of the largest producers and refiners of oils i 
and manufacturers cf petroleum products j vee Motoring : : 
More Pleasurable 





Plaster-of. Paris 
Iluminated 





Free, Display 
GREASE-in-TUBES 4ft. x 4 ft. x4 ft. 
Display Stand 





























Free, Mistokleen 
Display Stand 
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Merging 
Forces 


We dare not estimate the number of millions of dollars’ 


worth of business that is done through the retail hardware 
trade each year in automobile accessories, including tires, spark plugs, 


jacks, horns, oil, gasoline and so on. 


But we can safely say that much of this business is done 
through the hardware trade because of the efforts of HARD- 
WARE AGE to make the hardware dealer a better merchant of automo- 
bile accessories and because also of its efforts to make the manufacturer 
of accessories appreciate the great possibilities of the hardware trade in 


selling his products. 


To convince the hardware man that 
he could sell accessories has been easy 
and a record of practically 100% suc- 
cesses has justified us in our advice. 
Being a merchant with a tremendous 
amount of good will in his locality, pos- 
sessing splendid window display op- 
portunities, having a superior credit 
rating, and already selling some lines 
for which the motorist had to call on 
him has brought the hardware dealer 
into his own. 


But while we were keeping the hard- 
ware trade abreast of the best practice 
in selling accessories, we were also 
working with the manufacturer to 
prove to him that these very qualities 
that we were showing the dealer he 
possessed were also the qualities which 





Yet we ask both dealers and manufacturers that they do not 


made that dealer a strong factor in sell- 


ing the manufacturer's product. 


The year 1917 has proved our ef- 
forts successful. For never before have 
the hardware dealers and the manu- 
facturers of accessories worked so 
closely together nor done such a vok 
ume of business with each other. The 
tremendous distribution of hardware 
stores throughout the country reaching 
from every big city down to the small- 
est hamlet is back of this accessory sell- 
ing idea and the mighty power of ac- 
cessory manufacturers with their com- 
bined advertising and direct sales work 
is creating trade for the hardware 
dealers so that the combined forces will 
prosper as never before. 


lose sight of us altogether, for, on the one hand, we have helped 
the dealer become a better dealer of accessories and we have 


239 West 39th St. 


helped the manufacturer to appreciate the hardware dealer. 
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EVERY ITEM 
CHECKS 0. K. 


Here are goods that don’t 
get glued to your shelves. You 
get quick returns and substan- 
tial profits from 








‘Chemically Correct’’ 
Automobile Accessories 








They are popular because they 
give short cuts in repairing and 
save the motorist time and money. 
The leading jobbers are ready 
to furnish them to the live dealers. 


Write for the “Chemically Correct” 
Catalog. 
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: The Original Self-Acting Radiator Cement 





Most popular with motorists because it produces a 
quick, permanent repair without the aid of tools or 


tedious tinkering. 
‘““FINDS THE LEAK AND FIXES IT” 
Ask any repair man. 
Retail Price, 75c. 


THE NORTHWESTERN CHEMICAL CO., MARIETTA, OHIO 
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Sold With Confidence 


Why experienced hardware dealers prefer 
to handle oils sold in these familiar cans. 


XPERIENCED automo- 
bilists want the correct 
oil for their engines. They 
have learned that the grade 
of Gargoyle Mobiloils speci- 
fied for their cars in the 
Vacuum Oil Company’s 
Chart of Recommendations 
supplies them with scienti- 
fically correct lubrication. 


Well posted owners of 


Overlands, for instance, 
want Gargoyle Mobiloil 
Arctic.” 


Experienced Ford owners 
want Gargoyle Mobiloil 
6s FE.” 


They know that these oils 
are scientifically correct be- 
cause the Chart tells them 
so. They have also found 
by experience that the cor- 


rect grade of Gargoyle 
Mobiloils means better lubri- 
cation, more power and 
lower fuel consumption. 


A vast majority of motor- 
cyclists also insist upon Gar- 
goyle Mobiloils. Usually 
they ask for Gargoyle Mo- 
biloil “B” or go on to some 
dealer who Aas it. 


Hardware dealers who are 
located in farming com- 
munities will find tractor 
owners calling for Gargoyle 
Mobiloils in original con- 
tainers. 


Dealers who attended trac- 
tor demonstrations last sum- 
mer will recall seeing the 
familiar cans of Gargoyle 
Mobiloils on almost every 
tractor in the field. 
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Among Gargoyle Mobiloil users the 
red Gargoyle trademark has come to 
mean so much that they insist on buying 
Gargoyle Mobiloils in original con- 
tainers. 


Displayed in connection with the 
Vacuum Oil Company’s Chart, these oils 
mean ready sale and quick profit to the 
hardware dealer. 





Hardware dealers who display the four 
grades of Gargoyle Mobiloils know that they 
are the most popular brand of high-grade 
lubricating oils on the market. 


To the dealer who wishes to build up a 
strong local trade the Vacuum Oil Company 
supplies other valuable store helps. These 
include: 


Counter Displays Dealers’ Electros, etc. 
Metal Signs Mailing Cards 
Booklets 


Full details of the Vacuum Oil Company’s 
Service Helps will be furnished any dealer who 
writes to the nearest branch office. 


GANsenz 
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Mobiloils 


The four grades of Gargoyle Mobiloils, for 
engine lubrication, purified to remove free 
carbon are: 


Gargoyle Mobiloil “A” 

Gargoyle Mobiloil “B” 

Gargoyle Mobiloil “E” 

Gargoyle Mobiloil “Arctic” 
Write today for our booklet, “Correct Lubrication” contain- 
ing Charts of Recommendations for all makes of automobiles, 
motorcycles, tractors and marine motors. We shall also be glad 


to send you a description of the Gargoyle Mobiloils line with 
Price discounts to dealers. 


VACUUM OIL COMPANY 
Rochester, N. Y., U. S. A. 
Specialists in the manufacture of high-grade lubricants 


for every class of machinery. Obtainable 
everywhere in the world. 





Domestic Branches 


Detroit Indianapolis Minneapolis 
cago Philadelphia Boston 
New York Pittsburgh Des Moines 


Kansas City, Kan. 
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Correct Automobile Lubrication 


Explanation 
In the Chart below, the letter opposite the car 


indicates the \ 


should be use 
goyle Mobiloil 
goyle Mobiloil 


“Aa” 


# 


“Arctic,” etc. 


means 


G 


de of Gargoyle Mobiloils that 
For ee. “A” means Gar- 
o re”’ 


ar- 


The recommen- 
dations cover ail models of both pleasure and 
commercial vehicles unless otherwise noted. 








Model of 1917 1916 1gT5 19t4 1913 
Bls|z) ef) 2)28)2,5) 2) 8 
CARS EI: STelfle;elel sie] s 
AFL FLZIFL A/F, 2) = 
Abbott- Detroit Arc {Arc.JArc.|Are.JAre.|ArcjAreArc|. A \Arc 
‘ * . (8 cyl) A\|A{A/A 
Allen A \Arc} A jAre] A |Arc} A} AL ASA 
“ (Mod. 33-34-35 A \Arc 
Apperson Are. Arc.JArc.Arc.jArc.|Arc jArc. Arc JAre.j/Arc 
s (8 cyl) A|AJA/A | 
Auburn (4 cyl oJ A jArc] A |Arc} A| AL ALA 
‘ 6 cyl) Arc.\Arc.JArc.|ArcJArc. Arc jAre.|Arc 
Autocar (2 cyl).. A |\Arc} A \Arc| A (Arc) A |Arc} A jAre 
Avery t AIA AITA|AILA/A 
“ (Mod. 5& C1 ton Arc. Arc.JAre. Arc.JArc.\Arc 
Briscoe A \Arc] A Arc Arc] A |Arc 
“(8 eyl) | AIA 
Buick Arc.|Arc.JArc.|AreJAre. Arc] A jArc} A |Arc 
Cadillac Arc. |Are JAre.|Are 
- (8 cyl) A} ATLA! A [Arc Are 
Case A jArcd A Arce] A jArc} A Arc] A |Arc 
Chalmers Arc.|AreJAre.|Arc} A | A |Arc./Arc 
s (Mod. 6-40) }...0) A jArc | | 
“ (Mod. 6-30) Ai:AIAIA 
Chandler Six Arc.|ArcJArc.Arc.JArc.|Are JArc./Arc j 
Chevrolet Arc.|ArcJArc./Are jArc. Ar A JAr ALA 
Cole Arc.|AreJArc. Arc JAre \Arc jAre Arc 
“ (8cyl) ALALA|AIAIA 
Cunningham Arc /ArcjArc. Arc} A | A 
. (8 cyl) ATAIAIA 
Dart A jArc} A jArejAre./Are| A | A} A Are 
“ (Mod. C) A lArc} A jArc}| A |Are} A | A 
Delaunay-Belleville B;/;A|B/|A]B/A 
Detroiter re.|ArcJArc.'Arc| A Are} A | A} A Are 
8 cyl) Arc. Arc 
Dodge A Arc} A 'Arc] E | 
Dort A jArc] A \Arce} A Are 
Empire (4 cyl A (Arc) A jArcJArc. Arc [Arc. Arc.jAre.\Are 
“  (6cyl Arc.|Are JAre. Arc 
Federal Arc.\ArcJAre. ArcJAre. Are jAre. Arc JAre. Are 
Fiat B,/ATB A|B A|}B AITBIA 
Ford I EIE;E E | I I k I E 
Franklin AILATA;/|ATA! AJA! AJA jArc 
Grant A Arc} A jArcJAre. Arc jArc.\Are 
HAL A|AJA/IA 
Haynes A \Ar A Arc} AA A Arc] A Are 
ad t2cyl) A|A|JA|A 
Hudson Arc. Arc JArc. Arc jAre. Arc} A |Are 
“ (Super Six A iAre} A | A 
Hupmobile A iAre}] A 'Are} A Ar | A Arc} A \Are 
Jeflery A Arc] A jArc] A Are} A} A 
*— (cyl) AIA 
Com’! A \Arc} A Are \ Are JAre. Are jArc.|Are 
Kearns f E/E I 
* Com'l A Are] A Are} A Are 
Kelly Springfield ALATA; AITA) ATA’ A [AscijAre 
King A Ar A AILA/E 
« (8cyl A} AAT A [rc Ar 
“ Com'l Arc.jArc JAre.\ArcJAre. Arc.jAre. Are 
Kissel Kar A jAre} A (Are} A jAr A Arc 
ss * Com'l A Arc] A \Arc A Ar \ Ar 
bs “ (Mod. 48 { Ai: AITA;ATA 
Lexington Arc.|Are Are. Are JAre. Are 
Lippard Stewart Arc. Arc jArc.\Arc.pAre. AreJAre.Ar 
° “ (Mod. M)I A Arc} A Arc ‘ 
Locomobile {FE Ej. E F I E 
Marmon A|AIA|AJA Arc] A \Are 
Maxwell Arc. Arc JArc. Arc JAre. Are.JAre. Arc 
Mercer ATA!) AJA (Arcd A Are 
™ 22-70) Arc. Ar 
Mitchell A /Arc ¢ Arc} A (Arc) A Arc 
Mitchell (8 cy!) | } A 
Moline | 
Knight A|ALA/|AITA|AIA 
Moon (4 cyl) Arc| Are} A Ar 
“ (6cyl) Are.Are JAre./ArcJAre. Arc JArc. Arc 
National Are./Are| A jArc} A Are} A 
se 12 cyl) A ATA; A 
Oakland Arc.|Arc.JAre./Arc.JAre./ArcJArc. Arc 
= 8 cyl) AIA 
Oldsmobile Arc.'Arc.JAre. ArcJAre ?Ar 
$ 8 cyl) A|AILAIA 
Overland Arc.|Arc jArc./Arc.jArec. Arc JArc..Are}/ 
Packard A \Are} A Arc 
“ (12 cyl) AiAITA/A 
“ Com’ A); AJA/AJA] A [Are Arc 
Paige A jArc] A 
“ (6-46) : Arc./Are@JArc.|AreJArc. Arc 
“ (6-36 & 38) A lArc] A |Arc} A [Arc 
Pathfinder... Arc./Arc JArc.|Arc.JArc.|Arc.JAre.|Arc 
_ (12 cyl) A/|AIA/A 
Peerless Arc.|Arc JAre.Arc.jArc. Are jAre. Arc} 
“  (8cyl) A A\A 
Pierce Arrow A} AJA A [Arc Arc JArc.Are 
" * Com'l Are.\ArcJArc.\AreJArc.|Arc JArc.|Arc 
Premier ‘ A| AJA /Arc] A \Arc} A Arc 
Regal Arc./Are Arc. ArcjAre.|Arc JAre. Ar 
“ (8cyl)... A} AJA A [Arc Arc 
Renault ° A \Arc] A /Are} A Are 
Reo A Are] A jArc} A Arc} A Are 
Richmond Are. ArejArc.Are} A Are} A Arc 
Riker E;E 
Saxon. . E,/ELE/|EJE/\/E;JE\E 
Selden Arc.|Afe JArc. Arc JAre. Arc Are. Arc 
Simplex A | AJA A [Are lArcJArc.‘Are 
Stearns. Knight A|AJB/iA;/B/{A/B A 
” * (Scyl) | A)|AT BIA 
Sterling (Wisconsin) A \Arc} A /Arc 
Studebaker A \Arcd A jArejArcAre} A Arc 
Stutz A|AJA/AJTA/AITA/AP 
Velie (4 cy!) ! A Arc} A Arc 
“ (6cyl) Arc.|ArcJAre. AreJArc. Arc JArc, Arc 
Westcott Arc.jArc JArc.|Are jArc.|Arc.jArc. Arc 
White Arc.jArc.JAre. Arc jAre.|ArcJArc. Are 
Willys-Knight ASAI BIA AI|A/A 
Willys Six Arc.|Arc | 
Winton Are. 'Arc lAre.'Arc lAre.'Arc lAre 'Arc 
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100% Profit For You—100% 


Try one or both of these suggested assortments 


1 ROM time to time we have been telling you in 



















DUTCH BRAND PRODUCTS. Many of you 


jobbers. The splendid increase in our jobbers’ 
that the hardware merchants who have made initial 
CEMENTS and CHEMICAL SPECIALTIES found their 
again and again. 

We know there are many hardware dealers on the 
season at hand, it occurred to us that these merchants 
to them for an initial stock of good sellers. We, therefore, 
storekeeper and have figured out a most conservative initial 
every day demand and on which the profit is most 
you direct from our factory and billed through any jobber 

Just make a neat display of these packages on your 
window. The beautiful labels and clean cut packages 
Your customers will be perfectly satisfied with the goods 
they will say, ‘“‘We don't have to pay war prices for 

Clip out one or both orders in the margain, fill in 
us to-day and goods will be shipped the same day as order 
tunity. 












VAN CLEEF BROS. 
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Customer Satisfaction | 
and earn this double profit @aP™ Cut out and use this Order Blank 











these pages of the advantages of selling Order for Assortment of 
have responded by ordering through your Dutch Brand Cycle Specialties 


business from month to month indicates ls tala ta . 
purchases of DUTCH BRAND RUBBER cog alanaiaae en 
investments most profitable and re-ordered BILL THROUGH........ JOBBER...... 
Costs Retails 
You For 
verge of ordering. With the big selling § Gor 355 Rim'Cement,. 80 “4-80 
might find our suggestion of some service a ee oe Yon 
have placed ourselves in the position of the 2 Gos; S8s. beatiee Sheliac.. 2:00 3.60 
order consisting of products that are in ea a oe 
attractive. These goods will be shipped to 3 foe ic” SB Oe 
you may designate. an Ae ies See OG 
show case. Put a few of them in your i  - 6a 
will attract attention and sell themselves. eee 
Note your fine profit $13.03 $28.40 





and will come back for more. Incidentally 


DUTCH BRAND PRODUCTS.” Order for Assortment of 


your name and that of your jobber, mail to Dutch Brand Automobile Specialties 


} 4 , ° ° SHIP TO errr eee eee eee ee ee 
received. Don’t miss this 100% oppor- pain af 
Weeks ctacds wane ow SA ie ce oc 
BILL THROUGH... ... JOBBER 


Costs Retails 
‘ You For 

Manufacturers Dutch Brand Rubber Cements ‘oe... Puncture $0.50 $1.20 
and Auto Chemical Specialties Se ee eee ee ae 
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1 
1 doz. '%4 pt. Cans Vulcaniz- 
7701 -77\ | Woodlawn Ave., fine GOPMOAE, «00002. cccsees 1.50 3.00 
Chi Iki ° 1 doz. 2 in 1 Tread Filler... 2.00 3.00 
1 doz. Radiator Seal Comp 3.00 6.00 
cago, Inols 1 doz. Valve Grinding Comp. 2.25 4.20 
2 doz. 2 oz. Bottles Gasket 
GE ccvaccekancudcesenes 2.00 3.60 
Yo doz. pts. Bottles Gasket 
PE SG acucetucesicn enact 3.00 5.10 
9 Ibs. Tape Assorted....... 2.43 6.20. a 
woe 1 doz. 2x8 Soapstone........ .70 1.20 
Mru/A)\ ppv 1 doz. pt. Cans Varni Brite. 3.00 6.00 > 
Vi © hale Yo doz. Carbocide........... 2.10 4.50 a al 
R ~ Vo doz. Auto Top and Cush- 
UKE GRAPHITE ion Coating............... 2.63 4.50 go 
ar a Note your fine profit $26.61 $51.50 a a 
Should you desire to increase or decrease | 
quantities you are at liberty to do so. 
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Me 


NY Our Line of Bumpers 
— &V° Will Sell on Sight 


IF DISPLAYED ON OUR SILENT SALESMAN 


LE _ The Halladay line includes five standard 
er models varying in style and equipment to 
fit cars of standard frame construction, 
and several special models to fit cars such 
as the Franklin, Packard, Pathfinder, 
Dodge, Chevrolet, Ford and others requir- 
ing bumpers of specialized construction. 














Our line of Rear Bumpers is equally com- 
plete and with the rapidly growing appre- 
ciation of the need of a rear as well as a 
front bumper there is no reason why you 
should not sell your customers two bump- 
ers as easily as one. 





Halladay Bumpers are universally recog- 
nized as the highest possible quality. 


We sell only thru recognized channels and assist the dealers by an advertising 
campaign, taking in the leading automobile and hardware trade papers. 


HERE IS A HALLADAY BUMPER THAT MERITS 
YOUR SPECIAL CONSIDERATION 


The predominance of front aprons extending to or nearly to the 
end of the frame extension requires either the cutting and dis- 
figuring of the apron or the use of an outside connection Bumper. 


To meet such conditions we have perfected and now offer the 


HALLADAY SIDE ATTACHMENT BUMPER 


In this is combined the standard shock absorbing mechanism of 
the other Halladay Bumpers and a method of outside attachment 
that affords quick and positive connection with vertical adjust- 
ment to conform with all curves of frame extension. 


All Halladay Bumpers are provided with Channel, Diamond Channel, Full Diamond, Round or Spring Bars 
and are finished in all black Japan or black Japan connections with heavily nickel plated bars. 


HALLADAY ACCESSORIES 


We also manufacture a number of automobile accessories of recognized merit such as Halla- 
day Flexlevers for both Fords and heavy cars, Halladay Double Arm Shock Absorbers for 
Ford Cars, Valve Lifters, Side and Rear Tire Irons, Suit Case Carriers, Jacks, etc., and the 
Halladay Can Tipper, the greatest garage convenience ever put on the market. 


Write us to-day for catalog covering the complete Halladay Line of Live Accessories or 
communicate with our distributors. 


L. P.- HALLADAY COMPANY, Streator, Illinois 


DISTRIBUTORS 
Asch & Co., 16-24 W. 61st St., New York City. E. L. Thompson Co., 817 Boylston St., Boston, Mass. 
Gray-Heath Co., 1440 Michigan Ave., Chicago, Illinois 
Sanford Brothers, Chattanooga, Tenn., Southern Distributors 
Hughson & Merton, Inc., San Francisco, Los Angeles, Portland and Seattle, Pacific Coast Distributors 
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" IN ALL CENTERS 
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Make Oil and 
Gasoline Pay 


You and we together can produce a combi- 
nation that will make oil and gasoline pay you 
a regular profit. You have the location—we 
can furnish you the equipment that will make 
it possible. 

If your problem is in the paint room we can 


eliminate entirely the loss from that source and pro- 
duce a profit that will make you smile. 


IT PAYS TO CATER TO THE AUTO TRADE, 
AND YOUR GASOLINE SHOULD BE STORED 
AND DISPENSED WITH A 





Gasoline Storage Outfit 


The new ‘Pacemaker’ Outfit, Cut No. 107, is 
positively the last word in gasoline storage systems 
and a striking example of Bowser achievement. It 
is ready for business at the turn of a key, and as an 
advertisement it compels instant attention anywhere. 
Has the built-in Bowser quality and measures two 
gallons at a stroke. 
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Your customers are the first to 
realize that motorcycles and auto- 
mobiles are put together and held 
together by nuts and bolts. And it 


is seldom that an inspection of the 
crank case or the spring clips 
doesn’t show some nut or bolt that 
needs re-threading. 

3efore making up these sets we 
obtained the sizes of every bolt and 
nut used on the machines now run- 
ning. Every tap and die in the out- 
fit has a definite need. 

The Motor Cycle Set is designed 
for Yale, Indian, Harley-Davidson, 
Excelsior, Thor, ete. , 

The Ford Auto Plate may be 
used also on many other moderate 
priced cars. 

The combined Auto Screw Plate 
has both S.A.E. and U.S.S. threads 
and is complete in every way. 

Write us for prices. 


BUTTERFIELD & CO., Inc. 


DERBY LINE, VT. 
BRANCH STORES: 62 Reade St., New York City. 56 Cadillac St., Detroit, Mich. 11 So. Clinton St. ,Chicago, Ill. 
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Let Them Work In 
Your Store 


You know that goods well displayed are half 
sold—-we know that the most effective displays of 
socket wrenches for Ford cars and other types of 
machines are the 


Walden-Worcester 
Display Boards 





Dealers have actually sold every item on one of these boards 
in 48 hours from the time it was put up. You can do as well. 
Will you let these effective silent salesmen help you sell socket- 
wrenches? If you are inter- 


ested fill out the coupon and ween aeeere See ee ee ae eeaeaaaeaaee eeeeaeae seeaeeaeae 
mail today. : Walden-Worcester, Inc. 
Worcester, Mass. 
: Gentlemen :— 
Walden-Worcester, Inc. 20: 2° so i zx sity tort we oo 
a 
Worcester, Mass. SS Mle ee 
' 
| 
anne, eeeeeena aa aeannnnnnaSSEnnnnEEEE 
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A Very Practical Outfit 


for the car owner and garage 


Stewart Handy Worker 





It includes: 


A powerful steel-faced vise opening to 44 inches. 
A steel pipe vise up to 14-inch pipe. 

A good sturdy anvil. 

A cutting hardie. | 

A corundum grinding wheel. 


A two-speed drill press. 
Weighs, boxed, 90 pounds. List, $14.00. 


A good seller with a substantial profit to you on every 
sale. From your jobber or direct. Liberal supply of 
show cards with your shipment. 


CHICAGO FLEXIBLE SHAFT CO. 
606 N. La Salle St. - - - CHICAGO 


NEW YORK BRANCH: 16 and 18 Reade Street 
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“The Spotlight ze: the on bracket” re 


Howe Searchlight 
No. 7 $7.50 
In Canada ; 
$11.00 yy), 


PROTECTED wiRE 





, DETACHABLE 
| CLAMP FoR 
{ROUBLE Lam 





Howe Searchlight RUE Saas 
$8.00 ¢ ‘> Rear view 4-in. mirror 
5 Canada, $1 2 00 attached over door 
view mirror - 


‘Insist on the SPOTLIGHT with the 
| pomeute spring controlled bracket a +“ 


— That turns easily as you point the finger 
—and stays put wherever you turn it 


B No other spotlight turns as easily—nootherstaysjust \ 
where you direct it, regardless of jars and vibration—no matter 

how long it is used. Because the Howe alone has the WONDERFUL 

SPRING CONTROLLED UNIVERSAL JOINT BRACKET. 


It hits the spot where you want light with a direct one-way turn. No up and down, 
then to right or left motion as is necessary with right-angle joints. No sticking or lock- 
ing—and wherever you direct it, it “stays put.” It never works loose, flops around or 
rattles, because the turning joints are held in a firm, unyielding grip by two coil springs. 


The hollow bracket also contains the wire. Prevents Loosen a set screw without disturbing the clamp, attach 
twisting, wearing, broken strands, short circuits. an extension cord, and you have a powerful trouble light 
The Howe two-piece clamp is made in seven styles to fit " 
every windshield post perfectly and permanently whether 
it’s oval, round or square. 

The on-and-off water-proof switch is right in the neck of 






Howe Searchlight 


No. 9, with 4-in. oes 



















The Howe Searchlight is entirely made from stampings, 
and therefore light in 
weight. It has a per- 











the lamp. Works easy while turning lamp. = — 
The Parabolic reflector gives a true spotlight at all dis- par eythane ee ee se ee se ee 
tances. 100% light efficiency is given without danger of o> thee ad -_o Manufacturing Co. 1 
glare. National Mazda, nitrogen gas filled 21-candle- o 1733-36 S. Michigan Ave., Chicace, lil. 
power bulbs are used. your car. 4 site i ” a 
. a ft 
Tell Your Dealer You Want the Howe Searchlight = 1 Mame......-..:---:c cece sseeeiseeeseeenns - 
No other spotlight has the spring controlled bracket. No other is directed : Street NO... .00..0ceccereneenrcneenesneeeaenceecseceees 4 
so easily or quickly. No other absolutely STAYS PUT. The Howe is A I a ea a r 
wonderfully superior to spotlights with taper joints, swivel or friction PAL PRE UR AMAeR NASA SER CR OSE ESLER Y SOE fe nano ' 
disc brackets. If your dealer hasn’t the Howe Searchlight, send us his J a ee ee ere 
name and remittance for the model you want. We will ship prepaid. 4d DEALERS.—Be sure to get your order inearly 4 
The Howe Junior No. 11 is a single shell with the same bracket and two- ! this year, for Howe Searchlights, to insure 1 
piece detachable clamp as the Standard Howe, $4.00. With mirror, $4.75. protection on deliveries. Pin this to your let- § 
In Canada, $6.00 and $7.50. Fill out the Coup a § terhead for Special Free Display Stand Offer. 1 
1732-36 S. Michigan Avenue Chicago, Illinois 


eT OD Gy ty Rea Ee a vy. SPA 
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Good Tools for 


The man who pays thousands of dollars for a good automobile 
is not the kind who will try to save pennies in buying tools to 
keep it in repair. He knows that good 





tools are but a fitting complement for 
high grade motor car; 

they will make it last 

longer and go stronger. 





There are two good rea- 
sons why you should sell 
Goodell-Pratt Tools to your 
customers. First, because 
your customers know the 
reputation of Goodell- 
Pratt’s good tools; and 
next, because the man to 
whom you sell a Goodell- 
Pratt Tool will thank you 

for doing it, for the tool will 
do its work right and make 
his work easier. 


Goodell-Pratt Company 


Soctismittis 
nel 
Greenfield, Mass., U. S. A. 
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Good Automobiles 


We make the following tools which ought to be in every up-to- 
date accessory department: 











Bearing Scrapers Combination Pliers Rim Wrenches Steel Rules 

Brass Hammers Cotter Pin Puller Screw Drivers Thickness Gauges 
Breast Drills Hack Saw Blades Screw Pitch Gauges Valve Grinders 
Calipers Hack Saw Frames Vises 

Chain Drills Hand Drills Washer Cutters 
Chisels and Punches Micrometers Wrenches 
Circular Glass Cutters Motor Sets 


Motor Set No. 599, 
containing 27 good 
tools. List price, 
$15.00 per set. 






Goodell-Pratt Company 


Soclomtths 
_ 
Greenfield, Mass., U.S. A. 


1500 GOOD TOOLS] 
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RAPID TURNOVER— 
The Aim of Modern Merchandising 


Requires that stocks you carry possess four qualifica- 
tions besides quality and price. 
1. They must satisfy the largest variety of local requirements. 
2. They must be quickly available. 
3. They must be backed up by the producer. 


4. They must be acceptable to your customers. 
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The Youngest ‘‘ Grand Prize’’ Holders 





1. were designed and produced after the high speed age in the machine shop had 
demonstrated the weaknesses to be avoided and the varied operations tool holders 
could be made to perform. This explains the greater resistance of ““AGRIPPAS” 
to hard use or abuse and their unmatched adaptability. 

2. “AGRIPPAS” are broadly distributed by jobbing supply houses all over the world and 
a ready stock is in factory storage for emergency calls from any quarter. 

3. ‘‘AGRIPPAS” are fully protected by the Williams’ guaranty and the preference 
accorded them by mechanics is fostered by an amount of consumer publicity afforded 
to no other tool holder. 

4. “AGRIPPAS"” are now demanded by progressive tool holder users all over the world 

who give first consideration to accomplishment, durability and facility in performance. 


J ALWILLIAMS & CO, 













59 BIGHARDS STREET BROOKLYN,N.Y. CITY 
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a eee c AIR PUMPS 


Free Air 


A Continuous Invitation that Motorists Can’t Resist 


To save themselves the trouble of pumping their tires, car 
owners gladly avail themselves of a Free Air service, but in doing so 
they unconsciously put themselves under obligations to you. 


Then their most natural course is to buy oil, gasoline and acces- 
sories of you——and the profits are worth far more than the trifling 
expense you are under in furnishing the air. 


Think how it would build up your business to have in front of 
your store a handsome, sturdy 


LECTROFLATER CURB STATION 


Any motorist can use it—there is nothing to get out of order and 
nothing to damage. 
inflation and during the process. 


The gage shows the pressure in the tire before 


The attractive light makes a strong advertisement for you at 
night as well as during the daytime. 


You can really build business with this idea—write to us for full 
details as to how you can secure this Lectro Flater. 


THE BLACK & DECKER MFG. COMPANY 
131 South Calvert Street Baltimore," Md., U. S. A. 
Northern Electric Company 


Dist. for Canada: LUMITEO 


MCNTREAL 























1A 
TR 








HARDWARE AGE April 19, 1917 


Such Advorhsenonts 













O20 America 
| Evolves a Better Too / 






Every dealer, to make money from his business, wants to sell 
as easily as he can and as much as he can. 









So does the manufacturer. 





To do this two factors are essential—first, a high quality that 
backs up any guarantee or sales talk, and, second, a wide popularity 
with the general public. 





Quality has always been the strong point of our product, and 
now we add the popularity that comes from advertising to more than 
3,000,000 people in the leading national magazines, in addition to our 
extensive trade paper publicity, to standardize our trademark— 








REG. U. 8. PAT. OFF. 





This is a daring program—decidedly novel for a product such 
as ours. 






We have advertised our trademark and our products in the 
country’s leading papers— including the Saturday Evening Post, Scien- 
tific American, Literary Digest and the Popular Mechanics. 






We have so standardized our trademark—a section of a United 
States standard screw thread bearing the letters G T D—that its 
appearance upon any of our products is accepted as a guarantee of 
quality. 








So we say the dealer who carries our taps and dies can sell them 
most easily and get the most business. 






On the next page we show some sets especially adapted to the 
use of automobilists. Remember our advertising reaches the cream 
of the country’s motorists. 


G T D Plans? 


Greenfield VapardDieGorporation 


Wells’Brothers Company, Wiley & Russell Mfg. Co., A. J. Smart Mfg. Co., Divisions 


Gages Taps Dies 


Little Giant, Lightning, Green River & Smart brands 
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The needs of the automobilist, the garage and the 
repair shop are met by the various sets of taps and dies 
manufactured by us and bearing our well-known trade- 
mark. The main point to remember is that practically all 
automobile work is done in accordance with standards 
laid down by the Society of Automobile Engineers. 
Therefore, in selling sets for motorists’ use sell those 
bearing the information—'’S. A. E. Standard.” 


Little Giant Screw Plates for Automobiles 
S. A, E. Standard 
Each of the assortments contain Little Giant dies 

and plug taps in addition to the stocks, collets and cap 
wrenches specified. 

No. 305, five sizes, 14 to '/-in. 

No. 306, six sizes, %, to |-in. 

No. 307, eleven sizes, 1/4 to |-in. 


Little Giant Combination Screw Plates 
Both U. S. Standards and S. A. E. Standard Threads 
These combination assortments avoid the expense 

of buying a separate outfit for each thread standard and 
the consequent duplication of stocks and tap wrenches. 
A Bit Brace shank is also provided in these assortments 
for convenience where it is desired to merely run over a 
slightly battered thread without removing the bolt or 
screw from its place in the car. 

No. 310, five sizes, 14-in. to 1/7-in. 

No. 311, eight sizes, 4-in. to 34-in. 

No. 312, ten sizes, %4-in. to |-in. 


Green River Combination Screw Plates 
Both U. S. and S. A. E. Standard Threads 
No. 1468, five sizes, 4-in. to -in. 
No. 1469, eight sizes, '4-in to %-in. 
No. 14691, ten sizes, '4-in. to | in. 


Garage Repair Sets for Ford Cars 
No. 2501, eight sizes, 4-in. to '-in. 


Contains also two spiral fluted reamers; No. | 2-in-1 for 
spindle body and spindle arm bushing. No. 2 for piston 
pin bushing. 

_ If you haven't our complete catalog No. 37 send for 
it now and learn all about the G T D line. 





Greenfield, Massachusetts 


NEW YORK CHICAGO LONDON 
28 Warren St. 13 So. Clinton St. 149 Queen Victoria St. 


GALT, ONTARIO, CANADA 
Canadian Factory: Wells Brothers Company of Canada, Limited 























































No. 305 


No. 1469 


No. 2501 
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ENTIRELY AUTOMATIC 
TIRE INFLATION 


A PERMANENT LOW COST 
ATTRACTIVE ADVERTISEMENT 
BEAUTIFULLY FINISHED IN 
QUAKER GRAY, BLACK and GOLD 
INSTANTANEOUS CORRECT 


TIRE PRESSURE ALWAYS 
Height 8 ft. Shipping weight 500 lbs. 




















Space at top of door is left 


for your sign. a 


The centre compartment 
contains 25 feet of Air Hose, 
Pressure Control Valve with 
2-inch Air Gauge and Tire 
Connector. A light in this 
compartment together with 
the top light is controlled by 
a switch; when this switch is 
on, the inside light is turned 
on and off when the door is 
opened and closed. The lock 
is furnished with two keys. 











Write for catalog 
of the most com- 
plete lineof Garage 
Pumps made. 


ed — ee oe ee Pe ee | 





















The Lower 
compartment con- 
tains a FOUR 
CYLINDER OIL 
COOLED ALL 
METAL LIP- 

MAN AIR COM- 

PRESSOR driven 

thru enclosed gear- 

ing running in oil. 


= mow TF 


List Price with 4-Cyl. Oil-Cooled Pump.......... $190.00 List Price Gtand -OGle sc ccccccccncsvaes $80.00 

HARDWARE DEALERS’ PRICE...............%.. 125.00 H’'DW’ DEALERS’ PRICE...........-- 55.00 

Stand only is required if you have an Air Compressor. OPENING AND CLOSING the Door STARTS and 
STOPS the MOTOR. No instructions necessary. No bother. Operates on %4 H.P. MOTOR. LOWEST COST 
OF OPERATION KNOWN. We have made small pumps for 15 years--have over 300,000 in use throughout the 
world. Write for circulars illustrating and describing the most complete line of Garage Pumps made. 


Lipman Air Appliance Co., 99 to 117 Gray Ave., Beloit, Wis., U. S. A. 
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‘S: TWO-STAGE AIR COMPRESSOR 


Select Your Air Compressor 
with the Same Care You'd Buy 
a Motor Car and It Will Be a 


UNITED STATES Two Stage DELUXE OUTFIT 


HESE days, when garages almost invariably 








experience mushroom growth requiring frequent 

replacement of equipment and enlargement of 
facilities, the buying of an air compressor is a subject 
demanding very serious consideration. 


Wisdom requires that the garageman study the 
machine he considers buying with the same thorough- 
ness he would apply to a motor truck or motor car. He 
should demand design which assures long life, quietness 





PO 5 a) ON of operation, neatness of appearance, high pressure and 
capacity for the greatest possible demands. 





The United States Two Stage Air Compressor is this kind of machine. 
The deeper it is investigated the more strongly one is impressed with the 
distinctiveness and superiority of its construction. Among these features 
is embodied every advantage found in other high grade compressors and 
several exclusive features which make its value beyond comparison. 


One of the 14 improvements is the Two Stage Feature, which permits 
compressor to maintain higher efficiency with less mechanical effort and 
contributes to the quietness and long life of the outfit. Another and vitally 
important advantage is the /ntermediate Starting Tank which permits the 
compressor to start against no pressure, thereby eliminating the cause of 
burned out motors. Still another is a device which furnishes air absolutely 
free from oil. 


Every one interested in garages or service stations should send for our 
catalog and circular which describes in the clearest possible manner the 14 
superior and exclusive features of this unequalled machine. 





A Portable Two Stage Outfit 


UNITED STATES Single Stage AIRCOMPRESSORS .” 


Ts: meet the demand for smaller outfits, of lower pressure Ps 





: than our Two Stage Compressors, we have developed a ¢ 
3 line of single stage air compressors. o we 
: fea : . , ¢ “o 
4 hese outfits do not contain all the features of our Two o as 
i Stage Air Compressors, but conform to the high stana- o <> v 
ard of quality of material and workmanship adhered to ? oO” ee 
in all United States Products. Pee ve 
r ~~ . . ¢ < 2 
We recommend them as the most efficient single oe & has 
: stage compressors on the market. A circular is a x oe 
i published showing this complete line, which ov & sod 
i COMPRISES A COMPRESSOR FOR “coer ¢€ &? 
EVERY GARAGE REGARDLESS OF a) oes 
SIZE. of Se #&> 
o taf . . 
~ wy . . 
$ St i e .! . . 
. ¢ Ce £ .e , . a .” 
Jobbers Wanted “°° °° “<2 
i ; > . 
Self-Contained Single Stage € r S oS LP Pa . 
Air Compressor Unit : . 90 ft Ceo - ‘ 
We are desirous of hearing from o yY ff.» Cyr) Pt oe 
jobbers in position to push this e & > & Sx? ¢ 4 » 
line, to whom we can make an 7 Ss & oe ow oO cS 
attractive proposition. Pid o 


CARNEGIE AVE., CLEVELAND. OHIO. 


[/J-§ THE UNtTED states Ain compressor co (}-§. 
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Are You the Dealer Who Will Win 
the Big Cash Prize? 


Two big contests open to every automobile and accessory 
dealer who is now handling Marvel Junior Vulcanizers or 
any new dealer who places an order for Marvel Juniors 
before June Ist. 

A ninety-day contest, divided as follows: 


Dealer making biggest percentage increase : Dealer entering biggest gross orders: 

Towns up to 10,000..........8500 Towns to 10,000............. S500 
Towns from 10,000 to 25,000, 500 Towns from 10,000 to 25.000. 500 
Cities from 25,000 to 50,000... 500 Cities from 25,000 to 50,000... 500 
Cities from 50,000 to 100,000, 500 Cities from 50,000 to 100,000. 500 
Cities of over 100,000........ 500 Cities of over 100,000........ HOO 













(Population based on 1910 census) 


Contest closes August 31st 
By this arrangement of orders based on population every dealer hasan 
equal opportunity with his competitors. If two dealers tie for a prize 
both will receive the full amount offered as prize. 









The percentage increase in orders contest will be open only to those dealers 
who have been handling Marvel Juniors for three months prior to May Ist. 






Percentage standing will be based on business done in February, March, April, 
as compared with business done in Contest period, June, July and August. 






Contest for largest gross orders will be open to any dealer who places an order 
for Marvel Juniors and Patches before June lst. Orders during May from 
dealers now hahdling Marvel Juniors will be credited to June Contest. 








500,000 automobile owners are carrying Marvel Junior Vulcanizers in their 
tool boxes now—every one of these owners wants a fresh supply of patches. 






There are 2,500,000 more prospects. Every automobile owner in the country 
needs a Marvel Junior Vulcanizer. He needs it for quick, permanent punc 
ture repairs on the road. 











He needs it to save him the expense of carrying around extra inner tubes be- 
cause he is afraid to trust to cemented-on patches when he gets a puncture. 






Backed by Our Big Advertising Campaign 


Practically all you have to do to make big sales is to let people in your 
territory know that you are selling the Marvel Junior Vulcanizetr. 








Send for application blank that will enter you into the big $5,000 Cash 
Prize Contest ! 






After you qualify as an entrant in this Contest, we will fur- 
nish you with big window posters, with a free demonstrating 
outfit and the full details of our “punctures repaired free 
offer” sales campaign. 








Here is a chance to pick up a prize that is bigger than a 
full season’s profit in many lines of accessories. 


’ ; 
wee Qualify now | 
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Patches Welded to Inner Tubes 
This is Real Puncture Repair 


Marvel Junior Vulcanizer is a new way of re- 
airing punctures. It welds the patch to the 
inner tube and makes the repair permanent. 


Automobile owners know that it takes from 
15 to 20 minutes to cement a patch on an 
inner tube, and that it sometimes takes no 
greater time than this for the patch to come off. 


as soon as the car is driven rapidly and the tire 
eats up,the patch that is cemented on becomes loose. 


A welding heat puts the Marvel Patch on to the 
tube—so frictional heat cannot take it off. It takes 
only 5 minutes to make a repair with the Marvel 


Junior. 
This Big Guarantee: 


Money Back After First Three 
Punctures If Not Satisfied 


Offer this guarantee to any automobile owner in 
your territory. If he is not satisfied after he has 
repaired his first three punctures with the Marvel 
Junior Vulcanizer that he cannot get along without 
it, let him send it back and we will refund his dollar. 


Marvel Junior Vulcanizer at $1 includes patches and 
chemicalized discs sufficient to last the average driver 
for six months, and the process of welding patch to 
tube means merely clamping the patch over the 
puncture, putting the chemicalized disc in the welder 
of the Vulcanizer outfit, lighting a match to it and 
waiting five minutes. 


Send coupon today for your initial order of Marvel 
Junior Vulcanizers. 


The Marvel Accessories Mfg. Co. 


7251 St. Clair Avenue CLEVELAND, OHIO 


AGE 
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MAIL THIS COUPON 


The Marvel Accessories Mfg. Co., 
7251 St. Clair Ave., Cleveland, Ohio 


I want you to count me in on that $5,000 Prize Contest 
for Marvel Dealers. 

{am } 
Am not f 
You may enter my order for 1 doz. Marvel Jr. Vulcan- 
izers at $8.40 per doz; or  !4 gross at $7.80 per doz. 
Send me full information regarding sales helps you 
furnish FREE. 











Selling Marvel Jr. Vulcanizersat the present time. 


) a eRe 
Address 
Jobber. Name .... 

Jobber Adddess ....... 
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Your Tubes 
Anywhere 
on the Road 


in 5 minutes 


Make Money Selling This Popular Accessory 


Over 100,000 of these wonderful vulcanizers sold last year with scarcely 


any advertising. 


HALER 





The demand is tremendous! 





Every motorist wants the 


5=-MIN U'TE 
VULCANIZER 


Manufactured under Low & Miles Patent 


It gives you a liberal profit on the 
first sale and brings customers back 
into your store for supplies for use 
on the road. 


Weare just starting a large advertis- 
ing campaign that will send custom- 
ers to your store. Motor car owners 
know the Shaler and call for it by 
name. Get your share of the profits 


from this advertising. 





Ask Your Jobber’s Salesman About It 
C. A. SHALER CO., 1454 Fourth St., WAUPUN, WIS., U. S. A. 


Every Shaler user praises this handy 
outfit because it works so easily and 
safely and because it saves tire 
money. 


No car is equipped with a vulcan- 
izer, and your customers are going 
to buy the Shaler from some dealer. 
That dealer can be you! 


Write today for our new Catalog, 
dealer’s discounts and terms, or 
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Among the Dominant Ten 
Careful Buyers Choose 
Service Trucks 


With choice’ practically limited to one of Ten dominant 
makes of trucks, careful buyers are selecting Service in 
steadily increasing numbers. 
























Where comparative specifications, among the Dominant Ten, show any 
basis for superior excellence, SERVICE Trucks stand out with 20% 
greater factor of safety for every line of work. 


Hardware Dealers Big Body Building Plant 


Among Hardware Dealers the volume of sales Utilize our big body building department. 
of SERVICE Motor Trucks is steadily increas- When you order your SERVICE truck, 4 
ing over that of any other make—even order the type of body you want—let us 4 
pre Py big Ten agian ot High build it for you. Our dealer in your 4 
andard of performance has, in practically every : . . : M 
case where SERVICE trucks have been placed in a _ sa y te full — 4 
work on a comparative basis, been the forerunner wor your trucks comps 4 





of repeat orders. Names of operating companies — to = ~ to - loading : 
will be furnished on request. platiorm and start work. Track Company, 
ept. G-4 
Wabuab, Ind. 
Send for This Valuable Folder See how SERVICE Motor Trucks Gentlemen :— _ 
have been adapted to your own Please send me with- 


ut obligation on m 
line of | of work. Send for our highly specialized treatise on the Hardware Business and 7 sont your 7 


the performance of SERVICE trucks in this big industry. It is yours for the asking. #. C0 13 Point Booklet 


) Special folder for my line 








4 of business 
SERVICE MOTOR TRUCK COMPANY / | General Catalog. 
Main Office and Factory: Wabash, Ind. ys 
Dept. G-4 BITRE . cc ccccccccccceses eoevccecccses 
Chics o, Til. Brooklyn, N. Y. Des Moines, Iowa Washington, D.C. Detroit, Mich. Kansas Street 
ork, N.Y, Newark, N. J. Baltimore,Md. Savanah, Ga. Denver, Colo. City, 4 — 
orfolk, Va. Indianapolis, Ind. Columbus,Ohio New Orleans, La. Knoxville, Tenn. Mo. 
St. Louis, Mo. Buffalo, N. Y. Cincinnati, Ohio Hoboken, N. - Memphis, Tenn. A city Sl ata tat ad Sd ote 2 


Louisville, Ky. Salt Lake City, Utah Youngstown, Ohio Philadelphia, Pa. Birmingham, Ala. 
aha, Neb. Milwaukee, Wis. Canton, Ohio Rochester, N. ¥, Dayton, Ohio 
Boston, Mass. Bridgeport, Conn. Pittsburgh, Pa. Tulsa, Okla. Nashville, Tenn. / State 
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Cannon Ball “Curve”? Garage Door Cannon Ball “Right Angle’? Garage Door 
Hanging Hanging 

Permits the use of a rolling door where the opening Suitable for use where the opening is placed to the 

is nearly as wide as the building itself. The door extreme side of the garage. Brings the door back 

lays back against the wall when open—away from inside against the side wall—a perfect working ar- 

wind and accident and requiring only the correspond- rangement for this type of garages, where the 


ing space to its own thickness. “Curve” installation cannot be successfully used. 


























we 


Cannon Ball “Parallel”? Garage Door 
Hanging 
Suitable for garages where the doors cover the entire 
front of the garage. Permits of their being hung 
either inside or outside of the building. Parallel 
lines of track are so arranged that the doors can 
pass by one another. 


FOR A PERFECT GARAGE DOOR 
USE CANNON BALL HANGINGS 


The Hangings of Garage Doors present problems peculiar to that 
particular type of building and require special treatment. There 
are three types of Cannon Ball Garage Door Hangings: “Curve” — 
“Right Angle”—“Parallel”— 


These 3 successfully meet every conceivable garage condition. 
They are quickly put up and operate easily and noiselessly. They 
allow maximum room for bringing in and taking out the car, as 
well as permanently satisfactory operation. 











Our new booklet, ““3 Cannon Ball Door Hangings,’’ is just off 
the press. It contains floor plans of garages and valuable 
information about Garage Doors. It is FREE for the asking. 


HUNT-HELM-FERRIS & COMPANY 


63 Hunt Street Harvard, Ill. 
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MYERS RIGHT ANGLE GARAGE 


DOOR HANGER 
A Door to Hardware Profits 


It’s the new Myers Right Angle Garage Door Hanger 
for your customers who want modern doorways for the 
garage or for any other buildings where uniform all- 
weather door service is desired. 

It sells quickly because of its obviously superior con- 
struction, operation, convenience and serviceability. 

Ofttimes it is necessary to build the garage in close 
quarters where it is impossible to use regular sliding 
doors satisfactorily. The Myers Garage Door Hanger 
overcomes all these difficulties. Doors roll along on 
the inside of the building and slide around the corner 
on the curved track out of the way and leave the entire 
front open for entrance—besides, they take up but little 
space and are entirely free from weather conditions. 

As everyone knows, swinging doors are more or less 
a nuisance the year through, especially when the wind 
is blowing and in the winter when the ground is frozen 
and the doors are banked with snow. These troubles 
are lost sight of when garages are equipped and the 
doors hung with MYERS HANGERS, distinctly dif- 
ferent from all others. ? 

The Patented Adjustable Features permit the. doors 
being raised or lowered, moved in or out to fit the 
building as conditions require. Double Stayon Device 
prevents trolley from leaving the track. Heavy mal- 
leable iron frame, tandem rollers, crank shaped stem 
and other essentials make the Myers always preferable. 
Another point—This hanger is used regularly with 
the Myers O.K. Flat Steel Track, but will operate 
equally well on any 1%” track, a section of which 
can be easily curved for corner. 

For prices and particulars refer to pages 














— 360-361 of the Myers No. 53 Catalog just dis- 
« tributed—or if you haven't one, write for a 
~ copy at once. 


For Inside or Outside Sliding Doors on Any Building. 
Can Be Installed by Any Carpenter. 


& F. E. MYERS & BRO. 























Ashland Ohio 
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From the April 14th 
issue of the 
Saturday Evening Post 
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The Name that Came to 
Mean the Best Portable Electric Light 
—Almost Over Night 


AYLO, the word that won the 
$3,0co Eveready Prize fvuur 
times, is on everybody’s tongue. 
It has been ushered in under auspices 
that cannot fail to make it remembered. 


DAYLO has cost us thousands of dol- 
lars, but it will be worth millions to 
Eveready dealers because of the tre- 
mendous interest which attended its 


introduction. And because of the ex- 
tensive advertising Eveready wili con- 
tinue to do to keep DAYLO conztantly 
before the public’s eye. 

DAYLO is not merely the name of a 
product, but a trade-mark by which 
the public can and will distinguish be- 
tween the ordinary “flasher” or “flash- 
light” and the highest development of 
portable electric light. 


The American Ever Ready Works 


of the National Carbon Co., 


Long Island City, 


New York. 


Canadian National Carbon Co., Limited Toronto, Ontario. 





Don’t Ask for a ‘‘Flashlight’’—Get an Eveready DAYLO 
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A tremendous national 
paign is now under way. 
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The Auto Spray 
Outfit 


consists of a 50c brass-finished sprayer and 
a $1.00 quart bottle of Liquid Veneer, both 
packed in an attractive display carton. This 
outfit retails for $1.25 ($1.50 in Canada). 


advertising cam- 
Will you be pre- 


Startling 
Success 


Don’t pass this page until you have 





read every word of this amazing mes- 
sage. It’s about Auto Liquid Veneer, 
which has revolutionized car cleaning 
methods. 


You, no doubt, sell regular Liquid Veneer 
for use in the home. You know its wonderful 
reputation. Now here is your old friend 
dressed up in new form, specially put up for 
your car-owning customers who want their 
cars neat, clean and shining, without tiresome 
work or much expense. You ought to get 
acquainted with 


AUTO 


YAMS NOR 


There is no limit to the business that you 
can do on this article. You can make a big 
thing out of it. Just think, you can make a 
dirty, mud-freckled car shine like new without 
a spot or stain in ten minutes’ time. You 
eliminate 90% of your car washing with all 
its sloppy, tedious werk, and big garage 
charges. 

Take warning! Soap and water will surely ruin 
the finish of your car as it will your piano. The 
varnish needs reviving, it needs to be kept from 
drying out. It needs Liquid Veneer, which feeds it 
and keens it glossy and clean indefinitely. There is 
no comparison, nothing that can equal Liquid 
Veneer. 

And so simple! Just spray it on in a fine mist. 
Then wipe dry with a piece of cheese cloth. No 
scratching, no oily film. The one preparation that 
gives absolute satisfaction, or money back. 


Auto Liquid Veneer is a winner. Send for full 
particulars today. 


Buffalo Specialty 
Company 


Buffalo, N. Y. Bridgeburg, Ont. 
U.S. A. CANADA 
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Soap and water ruin car finish—take the life out of it in less than a season. 
There is a new way—The Wonder-Mist Way— better for owner— better for car— 
that gets rid of the dirty, disagreeable work of washing and saves the finish— 


Spray It On—Rub It Dry—That'’s All 


You spray Wonder-Mist nght over dust, mud, 
grease It penetrates and loosens all accumu 


Cleans— Polishes in One Operation 


Wonder-Mist does more than clean the dirty car. It 
polishes the clean car as well —and all in one operation. 
lations acts as a lubncant between dirt and It feeds, protects and maintains the fimsh, which 
finish so that all dirt can be wiped off without £ means hundreds of dollars to car appearance and re- 
the slightest danger of scratching The a : sale value. Prevents mud spotting and rain streaking, 
Wonder-Mist way reduces the hard, dirty, and should be used on every new car before it is put 
car-washing job of hours. to minutes It contains no : in service. Economical as well as easy to use— 

acid, alkali, gum or { 6 cents’ worth of 


wax — leaves no 
cloud or streak, 
and will not 
harm the finest 


finish. 


Wonder - Mist 
will clean the 
average 
carin15 
minutes. 





Wonder-Mist Is Excellent i in the Home 
Wonder. Mist cleans and polishes furniture, woodwork and hard 
wood floors perfectly in one operation with hittle effort— little rub 
bing Apply with spayer or soft cloth —rubdry It removesall dust 
and cloud keeps the finish bnght, lustrous and looking hke new 
Sprayed on cheese-cloth it makes a wonderful, dustless dust-cloth 
Get a Can From Your Dealer Today 
Gallon with sprayer $3.00 alt jralte on with sprayer $200--Quart with 


sprayer $1.25 Write for “The Wonder-Mister 


THE WONDER-MIST Co.. 


NEW YORK 261 Franklin St., BOSTON, MASS. CHICAGO *% SN 
mene 


ee 
HT Wee eee) ge 











This full-page advertisement in the Saturday Evening Post, April 14 


Assure Big Sales and Big 


“This big Saturd 
THE WONDER-MISTER SAYS mest sienna aati Gh 


first shot of an advert ising 
broadside launched in the big magazines, newspapers and automobile publications. This campaign 





Profits for Your 


is bound to increase the sales of Wonder-Mist by millions of cans this year. It will make 
Wonder-Mist the standard cleaner and polisher with every automobile owner and housewife in 
America. Seize the golden opportunity. Stock Wonder-Mist and get your share of the big profits 
to be made by dealers who can fill the certain demand. Jobbers everywhere handle Wonder-Mist.”’ 


* 





——— 
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WHO BUYS YOUR GREASE 
MUST HAVE A GUN! 


You Sell the Grease—Here Is the Gun— 
—That Will Shoot 


Profit in Your Business 





Whether you are from Missoun 


or not, we want to SHOW YOU 


Satisfaction or Your Money Back 


We will send you a sample post paid, 

at the regular dealers’ price, for your 

personal inspection with the above 

: guarantee. Write for a sample of this 

From the Barrel into the Machine WITH ONE STROKE Big Seller today! Price $2.00 each. 


J. H. HANEY & CO., Hastings, Neb. 


MANUFACTURERS 


Rose Tire Pumps—Rose Grease Guns—Rose Fan Belts and Leather Specialties 
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The Answer 


When a paper can show such a preponderance over its 
competitors and such an individual growth over its own 
previous performance, there must be some good and sufficient reason. 


The reason for the growth of HARDWARE AGE is 
that its editorial policy has been to serve the dealer and its 
circulation, going to over 17,000 representative hardware men, has given the 
manufacturer a place to tell his message in a convincing way. 

The results have been so good that the manufacturers 
continued to increase their advertising space with us, so 
that the dealer found he was getting the only complete story of the manufacturers’ 
products in HARDWARE AGE. The circulation aided the advertiser and the 
advertising pages aided the reader. The figures below show the result. 

RECORD OF ADVERTISING IN HARDWARE JOURNALS 


liardware Combined total of the next Hardware 
Age four hardware journals Age lead 

January, 329 pages 338 pages 9 pages less 
February, ‘ 490 ‘* 272 * 218 
March, os = 175 
April, sed es $ 156 
May, ” 344 =“ 102 
June, “ “ 
July, 
August, 
Septem’r, 
October, 
November, “ 
December, “ 
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Hardware Age 


239 West 39th Street, New York City 
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WHY NOT HANDLE THE SORT OF 
MOTOR LUBRICANTS 


that reduce friction to a minimum—reduce wear to a negligible quantity—the sort 
that your customers will come back and demand. 


A Little Goes H ARR j S And Every 


A Long Way OILS Drop Counts 
GREASES 
are this sot—“QUALITY LUBRICANTS” Made from 
Premium Pennsylvania Crude. They insure clean spark 
plugs—perfect ignition and elimination of Motor and 
ransmission troubles. 


The class of motorists that make the most desirable trade 


know HARRIS OILS by reputation. 
If they know you handle HARRIS OILS they will patronize 


























you. 
Write for our proposition to the HARDWARE DEALER. 
Put up in Steel D —50 Gal- 
lone and 30 Gallon Sizes. Also A. W. HARRIS OIL CO. 
B calon UST THE THING 326 SO. WATER STREET, PROVIDENCE, R. I. 
FOR THE PRIVATE GARAGE. Branch: CHICAGO, ILL. 
EY OOUOTOAOOOON TCTTN TOTO HUQUUVALIVUNULEUUNARULUU ULC AAAUOUARLLSE EAA EA ARNE ARN E1141 
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A Golden Opportunity 
for the Accessory dealer 


DDITIONAL thousands of car owners will 
grind their own valves this season be- 
cause the process is so simplified when 

Carborundum Valve Grinding 
Compound is used. 
The opportunity is yours to share in the hand- 
some profits bound to accrue from its sale. The 
combination can illustrated, contains half fine and 











half coarse compound, accessible from either end. 7 of 
Practically every accessory jobber and dealer is ' ha“ 
now experiencing a brisk demand for this com- ~ -* 
pound because it is doing its work right. To ge : The 
those who have not had the opportunity of ex- ‘ _- ee 
amining it, we will gladly send a full-size com- go a Segue Falls, on Y. 
bination can absolutely free. The demand f ve Bian siiastiantatiaeaiitiatttiiiain 
exists; lay in a stock, and be prepared to meet it. SC “Age, ** please send gratis, a combination 
Tear off and mail the coupon to-day. : “ 7* can of Valve Grinding Compound. 
The Carborundum Company _-,. 7 
Niagara Falls, N. Y. — poh Oe eg Ore 


cd 
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Gets Attention on Sight 
and Sells on Demonstration 


Put a Cleveland Lightweight Motorcycle in your 


window and watch your motorcycle sales run 
up at once. The only motorcycle in the world 
with modern, straight line worm drive. 4 Finest 
specifications in the motorcycle field, irrespective of price, 
name or weight. @ Two years on the market withouc an 
important change in design—built right at the start and 
now being trailed by others. @ Get the original, pioneer, 
dependable, Cleveland Lightweight. 150 pounds. 75 miles 
to the gallon. Ever ready transportation for everybody. 
Bosch magneto; S. K. F. ball bearings; Firestone non-skid tires; Brown 
‘ sarlow Carburetor; non-gran bfonze; two speed transmission; two 
multiple disc clutch; aluminum castings; 


stroke motor; 
closed; silent, clean, simple, efficient, and the best seller in the field. 


Price with Starter, $170.00 F.O.B. Cleveland 


The Cleveland Motorcycle Mfg. Co. 
leveland, O., U.S. A. 


7213 Platt Avenue e 


GheCleveland 


all parts. en- 
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To Profits 


The whole hardware trade knows the high quality of 
Mossberg wrenches and knows how popular they are with 
automobilists, machinists and other mechanics. 


But we want to emphasize the help we render in supplying 
display boards of wrench sets by which the dealer may secure 
the attention of everyone entering the store. 

Displays sell the goods for the dealer—without argument. If properly placed, the 
display suggests the need of the product and allows inspection. 


The boards must be clean cut and of a type that lends itself to the general outline 
of the retail store. 


“R’”’ DISPLAY—Wrenches and Tools for Fords 


The owner of a Ford car is, by nature, a man who makes his own adjustments 
and who has been educated to look for constantly improving attachments and 
devices for his car. 

Offer him the privilege of seeing the newest and most logical wrenches for his 
fight against loose nuts, bolts and screws and he will buy. 

“R” Display of twenty-seven wrenches costs the dealer $7.00 and he sells the 
outfit for $10.00. This is a fair profit and the tools sell themselves. 


“R” Display consists of the following: 


4 No. 630 Triple End Cylinder 3 No. 645 Ratchet Reverse and 
Head and Axle Housing Socket Brake Pedal Wrench 
Wrench. 3 No. 623 Connecting Rod Wrench 
2 No. 621 S. E. Cylinder Head 4 No. 607 Valve Grinder. 
Socket Wrench. 2 No. 650 Hub Cap Wrench. 
3 No. 640 Reverse and Brake Pedal 2 No. 660 Wheel Puller. 
Wrench, 2 No. 655 Valve Spring Lifter. 
2 No. 641 Reverse and Brake Pedal - 
Wrench. 27 
PRICE: 
ee ae, SUG WH SP WRRONON: oc oi cc hea cecidcucnvesessececcweaure $10.00 


In ordering wrenches to renew this display, specify ‘“R-Refill.” 


“V"" DISPLAY—Open End Wrenches 


All the most desirable open-end wrenches, displayed in the most desirable way 
to sell—that properly describes this “V’ Board. 

_Fit all sizes of U. S. bolts and nuts and S. A. E. screws from ™% inch to 3% inch 
diameter of bolt or screw, and each wrench fits the same size of bolt or screw in 
both standards. 

Twenty-seven wrenches, properly ‘‘set up,’ allow the dealer a profit of 50 per 
cent—and they really are just the wrenches that sell—in just the way to sell them, 


“V" Display consists of three each of the following full finished wrenches. 


U. S. Std. S. A. E, 
Sizes of Openings Bolts & Nuts Std. 
—-—- “A oo Solt Size, Screw Size, Length, Thickness, 
No. Inches Inches Inches Inches Inches 
220 5/16 & 74 \% “ 4 5/32 
232 %& 7/16 “4 “4 4% 7/32 
234 19/32 & Y, 5/16 5/16 4% 7/32 
244 11/16& 9/16 Ro Ve 5% 7/32 
254 25/32 & % 7/16 7/16 67% 4 
267 %& NY Y Y 8 “4 
274 31/32 & % 9/16 9/16 8% 9/32 
278 11/16 & 15/16 SR \% 84% 9/32 
293 1% & 11/6 Vs M4 11 9/32 
PRICE: 
“V" Display, free with 27 wrenches......... - -$20.00 


“W"’ DISPLAY consists of the following: 


1 Sterling No. 30 N. P. 2 K-8& Mott. 

1 Sterling No, 40 Mott. 2 K-9 Mott. 

1 Sterling No. 50 Mott. 1 K-10 Mott. 

1 Sleeve Wr. No. 76 N. P. 2 Sleeve Wr. No. 74 N. P. 
2 K-7 Mott. 1 Sterling No. 14 Mott. 


Frank Mossberg Co., 
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A Symbol of 
INTERIOR CAR aa 


Will not mat down. Does not discolor. Odorless, neat and effective. Made in three types. 
Retail at $1.50, $2.50 and $3.50 each. 























Standard Folders 
equipment os - describing 

on one or more Fat MI TTT chug construction 
models of 35 and 
Automobile : — address of your 
Builders. , ' — nearest Jobber 
Over 200 — forwarded 
Jobbers carry * 


our Plates in 


Stock. 





Your profits 
are fair. 


STANWGDD EQUIPME ENT COMPANY 


307 PLYMOUTH CT. HICAGO ILLINOIS 


cA Winter Necessity | (ERE cA Summer Nicety 
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CARD YOUR PRICES 


O Be ready for the next prospect-—quote him 
BELLS on the spot from an adjacent Hardware Age 


N90 Retail! Cost | List 


: Brass Bound 


Price Card 


and “close the sale.” 


An indestructible commodity in 9 sizes, made 
of tough, heavy cardboard, linen paper fac- 
ing on both sides, and an unobtrusive brass edging that does the trick. 


No. 103 in use 


10 per cent. discount on orders for 2 dozen cards—circular and sample on request. 


Hardware Age Book Dept. 9 “airYordiy 


MAM 
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GET OUR PRICES 
AND, CATALOGUE 





Tungsten and Nitrogen 
Automobile Lamps 


Hardware Jobbers find it necessary and Hardware Dealers claim it a pleasure to carry a full 
line of VAC-U-RAY Automobile Lamps, not only because they are protected by General Electric 
patents, but because they are the fastest moving and most profitable line they handle. 


Think of the thousands of automobiles in your state, and each one must use from two to 
eight bulbs. Are YOU prepared to handle this increased demand this spring ? 


Vosburgh Miniature Lamp Works, Inc. 
Licensed Manufacturers 


West Orange - - - - - New Jersey 
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santmamiee | Dealers 
FOR AUTO — Your field is limited only 


by the number of cars in your 
locality. 

90 out of every 100 cars 
have loose doors. 

The Guoin is the only anti- 
Rattler made that entirely 
and permanently stops the 
rattle, not merely subdues it 
for a time. 

Guaranteed for the life of 
the car. 

Fits all cars. (Special 
type for FORDS.) 

Dealers write immediately 
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HARDWARE AGE 


PREPARE NOW 


FOR THE MOTORIST 


Last season many of you dealers 
were in on the accessory business 
—this year let everybody get in. 
There’s one sure way to satisfy, 
and that’s to supply the BEST. In 
tire cases that means ALLEN. This 


famous tire case is absolutely 
guaranteed, positively protects the 
spare shoe, and adds attractiveness 
to any car. Made in all sizes, in 
colors to suit. Write for illustrated 
booklet H, and special price list. 


April 19, 1917 





The Allen Tyrometer is a handy accurate tire pressure 
gauge—the motorist’s necessity. Sells for $1.00—liberal 
profit for you. Send for show card. Be prepared! Send 
that letter today! 


THE ALLEN AUTO SPECIALTY CO. 


MANUFACTURERS 
1926 Broadway, New York After May Ist: 16 West 61st St. 


SIN AB. = 
TIRE CASE 








“BRIGHTEST LIGHT 
LONGEST LIFE”? 














FOR ALL . FLASHLIGHTS 


YOU SELL a User 


A Novo Battery; He’ll Ask for NOVOS 
Himself Thereafter. 


In no other Batteries will consumers find so many sterling 
features combined: Absolute Non-Corrosion (guaran- 
teed) ; Maximum Recuperation; Minimum Deterioration: 
Brightest Light; Longest Life. 


Is it any wonder NOVO Batteries sell themselves? 


Write NOW for Catalogue and 
Discount Sheet. 
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For larger tube injuries, tire and 
tube blowouts, tread cuts, etc., the 
old reliable ‘‘Adamson”’ line is 
complete with several models for 
car owner and garage use. 


For all casings and tubes 
a eee 


PAB. aie 5-Minute Vulcanizer Model E 


MODEL “M”.. Meets the demand for a light and handy outfit for the quick repair of 
tube punctures. 
Uses common gasoline—the most convenient and dependable fuel. Will 
vulcanize your tubes anywhere in five minutes. 
Designed on the same proven principles that have made ADAMSON 
Vulcanizers the most practical and largest selling line in the world. 

Sells complete with a box of a dozen “Adamson” 5-minute Repair Gum 
=e eh patches, for $1.50. Extra box of 12 patches only 25c. each. 

<— 8! ss y 2 

ip This outfit will be a tremendous 

0 DEALERS: 


seller—Order now from your Jobber. 


Sold by All Jobbers. 


No coment is required 


stv maha on ADAMSON MANUFACTURING COMPANY 


A special quality for portable 


ee East Palestine, Ohio 








Re-Babbitting Jig Light Weight Piston for Fords 


For,Ford Connecting Rod Bearings 


Weight Manufactured 
1 Lb. ; to the 
Less Than \ ae Limit of 2 Ounces 
Standard Sees Variation in 
Ford ; » Ri: J Weight 


A piston as finely made as those used in the highest price cars 





Al reduction of 4 lbs. weight on reciprocating parts saves a cun- 
siderable percent. of crankshaft and wrist pin bearing wear 








JIFFY BUSHING EXTRACTOR FOR FORDS 


Removes ] 

: : . ; A Steering Knuckle \:BUSHINGS 
Quick and Easy. Saves the Cost on First Job. Spindle Arm in a JIFFY 
Spindle 


FORD CONNECTING ROD and | Made of Toot Steet and nicely 
MAIN BEARING REAMER |, ‘*"<*: 








Indispensable to the repairman or 
GER Sous SaaS oe the owner that does his own 
: work, 














When removing Steering Knuckle 
Bushings it is not necessary to 
remove wheel. 











Pays for itself in a few minutes 
ee . 2 eg Write for General Catalogue and Prices 
[wo guides supplied. Eliminates all scrap- 

ing and leaves smooth finished bearings that 


line properly. The G. H. Dyer Company, Cambridge, Mass- 
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A Powerful Electric 


Spot Light 


That requires no generator 
or storage battery 





A spot light for the hardware dealer to 
sell to farmers and to owners of motor 
trucks, motor boats and pleasure cars 
without a lighting system. It opens up 
for you a big new spot light field. Think 
how many you could sell right away! 


Pittsburgh Dry Battery 
Spot Light 


It gets current from ordinary dry cell batteries that 
can be obtained anywhere and tucked under the seat 
or in any out of the way place. It can be used with 
a six or seven volt lighting system too, but the impor- 
tant thing is this— it is suitable for any vehicle down 
to the farmer's wagon. Think of the farmers who'll 
jump at the chance to have electric light on their mar- 
ket wagons and other vehicles. Think of the trucks 
that need its light. Think of the boat owners who 
need it. 


It is an eight-inch lamp. A highly finished para- 
bolic reflector in connection with a powerful focusing 
lens does the trick—makes the ordinary dry cell bat- 
tery a satisfactory and economical source of current 
supply. It is one of the big spot light opportunities of 
the season. Order a sample today. 


Pittsburgh Electric Specialties Co. 
Pittsburgh, Pa. 





There’s a Pittsburgh Spot Light for Every Purpose 











Reading 
Signs 
Sideways 


There is going to be some lively hustling 
to meet all demands for the new INDIANA 
SPOTLIGHT. 


It is one of the most versatile lamps in the 
whole Indiana Line. Can be manipulated from 
the foredoor or windshield of a motor car to 
project light in any desired direction—sideways— 
frontways—upward—rearward. 


Casts its powerful beam from a true para- 
bolic silver-plated reflector. Always ready at a 
moment’s notice. Switch in handle; can be 
turned on or off at will of the driver by a simple 
twist of the wrist. 


We can’t begin to enumerate all of the uses for 
an INDIANA SPOTLIGHT. Reading signs, 
guideposts, mileposts—getting attention at cross- 
roads—lighting up a picnic dinner—reading the 
time on the town clock—your own imagination 
will supply numerous other adaptations for this 
wonderful five-dollar value. 


Write us at once for selling particulars. 


The Indiana Lamp Co. 


Connersville Indiana 











INIA 


‘WpernANg 
Add this Garment 


to your line 











For garage doors 
of all kinds 
Whether the garage door be 
sliding or swinging there is the 
proper McKinney Hardware to 
hang it—hinges, door hangers, 
door handles, latches, foot and 
chain bolts, hasps—all regular 


goods from stock. 


McKinney 
Garage Door 
Hardware 


Careful selection of door hardware is 


Garage workers are demanding over- 
alls of one-piece construction. 


of utmost importance if the garage is to The Protexall has measured up to 


be a success. The door is the most used every demand and more. It is a com- 
part of the garage and must be hung plete line of one-piece suits, made in 
several fabrics, each of which is fade- 
less and excludes all the dirt and 


grime that a mechanic encounters in a 


right in the beginning or there’s no end 
of trouble ahead for the owner. 

McKinney hung doors not only add ; 
to the appearance of the garage but can day's work. 
Protexalls have that friendly feeling— 
they are big, loose, comfortable, and 
do not bind. A full buttoned fly makes 
it possible to wear this garment with- 
out other clothing. 


always be depended upon to operate 
easily and smoothly. McKinney Garage 
Door Hardware meets practically every 
garage door requirement, from the inex- 
pensive single car garage to the elaborate 


garage designed for housing two or . . 
Bars ” 4s The live dealers are selling Protexalls. 


There is a great demand and a just de- 
mand. One-piece suits are the most 
logical, and Protexalls will meet every 
demand of your customers. 


more cars. 

Supply your trade with McKinney 
Garage Door Hardware — dependable 
hardware is the most profitable in the 
long run. 


It Pays to be a PROTEXALL Dealer 


The Protexall Co. 


ABINGDON, ILL. 
Sri 


McKinney Manufacturing Co. 
Wrought Steel Hardware 
Pittsburgh Penna. 


A 
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Quick Quarters 
“ne Lar- Wear 
























ATCH how quickly Mr. 
Motorist digs up that 
quarter — usually two of 
’em, for all four doors— when he 
sights this slick device to stop his 
everlasting door r-r-rat-t-tle 
You’ll call it the speediest little “sepa- 
rator” that ever teased a coin to your till. 
Spring steel, ready to fasten to the 





It Is door jamb with two screws in a jiffy 
Holds The Never In ~and retails at 25c a pair while 
Door Open The Way others cost almost that apiece. 


On striking display hangers 
or counter-stands. They 
can’t pass ’em by. 


No. 1914 


GRIFFIN Garage Door Holder 


s as necessary to hold the door open as the bolt to hold Fernald Mfg.Co. 
it shut. The mere sight of it enables one to see at a 
glance its great value. North East, 






The Garage door swing- the new and modern im- Penna. 


ing to and fro in the wind provements on his car— 
is annoying and trouble- and he gets them. So it 
some, expensive and dan- i, when he builds his gar- 


erous. The old way of 
blocking or hooking the 28¢- He wants we — 
door open is not satisfac- improvements that 


tory or practical. materially to his comfort 
The automobile owner and convenience—and he 
or buyer nowadays wants gets them. 
Made in U.S. A 


THE GRIFFIN MANUFACTURING co. 


Ww St., H 17 E. Lake St. 
ef 7: Erie, Penna. Chicago J 


VorAuto Doors 


0 kn Beautiful may not always be 
Useful but the Useful is always 
Beautiful. 

The combination of USE and 
BEAUTY can’t be beat. Neither can 
the 


CESCO GOGGLE 
ASSORTMENT 


The case is neat and attractive, an ornament 
for any counter, displaying eight styles of 
goggles ranging in price from 25c each 
to $1.00. 













































Your Market Lies 
All Around You 


Cemetery associations, city park and 
boulevard commissions, golf and country 
clubs, big estate owners—they are all pros- 
pects for the Ideal Power Lawn Mower. 
There’s a big market for the Ideal right in 
your own territory—and there’s good money 
for you if you push Ideal sales. 










































The Ideal Junior is a profitable specialty m . 
for the | hardware dealer, Splendid selling The case contains four dozen goggles which 
yoints, such as simple, reliable clutch, auto- 
ge A throttle control, gearless oma sell at $36.00 and cost you but $18.00. The 
tial, all speak for themselves. Easy an i 
seoneumens to operate. nee to care vee. case is free. 
n addition we are backing the dealer wit 
the best possible sales co-operation, Order the CESCO . 
Write at once for full information, now, GOGGLE AS- CESCO leleieia as 
when your prospects are livest. SORTMENT from = > : 


££ 'O 


The Ideal Power Lawn Mower Co. 
R. E. OLDS, Chairman 


Kalamazoo St. 
Lansing Mich. 


your jobber today 
and write for illus- 
trated catalog de- 
scribing a complete 
line of sporting and 
safety goggles and 
spectacles. 


Chicago Eye Shield Co. 


2300 WARREN AVE. CHICAGO, ILL. 
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Sell L-A Spark Plugs 


i A carefully selected stock of L-A 
a aed what size or —_ Spark Plugs in all sizes and styles is conven 
pa ug ro, ——, deman “e iently carried in a compartment in this case. 
you can say, “Yes, sir, we have it,” a 
é Mbecae * : d Write to your nearest hardware or auto- 
acd fore line Of LA Siac HS ay carry mobile dealer—or direct to us. Act prompt- 
p . intial sai ly, for with the motoring season just open 
A Mahogany Display Case Free ing the demand for spark plugs will be 
An attractive counter case that will *® ‘ 
Il sales is sent free to dealers orderingan LOCKWOOD -ASH COMPANY 
nitial shipment of 100 assorted plugs. It 1453 Horton Ave., Jackson, Mich. 
A 
\ 


is finished in full mahogany: its finely 

lithographed display board sets off the A\ 
\ AK IK 
NN _ 
YX 





myieunle 


eight best sellers to advantage. 


\ \ XK 








REC US PAT OFF 


um Ki is 


Feel right—look right—sell right. — mn Ci 
Here’s the auto goggle line with the } 
big all-year demand. Backed by 


national advertising. 100% Profit To Dealers 


HE demand for Locktite canvas-back tire patch is 
] bigger than ever—and each day shows an in- 
crease, Motorists are doing with it what has 
heretofore been both inconvenient and unsatisfactory. 
Also they are saving money. E 
There's a clean 100 per cent profit for you in selling 
Locktite if you will place an order for $24.00 (retail 
price) at once. You will have but $12.00 invested and 
you'll be surprised at the quick turnover. Send your 
order for either of these three lots: Lot No. 10 includes 
2 doz. Outfits. No. 3 (retails .50 each) and 1 doz. No. 2 
(retails $1.00). Lot No. 11 includes 4 doz, No. 3 (retails 
50). Lot No. 12 includes 1 doz. No. 3 (retails .50) and 
2 doz. No. 2 (retails $1.00). Your discount on dozen 
lots is 40 per cent. 


Keep your display case filled with Willson Goggles. Look O 


over your stock now and replace sold styles. Be sure that 3 Tl 
the display tray shows samples of your entire Willson stock. = 
This handsome mahogany finish or ae RR pe — . 

16.00 assortment of Willson Goggles which sells for . ' 
Suto and rr $25.00 Willson sanertnent which sells for ae ae ee —- new pee ME 
R41 On x . orn d- . m z Pliv: ° 8 opens another big, prot 
ade Goggles cell at Z5c. to $1.50 and are nationally « i field for you. Liberal discount. Send for 
Verna. , particulars. 

Leading jobbers find the Locktite Patch a 
‘very profitable and satisfactory line. 


Don’t accept substitutes for Willson Goggles. If your reg- 
ular jobber can’t supply Willson Goggles, write for names 
of our nearest distributers. 


ee lista Locktite Patch Co. 


eae oe ee Tsott Bt 1022 Bellevue Ave., Detroit, Mich. 
sco . == 





Mallers Bldg. Head Bldg. 23 


MT mn 





ee nn nesmn 














The Cups 
shown repre- 
sent onlya 
part of our 
line. 


BOWEN MFG. CO. 


AUBURN. N. Y. Write for full 
ATALOGUE ON APPLICATION z 3 
~ information: 


| 8 Ask for 
| @ fl Catalogue L. 
Sey sey 








Style le Style Style Style 
OC. be OC. “n" OL. “L°OC. *K" OC “C” 0.C, “G" 0. 
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Cycle 












Chains VE ay Se Leena 
“BIKE A i 
RIDERS” Po a ALL cy, WE RoLta ae 
want 


Efficiency 


Convenience 
“Chainolene” is the Answer 


This attractive vn-coLOREt SARS 


DISPLAY BOX and TUBES will speed up your lubri- 

cant sales. No Bicycle Show Ca:se is up-to-the-minute 
without it. Get yours now. More bike riders this 
year than ever—here is the best service aid for 
“easier-riding’’ ever offeredthem. It’s asure 
repeater—there is a big de- 














mand for it, and it’s Auto 
highly profitable 
to you. (You Trucks, 





Tractors, 
Farm Implements, 
or any Machinery Owners 
using Chains cr Sprockets need 
‘* CHAINOLENE.”’ 
How Much of This Business Can 
You Get in YOUR Territory ? 
Write Your Jobber Today or direct to 


Chainolene Mfg. Co. 


617-19 Fulton Street, Chicago, Ill. 
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CROXFORD 
AUTO 
RIM TOOL 


McLANE PATENT APPLIED FOR 





THE TOOL THAT 


CONTRACTS and EXPANDS 





ALL MAKES OF 


ONE PIECE SPLIT RIMS 
Without any attachments or the use of other tools. 
NO INJURY TO RIM OR TIRE 


STOCKED BY ALL PRINCIPAL JOBBERS 
OR ORDER DIRECT FROM US 


Japan Finish - - - - $2.00 ea. 
Nickel Finish . - - - - 2.25 ea. 
Canadian and Pacific Coast 
Japan Finish - - - - - - $2.25 ea. 
Nickel Finish - . - - - - 2.50 ea. 
Weight 3 Pounds 
Our Motto 


“SIMPLICITY AND SPEED” 


CROXFORD AUTO RIM TOOL CO. 
MALDEN, MASS. 











Don’t tempt highway 
thieves and joy-riding 
Prates. 

ords are stolen every day— 
hundreds of them, " ey. 
where. Identification is al- 
most impossible. Don’t in- 
ee theft. Equip your Ford 


oodrich 


It cannot be unscrewed unpicked 
or unlocked affording positive 
protection against theft. One 
— La screw heads 
“yy m impenetrable metal sbut- 
2 ter. (See illustration. ) 


2 5 a The many 
° 7. van of 
3 Geedrich Lock 
hs it the fastest and 
Price most profitable seller 
Complete im the Ford accessory 
$4.50 field. Order from near- 
“Win est jobber or write 
Canada direct. 


GOODRICH-LENHART 
1123 a ~ 
Phil Widener Building 
















HE BEST 
Plug For 
YOUR Cus- 


Bigger— because 
it’s better. And 
better because it’s 
big. 

Standard equip- 
ment since 1910 on 
America’s Best 
Built Cars. 

Start a steady stream 
of profitable trade your 
way by “breaking the 
ice’ with Soolless sales. 
Oakes & Dow Co. 


16 Chardon St., Boston, Mass. 
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Who's Who in Automobile Accessories 











Abrasives 
Carborundum Co., 
Cleveland Stone Co., 
Van Cleef Bros., Chicago, 

Vaive Grinding 
Durkee-Atwood Co., 
Northwestern Chemical 

etta O. 

Accelerators 

Foot 
Atlas Auto Supply 
Gemeco Co., 
Gibson Co, Indianapolis, 
New Era Spring & Spec. 

troit, Mich. 
Service Motor Supply Co., b 
Wa.ker Mfg. Co. Racine, Wis. 

Air Compressors, Garage 

Black & Decker Mfg. Co., Baltimore. 


Niagara Falls. 


Ill. 


Minneapolis. 
Co., 


Co., Chicago. 
Milwaukee, 
Ind. 

Co., 


Hartford Machine Screw Co., Hart- 


ford, Ct. 
Lipman Air 
Wis 
U. 8S. Air Compressor 
land, O. 
Air Pamps, Curb 
Black & Decker Mfg. 
more Md. 
Lipman Air 
Ni.. 
Anti-Rattlers 
Hill-Smith Metal Gds. Co., Boston. 
Fernald Mfg. Co., North East, Pa. 
Guoin Mfg. Co., Poughkeepsie N. Y 
Asbestos 
Sheet and Packing 
& oer 
Ss. 
New York City. 
fe 
Trenton, 


Appliance Co., Beloit, 


Co., Cleve- 
Balti- 
Beloit, 


Co., 


Appliance Co., 


General Asbestos Co., 
So. Charleston, 
Johns-Manville Co., 
Raybestos Co., Bridgeport, 
Thermoid Rubber Co., 
N. J. 
Batteries 
Dry 
Amer. Carbon & Battery Co., E. St. 


Louis, Il. 
Wks., L. L. 


Amer. Ever-Ready 
Oly, wm. X. 
Johns-Manville Co. New York City. 
Novo Mfg. Co., New York City. 
Usona Mfg. Co., New York City. 
Electric 
Amer. Carbon & Battery Co, E. St 
Louis, Ill. 
Amer. Every Ready Wks., L. I. 
City, > § 
Novo Mfg. 
Usona Mfg. 
Relt Dressing 
Jobbers Mfg. Co., 
Belts 
Automobile Fan 
General Tire & 
Akron, O. 
Gibson Co., Indianapolis. 
Haney & Co., J. H., Hastings, Neb. 
Service Motor Supply Co., Chicago. 
Brackets 
Lamp and License 
Arcade Mfg. Co., Freeport III. 
Gemeo Mfg. Co., Milwaukee, Wis. 
Gibson Co., Indianapolis 
Grossman Mfg. Co., Emil, 
Peck, Stow & Wilcox Co., 
ington, Ct. 
Russell & Erwin 
Britain, Ct. 
Service Motor Supply Co., Chicago. 
Stover Mfg. Co., Freeport, Ill 


New York City 
New York City. 


Co., 
Co., 


Chicago Ill. 


Rubber Co, 


Bklyn. 
South 
Mfg. 


Co.. New 


Brake Lining 
Advance Auto 
cago 
Atlas Auto Suoply 
Curey Co., Philip, 
General Asbestos 
Charleston 8. C,. 
Gibson Co., Indianapolis, 
Grossman, Mfg. Co., Emil, 
Johns-Manville Co., N. Y. €. 
Raybestos Co, Bridgeport. Ct. 
Service Motor Supply Co, Chicago. 
Thermoid Rubber Co. Trenton, 


Transmission 
Advance Auto Acces, Corp., Chicago. 


Access. Corp., Chi 
Co, Chicago. 
Cincinnati. 
& Rubber Co., 
Ind. 
paige. 


Brushes 
Osborn Mfg. Co., Cleveland. 


Buckets, Collapsible 


Goodrich Rubber Co., B. F., Akron, 
0. 

Goodyear Tire & Rubber OCo., 

Akron, 


Bulbs, Electric 

Amer. Ever-Ready Wks., L. I. 
City, N. Y. 

Edison Lamp Co.. Harrison, N. J. 

Gibson Co., Indianapolis. 

Lux Mfg. Co., Hoboken, N. J. 

National Lamp Works, Cleveland. 

Service Motor Supply Co., Chicago. 

Vosburgh a Lamp Co., W. 
Orange, N. 


Cleveland, O. 


Mari- 


Wis. 
De- 


Chicago. 





Bumpers 


Auto 
Gemco Mfg. 
Gibson Co., 
Grossman Mfg. Co. 
Haladay Co., L. P., 
Hartford, Inc., Edw. 

City, N. J. 

Service Motor Supply Co., 
Cans 

Olling 
Delphos Mfg. Co., Delphos, O 
Eagle Glass & Mfg. Co., 


Co., Milwaukee, Wis. 
Indianapolis. 

Emil, Bklyn. 
Streator, Il. 
Wey Jersey | 


Chicago. | 


Wells 
burg, W. Va. 
Hammer & Co., Branford, Ct. 
Wall Mfg. Co, P., Pittsburgh, Pa. 
Carbon Remover 
(See Compounds). 
Carburetors 


Gibson Co., Indianapolis 


Ind. 
Johns-Manville Co. Cc. 


| 
| 
| 
| 


| 


Service Motor Supply Co., Chicago. | 


Stromberg Motor Devices Co., Chi- 
eago. 
Attachments 
Myle Mayker Co., Chicago. 
Carriers 
Tire 
Halladay Co., 
Cement 
Radiator 
Atlas Auto Supply Co., Chicago. 
Gibson Co. Indianapolis. 
Johns-Manville Co., New York City. 
Northwestern Chemical Co., Mart- 
etta, O. 
Service Motor Supply Co., 
Van Cleef Bros., Chicago, 
Tire Repair 
Atlas Auto Supply Co., Chicago. 
Durkee-Atwood Co, Minneapolis. 
Firestone Tire & Rubber Co. 
Akron, 
Gibson Co., 
Goodrich Co., 
a . * and 
Akron, 
Miller Hubber Co., Akron, O. 
Service Motor Supply Co., Chicago. 
Van Cleef Bros., Chicago, II. 
Vulcanizing 
Durkee-Atwood Co., Minneapolis. 
Van Cleef Bros., Chicago, Il. 
Chains 
Automobile Tire 


L. P., Streator, 


Chicago. 
Il. 


: Indianapolis. 
B. F., Akron, O. 


& Rubber Co., 


American Chain Co., Bridgeport. Ct. | 
Co., Cleveland. | 


Marvel Acces. Mfg. 
Chairs, Folding Auto 
Gibson Co., Indianapolis. 
Imperial Bit & Snap Co., Racine, 
Vis. 
McKinnon Dash Co., Buffalo, N. Y. 
Service Motor Supply Co, Chicago 
Clamps 
Hose 
Morgan Mfg. Co.. Newport, 
Nelson, L. R., Peoria, Ill. 
B., 


Sherman Mfg. Co., H. 
Creek, Mich. 
Stuber & Kuck, Peoria, Il. 
Yerdon, William, Fort Plain, N. 
Clocks 


Dashboard 
Sessions Clock 


R. L 
Battle 


b & 


Co., Forestville, 
7 
Western Clock Co., 
Compounds 
Anti-Freezing 
Gibson Co., Indianapolis. 
Northwestern Chemical Co., 
etta, O. 
Service Motor Supply Co. Chicago. 
Van Cleef Bros., Chicago, Tl. 
Carbon Removing 
Atlas Auto Supply Co., 
Gibson Co., Indianapolis: 
Northwestern Chemical 
eita, O 
Service Motor Supply Co., 
Van Cleef Bros., Chicago, 
Cleansing 
Atlas Auto Supply Co. Chicago. 
Buffalo Specialty Co., Buffalo, N. Y. 
Durkee-Atwood Co., Minneapolis. 
Northwestern Chemical Co., Mari- 
etta, O. 
Van Cleef Bros., Chicago, Ill. 
Wonder Mist Co., Boston. 
Radiator Cleaning 
Durkee-Atwood Co., Minneapolis. 
Gibson Co. Indianapolis. 
Northwestern Chemical Mari 
etta, 
Chicago. 
mn. 


La Salle, Il. 


Mart- 


Chicago. 
Co., 


Chicago. 
Ill. 


Co., 

Service Motor Supply Co., 

Van Cleef Bros., Chicago, 
Tire Repair 


Atlas Auto Supply Co., 
Firestone Tire & Rubber 


Chicago 
Co., 


B. F., Akron, 


0. 
Locktite Patch Co., Detroit, Mich. 
New Era Spring & Specialty Co., 
Detroit, Mich. 
Van Cleef Bros., Chicago, Il. 


kron, O. 
Goodrich Rubber Co., 


Valve Grinding 
Carborundum Co., Niagara Falls. 
Marvel Acc. Mfg. Co., Cleveland. 
Van Cleef Bros.. Chicago, Il. 

| Cork 

Brake and Clutch Inserts 

Armstrong Cork Co., Pittsburgh. 
| Cups 

Grease and Oil 
Bowen Mfg. Co., Auburn, N. Y. 
Hill-Smith Metal Gds. Co., Boston. 
Merchant & Evans Co., Phil 
Sherman Mfg. Co., 

Creek, Mich. 
Curtains & Covers 

Automobile 
Atlas Auto Supply Co., Chicago, Ill. 
New Era Spring & Spec. Co., Detroit. 

| Dimmers 

Headlight 
Atlas Auto Supply Co., Chicago. 
Corning Glass Wks., Corning, N. Y 
Gibson Co., Indianapolis. 


a. 
B., Battle 


|Grips 


| 


Lever Handle 
Goodyear Tire & 
Akron, O. 
Guam 
Tire Repair 
General Tire & Rubber Co., 


tubber 


Co., 


Akron. 


| Headlights 


| 


Dietz & Co., R. E., New York City, 
— Lamp Co, Connersville, 


| Heaters 


| 


Service Motor Supply Co. ; | | 


Warner-Lenz Co., Chicag 


| Dressing 


Ill. | 


| 
| 
| 
| 





| 
| 
| 





Auto Top 
Atlas Auto Supply Co. Chicago. 
Be 
Dixon Crucible Co., 
City, N. J. 
Jobbers Mfg. 
Enamels 
Acme White Lead & Color Wks, 
Detroit, Mich. 
Atlas Auto Supply Co., Chicago. 
Boston Varnish Co., Boston, Mass. | 
Devoe F. W., & , 2 
Co., New York City. 
Durkee-Atwootl Co., Minneapolis. 
Martin-Senour Co., Chicago, Ill. 
Moller & Schumann Co, Brooklyn. 
Pratt & Lambert, Inc., Buffalo. 
Wilhelm Co., A., Reading Pa. 
Extinguishers, Fire 
Childs Co., O. J., Utica, N. Y. 
Johns-Manville Co., New York. 
Laughlin Co., Thos., Portland, Me. 
Northwestern Chemical Co., a- 
rietta, O. 
Nu-Ex Fire Appliance Co., 
bus, O 
Flashlights 
Amer. an & Battery Co., 
Louis, Ill. 
Ever-Ready Wks., L. I. 
ie 2 
Novo “Mfg. Co, New York. 
Usona Mfg. Co., New York City. 


Free Air Service Stations 


Black & Decker Mfg. Co. Balti- 
more. 
at I Beloit, 


Fuel Economisers 
Myle Mayker Co., Chicago. 


Jos., 


Co., Chicago. 


Colum- 


E. 


Air Appliance Co., 


Funnels 


Delphos Mfg. 
Laughlin Co., 


Co., Delphos, O. 
Thos , Portland, Me 


|Gages 


Mari 


} 





Tire 
Allen Anto Specialty Co., 


Garage Hardware 


Allith-Prouty Co. Danville, 

Griffin Mfg. Co., Erie, Pa. 

Hunt, Helm, Ferris & Co., 
vard, Il. 

McKinney Mfg. Co., Pittsburgh. 

National Mfg. Co., Sterling, III. 

Richards-Wilecox Mfg. Co. Aurora, 


N. ¥. @, 


Il. 
Har- 


Ill. 
Shelby Spring Hinge Co., Shelby, O. 
Stanley Works, New Britain, Ct. 
Goggles 
Auto 
Atlas Auto Supply Co., Chicago. 
Gibson Co., Indianapolis. 
Chicago Eye Shield Co, Chicago. 
New Era Optical Gds. Co., Chicago. 
Service Motor Supply Co., Chicago. 
Wilson & Co, Inc. T. A., Read 
ing, 
Graphite P 
— Crucible Co., 
N. J. 


Van gy Bros., Chicago, Il. 


Grease 


Crew Levick Co., Philadelphia Pa. 
.“-~ Crucible o., Joseph, Jersey 


ty, N. J. 
Durkee-Atwood Co., Minneapolis. 
Harris Oil €o., A. W., Providence, 


N. %.16. 


Jos., Jersey 


» & 
Vacuum Oil Go:, 
Grease Guns 
Gibson Co.. _enmperete. 
Haney & Co., H., 
Nebr 
Service Motor Supply Co., 
Townsend & €o., 8. 


Hastings, 


Chicago. 
P., Orange, 


Reynolds | 


Jersey 





Automobile 
American Electrical 
Detroit, Mich. 
Chicago Flexible Shaft 

cago, Ill. 
| Sowme, Electric & Hand 
Amer. Elec. Co., Chicago, II. 
Atlas Auto Supply Co., Chicago. 
Gibson Co., Indianapolis, Ind. 
Johns-Manville Co., N.Y. C. 
New Era Spring & Spec. 
Detroit, Mich. 
Service Motor Supply Co., 
Sparks-Withington Co. 
Mich. 


Heater Co. 


Co., Chi- 


Co., 


Chicago. 
Jackson, 


Hose, Rubber 

Boston Woven Hose & Rubber Co., 
Boston, Mass. 

Goodrich Co., B. F., 

Goodyear Tire & 
Akron, O. 

Miller Rubber Co., Akron, 0. 

— Rubber Co. Trenton, 


Akron, 0. 
Rubber Co., 


| Jacks 

Auto 

Duff Mfg. Co., Pittsburgh. 

Gemco Mfg. Co., Milwaukee, Wis. 

Gibson Co., Indianapolis. 

Hartford, Inc., Edw. V., 
City, N. J. 

Luther Grinder Mfg. 
kee Wis. 

Myers & Bro., F. E., 

Richards- Wilcox Mfg. 


ll, 
Walker Mfg. Co., Racine, Wis. 
Jobbers 
Accessory 
Atlas Auto Supply Co., 
Gibson Co., Indianapolis, Ind. 
Service Motor Supply Co., Chicago. 
Shapleigh Hardware Co., St. Lonis. 
Worthington Co., Geo., Cleveland. 
Lamps 
Automobile 
Bridgeport Brass Co., Rdgport, Ct. 
Dietz Co., R. E., New York City. 
Gibson Co., Indianapolis, Ind. 
Hawthorne Mfg. Co. Bdgport, Ct. 
Howe Mfg. Co., Chicag 
—- Lamp 0., 


Pe... “Manville Co., New York. 

Pittsburgh Elec. Spec. Co., 
burgh, Pa. 

Service Motor Supply Co., Chicago. 
Incandescent 

Amer. Carbon & Battery Co., E. 
St. Louis, 

Amer. Ever- Ready Wks.. L. I. City, 
w. Ee 

Edison Lamp Co., Harrison, oy d. 

Gen. Elec. Co., Schenectady, N. Y. 

Johns-Manville Co., New York City 

Lux Mfg. Co., Hoboken, N. J. 

National Lamp Wks., Cleveland. 

Usona Mfg. Co., New York City. 

Vosburgh Miniature Lamp Co., W 
Orange, N. J. 
Motorcycle 

Indiana Lamp 
Ind. 


Jersey 
Milwau 


Ashland, 0. 
Co., Aurora, 


Co., 


Chicago. 


“Connersville, 


Pitts- 


Co. Connersville, 
Lens, Auto 
Atlas Auto Supply Co.. 
Gibson Co., Indianapolis. 
Service Motor Supply Co., 
Warner-Lenz Co,, Chicago, 
Locks 
Ignition Switch 
Casky-Dupree Co., Marietta, 
Lubricants 
Dixon Crucible 
City, N. J. 
Serre’ Oil Co., A. W., 
Vacuum Oil Co., N. Y. C. 
Manifolds . 
Whittier Sales Co., Chicago, 
Mats & Matting, Steel 
Auto Running Board 
Tyler Mfg. Co., Boston. . 
Cork : 
Armstrong Cork Co., 
Rubber 
Goodvear Tire 
Al ron, O. 


Mirry:s, Adjustdble 


American Electric Co., 
Grossman Mfg. Co., Emi!, 


Chicago. 


Chicago. 
Ill. 


6. 


Co., Jos., Jersey 


Providence, 


Il. 


Pittsburgh. 


& Rubber , C6. 


Chicago. 
Bklyn. 
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BANTAM 
Panel Running Board Mat 


Fig. 1020 
Enameled Steel Frame fastened to running board. 
Stiff brush cocoanut mat securely held in place. 
Instantly removable for cleaning. Keeps car clean. 
Prevents accidents by slipping. Packed in cartons 
of 12 mats. 


TYLER MFG. CO., 64 Pearl Street, Boston, Mass. 
Successor to BANTAM MFG. co 
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Every Auto Owner 


Needs One 


Take advantage of this 
timely opportunity now. 
Every auto owner needs a 
Legal Gasoline Can. Sales 
are easy, steady and sure. 
Cans are enameled in a 
bright red; good-looking, 
well-made, air and steam 
tested. 

Write us at once if you 
cannot obtain from your 
jobber. 


Delphos Mfg. Co. 
Delphos Ohio 




















KING 
“HANDY-CAP” 


FOR 
FORD RADIATORS 


ELIMINATES ALL 
CAP TROUBLES 
SLIGHT PRESSURE AT BOTTOM OF CATCH 
RELEASES CAP. 
NO BURNT FINGERS—NEVER LOST. 


INTERESTING PROPOSITION TO 
DEALERS. SAMPLES POSTPAID $1.25 


PALMYRA MANUFACTURING CO., INC. 
PALMYRA PENNSYLVANIA 











Sell at sight for 50c 
Price to Dealers $2.50 per Dozen 
Liberal Discount to Jobbers 







Who needs them? More than half the men who enter your 
store. They're used by Automobilists, Bicyclists, Motor 
cyclists, Foun- 
drymen, Railroad 
Engineers and Fire- 
men, Threshers, 


Emery Grinders, 
Steel Workers, 
Motormen, D ri v- 
ers and Stone 
Cutters. 





Do you want your 
share of this grow- 
ing trade? 


NEW ERA OPTICAL CO. favsite"it 























Adams Auto ‘Top Holder 


“Stops the rattle—saves 
your top’’ 


Neatest — Quickest — Strongest 


Dealers everywhere will find a ready 
sale for this best of all Top Holders. 
An ornament to any cer. No un- 
sightly projecting arms, nor dangling 
straps, Can be installed in two 
minutes, and operates quicker than any 
other. 


Two sizes—% in. holes for small cars, 
% in. for large ones. 


Price, $2.00 per pair 





Write for discounts to dealers. 


ROCK ISLAND MFG. CO., Dept. B, Rock Island, Ill. 


Imperial Auto 
Folding Steel Chair 


No. 211 


The frame is made of the very best 
oval steel and finished in rich black 
japan. 

The seat and back rest are padded 
witl felt and upholstered in black 
waterproof art leather. 

Built for strength and safety as well 
as convenience and comfort, and 
when folded occupies less space than 
any other seat. 

Adult size, seat 16” . 

Child size, seat 12” _ his 


Manufactured by 


IMPERIAL BIT & SNAP COMPANY 
RACINE, WIS. 











NEW BETTER SPRINGS 


Unrestricted 
Stop the Naw Ena Guarantee 
Spring Breahage aansaiane Against Breakage or 


Sagging at any point 
for One Year 
Dealers everywhere sell them—Prices right 


NEW ERA SPRING & SPECIALTY COMPANY 
856 Woodward Ave., kant Mich. 


Sehd for Catalog of ‘‘Better’’ Accessories 
FAOTORIES AT CHICA and GRAND RAPIDS, MICH. 











W-X Shock Absorbers 


For Ford Cars, Four CQush- 
ions of Sang ap for each cor- 
ner. es BH Attach. Fast 
Sellers. oney Makers. 


PF GOR ccccccecvocsesces $7.50 


Star Specialty Mfg. Company 
227-233 W. Erie_St., Chicago 9 










Right Service and Prices 


Everything for the Automobile 
and Bicycle 


Wholesale Business Exclusively 


KEYSER FRY, Reading, Pa 


You will save money in proportion to your 
purchases here. Get my latest 
supplement just issued 
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Motorcycles 


Baker, 

Cleveland 
land, O. 

Iver Johnson's Arms & Cycle Wks., 
Fitchburg, Mass. 


Moto-Meters, Auto 


” bs © 
Cleve 


Murray & Imbrie 
Motor Cycle Co., 


Motormeter Co., Long Island City, 
oe A 


Motor Tracks 


Motor 
Motor 


Truck Co 
Truck Co., 


., Detroit 
Wabash 


Federal 
service 
Ind 
Stewart 
nati. 
oil 
Lubricating 
Crew Levick Co, 
Durkee-Atwood Co 
Harris Oil Co., A. 


N. ¥. ©. 


Iron Works Co., Cincin 


Phila., Pa. 
, Minneapolis. 
W., Providence, 
mR i 
Vacuum Oil Co. 
Oilers 
Eagle Glass & Mfg. vo., Wellsburg, 
WwW. Va 
Ct. 
Boston, 


Hammer & Co., Branford, 
Hill-Smith Metal Gds. Co., 


Ornaments 

Radiator 
Mfg. Wis. 
Overall Suits for Motorists 
Abing- 


Gemeo Co., Milwaukee, 


Globe Shirt & Overall Co., 


don, Ill. 
Packing 
Asbestos 


General Asbestos & Rubber Co. 
Charleston, 8. C, 

Johns-Manville Co., N. Y. 

Raybestos Co., Bridgeport, 


Thermoid Rubber Co., 
N. J. 


C. 
Ct 
Trenton, 
Rubber 
General Tire & Rubber Co., Akron. 
Goodrich Rubber Co., B. F., Akron, 
0. 
Goodyear Tire & Rubber 
ron, O. 
Pads 
Electric Heating 


Electrical 
Mich. 
A., Waupun, Wis. 


Co., 


American Heater Co. 
Detroit, 


Shaler, C. 
Paint 


Acme White Lead 
Detroit, Mich. 
Atlas Auto Supply Co., Clicagu. 
Billings-Chapin Co., Cleveland, O. 
Carey, Philip Co., Cincinnati. 
Carter Paint Co.. Liberty, Ind. 
Devoe, F. W., & Reynolds, ©. 
Co., New York City 
— Crucible Co., Sescnh, Jersey 
City, N. J. 
Durkee-Atwood Co.. 
Ferdinand & Co., L 
Johns-Manville Co., 
Martin-Senour Co., 
Moller & Schumann Co., Brooklyn. 
Montauk Paint Mfg. Co., Brooklyn. 
Murphy Varnish Co., Newark, N. J. 
Northwestern Chemical Co., 
Marietta, O. 
Pratt & Lambert, Inc., Buffalo. 
Supplee-Biddle Hdwe. Co., Phila. 
Wilhelm Co., A., Reading, Pa. 


Patches 
Rubber 


Atlas Auto Supply Co., 

Firestone Tire & 
Akron, O. 

General Tire & Rubber Co., 

Gibson Co., Indianapolis, Ind 

Goodrich Rubber Co., B. F., Akron, 
oO 


Goodyear Tire & 
Akron, O. 

Hood Rubber Co., 

Locktite Patch Co., 

Marathon Tire & 
Cuyahoga Falls O. 

Marvel Access. Mfg. Co., Cleveland. 

Mason Tire & Rubber Co., Kent, O. 

Miller Rubber Co., Akron, O. 

New Era Spring & Specialty Co., 
Detroit. Mich. 

Service Motor Supply Co., 

Thermoid Rubber Co., 
N 


& Color Wks., 


T., 


Minneapolis. 
W., Boston. 
New York City. 
Chicago, Ill. 


Chicago. 
Rubber Co., 


Akron. 


Rubber Co., 
Watertown, Mass. 
Detroit, Mich. 

Rubber Co., 


Chicago. 
Trenton 


Van Cleef Bros., Chicago, II. 
Pedals 


Grossman Mfg. Co., Emil, Bklyn. 


Dyer Co., G. H., Cambridge, Mass. 
Gibson Co., Indianapolis. 

Hill-Smith Metal Goods Co.. Boston. 
McQuay-Norris Mfg. Co., St. Louis. 
Service Motor Supply Co., Chicago 


Pliers 


Billings s Spencer Co., Hartford. 


Sees Hdw. Mfg. Corp., 
dgeport, Ct. 


Buffum Tool Co., Louisiana, Mo. 
Klein & Sons, Mathias, Chicago. 
Osborn & Co.. C. 8., Newark. 
Smith & Hemenway Co., New York. 
Smith Co., H. D., Plantsville, 


The, | 


Ct. ! 
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Polish 
Wood and Metal 


Atlas Auto Supply 
Black Silk Stove Polish Works, 
Sterling, Ill. 
Buffalo Specialty Co., Buffalo, N. Y. 
Crew Levick Co. Philadelphia, Pa 
Durkee-Atwood Co., Minneapolis. 
Gibson Co., Indianapolis. 
Harris Oil Co., Providence, R. I 
Johns-Manville Co., New York 
Morgan Mfg. Co., Newport, R. L 
a Chemical Co., Mari 
Chicago, Ill. 
Chicago 


ett 
Ill. 


Co., Chicago. 


Polly. Prim Sales Co. 
Service Motor Supply Co., 
Van Cleef Bros., Chicago, 
Wonder Mist Co., Boston. 


Priming Plugs 


Grossman Mfg. Co., Emil, Bklyn. 


Pumps 
Gasoline and Oil 
Bowser & Co., 8S. F., 
nd. 


Deming Co. Salem, O. 
Goulds Mfg. Company, Seneca Falls, 


Ft. Wayne, 


Myers Bros., F. E., Ashland, O 
Pneumatic 
Goulds Mfg. Co, 


Myers & Bro., 
Tank 


Bowser 
Ind. 

Myers & Bro., 
T 


Seneca Falls, N.Y 
F. Ashland, O. 


x 
Bey 


8. F., 
F. E., 


Ft. Wayne, 
oO. 


& Co., 
Ashland, 
Co., 


Bdgport, Ct. 
Falls, 


re 
Black & Decker Mfg. 
more Md 
Bridgeport Brass Co., 
Goulds Mfg. Co., Seneca 
J. H., Hastings, 


Lipman Air Appliance Co., Beloit, 
Wis. 


Auto 
Radiator & Mfg. Co. 


Radiators, 
Livingston 
N. Y. © 


Ralls 

Robe and Foot 
Mfg. Co., Milwaukee, Wis. 
Reliners 

Tire 


General 

Akron, 
Removers 

Paint, Enamel and Varnish 


Acme White Lead & Color Works, 
Detroit, Mich 

Moller & Schumann Co., Brooklyn. 

Northwestern Chemical Co., Mari- 


Gemco 


Tire Rubber Co., 


0. 


& 


etta, O. 
Van Cleef Bros. Til. 
Rope 
Wire, Tow 
Steel & Wire Co., 


Chicago, 


American Chi- 
cago, 


Wright Wire Co , Worcester, Mass. 


Scrapers 


Carbon 
Buffum Tool Co., 
Gemco Mfg. Co., 

Screw Plates 
Butterfield & Co., 
Goodell-Pratt Co., 
Greenfield Tap & Die Corp., 


field, Mass. 
& Son, F. E., Greenfield, 


Mo. 
Wis. 


Louisiana, 
Milwaukee, 


Derby Line V¥ 
Greenfield, Mass. 
Green- 


Portable 
Bit & Snap Co., 


Seats, 
Imperial Racine, 
Wis 


Buffalo, N. Y. 
Co., Aurora, 


McKinnon Dash Co., 
Richards-Wileox Mfg. 


Shock Absorbers 


Gibson Co., Indianapolis. 

Hartford, Inc., Edw. V., 
City, N. J. 

Halladay Co., L. P. Streator, 

Johns-Manville Co., N. Y. C. 

New Pra Spring & Spec. 
troit, Mich. 

Service Motor Supply Co., 


Jersey 
Ill 
De- 


Co., 
Chicago 
Sleeves 


Tire Repair 


Firestone ae Co., 
Akron, 

General Tire & Rubber Co., Akron. 
Goodrich Co. B. F., Akron, oO 

Goodyear Tire & Rubber Co., 

Mich. 


& Rubber 


Akron, O. 
Locktite Patch Co., 
Miller Rubber Co., 

Soaps 

Automobile 


Harris Oil Co., Providence, R. I. 
Northwestern Chemical Co., Mari- 


etta O. 
Van Cleef Bros., Chicago, Ill. 
Socket Wrench Sets 
See Wrenches 


Solder 
Merchant & Evans Oo., Phila. 


Detroit, 
Akron, 


Balti- | 


| 


Spark Plugs 


Champion Spark Plug Co., Toledo, 
oO 
Eclipse Mfg. Co., Indianapolis, 
Gibson Co, Indianapolis Ind 
son Hollister Mfg. Co., Boston. 
Grossman Co., Emil, . 
Hartford Mech. Serew 
ford, Ct. 
Johns-Manville Co. N. Y. 
Lockwood-Ash Motor Co., 
Mich 
MacGregor Co., Ine., 
Oakes & Dow Co., Boston, Mass 
— Auto-Supply Co., Bloomfield, 
J. 


Ind. 


Co., Hart 


Cc. 


satus Motor Supply Co., Chicago. 
Silvex Co., So. Bethlehem, Pa. 


Speedometers 


Atlas Auto Supply Co., Chicago. 

Corbin Screw Corp., 
Ct. 

Gibson Co. Indianapolis | =. 

Johns-Manyille Co., N. 

Service Motor Supply Co., 


Spotlights, 


Gibson Co., 


Chic ago 
Auto 


Indianapolis. 

Howe Mfg. Co., Chicago. 

Pittsburgh Elec. Spec. Co., 
burgh, Pa. 

Indiana Lamp 
Ind. 

Service Motor Supply Co. 


Pitts 
Co. 
, Chicago 
Springs 
Auto 
Tuthill Spring Co., Chicago, Ill. 
ew Era Spring & Specialty Co., 
Detroit. 
Stain 


Auto Top 
Atlas Auto Supply Co., 
Step-Plates, Safety 


Chicago. 


Stanwood Equipment Co., Chicago. 
Straps, Auto 

Haney & Co., J. H., Hastings, Neb. 
Tanks 


Gasoline and Oll 
Bowser & Co., S. F., Ft. Wayne, 
Ind. 


Taps & Dies 
Butterfield & Co., 
Greenfield Tap & Die Corp., 


fleld, Mass. 
Morse Twist Drill & Mach. Co., 


New Bedford, Mass. 


Derby Line, Vt. 
Green- 


Terminals 
Toledo, 


Grossman Mfg. Co., Emil, Bklyn. 
ee Supply Co., Bloomfield, 
N. J. 


Champion Spark Plug Co., 
0 


Timers 
Ignition or Spark 


Jackson, 


John, Boston. 


New Britain, | 


, Connersville | 
| Vibrators, 





American Blectric Co., Chicago, Il. 
Tire Cases 

Allen Auto Specialty Co., 
Tire Holders 


Auto Parts Mfg. Co., Milwaukee. 
New Era Spring & Specialty Co. 
Detroit, Mich. 


Tires and Tubes 


Pneumatic 


Batavia Rubber Co., N. Y. 

Converse Rubber Shoe Co., N. Y. 

Dayton Rubber & Mfg. Co., Dayton, | 
Oo 


& Rubber 


N. Y. C./ 


Firestone Tire Co., | 
Akron, O. 
Fisk Rubber Co., 


General Tire & Rubber Co., 
cf 


Chicopee, Mass. 
Akron, 


). 
Gibson Co., Indianapolis, 
Goodrich Rubber Co., 
Akron, O 
Goodyear Tire & Rubber Co., 
Akron, O. 
Hood Rubber Co., Watertown Mass. | 
Kokomo Rubber Co., Kokomo, Ind. | 
Marathon Tire & Rubber Co.,| 
Cuyahoga Falls, O. | 
Mason Tire & Rubber Co., Kent, O. 
Miller Rubber Co., Akron O. 
National Rubber Co., Pottstown, 


Ind. 
B. 


Chicago 
Trenton 


Service Motor Supply Co., 

Thermoid Rubber Co., 
N. J. 

U. 8. Tire Co., N. Y. 

Tire Specialties 


C. 


Adamson Mfg. Co., E. Palestine 0. | 
Atlas Auto Supply Co., Chicago. | 
Firestone Tire & Rubber Co., 

Akron, O. | 


Tool Kits 


Atlas Auto Supply Co., Chicago. | 
Billings & Spencer Co., Hartford. | 
Brown & % a Mfg. Co., Provi- 
dence, R. 
Goodell- pratt Co. aeremtets, Mass. | 
Greenfield Tap & Die Corp., Green- | 
field, Mass | 
Klein & Sons, Mathias, Chicago, Ill. | 
Shapleigh Hdwe. Co., St. Louis. | 
Smith Co., H. D., Planteville, 
Starrett Go., L. 8., Athol, Mass. 
Vichek Tool Co., Cleveland, 0. | 
Worthington Co., Geo., Cleveland. | 
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Tools 


Auto-Rim 
Croxferd Auto Rim 

Tire 
Ades Auto Supply Co Chi 
Gemco Mfg. Co., Milwaukee, Wig. 
Gibson Hollister Mfg Co., Boston, 

Mass. * 
Morgan Mfg. Co., 
Smith & Co., H. 


Re 
Walker Mfg. 


New 
Db 


port, 1. 
Plantsville, 


Co., Racine, Wis. 


| Valve Lifters 


Vichek Tool Co., Cleveland, 0 


| Varnishes 


Acme White Lead & Colo 
Detroit, Mich © Weeks, 
Boston Varnish Co. Boston, 
Columbus Varnish Co , Columbus, 0 
Devoe, F. W., & Reynolds, C. T 
Co., New York City ss 
Martin-Sénour Co.. Chi: ago, 
— 2 oe humann (Co., 
ontau "aint Mfg. Co., B 
Murphy Varnish Co., News By; I 
ee Chemical Co., Mari 


Inc. Buffalo, 
A., Reading, Pa, 


Auto 


New Era Spring & Spec 
troit, Mich. 


Vulcanizers 


Maas. 


Ill. 
Brooklyn. 


etta 
Pratt. ‘& , ar 
Wilhelm Co., 


Co., De- 


Adamson Mfg. Co., 


Gibson Co., Indianapolis. 
Haywood Tire & Rubber Co., 
dianapolis, Ind. 
Marvel Acc. Mfg. Co., 
Service Motor Suppl 
Shaler Co., C. A 


Washers 
Cork 
Armstrong Cork Co., 


Waste 
Cotton and Wool 
Royal Mfg. Co., Rahway, N. J. 
Wrenches 
Bemis & Call Hdw. & Tool Co, 
Mass 
& Spencer ‘Co., Hartford. 
Coes Wrench Co., Worcester, _ 
Hill-Smith Metal Gds. Co., Boston 
Smith Co, H. D., Plantaville, Ct. 
Trimont Mfg. Co.. Boston, Mass. 
Union Tool Co., Orange, Mass, 
Vichek Tool Co., Cleveland, 0. 
Walden Worcester, Inc., Worcester, 
Mass. 
Walworth Mfg. Co., Boston, Mass. 
Whitman & Barnes Mfg. Co., 
Akron, O. 
Automobile 
Bemis & Call Hdw. & Tool Co, 
Springfield, Mass 
Mossberg Co., Frank, 


Mass. 

Peck, Stow & Wilcox Co., Cleve- 
land, 

Trimont Mfg. Co., 

Viehek Tool Co. 

Walden Worcester, Inc., 
Mass. 
Chain 

Trimont Mfg. Co., Boston, Mass. 

Williams & Co., J. H., Brooklyn. 
Drop Forged 

Vichek Tool Co., Cleveland, 0. 

Williams Co., J. H., Brooklyn. 
Engineers and Machinists 

Page-Storms Drop Forge ©o., 
Chicopee, Mass. 
Malleable 

Allith-Prouty Co., 
Monkey 

Bemis & Call Hdw. 
Springfield, Mass 

Coes Wrench Co., Worcester, 

Peck, Stow & Wilcox Co., 
land, O. 

Trimont Mfg. Co.., 

Vichek Tool Co., 
Nut 

Trimont Mfg. Co 
Pipe 

Peck. Stow & Wilcox 
land, O. 

Trimont Mfg. Co., 

Walworth Mfg. Co., 
Ratchet 

Walden Worcester, 
Mass. 
Screw Pipe 

Bemis & Call Hdw. 
Springfleld, Mass. 
Socket 

Vichek Tool Co., Cleveland, 0. 

Walden Worcester, Inc., Worcester. 
Mass. 
Spark Plug 

Champion Spark Plug Co., 


East Palestine 


In- 
Cleveland, 


€©o., Chicago. 
aupun, Wise 


Pittsburgh, Pa, 


Attleboro, 


Boston, Mass. 
Cleveland, 0. 
Worcester, 


Danville, Il. 


& Tool Co., 


Mass. 
Cleve- 


Boston, Mass. 
Cleveland, 0. 


Zoston, Mass. 


Co. Cleve 


Mass. 
Mass 


Boston, 
Boston, 


Inc., Worcester, 


& Tool Co. 


To- 


edo, O. 
Vichek Tool Co., Cleveland 0. 
Tap and Reamer 
Butterfield & Co., Derby Line, Vt. 
Greenfield =e & Die Corp, Green- 


field, Mas 
Wells & Son Co., F. E., Greenville, 
Mass ‘ 
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Order Now—Be Prepared 
Either pair a safe choice 


Each of the three, LIGHTNING, GEM or BLIZZARD, 
has served the housewives of America for thirty years, 
and like the cream they create, are in démand in all 
seasons. 

They are built of the best material and workmanship 
possible—their ingenious construction makes them easy 
to operate, quick freezing and economical to both dealer 
and user. They sell themselves and stay sold! 


This means easy net profits for you 
Any jobber can supply you. 


NORTH BROS. MFG. CO., _— Philadelphia, Pa. 

























































Bright Wire Goods Horse-Shoe Brand 
Brass Cup Hooks Clothes Wringers 


Superior in Quality | 

Cotter Pins Superior in Workmanship 
, Z Superior in Every Detail 
Hicks Belt Hooks All wringers manufactured by us are 
Coat a Ha t peg — a neve A tag, — — 

an e time of warranty. e stan cK O 
ik every warranty. 
Elooks " 


Wire Hardware 
Wire Mill Goods 


Special Wire 
Forming 














E. Jenckes Manufacturing Co. , 
WORCESTER MASSACHUSETTS Have you received a copy of our latest 


Selling Agents catalogand pricelist? If not drop usa line. 
JOHN H. GRAHAM & COMPANY ‘ ; 
113 Chambers Street New York City The American Wringer Co. 

99 Chambers Street, NY. C. 



































Va 


Meet the Contractor’s N eeds | 


With the Stover Improved Fireplace Damper 








This Spring the building contractors in your vicinity will use 
many dome dampers, ash dumps, cleanout doors, chimney thimbles, 
etc. Other hardware firms find this a very profitable line to handle, 
so should you. 


Let us send you FREE our latest catalog of the most 
up-to-date yy fixtures made. It will interest you and 
help you get the business, 





No. 16 
Besides fireplace fixtures, we manufacture hinges, stove 
pipe registers, sink brackets, vises, latches, pulls, hooks, chest handles, house numbers, etc. Also 


windmills, feed mills and gasoline engines 
Fill in and send this coupon today. 











Kee tS BOSS SSSSSPSSSSSSSSSSSSSSSSSSSS SSS SSSSSSS 6OSSCCSC888S88 
8 STOVER MFG. & ENGINE CO., 710 East Street, Freeport, Il. 
Stover ’ Send us Catalog 1590-X. 
Mfg. & Engine Co. ; EC tad 2, Mh os Beau Es Bes bb edee KU KUN cedwewe dns debhecensteenoes DOMAOS : voice ceccaikerdeddheddees 
Freeport, Illinois s 
ere ee) ee Ae rie neil TONS cnkeccctéingennctvatececcicaeevvexssse 
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ATLAS 
10-Cent Fly Swatter 


“Swat the Fly” crusades are spreading. The 
coming season will see the greatest demand for Fly 
Swatters ever known. Be prepared. Stock Atlas 

Fly Swatters. We make two 
styles—one to retail for 5 cts., 
the other for 10 cts. Both are 
made of the best wire cloth 
with a copper finished handle. 


The 10-ct. Swatter shown 
has an extra long handle— 
10 ins. It is very neatly and 
securely bound, with soft green 
felt—cannot mar the finest fur- 
niture. Especially adapted for 
parlor or drawing-room use. 
We have made it extra strong 
and flexible—will outlast any 
now on the market. 


The 5-ct. Swatter, the best 
ever made to sell at a Nickel, 
has a triangular fold permit- 
ting insertion of your ad if 
desired—a clever idea. 


Now is the time to place 
stock orders. We'll gladly 
quote Prices and Terms. 


Atlas Mfg. Co. 


U New Haven, Conn. 























For Every 
Hardware Store 


A Handy Press saves money by conserving waste, 
space and life thru its protective influence against 
fire. It bales all waste material. 

If you are really interested in the economy and effi- 
ciency of management in your store you should investi- 
gate at once and get the particulars of our agency 
proposition as well. 

Dealers and consumers profit by the handy press for 
baling all kinds of waste. 


The Grand Rapids Salvage Co. 
Grand Rapids, - Mich., U.S. A. 
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‘*The freezer with the open spoon dasher’’ 


tt 


Made on honor. Sold on quality. No other 
freezer quite equals it. Freezes cream in 30 
minutes with no work or in 3 to 4 minutes by 
turning crank. Alaska Freezers bring you 


BETTER PROFITS 


You not only can get better profits selling the 
ALASKA but with every sale we guarantee 
a pleased customer. We want only the best 
dealers who are willing to get good profits. If 
you are one and want the best in quality for 
your trade, write us at once for prices. 


THE ALASKA FREESE Co. 
WINCHENDON - MASS. 
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Here’s 
Efficiency — 


Just one of the 
niceties that char- 
acterize ma} Pom 
books and forms. 


Thistoz - Pr 
Post Binder is 
locked and un- 
locked by a little 
sliding button— 
it needs no key, 
crank or monkey 
wrench to oper- 
ate. 


It's made of the best material, by skilled workmen and is 
famous for durability. Bound in Canvas or Corduroy and 
Leather, and made in a wide range of styles and sizes. 


Post binders are widely used for the following purposes 
and ready printed forms can be had to fit them—accurately. 


Ledger Transfers Petty Cash Purchase Records 
Journals Sales Records Receiving Records 
Statements Quotations Invo'ce Books 
Inventory Books Order Registers Recap Books 
Cash Received Check Record Accounts Payable 


| Bills Payable Note Register | Minute Books 
| Pay Roll Delivery Receipts Scrap Books 


They lock positively—the sheets can’t come out. They unlock easily— 


| sheets removed instantly. 


AT ALL FIRST CLASS STATIONERS 


NOTE m= -Pum Books and Forms are Acknowl- 
edged the Best by both Dealers and Users 
WHY SUBMIT TO SUBSTITUTION ? 
SEND FOR CATALOG G 13 


Irving-Pitt Manufacturing Company 


Largest Loose Leaf Manufacturers in the Wor)d 
KANSAS CITY, MISSOURI 8 
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ROTHWEILER 
PUMP 


Price 
\ $6.50 
CAN BE USED © 
Delivery iw ean. 1 


EITHER WAY ¥ 
\ Charges 
\ Paid 


Chair 
Tips 





N 
No. 12. 1 inch 


For The Sharp Ends 
of Rocking Chairs 


have quickly found favor with the 
trade. A positive protection against the 
sharp ends of rocking chairs. Durable 
and easily fitted to 
the rocker. Catalog, 
prices and terms on 


Patent Pending request. 


) The above method is the easiest, quickest, clean- 
NS) est and cheapest way of getting all the oil, gaso- 
N lene, turpentine, light paint, etc., out of a wooden 

barrel or iron drum. 


Elastic Tip Co. 


370 Atlantic Ave. 
Boston Mass. 


ROTHWEILER & CO. 


SEATTLE, WN. 
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No. 13. % Inch 














Do you want a better position? 


Look over the Help Wanted Advertisements in the Opportunity 
Exchange of HARDWARE AGE. You will find many good openings 
listed there, but if you don’t find what you want, just ask for it, by 
means of a 25-word Situation Wanted Advertisement which we will 
insert for you for soc per time. 


HARDWARE AGE, 239 West 39th Street, N. Y. 








You Will Need a Stock of Vichek Valve Lifters 


THIS SPRING. ORDER NOW TO INSURE 
YOUR SALES DURING THE REPAIR 
SEASON. 





Insert the jaw with the narrow opening 
between the 204and 3%or 304 and i q 
fi\ coil of the spring 















\ drop forged tool giving greatest strength. 
Method of spreading the jaws gives quick and 
positive action. No chance of tool slipping. 








The most popular Valve Lifter on the market. 


The VLCHEK TOOL CO. 
CLEVELAND, OHIO 





Use the jaw with the wide opening 
fo straddle this nut: = 
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SCREW AND DROP FORGED WRENCHES 


ALL KINDS—PROMPT DELIVERIES 





“y 


THE WHITMAN & BARNES MANUFACTURING CO. 


ESTABLISHED 63 YEARS 


General Offices: AKRON, OHIO 


New York Store: 64 Reade Street 


Factories: Akron, O., Chicago, Ill., St. Catherines, Ont. 











New York Wire Cloth Co. 
233 Broadway, New York. Works: York, Pa. 


Successor to 


YORK WIRE CLOTH CO., York, Pa. 
THE WIRE FABRIC CO., Homer, N. Y. 
J. H. DeWITT’S SONS, Brooklyn, N. Y. 
HAMILTON WIRE CLOTH CO.,, Hamilton, N. Y. 


Manufacturers of 


Wire ScreenCloth 


Opal 
Heavy Zinc Coated 
White Satin Finish. 


Golden Bronze 
Pure Bronze Metal 
Bright (Golden) Finish. 


Egyptian Bronze 
Pure Bronze Metal 
Dark (Antique) Finish. 


Black Painted 
Genuine York Brand 
Black Enamel Finish. 





Look for OUR NAME on the 
hollow bungs within each roll 


It Guarantees 
Best Quality Wire Cloth 





SAND PAPER 


IN REAMS AND ROLLS 














= 
Competition forbids increas- 
ing profits by raising prices, 
but it doesn’t forbid increas- 
ing sales by selling a bet- 
ter line. More sales mean 
bigger profits—you give 
more and get more when 
you sell 





Made a little different— 
a little better than others, 
cost no more, sell easier and 
oftener. Our catalog shows 
a long line of profit makers 
—pumps of special design 
construction and _  adapta- 
bility. 











HAYES PUMP & PLANTER CO. 


CALWe , 45; 





FLINT PAPER 


GARNET PAPER 
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Why waste 
your time 
selling inferior 
floor hinges 
when satished 
customers is 
your greatest 
asset? 





Rhee haven't Shelby Chiefs in stock tell your customer that you will get them 


\ The Shelby Spring Hinge Co., Shelby, 0. 





/ “The Shelby CHIEF,” eis « 


We stand back of ev: orgie Shabey Chiat vos eal 
Your customers wa nt The Shell hief. 
Py. to pepe! ey cede: = AB de + 


“The World’s Best \ 


Floor Hinge’’ 
Made at Shelby, O. Sold everywhere 












They weet qulty and efficiency. Why not? 







AL 





4 AtTacnins 
1) PLATE AND STUD 


. 1 ea: it EXTRAWIDE BEARING 
= eens nu cur 


CONSTRUCTION 0 
ALIGNMENT PLATES 





















































Defy Competition 
ON SASH CORD 


Our prices enable you to 
do so and each sale 
makes such a favorable 
impression on the pur- 
chaser that our Sash 
Cords are trade winners 
of the highest order. 

Our “ALBA” and 
“STAR” brands of sash 
cord are not cheaply 
made—they are really 
“better than need be.” 
The exceptionally low 
prices at which they sell 
is the result of years of 


ESTES MILLS meriste2 
‘ i d 
ae 


MASS. prices. 























“Katz” Floor Hinges 


are slow acting, with a positive holdback 
feature when opened to ninety degrees; will 


Insure Against Accident- 
—al closing of doors. 


“KATZ” HINGES represent Quality, 
Durability and Design. 


A BETTER HINGE with A BETTER PROFI1 | 
Our Catalogue No. 19 tells the rest—write for it. 


Lawson Mfg. Company 


Main Office and wa “ 
, Factory: 


CHICAGO 














CHICAGO 





SPRING bee. | 
DISTINCTION | 


The Chicago “Relax” Spring Hinge has distinctive features which impress 
your customers anc create the demand. 


The spring action release allows the door to be placed open at any desired 
position and automatically re-engages when the docr is closed. ) 


Chicago Spring Bult Company . 


Send fer Catalogue H-32 








CA 












NEW YORK \S0/ } 
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ONLY 


DIETZGEN BOMMEP 























Measuring Tapes DOUBLE. ACTING 
will increase your trade SPRING BUTT HINGES 


and build your sales ane aE Ree 
porting bearings cor- 
ELLING a Dietzgen tape means rectly located to 
h b tisfaction liberate the action of 
that your customer Duys salis 0) the springs, reducing 

and will return to you on account of breakage and increas- 

the confidence you have implanted in him. ing spring power, 
preventing unequal 

Our broad advertising creates a good wear of the barrels, 
and giving practically 

demand—our absolute guarantee protects unlimited durability. 


both you and your customers. 
Send for Tape Catalog “H” Bommer Floor Surface Spring Hinge 
Has Release and Holdback Features and 


Eugene Dietzgen Co. Ball Bearing and Alignment Device 


Manufacturers Suitable for either double-acting or single-acting doors 


Chicago New York San Francisco New Orleans The ost durable —, of its type; holds the door 
‘ : open when swung to 90 degrees. € spring-action can 
Pittsburgh ves Philadelphia y be entirely released so door will swing free, with- 
out spring-action, by inserting a wire nail (when 
the door is open) into a hole provided in the side 
plates. The spring- 
action can be restored 
by withdrawing the 
nail. 


























No. 18 Type 


BOMMER BROTHERS, Mfrs., Brooklyn, N. Y. 




















WHAT PAYS 
YOUR RENT? 


ee 


used in the manufacture of 


Slow-Moving Goods 


our wrenches is the best that 
Increase It. 


Only Quick-Movi can be obtained. All steel 
Sy Gara meres yarts with the exception of 
Goods Pay It. cauesei 


the springs are forged in our 
own plant, every piece pass- 


“MORSB”’ TOOLS = ing a rigid inspection before 
ARE RENT PAYERS = advancing to the next opera- 


tion. 
DRILLS 


— = F.E. WELLS & SON CO. 


CUTTERS = Greenfield, Mass., U. S. A. 


Morse Twist Drill & Machine Co. 


New Bedford Massachusetts 
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<== You Know 
It! 


Throughout the trade 
Ludlow-Saylor window 
screen cloths are known to 
all. A long established 
brand—its reputation is our 
chief concern. 

There’s a lot of profit to 
the dealer who handles 
wire cloth, and especially 
“Perfect.” 

We stand behind it and 
you with a real guarantee 
as to accurate mesh, full 
length, full width, full 
gauge, full weight. Mr. 
Dealer, do you profit by this 
guarantee of quality? 

Do you realize the 
strength of this guarantee 
for you: 








UU LS WLLL 


Ludlow-Saylor 
Wire Co. 
St. Louis, Mo. 
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Turning Grindstones 


Cleveland Grindstones 


INVESTIGATE “CLEVELAND GRINDSTONES” 


If you want good grindstones and want them 
when you need them drop us a line. These are 
the grindstones that will keep customers loyal 
to you. Provide yourselves with the only 
GENUINE Berea and Huron grindstones 
obtainable. 


CLEVELAND. GRINDSTONES are made 
in all sizes—Power, Hand and Treadle. 


THE CLEVELAND STONE COMPANY 


LEADER-NEWS BUILDING CLEVELAND, OHIO 








pump 








The Deming line is a complete line. It 
covers all kinds of pumping 
equipment from the pitcher spout 


sprayer, and _ hydro-pneumatic 
water 





Fig. 516 sizes. Write for your ‘ 
“Blue Special” Fig. 281 
house force copy to-day. **Peerless” 
pump hand pump 


THE DEMING CO., Salem, Ohio 


Buffalo: Root, Neal & Co. Agencies in all Principal Cities 


141 


EMLING = 
PUMPS 


and the little bucket 


systems, to the ponderous 
power pump. 


Our 360-page new 
General Catalogue 
contains descriptive 
details of more than 


a thousand styles and i 


Hand and Power Pumps for all uses. 


GENERAL AGENCIES 
Chicago: Henion & Hubbell 
Pittsburgh: Harris Pump & Supply Co. 
New York: Ralph B. Carter Co. 


























AMERICAN G 


American 
Self-Oiling 


Grinders 


COST NO MORE THAN 
ORDINARY GRINDERS 


Order From Your Jobber 












——== WRITE FOR DEALERS 


SPECIAL DISPLAY OFFER 
NDER MFG. CO. 


RI 
Milwaukee, 





JOHN H. GRAHAM & CO. C. N. & F. W. JONAS 
113 Chambers St, New York, City N.Y. 


Rite Bidg.. Sen Francisco 
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The usefulness and adapt- 
ability of Starrett Tools, wherever, 
practical accuracy is required, assures the mechanic of 
accurate guidance in checking up the progress of his work. 
These fine precision instruments are recognized as the standards 
for accurate measuring. 


Tool salesmen should study the Starrett catalog No. 21A and become familiar 
with all the talking points and numbers of the various tools. A complete 
knowledge of the 2100 sizes and styles of these high grade measuring in- 
struments will be of assistance to the hardware clerk in helping the 

machinist in his selection. 


THE L. S. STARRETT CO., Athol, Mass. 


The World’s Greatest Toolmakers 
42-644 
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A “Motor Accessory’ 
in Builders’ Hardware 


Here's an “‘accessory’ that many car owners will want—but 
it is not for their cars—it is fo- the swinging doors of their 
garages. 





petit tsi titi riterereree ttt ttf | 


It is the aristocrat of garage 
door latches. The long, grace- 
ful lines of the handles, one 
on either side of the door, re- 
semble the higher grade door 
locks and will improve the 
appearance of any garage 
door. 





The mechanism is simplicity 
itself. No complicated parts 
to get out of order. It does 
its work easily and effec- 
tively. 


Reversible for right or left 
hand doors. 


Packed one complete latch 
with screws in a neat, strong 
box, one dozen in a case. 


Furnished in any finish de- 
sired. 


Write for literature describ- 
ing this and other builders’ 
hardware specialties. 


National Manufacturing Co. 


Sterling, Illinois 
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By THE ASSISTANT MANAGER 


ACKLIFFE’S 10 x 42 ft. signs on the roads 
leading to New Britain, Conn., were my first 
introduction to their new automobile accessory 

department. 

The baby was born Sept. 1, 1916. The accessory 
idea had been growing for over a year. They say 
HARDWARE AGE did it, and we are glad to take the 
credit. The accessory department at Rackliffe’s oc- 
cupies the ground floor of a new warehouse build- 
ing 34 x 62 ft. 

It is equipped with Warren wall fixtures, a Uni- 
versal display fixture, a boss that fairly radiates 
enthusiasm, a department manager who is next to 
his job, and two clerks who know how, what and 
when to sell. That’s Rackliffe’s in a nut shell. 


The Stock and the Man Behind It 


The manager was the first big essential when 
plans began to materialize. The Rackliffes were 
hardware specialists. They have been in business 
in New Britain for over 20 years, and in that time 
have built up a business and a reputation well worth 
having. When they considered automobile acces- 
sories it was as a department. When they started 
that department it was with a competent trained 
man in charge—a man who knew how and what to 
buy. That young man is thoroughly alive to his 
opportunity, and is making the most of it. In three 
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months he had earned and received two advances in 
salary, and he said he had just started. The initia] 
stock invoiced $2,100, without tires. The order book 
responded readily to live inquiries, and April 1 the 
accessory stock invoiced $5,000, exclusive of tires. 


Tire Experience 


, 


“Tires,” said one of the proprietors, “are either 
a pleasure or a positive nightmare. Our first pur- 
chase was a wild dream. We bought two different 
kinds before our specialist arrived, and we wish we 
had waited. Those tires were as worthless as a 
horseless gypsy. They were made to sell and we 
weren’t made of the material that would force them 
to stay sold. We fired them as we would have a 
dishonest clerk, and now we are tied up to a first- 
class tire, and we are going to stick to it for keeps. 
We have a thousand dollars invested in tires, and 
that stock turns so rapidly that we feel the need of 
a speedometer to keep track of it.” 

“Do you keep track of your accessory business sep- 
arately from your straight hardware stock?” | 
asked. 

“You bet we do!” answered Fred Rackliffe, “and 
it has paid a profit from the day we opened the 
doors. The boys in this department run a race 
with the rest of the store on cash sales, and their 
National Register seriously threatens to outring the 
old one in the main store.” 

















The automobile accessory department at Rackliffe’s is equipped with modern fixtures 
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How to Get Customers 


“How do you attract customers to this back 
street?” was my next question. 

A spontaneous smile and a bright twinkle in Fred 
Rackliffe’s eyes were the first answer, quickly fol- 
lowed by these words: “We felt the need of some- 
thing drastic. First we advertised gasoline at 1 
cent a gallon under the market price and charged the 
loss up to advertising. We felt perfectly justified 
in doing this, inasmuch as the Gulf Refining Com- 
pany, located half a mile beyond us, was selling its 
product at two cents under the market. The plan 
worked, and cars have been chugging up to our gas 
tank with a regularity that is mighty pleasing ever 
since. 

“Our second plan is a pippin. We mail a letter 
once a month to every one of the 2100 automobile 
owners in New Britain. We start off with a special 
letter to every purchaser of a new car—we invite 
him to visit our store in that first letter, and he gen- 
erally comes. 

“Those letters are written on a special letterhead 
which is 6 x 9 in. Small but big enough to carry 
our message. The letterhead bears an inscription 
which reads: 





onrr Meso 


THe RAcKuUFFE BROS. Co. INC rau. 1078 
260-866 PARK CT REET 18 @@ELOW STREET 
New Barrain CONN 


AUTO ACCESSORY SPECIALIGTS 
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“Notice that the words ‘Auto Accessory Special- 
ists’ are in colored ink. We show our telephone 
number and the name of our department manager. 
New car owners come in with that first letter in 
their hands and ask for Mr. Sprague. So many 
cases of this kind have come up that we feel mighty 
proud of that letter. It’s a business builder. 


Short Letters Make Good 


“Two paragraphs is a short letter, but this brevity 
has been a boon to our business. Here it is:” 


To the Man Who Has Just Purchased a Car 


Dear Mr. Blank: 

t is a pleasure for us to send you this very per- 
sonal invitation to come into our auto-supply store 
and meet our expert, Mr. Sprague, and discuss the 
needs of your new blank car. 

It is our aim to give you very special. service, 
and we trust that you will place your confidence m 
us and become one of our regular clients. 

Yours for “Quality and Service,” 
RACKLIFFE Bros. Co., INC. 
F. O. RACKLIFFE. 


The other letters—short, snappy, devoted to one 
subject, with but little said about that, are typical 
Rackliffe letters, and they are building business like 


young giants: 


Dear Mr. Blank: 

An auto accessory store, complete in every re- 
spect, located in New Britain, will be to your indi- 
vidual advantage—and the one which we are open- 
ing in our new building on Bigelow Street, between 
Park and Chestnut, is going to be. 

“Quality and Service” will be our sales policy. 
We aim to keep your every autoist’s want supplied, 
and at the right price. 

Mr. J. P. Sprague, formerly with the T. Hawley 


Sept. 5, 1916. 
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Company of Bridgeport, as its auto accessory expert, 
will have charge of this department. He will be 
very pleased to meet you personally when you come 
in to look over our store and make your purchases. 
We invite you to come often. 
' Yours for “Quality and Service,” 
THE RACKLIFFE Bros. Co., INc. 
F. O. RACKLIFFE. 


Oct. 3, 1916. 
Dear Fellow-Autoist: 

The fall of the year, when the air is crisp and 
bracing, is the best time of all for motoring. To 
enjoy autumn motoring to the fullest, you must be 
comfortably warm. That is why we are calling 
your attention to Motorweave woolen automobile 
robes. 

Automobiling is only one of the uses for Motor- 
weave robes. They are ideal for lounging—and all 
outdoor uses, such as outdoor sleeping and camp- 
ing. In fact, we sell a great many to people who 
don’t use automobiles at all. You, who do own one, 
will get double and triple use from Motorweave. 

. In all our experience we have never seen a robe 
which offered such unusual value as Motorweave. 
The price is surprisingly low, only $6.75, size 60 x 80 
—plenty to tuck in. And satisfaction guaranteed. 

We will be glad to have you stop in at your earli- 
est convenience, and let us show you these Motor- 
weave robes. We know that you will pleased. 

Yours for warm and comfy winter rides, 

Your Auto Accessory Shop, 
THE RACKLIFFE Bros. Co., INC. 


F. O. RACKLIFFE. 
Nov. 3, 1916. 
Brother Autoist: 

Have you ever seen a “You” store? Then if you 
haven’t, drop in and see our Auto Accessory Shop. 
It is decidedly such a store—built for YOU—stocked 
completely for YOU—an expert in charge for YOU, 
and run expressly for your convenience. We want 
you to trade right here in New Britain—hence our 
“You” store. “Quality” and “Service” are YOURS. 

THE RACKLIFFE Bros. Co., INC. 


SERVICE BULLETIN 


Your especial attention js called to the fact that 
the Weed Chain Company is considerably behind in 
its orders. We want YOU to surely have YOURS. 
Order now. We will gladly carry them for YOU 
without a deposit until you are in need. 

THE RACKLIFFE Bros.-Co., INC. 
F. O. RACKLIFFE. 


Jan. 25, 1917. 
Fellow Tire Consumer: 

Each and every customer of ours who took our 
advice and got their Weed chains early in the sea- 
son, had it all over the fellow who neglected our 
warning. We were right, absolutely, and we’re 
right now when we advise you to use Republic tires 
—they are far more durable, have a wonderful ten- 
sile strength, and a characteristic heat-overcoming 
tendency because they are a Prodium process tire. 

Every customer of ours for Republic Tires is 
“coming back for more’—this fact in itself ought 
to be proof enough for you that we’ve got the right 
article. We know it now!! Customers who are 
using them know it!!! And you’re going to know it 
as soon as you begin! 

Very respectfully yours, 


RACKLIFFE Bros. Co., INC. 
F. O. RACKLIFFE. 





The Rackliffe Bros. Company, Inc., started its automobile accessory department last September. 


Hardware Age 


It has more than 


doubled in size, and is quickly putting implements out of the salesroom 


Christmas Business 


Their Christmas letter was a hummer. Charac- 
teristically short, so short that a customer would 
stop to read it. Here it is: 


Dec. 3, 1916. 
Dear Autoist: 

It won’t be long before you will begin to hear the 
usual “Do your Christmas Shopping Early” slogan, 
and this year it will come not so much to aid the 
clerks, but because of the time it takes to get goods. 

Especially is this true in the auto accessory line. 
We carry in stock many articles which undoubtedly 
you personally might want, still for a Christmas gift 
you might prefer to get an article considerably dif- 
ferent, and if this is the case we want you to get 
your order in right now. Turn over the page and 


It is a pleasure for us to offer these suggestions. They are 
all Al articles, and will make splendid, useful gifts. 


SPOTLIGHTS 
From $3.50 to $10.00. We will gladly put this on for you 


MIRRORSCOPES 
$1.25 up. Will insure against collision from the rear. 


CLOCKS 
$5.00 up. You know their value. 


ROBES 
$6.75 up, and are always handy. (60x80.) 


CHAIRS 


$1.25 and $1.75. If you don’t drive aseven-passenger, 
little steel chairs will help considerably. They Fold. 


AMMETERS 
$0.75 and $1.25. They're a real necessity. 


, these handy 


LUNCHEON KITS 
$7.50 to $12.00. For picnics they're unbeatable. 
forks, spoons, tea cups and plates. 

FIRE EXTINGUISHERS 


$8.00 each. Save 15% insurance on the car, and guarantees a safe 
journey. Nothing better as a gift. 


Have knives, 








look over the list. It is very complete, and every 
article listed there is a necessity. Telephone 1075 
and ask for Mr. Sprague, our expert, and don’t 
hesitate to call on him to assist you in your selec- 
tion. We are at your service. 


THE RACKLIFFE Bros. Co., INC. 
F. O. RACKLIFFE. 


This letterhead was decorated with a green and 
red reproduction of holly. It looked like Christ- 
mas. It was really a little 4-page folder. When 
closed it measured 6 x 64 in., and when opened to 
the list of suggestions inside it was twice that size. 
Read these suggestions which were printed in red 
and green. Is it any wonder that Rackliffe’s Christ- 
mas business hummed? 


BUMPERS 


$5.95 up. Save headlights. They add to the beauty of a car, too. 
Nickel or dead black, 


TIRE LOCKS 
$1.00 each. Leather connecting chain with pad lock. 
thieves away. 


Keeps tire 


FORD ELECTRIC LIGHT SETS 
$5.00. Do away with kerosene, and adopt the good old “juice.” 


K. W. FORD SWITCH LOCK 
$3.50. Does away with the common Ford Key, and guarantees 
your keeping the car. This is “real” insurance. 

RADIATOR COVERS 
$3.50. A safeguard against old Jack Frost. We recommend them 

GLOVES 
$2.00 up. Always a useful gift. 


SUIT CASE TRUNKS 
$25.00 up. They're dust proof and thief proof. 


Famous Grinnel line. 


Very compact. 
WEED CHAINS 
$2.66 up. Always needed. Price according to size. 


KOPPER KING SPARK PLUGS 


$1.00 each. Guarantees the life of the car. Truly worth while 








The suggestions on the Christmas folder 
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Pulling Together 


Team work is a habit in this New Britain store. 
The boys in the different departments buck one an- 
other hard for business, but they don’t buck over 
the traces. Store pride comes ahead of department 
pride. In the paint, sash or hardware departments 
you can hear the clerks asking their customers, 
“Have you visited our new automobile accessory de- 
partment?” They say it so frequently and in such 
a whole-souled manner that customers instinctively 
want to step around the corner and visit the addi- 
tion. 


A Pleasant Place to Trade 


The first thing you see on entering the accessory 
department is a man. He meets you with a smile, 
greets you with a welcome that makes you feel that 
you are glad you came, sells you what you want, if 
your wants are sensible, and if they are foolish he 
points out the weakness in a way that makes you 
feel grateful. As you start to leave this depart- 
ment you are halted at the door. “By the way, Mr. 
Blank, have you seen our special?” A neat show- 
card on a small table at the door bears these words: 
“This week’s special.” Around that little sign are 
piled half a dozen of the most popular temptations 
to car owners. The price isn’t cut. There’s no 
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special 10 per cent off, but among the articles on 
that table there is almost sure to be something you 
want, and the parting is often pleasantly enlivened 
by a sale on the threshold. This is just one of the 
many instances which demonstrates that automobile 
accessories belong in hardware stores where the 
management is accustomed to handling salesmen, 
and where the boys readily respond to a selling idea. 
The garages don’t sell automobile accessories that 
way. They are cracker-jacks at selling a part which 
requires a lot of time to install, but they are trained 
mechanics rather than trained salesmen. A lot of 
people have their own garages, and we know that 
such car owners are a little inclined to shun the 
public garage. Let’s follow Rackliffe’s system and 
make them glad to come to our hardware stores. 


Selling the Garages 


The garage man needs a lot of supplies he can 
and will buy from us. The garage man is usually 
below zero in the credit-rating thermometer. He 
buys from hand to mouth. Rackliffe’s realize this, 
and they are selling most of the garages in New 
Britain. Their success is a splendid example of 
why we should put automobile accessories into more 
hardware store. “With a trained man in charge it 
paid a profit from the day we opened our door.’ 
This statement from the owner ought to sink in. 


Merchandising the Supreme Accessory 


By F. R. 


OME humorist has said that opportunity will 

knock once or twice at any man’s door, but 

draws the line at kicking the door down to at- 
tract attention. As it really works out, the amount 
of knocking is in direct’ proportion to the impor- 
tance of the person behind the door. The hardware 
merchant has always represented an extremely con- 
servative element in our commerce. It is rather a 
fine thing about him that he has attained material 
success without deviating from the sound and dig- 
nified traditions of his business. His door has a 
good latch and does not respond to the sudden 
demands of any new and untried ventures. 

Tires and accessories have been candidates for 
consideration by the hardware dealer for years, but 
until recently they have carried an odor of newness 
coupled with unsound distributing methods that has 
been disturbing to the conservative dealer. This 
situation, however, is passing out rapidly and a 
new era is at hand. Quantity price schedules, con- 
signment accounts and flamboyant statements are 
giving way to clean-cut business methods—surely 
the time is ripe for the hardware merchant to un- 
lock the door and meet opportunity half way. 


Just Merchandise 


It would have a wholesome and clarifying effect 
on the entire industry if this new and dominating 
factor in tire distribution could be made to accept 
the product as just ordinary merchandise. This is 
the common-sense viewpoint, and there is no earthly 
reason why the hardware dealer should depart from 
the tried and true methods of the past to profitably 
merchandise this new line. Tires are just like 
paints or tools—the transaction is merely “so much 
for so much.” If he will accept the enterprise in 
this spirit, he will be unshackled from the errors 
of the past, and free to exercise an initiative that 
will create new traditions along sounder lines. We 


GOODELL 


who manufacture tires are elastic enough to insti- 
tute radical reforms, when advocated by responsible 
merchants, and the material resources and splendid 
organizations of the hardware trade will be con- 
sidered no small reinforcements. 

It is hardly necessary to state just why the hard- 
ware merchant inherits a business which is at the 
present time far from perfect in its working details. 
The industry has suffered acutely from “growing 
pains.” Barely a decade has passed since tires were 
a lottery both in making and marketing—to-day 
they are a splendid staple product, supplying a 
world necessity. The manufacturing problems have 
been tremendous, and have taken precedence over 
distribution, so that this phase of the business has, 
like Topsy, “just growed.” The retail selling end 
was particularly crude at the start. It had to be 
developed from the odds and ends that were avail- 
able as an heirloom from the bicycle industry. 
From this rough beginning there developed count- 
less sales mediums of the catch-as-catch-can order. 


What Dees the Public Want? 


Tire merchandising to be successful must be 
based on the immutable law of supply and demand. 
Demand is, of course, the expression of what the 
public really wants—supply is the satisfying of the 
demand by a service that is more prompt and more 
‘onvenient than current competition. Any business 
in harmony with these fundamentals must succeed. 
The problem then is simply to understand clearly 
the element of demand, for we can rest assured that 
the supply will inevitably follow, once the demand 
is made definite. Unfortunately, tire demand is not 
simple, but complex; as varied, in fact, as human 
nature itself. For all practical purposes, however, 
demand can be separated into two major groups 
Rulk human nature responds either to the clarion 
of cuality or the appeal of price; one consumer 
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wants the feel of a few dollars saved at the outset, 
the other willingly disregards first cost if it means 
economy in the long run. Here then is the essential 
tire market—and surely the hardware merchant can 
ill afford to ignore either end of it. Logically he 
must strike a balance of quality and price—must 
gain the exclusive control of both a low and high- 
priced tire. 
Protecting Profits 


Having selected tires that will put him in tune 
with demand, it is essential that the dealer obtain 
exclusive distributing rights in his district. The 
basis of success in quality merchandising is ade- 
quate protection. Given “elevated quality” and in- 
surance against “subway competition,” then the 
dealer’s profits will be limited only by his own en- 
ergy. Without protection he finds his market price 
fixed by his most ruthless competitor to the exclu- 
sion of profits. No dealer is justified in giving 
whole-hearted co-operation toward building a market 
which he will not be able to dominate. 

For obvious reasons he will emphasize the quality 
tire; its sale will yield more permanent and profit- 
able results while protecting in full his established 
prestige. The cheaper tire, on the other hand, will 
be his insurance against lost sales, where price is 
paramount, and by helping him to attain volume 
will do its share of reducing overhead expense. 
Having both kinds of merchandise the dealer is 
in a position to talk quality in a convincing way. 
Should it be necessary to sell a cheaper tire, then 
the dealer is intrenched behind a strong alibi in 
the event the article proves unsatisfactory to the 
consumer. 

What Service Means 


Service means plenty of the right kind of stock 
against demand; it means alert, courteous and 
patient attention to prospective customers; it means 
an understanding of the condition under which re- 
turned goods should be accepted and a vigorous 
follow-through in every case where the claim is jus- 
tified. This adjustment business has been a great 
bugaboo, but it need not be. There are certain 
crimes which motorists commit against a tire that 
outlaws them from consideration. A little first- 
hand study together with practical experience will 
enable a merchant to detect the unfailing clue to 
these misdemeanors when examining the tire. Im- 
proper inflation, faulty alignment, unequalized brake 
tension, wrong use of chains, etc., are a few of them. 
In other cases a factory defect in a tire will become 
immediately apparent to the trained observer, and 
it is here that the adjustment machinery must be 
immediately set in motion. 


Putting the Just in Adjustments 


In spite of the fact that lots of men just naturally 
will lie about tires and taxes, still adjustments 
must be made fairly. Fair to consumer, dealer and 
manufacturer, and above all fair to the good name 
of the tire itself (if it has one). Nothing good can 
come out of a situation which throws an undue bur 
den on anyone in the case. Most tire manufac- 
turers are endeavoring to educate the consumer and 
dealer to a better understanding, and are leaning 
backward in their efforts to be upright. We must 
count on the hardware dealer lending his support 
to any policy which will “render unto Cesar only 
that which is Cesar’s.” 

After all prevention is the best cure, and the 
dealer who picks out a sound tire, backed by a relia- 
ble manufacturer, will not be often embarrassed. 
The percentage of returns on a high-priced tire of 
proved mileage capacity will be negligible—particu 
larly if. the tire is not over-guaranteed. By all 
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means get a tire that rises superior to its guarantee, 
for it is more creditable to actually give a man $2 
than to promise $10 and deliver only $5. Rea! <atis- 
faction lies not so much in giving something for 
nothing as it does in rendering more than was 
expected. 

Starting the Ball Rolling 

The first step toward a dealer’s success must be 
within his own organization. He must know as 
much about tires as the man he proposes to sell 
them to. He must have analyzed what the customer 
is really buying from him. If by chance he should 
sell a man a keg of nails, it is quite apparent that 
it is not the keg but the nails in which his cus- 
tomer is interested, and it is just so with tires, 
A tire intrinsically is of no value, except in the 
results which can be obtained from its use. Tou 
much emphasis must not be put on the mere looks of 
atire. Their real worth is concealed, and is released 
only through use. The process of education within 
the dealer’s own organization must be carried still 
further. There is a vernacular or “trade patter” 
peculiar to every business, and it is essential that 
both dealer and customer be able to talk the same 
language. Just as a bank speaks of Debentures and 
First Mortgage Equipment 5’s, so the tire dealer 
must master the simple meaning of the phrases. 
QD Clincher, Straight side, Unit Wrapped tread, 
Oversize and other trade names. The following are 
the A, B, C’s of the tire business, placed in the order 
of their importance: 

(A) Knowledge of exactly what is implied by the 
tire size schedule (take, for instance, 30 x 314); 
here 30 represents the diameter in inches from tread 
to tread, and 314 the cross-section diameter of the 
tire itself. 

(B) An available list of the eight important 
standard sizes as authorized by the Society of 
American Engineers: 
30x3 82x34 34x4 36x 4 
30x 3% 82x 4 84x 4% 36x 4% 


Note that the tread to tread diameters are always 
even numbers on standard sizes and grouped two 
each in 30, 32, 34 and 36 diameters. 

(C) A thorough understanding of what is 
meant by an oversize tire and the formulas which 
link it to the standard sizes. (This is done by 
enlarging the cross-section of the standard tire 
in. through extra duck reinforcements and tread 
thickness. In adding this 14 in. to the cross-section 
the tread-to-tread diameter is correspondingly in- 
creased twice that amount. It is apparent then that 
the oversize formula is this: add to standard specifi- 
cations 1 in. to the tread-to-tread diameter and 1 
in. to the cross-section diameter. Thus the over- 
size for the standard 30 x 3% is 31 x 4.) 

(D) A working knowledge of the three standard 
rim types, Clincher, Quick Detachable (QD) and 
Straight side, together with the rims for which they 
are intended. 

(E) The mechanical structure of the tire itself 
and its essential parts, such as tread, carcass, bead, 
breaker-strip and cushion stock. 

(F) The three vulcanizing processes in general 
use and their direct bearing on tire cost and tire 
performance. 

(G) A ready access to the inflation table and 
schedule of front and rear weights as recommended 
by each tire manufacturer. 

All of these facts are available to the dealer either 
through his tire salesmen or direct from the fac- 
tory. The details are not at all complicated, but 
based on plain common sense. It is certainly essen- 
tial that the dealer know the “why” of above 
schedules. 











April 19, 1917 


Sales Emphasis 


Having made a careful selection of your tire or 
tires and mastered the fundamental facts, the rest 
js just plain salesmanship and merchandising. Cir- 
cularizing, canvassing, advertising are all good, but 
it is largely a matter of gumption and get-there 
after all. 

Be sure to sell the man what he really wants, not 
just a tire, but low-mileage cost. Tires are not 
really equipment, but a running expense, and should 
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be bought that way. If your tire is good and yields 
a low cost per mile, try to maintain the list price 
made by the manufacturer. It was figured so as 
to give you a profit. If your merchandise is actually 
worth 100c. on the dollar, there is no use in letting 
it go for 95c. Name the price fearlessly and with- 
out compromise—if this does not make the sale, then 
sell another and cheaper tire. This is the kind of 
merchandising that rubberdom expects from the 
hardware jobber and dealer. 


Gasoline, Oils 
and Greases 


A Trio That Builds Business for Hardware Merchants 


revolve; oils and greases—the materials that 

keep them moving smoothly; the three to- 
gether—a combination that is “making the wheels 
go round” for thousands of our hardware mer- 
chants. 

There is no need to say to the hardware trade of 
America, “Sell gasoline—your stocks are not com- 
plete without oils and greases.” Rather we prefer 
to relate and illustrate a few methods that have been 
used to lubricate the selling machinery—to make 
it run more smoothly and efficiently. 

On the gasoline question. Most merchants in a 
position to sell gasoline at all are pretty well con- 
vinced that a curb pump is the proper means of dis- 
pensation unless it is forbidden by city authorities. 
In one instance we know of there was no restriction 
against curb pumps until after one had been in- 

y a hardware merchant who recognized its 
po ies as an investment that could be made to 
pay., asoline profits and that would be an un- 
equall dvertisement for his newly established de- 
partment of automobile accessories. But such a 
Stream of cars began to pass down the street on 
whieh this hardware merchant was situated that all 
other installations were forbidden on that thorough- 
fare. The hardware man had no kick to make and 
neither had most of the other merchants on the 
street.. To them the procession of cars meant a de 
cided increase in business. 


ce ae stuff that makes the wheels 


Overcoming Difficulties 


When A. F. Gilbert of Waterbury, Conn., left a 
large hardware store to establish an automobile ac 
cessory business of his own he was convinced that 
he ought to have a curb pump for gasoline. But 


city authorities thought otherwise. Investigation 
proved that between the store front and the side- 
walk line was a space of about 3 ft. of private prop- 
erty belonging to the store owner. Gilbert put his 
pump right there. The gasoline is pumped in the 
regular manner but instead of passing through the 
hose directly into the car it first goes through the 
overhead pipe shown in the illustration. When not 
in use this pipe swings back against the store front. 
Gilbert knew that one of these attractive red 
pumps would bring the motorist to his store, es- 
pecially on a thoroughfare where other installa- 
tions were forbidden. His judgment has proved 
sound and logical. : 

Right on the heels of the popularity of curb 
pumps for gasoline are coming similar ones to 
use in selling lubricating oils. They are gaining 
in popularity every day. 


Get a Good Line 


There are several good lines of automobile lubri- 
cants on the market. One merchant can’t profitably 
sell all of them though some have tried it. But 
the most successful merchants seem to be those who 
have concentrated on one good, well-known brand. 

If you keep oil in barrels and the corner in which 
the oil is drawn is one of the places you prefer not 
to show visitors, the chances are that the same cor 
ner is in need of prompt attention. The odds are 
that the chances of good adjustment in case of fire 
are being injured. And good business demands 
that even oil be kept in ship-shape order. It is 
good policy, if possible, to use a curb pump for oil 
or a set of self-measuring pumps in the store. But 
if the oil is drawn from barrels or drums there is 





The sheer weight of numbers 
lent force to this display of 
Crew Levick products built in 
one of the big show windows,” 
of the Albany Hardware & 
Iron Company, Albany, N. Y. 
The attractive display cards 
were arranged as a frieze 
dbove the window  back- 
ground. It is an entirely dif- 
ferent kind of display than 
the one above, but it is re- 
ported to have sold the goods 


no reason why it should be an unpleasant sight and 
a source of danger. 

One merchant who has built up a good business 
on a well-known line has what he terms a “four- 
grade” battery. Four drums of oil, one of each of 
the grades he sells, are mounted on a stout stand 
with a display of 1-gal. and 5-gal. cans built around 
it. It is decidedly good to look upon and is kept 
spotlessly clean. Here is a point in this man’s 
method well worth copying. Underneath each drum 
is a l-qt. and a 1-pt. measure. When a customer 
is given a quart of light oil it is drawn into a meas- 
ure that has been used for nothing but light oil; 
there is no residue of heavy oil to mix with the light. 
Particular customers appreciate a service feature 
like this. 


Advertising Lubricants 


The manufacturers of lubricants have brought out 
some newspaper advertisements that have proved 
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The window man who ar- 
ranged this display worked 
not only for well-balanced 
arrangement and attructive 
appearance, but for « win- 
dow that would reaily telj 
the story of “Mobiloils” and 
which would sell on the 
strength of the information 
it gave. The balance could 
hardly be improved. The cir- 
cular posters giving the prop- 
er grades for certain well- 
known cars were pasted on 
the glass, and connected with 
cars of the correct grades by 
means of narrow ribbons 


This well-balanced trim of 
“Monogram” lubricants was 
arranged in one of the win- 
dows of Henry C. Snowden, 
Media, Pa. After seeing a 
dispiay containing every size 
of container from the small 
can to the large drum in the 
center, there could be no 
doubt in the minds of those 
who saw the window that 
any need in lubricants could 
be filled from stock, Large 
pieces of chamois were used 
in the background 


mighty effective in getting attention for this end of 
a merchant’s business, and there are few classes of 
goods that offer bigger opportunities for really 
business-building window displays than do oils and 
greases. Most of the well-known lines are’packed in 
attractively lithographed cans and the display ma- 
terial that is furnished to go with them is right in 
line with modern methods. Some exceptionally good 
examples of what can be done with lubricants are il- 
lustrated with this article. The most profitable 
window displays will prove to be those that have 
some central idea rather than those that consist 
merely of an array of cans. 


Outside Work 


“Get out and see the man to whom you want to 
sell,” is the sound advice offered by one hardware 
merchant who has increased his sales several hun- 
dred per cent in the last few years. He makes a 
point of getting a good stock early in the spring. 
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Before it arrives he mentions to his car owner cus- 
tomers that he soon expects his stock of oils, dem- 
onstrates to them the savings that can be made by 
buying the correct grade of lubricating oil a barrel 
at a time and often takes many orders to be deliv- 
ered upon the arrival of the goods. He gets out let- 
ters on the same subject and he or one of his men 
hop into the flivver and make personal calls on vari- 
ous car owners and garages, usually getting orders 
for a good share of the stock before it arrives. It 
is delivered from the railroad station direct. The 
turnover is quick and the cost of handling very 
small indeed, and in nearly every instance the cus- 
tomer proves a permanent one. Another merchant, 
who makes a point of calling on his farmer trade 
at regular intervals, usually carries in his car three 
or four 5-gal. cans of a grade of oil most commonly 
used, and generally disposes of them before he 
returns, besides bringing back additional orders. 


Crank Case Service 


To one of the successful dealers in ‘Mobiloils” 
belongs the honor of originating what has come to 
be known as “Crank Case Service”—a real business- 
creating idea. Instead of selling the motorist sim- 
ply 1 qt. of oil, this merchant offers to drain the old 
oil from the crank case. Then he opens a 5-gal. 
can of the correct grade of lubricant, fills the crank 
case and—sells the motorist the 5-gal. can. He 
explains that a charge is made for the oil but not 
for the service. The job is done in a very few 
minutes; the motorist appreciates the service, and 
he is enabled to judge accurately the results. Most 
of these customers come back. 

Get the article you are trying to sell into your 
prospect’s hands, and if it is something he really 
ought to have half the work is done. A merchant 
cashed in on this idea in this way: He handles 
grease in a patented package. A 1-lb. can is kept 
in a convenient place on a show-case in the accessory 
department. A customer enters and heads for this 
section of the store. The salesman starts to wait 
on the customer and takes the package of grease 


Gilbert got around restrictions by installing his pump 
close to the window and equipping it with an overhead 
swinging arm through which the gasoline is pumped 


in his hand. When he learns what the customer 
wants he either puts the package on the counter in 
front of the car owner, or, if he happens to be out 
in the store aisle, he says, “Just hold this a minute 
will you?” and the customer unconsciously takes 
it in his hand. Now in either case he starts to turn 
the little key at the side and sees the grease come 
out of the spout. Then he begins to ask questions, 
and before he knows it he has sold himself a pack- 
age of grease. 

Gasoline, oils and greases are mighty important 
to hardware merchants. The business is big, profit- 
able and growing like a weed. Every day brings 
greater opportunities to make this business flourish 
to an extent that will put the proverbial green bay 
tree to absolute and utter shame. 


Good Roads Earle 


The Man Who 


Made the First 


Concrete Cement Highway, ant 


66 “OOD ROADS EARLE” is what his friends 
call him, and there are more than enough 
of them to make the name stick. He lives 
in Detroit, Mich., and his influence is as long as 
the Lincoln Highway. As State Highway Commis- 
sioner he built in Michigan the first mile of con- 
crete road in the world, and while the initial cost 
brought a storm of protest the upkeep has been so 
trivial that the meanest critic, armed with a micro- 
Scope, can’t find a thing to kick about. 
He is a hardware man in whom the trade may 
take a just pride. He is president of the North 


the Greatest Good Roads 
Worker in the World 


By THE ASSISTANT MANAGER 


Wayne Tool Company, and his “job,”’ as he loves to 
call it, was not handed to him on a silver platter. 
It came as a reward of honest effort, an inventive 
mind, and a will to do. 

Horatio S. Earle was born at Mount Holly, Vt., 
where he admits that his parents lived on the poor- 
est farm in the poorest county, in the poorest State 
of the Union. His people were poorer than Job’s 
turkey, and while he inherited no money, he was 
the fortunate heir to some mighty good qualities, 
principal among which are absolute sincerity and 
a rich fund of humor. He is cross-eyed, and homely 
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The monument to Good Roads Earle built by the citizens 

of Mackinaw City, Mich. 
as a hedge fence, admits it, seems to enjoy it, and 
certainly makes capital of it. “I was born last,” 
he says. “You will know it if you look at this 
face. If it hadn’t been the last one I wouldn’t have 
taken it. I have never been accused of being two- 
faced. If I had been I’d have worn the other one. 
I’m cross-eyed, but straight as a die, by gum!” 
That explosive “by gum!” is his favorite cuss 
word. 

Horatio Earle farmed until he was twenty-one 
years old. He says it didn’t take him twenty-one 
years to make up his mind to quit it the day he 
was ready to cast his first vote. He landed his 
first job with Lou Hubbard. Got $23 a month, 
and boarded himself. His stay was short, and on 
the profits he moved to a cab shop and then to 
Keene, N. H., where he started in a factory at 16 
cents an hour. The iron molders of that day drew 
regular wages, and by vigorous application Earle 
became a full-fledged molder in five months. It 
usually takes five years. 

As a molder he worked in Curtisville, Mass., then 
for the Howe Scale Works, and later for the De- 
troit Stove Works, the Cubake Iron Works, and the 
B. & J. W. Belcher Foundry. 

One season a star salesman took a health-enforced 
layoff, and the boss told Earle he might go West 
for three weeks—he might sell a few implements. 

When the new drummer left, the factory was 
running six hours a day and four days a week. 
When he came back, eight weeks later, the factory 
was running twenty-four hours a day and six days 
a week. He had sold 2900 articles. 

“What did the boss say?” the reporter asked. 

Good Roads Earle smiled as he replied: “TI lost 
my job in the foundry, but I still have my set of 
molder’s tools.” 

When Horatio Earle really struck his stride sell- 
ing edge tools he quickly sold his services on a 
commission basis. The first year he made good, 
the second year he broke records, and the third 
year his commissions amounted to about as much 
as the profits made by the factory. 

His best-known invention is the Little Giant grass 
hook. He made $50,000 out of his patent royalties 
on that young scythe, and the hardware merchants 
of this country made dollars out of it where he 
made cents. 

The latest product of his inventive brain is the 
Ko-met grass hook; it is a little sickle with no 
shank between the blade and the handle. 

He is ripe in experience, rich in material things, 
a millionaire in happiness, and his hobby is boys. 
He is at home to them in his office in the Ford 
Building in Detroit every Saturday afternoon, and 
it is not unusual for six or eight newsboys to be 
gathered around him at one time. When the 
HARDWARE AGE man said “What is your hobby?” 
he expected the great highway specialist to say 


Michigan Good Roads. 
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good roads, but this was the reply: ‘Well, | like 
to shoot partridges or catch trout, but I’d rather 
develop the makin’s in a boy.” 

Since 1900 he has had a boy in college all the 
time. They are not his boys by blood or birth, 
but by mutual admiration. He does not hold com- 
petitive examinations to select them, either. “J 
pick ’em by chance,” he said, “and there’s always 
some unusual boy on my waiting list.” When 
Earle’s boy has chosen his college, and is about 
to start on his four-year course, with all bills paid, 
his older brother springs an unusual contract. It 
is a plainly worded agreement that in return for 
a free education this boy promises Horatio S. Earle 
that when he is able he will do the same thing for 
another boy. It is an endless chain, and it is 
working. One of “Earle’s boys” came to him direct 
from a term in prison. He went out with strong 
evidence that a little cross-eyed man with a mighty 
big heart had a world of confidence in him, and he 
has lived up to the expectation, and is now a useful 
and prominent citizen of the State of Michigan. 

“Among my boys,” he says, “are Catholics, Prot 
estants, negroes and Jews.” 

The Hon. Horatio S. Earle has served his com- 
monwealth as a State Senator, and in 1909 was 
candidate for Governor. In a whirlwind campaign 
he made 319 speeches in twenty-four days, and came 
mighty near landing. 

He was the first State Highway Commissioner of 
Michigan, and the first mile of concrete road was 
built in Wayne County, under his direction. There 
are 160 miles of this road in Wayne County alone 
to-day, and over 600,000 vehicles pass over it every 
year. 

Good Roads Earle has lectured on good roads 
from one end of the United States to the other. 
He has helped bond scores of counties for road 
funds, and has never accepted a penny for a good 
roads lecture, though he is a masterful orator. 

Last summer the citizens of Mackinaw City, 
Mich., built a monument to him at the terminal of 
the Dixie and Huron Trails. It is made of stones 
gathered along the roads he was so instrumental 
in building. Every man, woman and child who 
came to the celebration brought a stone, and _ the 
masons quickly built the imposing tribute and set 
in place the bronze tablet which bears this inscrip- 
tion: 

“Dedicated to Horatio S. Earle, the Father of 
Erected by the Citizens of 
Mackinaw City, 1916.” 

This summer the annual tour of the Western 
Michigan Pike Association is canceled, and instead 
good roads men will journey from all parts of the 
State to Cross City, in the “thumb” of Michigan, 
to erect and dedicate a highway drinking fountain 
to Good Roads Earle. 

Horatio, you have built some mighty good, roads, 
but not one of them will begin to wear with the 
one you have built on the highway of life—By 
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Webb Bill a War Measure—Catalog Concerns and Trading 
Stamps to Be Taxed—Another Price Maintenance Bill 


WASHINGTON, April 16, 1917. 


HE Webb export combination bill has been de- 
creed to be a war measure! President Wilson 
has issued the decree, the business men of the 

country are behind him, and Congress is already 
busy with the task of placing this important legis- 
lation on the statute books. 

The original Webb bill was launched in the House 
in the last Congress. In the new Congress it has 
been simultaneously introduced in both houses, and 
has already been favorably reported in the Senate. 

This is the business-like method of handling a 
legislative matter of such importance, and the 
readers of HARDWARE AGE will recall that it is 
directly in line with the suggestion I had the honor 
to make in this correspondence a few weeks ago 
when I discussed the reasons why the Webb bill 
failed last winter, and pointed out the line of tactics 
that should be employed to pass it early in the new 
Congress. 


Webb Bill Perfected Before Reintroduction 


The friends of the bill in both houses perfected 
its provisions before reintroducing it, and the bill 
is now in such a satisfactory form that it will prob- 
ably pass both houses without important change 
and may thus escape the necessity for reference to 
a conference committee. This will mean a great 
saving of time and will also deprive obstructionists 
of opportunities to check the bill after favorable 
action by the two houses. 

The bill, as reported in perfected form by the 
Senate committee, is probably as satisfactory a 
measure as could be devised to meet the extraordi- 
nary situation now existing. The Congressional 
leaders desire to exempt from the operation of the 
drastic provisions of the anti-trust laws all combina- 
tions organized exclusively for export business. 
Obviously, however, such combinations cannot be 
allowed to restrict the operations of domestic busi- 
ness, and thus we have two more or less antagonistic 
propositions which, however, have been harmonized 
. the new bill on a very reasonable common-sense 
asis. 


Exemptions Prescribed by Law 


The exemptions to be enjoyed by export combina- 
tions are set forth in Section 2 of the bill as follows: 

“Section 2. That nothing contained in the Act en- 
titled ‘An Act to protect trade and commerce against 
unlawful restraints and monopolies,’ approved July 
2, 1890, shall be construed as declaring to be illegal 
an association entered into for the sole purpose of 
engaging in export trade and actually engaged solely 
in such export trade, or an agreement made or act 
done in the course of export trade by such associa- 
tion, provided such association, agreement, or act is 
not in restraint of trade within the United States, 
and is not in restraint of the export trade of any 
domestic competitor of such association: and pro- 
vided further, that such association does not, either 
in the United States or elsewhere, enter into any 
agreement, understanding, or conspiracy, or do any 
act which artificially or intentionally and unduly 
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enhances prices within the United States of com- 
modities of the class exported by such association.” 

Section 3 of the new measure provides that noth- 
ing in the Clayton anti-trust law “shall be construed 
to forbid the acquisition or ownership by any cor- 
poration of the whole or any part of the stock or 
other capital of any corporation organized solely for 
the purpose of engaging in export trade, and 
actually engaged solely in such export trade, unless 
the effect of such acquisition or ownership may be 
to restrain trade or substantially lessen competi- 
tion within the United States.” 


“Unfair Competition” Barred 


The prohibition against “unfair methods of com- 
petition” and the remedies for enforcing that pro- 
hibition, which are contained in the act creating the 
Federal Trade Commission, are extended by Section 
4 of the Webb bill to “unfair methods of competi- 
tion used in export trade against competitors in 
export trade, even though the acts constituting such 
unfair methods are done without the territoria} 
jurisdiction of the United States.” 

If anybody thinks that any fly-by-night, get-rich- 
quick concern that hopes to exploit the Webb law 
through illegitimate methods will be able to do so, I 
advise him to read Section 5 of the new bill, which 
specifies the steps that must be taken by any asso- 
ciation of exporters desiring to get under the big 
umbrella of the new law. This section is as follows: 

“Section 5. That every association now engaged 
solely in export trade, within sixty days after the 
passage of this Act, and every association entered 
into hereafter which engages solely in export trade, 
within thirty days after its creation, shall file with 
the Federal Trade Commission a verified written 
statement setting forth the location of its offices or 
places of business and the names and addresses of 
all its officers and of all-its stockholders or mem- 
bers, and if a corporation, a copy of its certificate 
or articles of incorporation and by-laws, and if un- 
incorporated, a copy of its articles of contract or 
association, and on the first day of January of each 
year thereafter it shall make a like statement of 
the location of its offices or places of business and 
the names and addresses of all its officers and of 
all its stockholders or members and of all amend- 
ments to and changes in its articles or certificates 
of incorporation or in its articles or contracts of 
association. It shall also furnish to the commission 
such information as the commission may require as 
to the organization, business, conduct, practices, 
management, and relation of other associations, 
corporations, partnerships, and individuals. Any 
association which shall fail so to do shall not have 
the benefit of the provisions of Section 2 and Sec- 
tion 3 of this Act, and it shall also forfeit to the 
United States the sum of $100 for each and every 
day of the continuance of such failure, which for- 
feiture shall be payable into the Treasury of the 
United States, and shall be recoverable in a civil 
suit in the name of the United States brought in 
the district where the association has its principal 
office, or in any district in which it shall do busi- 
ness. It shall be the duty of the various district 
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attorneys, under the direction of the Attorney Gen- 
eral of the United States, to prosecute for the 
recovery of the forfeiture. The cost and expenses 
of such prosecution shall be paid out of the appro- 
priation for the expenses of the courts of the 
United States.” 


Iron-Clad Safeguards Adopted 


It will take some very clever manipulation on 
the part of unprincipled promoters to beat the 
Webb bill! In addition to the section I have just 
quoted the following provision has been added defin- 
ing specifically the method by which charges against 
export combinations shall be investigated by the 
Federal Trade Commission: 

“Whenever the Federal Trade Commission shall 
have reason to believe that an association or any 
agreement made or act done by such association is 
in restraint of trade within the United States or 
in restraint of the export trade of any domestic 
competitor of such association, or that an associa- 
tion either in the United States or elsewhere has 
entered into any agreement, understanding, or con- 
spiracy, or done any act which artificially or inten- 
tionally and unduly enhances prices within the 
United States of commodities of the class exported 
by such association, it shall summon such associa- 
tion, its officers and agents to appear before it, and 
thereafter conduct an investigation into the alleged 
violations of law. Upon investigation, if it shall con- 
clude that the law has been violated, it may make 
to such association recommendations for the read- 
justment of its business, in order that it may there- 
after maintain its organization and management 
and conduct its business in accordance with law. If 
such association fail to comply with the recom- 
mendations of the Federal Trade Commission, said 
commission shall refer its findings and recommenda- 
tions to the Attorney General of the United States 
for such action thereon as he may deem proper. 
For the purpose of enforcing these provisions the 
Federal Trade Commission shall have all the powers, 
so far as applicable, given it in ‘An Act to create a 
Federal Trade Commission, to define -its powers 
and duties, and for other purposes.’ ”’ 

With the Federal Trade Commission on guard 
there need be no fear that anyone will suffer as the 
result of the operations of export combinations. 
On the other hand, the commission will be able by 
its advice and assistance to furnish valuable aid in 
the organization and operation of export associa- 
tions, and this branch of the commission’s work 
promises to develop into one of its most important 
functions. 


Big Job for a Big Hardware Man 


But there are other war measures. One of them 
has just been set on foot by the National Chamber 
of Commerce under the guidance of that veteran of 
the hardware trade, Wallace D. Simmons of St. 
Louis, president of the Simmons Hardware Com- 
pany. 

The Chamber has appointed a special committee 
on financing the war, with Mr. Simmons at its 
head, and already an investigation has been begun 
of foreign experience in finding money to carry un 
a great conflict and of what the United States has 
done along financial lines in all the wars in which 
it.has been engaged. The special committee will act 
in an advisory capacity and will no doubt be able 
to assist. Congress greatly in determining the proper 
sources from which revenue can be derived and the 
best. way of obtaining the money. 

Every. effort will be made to avoid the mistakes 
end .profit. by the experience of other countries 


overtaken by war without chance for previous 
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financial preparation. Incidentally, the committee 
will assist in tempering the wind to the shorn lamb, 
equalizing the tax burdens so far as practica!le and 
devising business-like, equitable measures in place 
of inequitable, hastily devised projects which have 
so often characterized our taxing legislation in 
emergencies. 

Chairman Simmons’ colleagues on this important 
committee will include John V. Farwell of Chicago, 
president of the John V. Farwell Dry Goods Com- 
pany; Edward A. Filene of Boston, president Wil- 
liam A. Filene’s Sons Company; P. W. Goebel of 
Kansas City, president American Bankers’ Associa- 
tion; Prof. John H. Gray of the University of Min- 
nesota; Edmund D. Hulbert of Chicago, president 
of the Merchants’ Loan & Trust Company; Hugh 
McK. Landon of Indianapolis, a merchant; Robert 
F. Maddox of Atlanta, vice-president of the Amer- 
ican National Bank; Samuel McRoberts of New 
York, vice-president of the National City Bank, 
and Prof. Oliver M. W. Sprague of Cambridge, 
professor of banking and finance, Harvard Uni- 
versity. 


To Make the Catalog Concerns Disgorge 


The necessity for raising revenue has suggested 
many projects to wide-awake legislators, and one 
of the first to be brought forward has been put in 
the form of a bill which has been introduce: in 
the House by Representative Kelly of Pennsyl- 
vania, “to provide for a tax upon all persons, firms 
or corporations engaged in interstate mail order 
business.” This measure would produce a handsome 
revenue from a class of corporations that can very 
well afford to put their shoulders to the wheel in 
this great crisis. 

This interesting bill is well worth setting out in 
full to indicate the simplicity of the system by 
which the mail order octopus can be drafted into 
the great army of those who are “doing their bit” 
at this critical time. It is as follows: 

“Be it enacted that all persons, firms, or corpora- 
tions in the United States which are now conduct- 
ing, or which may hereafter conduct, an interstate 
mail order business for the purpose of selling goods, 
wares, and merchandise shall pay a tax of 2 per 
cent upon the total cash value of all goods, wares, 
and merchandise sold within any State. 

“Section 2. That every person, firm, or corpora- 
tion conducting a mail order business as defined 
in Section 1 of this Act shall keep in proper books, 
to be provided by the Secretary of the Treasury 
of the United States, an accurate and complete 
account of all goods, wares, and merchandise of 
every character and decription so sold, together 
with the actual selling price of the same. 


Annual Returns Required 


“Section 3. That on the thirty-first day of Decem- 
ber after the passage of this Act, and on the Thirty- 
first day of December of each succeeding year, every 
person, firm, or corporation engaged in stich busi- 
ness shall render a full and complete statement to 
the Secretary of the Treasury, upon blanks to be 
furnished by him, of the total cash value of all 
goods, wares, and merchandise sold during-the year 
in the various States of the United States. 

“Section 4. That the Secretary of the Treasury 
shall determine the amount of the tax to be paid by 
each person, firm, or corporation (at the rate of 2 
per cent upon the total cash value of all goods, 
wares, and merchandise sold within any State) en- 
gaged in such mail order business, and shall give 
notice of the amount of such tax due and payable, 
pursuant to the term of this Act in such manner as 
in his judgment is most practicable. 
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“Section 5. That every person, firm, or corpora- 
tion subject to said tax under the provisions of this 
Act shall pay said tax on or before March 1 of each 
* and every year after this Act shall become a law. 

“Section 6. That the Federal courts of the United 
States shall have power to enforce the collection of 
said tax upon the application of the Secretary of 
the Treasury. 

“Section 7. That the Secretary of the Treasury 
shall apportion said tax among the several States 
in the ratio of the actual amount of goods sold in 
each State. 

“Section 8. That the tax so apportioned shall be 
paid by the Secretary of the Treasury to the various 
State treasurers entitled thereto; said tax to be 
used for the construction and maintenance of public 
roads, under such rules and regulations as the said 
States may by law direct.” 


Taxing the Little Green Stamp 


A close second to the Kelly bill is a measure just 
introduced in the House by Representative Austin 
of Tennessee, levying a tax upon “coupons, prize 
tickets, and other devices, and on the redemption, 
payment, purchase, or exchange of coupons, prize 
tickets, tags, bands, or other articles, things, or 
parts of articles or things that shall have been at- 
tached to or packed in or with or formed a part of 
or encircling or given with any manufactured goods, 
merchandise, or wares.” This is a pretty compre- 
hensive proposition and would reach all the way 
from the little green stamp to the profit-sharing 
certificate, scooping up in its course every some- 
thing-for-nothing device by. which the gullible public 
is induced to buy second-rate merchandise in place 
of the real thing minus the extraneous premium. 

The first section of the Austin bill provides that 
“there shall be levied, collected, and paid by ad- 
hesive stamps a tax of 2 cents for and upon every 
coupon, prize ticket, or other device attached to, 
packed in or with, or forming a part of or encircling 
or given with or accompanying any sale of any and 
all goods, merchandise, and wares of any and every 
kind and character whatsoever manufactured or 
sold to the trade, or any stamped package or recep- 
tacle, if any such coupon, prize ticket, or other 
device contains any direct or indirect promise or 
proposition or offer to make redemption or pay- 
ment in cash therefor, or for any number of same, 
or to exchange property therefor, or for any num- 
ber of same, whether such redemption, payment, or 
exchange is made or is to be made by a manufac- 
turer of or dealer in such manufactured goods, 
merchandise, or wares, or any other person, firm, 
or corporation.” 


Trading Stamp Companies to Pay 


To catch the redeemer of coupons as well as the 
distributor the second section of this measure pro- 
vides that “there shall be levied, collected, and paid 
by adhesive stamps a tax of 2 cents for and upon 
redemption, payment, purchase, or exchange of any 
coupon, prize ticket, tag, band, or any other arti- 
cle, thing, or part of an article or thing which before 
being offered for such redemption or purchase shall 
have been attached to, packed in or with, or formed 
a part of or encircled or given with or accom- 
panied any sale of any manufactured goods, mer- 
chandise, or wares, or stamped package or receptacle 
thereof,” 

Jurisdiction over the use of coupons, trading 
stamps, etc., is vested by the Austin bill in the 
Commissioner of Internal Revenue, who is directed 
to prepare suitable stamps denoting the tax which 
are to be furnished distributors and dealers by the 
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various collectors of internal revenue stationed 
throughout the country. In all cases where a stamp 
is used for denoting the payment of the tax the 
user is required to cancel it, and anyone fraudu- 
lently making use of a stamp without effectually 
canceling it subjects himself to a fine of $50. Elab- 
orate machinery is contained in the bill for its en- 
forcement and the entire organization of the In- 
ternal Revenue Bureau is rendered available for 
the purpose. 

If our war with Germany should result in the 
enactment of a comprehensive Federal statute put- 
ting an end to the use of trading stamps and other 
gift enterprises it would prove to be almost worth 
the money it promises to cost! 


Another Price Maintenance Bill 

Price maintenance promises to be a popular war 
cry in the new Congress. More than one of our 
national legislators has become envious of the fame 
secured by ex-Representative Stevens, as the author 
of the bill now pending before the House Commit- 
tee on Interstate and Foreign Commerce, and at 
least one member has gone so far as to introduce 
a measure quoting the Stevens bill verbatim, but 
containing an additional section which, in the opin- 
ion of its author, lends strength to the proposition 
Representative Kelly of Pennsylvania is the tazest 
sponser of price-maintenance legislation, the new 
paragraph added by him to the original bill reading 
as follows: 

“Section 3. That the provisions of this Act shall 
not apply to the sale of any article or articles of 
commerce which, or the labels, cartons, or containers 
of which, do not indicate the source of production, 
and concerning which, in reselling, at wholesale or 
at retail, no written, printed, or oral statement is 
made, or any other means whatsoever is employed, 
whereby such article or articles of commerce are 
alleged, or claimed, or suggested, or implied to be 
the product of, or are associated with the name and 
reputation of any grower, producer, manufacturer, 
or owner of a trademark or special brand.” 

It will be noted that the provision quoted limits 
the bill strictly to identified merchandise. Friends 
of the Stevens bill do not regard Mr. Kelly’s addi- 
tion as necessary, but they deem it can do little 
harm. 

After all, price maintenance can hardly be con- 
sidered in connection with,anything but fully iden- 
tified goods. It is the good will representing years 
of honest dealing that the price maintenance move- 
ment is primarily intended to protect. 


“Salesmanship and ‘ Citizen- 
ship” Approved 


PHILADELPHIA, PA. 
To the Editor: 

Permit me to express my appreciation and ad- 
miration of the splendid article on “Salesmanship 
and Citizenship” which appeared in HARDWARE AGE 
April 12, 1917. 

It is so exceedingly refreshing to meet with men 
occupying such important positions as yours whose 
minds are sufficiently expansive and liberal to permit 
thought on things that are not commercial. 

After reading this article, it was with a feeling of 
gratification that I realized personal acquaintance- 
ship with the author. 

With best wishes, I am, 

G. W. BAILLARD, Sales Manager, 
PHILADELPHIA LAWN MOWER COMPANY. 











Profit Possibilities of Garage Hardware 


A Few Reasons Why the Hardware Man Should Stock Gar age 
Hardware— Some of the More Popular Items That Go io 


Make Up the Line 


N automobile is like a woman. It is either a 
man’s pride and joy or it is the bane of his 
existence. As “Old Man Experience” says: 

“It isn’t the original cost, it’s the upkeep.” How- 
ever, the man who can afford to purchase a car 
can usually afford the upkeep, and his ability along 
this line is what brings profit to the enterprising 
hardware dealer who carries the accessories that go 
to make up a part of the upkeep. When a man 
marries his first impulse is to provide a suitable 
home for the lady of his choice. It’s the homing 
instinct. When he acquires title to an automobile 
or a flivver the same impulse spurs him on to pro- 
vide a home for his new possession. He knows that 





























Above at the left, the “Slidetite” garage door equip- 
ment made by the Richards-Wilcox Mfg. Company 
Aurora, Ill. Below, at the left, garage door holder made 
by the Shelby Spring Hinge Company, Shelby, Ohio. 
At the right, three views of the Allith-Prouty “Ten- 
Eighty” type of garage door hanger 


unless properly housed his machine is bound to 
deteriorate, and his natural pride in his new 
acquisition forces the issue. He confronts two 
propositions: Either he must erect a garage or 
he must pay a rental for one erected by some other 
person. If he is a chronic renter, the latter proposi- 
tion may appeal to him, but if he is the wholesome 
American home owner, the garage is sure to be his 
own property. 
The Wonderful Field for Garage Hardware 


Practically every automobile owner is at least a 
garage prospect, and every man who plans the build- 
ing or remodeling of a garage is the best kind of a 
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Above, at the left, window display of “Slidetite” and other units of Richards-Wilcox garage hardware made by 


the Adam Decker Hardware 


Pa. Below, left, “Rollaway” garage door hanger made by the Frantz Mfg. Company, Sterling, Ill. A 
the McKinney Mfg. Company, Pittsburgh, Pa. Center, right, “Cannon Ball” 
by Hunt-Helm-Ferris & Co., Harvard, Ill. 


Pittsburgh trolley hanger made 6 
curved trap mete 


ompany. Center, left, garage door holder made by the Griffin Mfg. wm Erie, 


ove, right, 


Below, right, garage door hanger made by the 


Louden Machinery Company, Fairfield, lowa 


hardware prospect. True, there are still hardware 
dealers who consign everything in the building line 
to the tender mercies of the contractor and trust to 
chance for the resultant hardware orders. Such a 
policy may work out successfully if the dealer is 
fortunate enough to hold the trade of all the local 
contractors, otherwise he is passing up a golden 
opportunity to sell an extremely popular and profit- 
able line—garage hardware. 


Do you know how many automobiles have been sold 
in your trade territory during the past year? Have 
you a list of the names and addresses of the pur- 
chasers? Do you know how many of your local car 
owners have private garages? Even though you 
may not be handling automobile accessories such 
information would prove of inestimable value. At 
least you carry some hardware that can.be used in 
the construction of a garage, and you can easily 
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Top, left, section of “Cannon Ball” curved track made by Hunt-Helm-Ferris & Co. Top, right, McKinney wrought 
steel door latch. Below, left, Griffin garage door holder. Right, two Frantz “Rollaway” hangers for single and 
double doors respectively 


stock a line that will insure you the garage hard- 
ware business of your community. Wake up to your 
opportunity, Mr. Hardware Man! The car owner 
is always one of the most profitable customers whose 
name you can get on your books. If you neglect 
him you are throwing away profits. 


Fashions in Modern Garage Hardware 


The modern car owner is just as fastidious about 
his garage as he is about his car. He is as much 
inclined to follow the fashions in regard to garage 
hardware as his wife is to follow the millinery 
fashions. In the past a car owner merely erected 
a shed for his car, and a few common hinges and a 
padlock put his garage on a par with that of his 
neighbor. Nothing doing in that line now. There is 
an epidemic of garage pride sweeping the country, 
which is making the home of the flivver rival] that 
of its owner. There are fancy hinges of distinction, 
doors that operate with rollers on a smooth track; 
doors that are hinged together in a series and hung 
on track in such a manner that they fold up and 
slide easily out of the way; doors on curved tracks 
that literally turn corners in an effort to get out of 
the owner’s way and improve the looks of the garage. 
There are door fixtures in various sets and patterns, 
door hangers of many designs, and even door holders 
that keep the garage door open when the owner 
steers for home. There are bolts, locks and 
fasteners, and dozens of other items posing under 
the name of garage hardware and putting the garage 
of to-day in the fashion class. 


The popularity of this new type of hardware is 
best shown in the flood of orders that goes daily to 
the manufacturers. It is reflected in the beautiful 
garages that are to be found in every community. 
Somebody is selling the hardware that helps to 
make them beautiful and serviceable. Is it you? 
There are so many types of garage hardware on the 
market that a description of all of them would be 
an impossibility. However,.we submit a few of the 
better known lines as turned out by some of the 
larger manufacturers in response to the growing 
demand. 

“Slidetite” Garage Door Equipment 

Fortunately ‘the development of door equipment 
has kept pace with the development of the automo- 
bile, and the car owner can now fit up his garage to 
suit his whim or fancy and at the same time secure 
every convenience. The Richards-Wilcox Mfg. Co., 
Aurora, Ill., has perfected an equipment, under the 
trade name of “Slidetite,” which permits the doors 
of a garage to fold back inside the building, giving 
unobstructed use of the entire structure. Doors 
equipped with these fixtures operate easily and in 
an exceptionally small space. The equipment is 
made in various types to suit individual conditions, 
and can be had to accommodate three, four, five or 
six doors in an ordinary opening. One of the doors 
is always available as an entrance door. 


The Louden Garage Door Hanger 


Among other items of garage hardware manufac- 
tured by the Louden Machinery Company, Fairfield, 
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lowa, is a garage door hanger built along somewhat 
novel lines. In using this equipment the door is 
built in three parts and hinged together so it can 
slide around a short curve. It is hung with swiveled 
roller bearing trolleys operating on a continuous 
steel track, which extends across and above the door 
opening, on the inside, and for the same distance 
along the adjoining wall} with a curve at the corner. 
The deor slides easily around the corner and when 
open lies flat against the wall, out of the way. One 
section swings like an ordinary door, making it 
unnecessary to open the entire door when walking in 
or out of the garage. 


The Allith-Prouty “Ten-Eighty” Type 


One of the recent additions to the garage hard- 
ware line of the Allith-Prouty Company, Danville, 
Ill, is what is termed the “Ten-Eighty” type of door 
hanger, designed for sliding folding doors. This 
equipment allows the doors to fold back at any 
angle, and can be used on openings with three, four, 
five or six doors. The doors are hinged together on 
the jambs, and when closed lie close against the stops 
in the same manner as an ordinary door. Three 
brackets are required, one center, one intermediate 
and one end, and less track is used than with the 
ordinary types. 

When three doors are used they can be arranged 
so as to be all hinged together and hung to one 
jamb or two doors may be hinged together at one 
jamb, and the third door attached to the opposite 
jamb. In the six door arrangement, three doors are 
hinged together on each jamb, allowing the two 
middle doors to swing free. The hardware for three 
doors consists of one hanger, three brackets, three 
pairs butt hinges, one and a half pairs of surface 
hinges, two top and bottom bolts or one Cremone 
bolt, and six feet of track. The company also turns 
out an electrically operated equipment for garage 
doors and the general items of garage hardware. 


Garage Hardware Specialties of the Stanley Works 


The Stanley Works, New Britain, Conn., have 
been in the garage hardware game since its incep- 
tion, and the Stanley line covers the equipment of 
garages in all sizes, shapes, costs and conditions of 
construction. Garage hinges form one of their 
strongest lines, as do also garage door latches and 
pulls, 

Stanley garage door hinges are made in a variety 
of sizes, and are all fitted with ball-bearing wash- 
ers, which prevent the grinding together of the 
wearing surfaces when the doors swing. The bear- 
ings in the washers are set between two race-ways 
of case-hardened steel, and each race-way moves 
with the hinge joint next to it, thus shifting the 
wear and friction on the bearings. A copper cap is 
spun over each washer to make it weather-tight and 
rust-proof. 

The surface leaves of these hinges may be applied 
with carriage bolts, wood or lag screws, as holes are 
countersunk for screws and punched square for 
bolts.. Special hinges are made for garages with 
thick concrete, brick or stucco walls, and also for 
garages having narrow entrances. The hinges lend 
themselves to almost any artistic effect desired and 
are designed especially for garage doors. The Stan- 
ley garage door holder is designed to hold the garage 
door open at any desired place, and operates auto- 
matically. It also acts as a brace, holding the door 
open against a wind, as a bracket holds up a shelf. 
A pull on the chain unlocks the holder and starts 
the closing swing of the door. It is composed of 
only three parts and is easily attached. Other spe- 
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cial items of the Stanley line are garage Cremone 
bolts, chain bolts, door latches and pulls. 


Shelby Garage Door Holder 


Another garage door holder of a very convenient 
type is manufactured by the Shelby Spring Hinge 
Company, Shelby, Ohio. This holder is constructed 
of wrought steel and is composed of the following 
parts: A swivel or jamb plate, door plate with lock- 
ing device; a 14-in. rod, 33'2-in. long, strike, and a 
36-in. chain. All that is required to release the 
holder is a slight pull on the chain, and the device 
will automatically catch the door as it is swinging 
open, to a right angle position or beyond, and hold 
it firmly until released. When the door is closed, it 
is automatically locked by the spear head of the 
latch, which enters the strike at the top of the door 
frame. 

Griffin Garage Door Holder 


The Griffin Manufacturing Company, Erie, Pa., is 
rated as a maker of garage hardware by reason of 
the various types of heavy strap hinges manufac- 
tured and more especially on account of the Griffin 
garage door holder. The picture we reproduce 
gives a very fair idea of the manner in which this 
holder is applied to the door and the ease with 
which it is operated. It is constructed of wrought 
steel, and is attached high up on the door, where 
it is out of the way. A convenient chain trips the 
lock and allows the door to close in the ordinary 
manner. When closed the holder lies flat against 
the door. It is designed to work either right or 
left hand, as the case may be, is 32 in. long and 
weighs 6 lb. 


Garage Equipments of Hunt-Helm-Ferris & Co. 


Hunt-Helm-Ferris & Co., Harvard, Ill., are promi- 
nent manufacturers of garage hardware of all types, 
but the mainstay of their garage equipment is their 
“Cannon Ball” track for garage doors and the 
“Cannon Ball” curve, used in garages where each 
door opening is at least 20 in. from the corner. The 
track is easily installed and operated. With the 
curved track, shown in our illustration, any single 
wheel, swivelling hanger may be used. The method 
of operation will be readily’understod from the cut. 
The company also turns out a “Cannon Ball” right 
angle, consisting of two pieces of regular track gas 
welded together. This*equipment is only used in 
garages where the opening is built so close to the 
side wall that it will not permit a curve to be used. 
In using either the curve or the right angle, the 
garage door slides along the side wall and takes 
only the space required for its own‘thickness; 18 ft. 
of track, a curve and a hanger make one equip- 
ment; 12 ft. of track, a right angle and a pair of 
hinges constitute the other. Either type furnishes 
an effective garage door equipment. 


Manufacturing Company’s Garage Door 


Latches and Sets 


National 


The National Manufacturing Company, Sterling, 
Ill., is maker of many items of garage hardware, 
among which are garage door latches and garage 
door sets of various kinds. The No. 27 garage door 
latch is a real aristoerat of garage door latches, 
and with the long graceful lines of the handles on 
either side of the door resembles the higher grade 
of house door fittings. The mechanism is simple, 
and the latches are reversible for right or left-hand 
doors. Garage hardware sets are made up, packed 
in neat strong cartons as follows: 3 pairs 8-in. re- 
versible T hinges, 1 chain bolt, 1 foot bolt, 1 door 
pull, 1 all steel latch. They are made in various 
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finishes. The company also manufactures garage 
door holders and other items of garage hardware. 


McKinney Manufacturing Company’s Wrought Steel 
Garage Door Latches and Anti-Friction Butts 


The McKinney Manufacturing Company, Pitts- 
burgh, Pa., is well known to the trade on account of 
its Pittsburgh trolley hangers, the important feat- 


ure of which is their adaptability to different door - 


conditions. They are adjustable to doors from 11% 
to 2% in. thick, and have lateral and vertical ad- 
justments as well. The company also manufactures 
various types of hinges, chain and nut bolts, and 
other items of garage hardware. The McKinney 
wrought steel door latch, which we illustrate, has 
several distinctive features. It has no springs, and 
is doubly protected against weather conditions, be- 
ing electro-galvanized and then covered with the 
same kind of black rubber japan that is used in 
automobile construction. The latch has only four 
simple parts, yet can be used on right or left-hand 
sliding or swing doors, from 134 to 2%, in. thick. 
Because of the peculiar shape of one of the keepers, 
doors equipped with this latch do not rebound open 
even when slammed shut. It sometimes happens 
in the case of curve top doors with glass panels that 
regular garage hinges cannot be used to advantage. 
The McKinney anti-friction butt is designed to 
meet such conditions. It is made of heavy wrought 
steel and is fitted with anti-friction washers and 
non-rising pins. It comes in all sizes from 3 x 3 
to 6 x 6 and in all standard finishes. 


The Frantz “Rollaway” Garage Door Hangers 


The principal items of garage hardware manu- 
factured by the Frantz Manufacturing Company, 
Sterling, Ill., are in the form of hangers and track, 
which are marketed under the trade name of “Roll- 
away.” The illustrations will give a very compre- 
hensive idea of the construction and operation of 
the Rollaway hangers with swivel joints for use 
on inside garage doors. Two types are manufac- 
tured, one for single and the other for double garage 
doors. These hangers are so designed that they will 
easily carry the door around a corner and against a 
side wall. The doors are hung inside the building, 
and in making the corner one hanger travels on each 
section of the track. 


In Conclusion 


There are many other items that might properly 
come under the heading of garage hardware, but 
those shown will at least give some idea of the im- 
portance and the attractive appearance of the line. 
It is estimated that there are approximately three 


Stanley garage door holder No. 1774 


Hardware Age 


The lower section shows garage door hinges made by 

the Stanley Works, New Britain, Conn. The section 

above shows in detail these garage door hinges wherein 
the leaf covers three of the five screws in the pad 


million motor vehicles in use to-day in the United 
States, and the difficulty experienced in getting de- 
liveries on almost any make of standard car gives a 
fair idea of how fast that number is growing. The 
time is ripe for the hardware man to stock a thor- 
oughly up-to-date line of garage hardware to meet 
the wants of those car owners who are sure to need 
a garage this spring. Get on the job, you pioneers 
of profit. Make an earnest effort to increase your 
business along garage hardware lines. Adopt the 
following motto and live up to it: “Every Auto- 
mobile Owner a Garage Hardware Prospect—Every 
Prospect a Sale!” 
A season’s trial will make you a life convert. 


Teamwork Sells Tires 


LANCASTER, PA. 


To the Editor: 

We have found a method that we believe to be 
used by most every accessory dealer and which has 
proved very satisfactory in gathering new automo- 
bile business. We have a list of all the license 
numbers of every car used in this vicinity. We 
have all the employees in the store on the lookout 
for bad tires. When any are discovered on a ma- 
chine or if the machine is without a spare tire, the 
employee immediately reports this, with the license 
number; we look up in the book and find out who 
owns the car, write to him and inclose our price 
list. 

This has proved a very good stunt and has 
brought us quite a nice business on tires. 

Yours truly, 
STEINMAN HARDWARE COMPANY, 
S. B. Smith, Secretary. 


THE VALENTINE Mrc. CoMPANY, Portland, Ore., has 
been incorporated for $30,000, and will erect a building 
to manufacture toys. L. W. Cronan and J. J. Valen- 
tine are the incorporators. 












Good Roads and Where the Hard- 


ware Merchant Fits in 


By HoraTio S. EARLE 


“OOD roads mean progress and prosperity. 
They are a benefit to the people who live in 
the cities, an advantage to the people who 

live in the country, and a help to every section of 
our vast domain. Good roads, like good streets, 
make habitation along them most desirable; they 
enhance the value of farm lands, facilitate trans- 
portation and give untold wealth to the producers 
and consumers of the country. They are the mile- 
stones marking the advance of civilization; they 
economize time, give labor a lift, and make millions 
in money; they save wear and tear and worry and 
waste; they beautify the country—bring it in touch 
with the city; they aid the social, the religious, 
the educational and industrial progress of the 
people; they make better homes and happier hearth 
sides; they are the avenues of trade, the highways 
of commerce, the mail routes of information, and 
the agencies of speedy communication, and make 
mankind better and broader, greater and finer. 

The hardware merchant comes in as a partici- 

pant, getting his quota of the blessings of health, 
wealth and prosperity. 


Transporting Machine 

The road is a part of a transporting machine, 
composed of power, vehicle and road. 

A locomotive, perfect in every way with a million 
horsepower, is actually good for nothing but scrap 
material unless it has a good railroad to run on 
and do its work. 

A titanic boat is worthless even for scrap unless 
it has a good water road to run in. 

A flying machine must have a good air road, free 
from obstructions or it is valueless. 

Likewise a vehicle with four-legged-horsepower 
or one with no-legged-horsepower must have a good 
road or it cannot serve the purpose for which it 
was made. 

If the road and the power are good and the ve- 
hicle is poor, then all are poor; if the road and the 
vehicle are good and the power is lacking, then all 
are poor. 

Is it not just as plain that if the power and the 
vehicle are good and the road is bad, that all are 
as poor as the poorest part, just the same as the 
chain is no stronger than its weakest link? 


Where the Hardware Merchant Fits In 


The hardware merchant being a citizen of the 
locality is partly responsible if the roads are bad, 
so he fits in with the poorest part as a partner in 
reducing the value of the good parts of the trans- 
porting machine down to the value of the bad road; 
for if he used his commercial paprika in the right 
direction he would be able to get good roads in his 
locahty and thereby increase the efficiency of the 
whole machine to the benefit of all his possible 
customers, who, when they make more, spend more, 
and when they make less, spend less, and there is 
more profit for the hardware merchant in a mak- 
ing-more community than there is in a making- 
less community. 

Breeding 


The horse breeder and the automobile manufac- 
turer have bred up to a high state of perfection 
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and utility and durability the four-legged horse 
and the no-legged horse. 

The wagon manufacturers and the automobile 
manufacturers have produced what seems to be the 
perfect vehicles, especially the latter, wonderful 
works of art, comfort and usefulness. 

If the same remarkable strides had been made in 
road building, the countries’ transporting machine 
could truthfully be called perfect. 


Developing 


A good road saves more than half of the cost of 
transportation; but this, when compared with the 
benefits derived in making it easy to get to church, 
school, library, grange, club, lodge, farmers’ insti- 
tutes, and last but far from least, to the neighbor’s 
sitting room and dinner table, sinks into insignifi- 
cance. 

Why don’t farmers keep farrow cows? Because 
they eat as much as new milch cows do and give 
less than half as much milk. 

What are new milch cows? Developed farrow 
cows. 

Well—if farrow cows can be developed into new 
milch cows, why wouldn’t it be a wise move to 
develop new milch cows with udders twice the usual 
size? Because the udder is not the producer of the 
milk, but simply the receptacle in which the milk 
producd by the cow is deposited. In order to get 
more milk the whole cow must be developed. 

A locality with poor roads in the country and 
poor streets in the villages and cities reminds me 
of a farrow cow. 

A locality with poor roads in the country and 
good streets in the villages and cities reminds me 
of a new milch cow with an abnormal udder. 

A locality with good roads in the country and 
good streets in the villages and cities reminds me 
of a well-developed new milch cow. Being so, there 
is a good living for all in that locality and the 
hardware merchant will surely get his share. 

Supposing that the average horse is worth $100, 
and that some veterinarian should invent a medicine 
called “Pulline,” which if you should give a quart 
of it to a horse it would make that horse able to 
pull twice as much as he could pull before, then 
he would be worth $200; now supposing that an- 
other veterinarian should come along with another 
invention called “Goine,” and a quart of it would 
make the horse go twice as fast as he could go 
before being doped with it. Of course he would 
be doped, then that horse would be worth $400, 
for he would be able to pull twice as much and go 
twice as fasts Then you could afford to pay $100 
a quart for the “Pulline” and $200 a quart for the 
“Goine,” and make money, for it would cost no 
more to keep these strong and swift horses than 
it costs to keep the ordinary kind. 

No such medicine has been invented to give to 
horses and never will be, but less than this amount 
of money per horse invested in the dope that makes 
good roads out of bad roads will have exactly the 
same results on the horses making them able to 
pull twice as much and twice as fast as .they can on 
poor roads. 

(Continued on page 184) 
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Proclamation by the 








THE WHITE HousE, April 15, 1917. 
My FELLOW-COUNTRYMEN : 


The entrance of our own beloved country 
into the grim and terrible war for democ- 
racy and human rights which has shaken the 
world creates so many problems of national 
life and action which call for immediate con- 
sideration and settlement that I hope you 
will permit me to address to you a few words 
of earnest counsel and appeal with regard to 
them. 

We are rapidly putting our navy upon an 
effective war footing and are about to create 
and equip a great army, but these are the 
simplest parts of the great task to which we 
have addressed ourselves. There is not a 
single selfish element, so far as I can see, in- 
the cause we are fighting for. We are fight- 
ing for what we believe and wish to be the 
rights of mankind and for the future peace 
and security of the world. To do this great 
thing worthily and successfully we must de- 
vote ourselves to the service without regard 
to profit or material advantage and with an 
energy and intelligence that will rise to the 
level of the enterprise itself. We must real- 
ize to the full how great the task is and how 
many things, how many kinds and elements 
of capacity and service and self-sacrifice it 
involves. 

These, then, are the things we must do, and 
do well, besides fighting—the things without 
which mere fighting would be fruitless: 

We must supply abundant food for our- 
selves and for our armies and our seamen, 
not only, but also for a large part of the na- 
tions with whom we have now made common 
cause, in whose support and by whose sides 
we shall be fighting. 

We must supply ships by the hundreds out 
of our shipyards to carry to the other side 
of the sea, submarines or no submarines, 
what will every day be needed there, and 
abundant materials out of our fields and our 
mines and our factories with which not only 
to clothe and equip our own forces on land 
and sea, but also to clothe and support our 
people, for whom the gallant fellows under 
arms can no longer work; to help clothe and 
equip the armies with which we are co-oper- 
ating in Europe, and to keep the looms and 
manufactories there in raw material; coal 
to keep the fires going in ships at sea and in 
the furnaces of hundreds of factories across 
the sea; steel out of which to make arms and 
ammunition both here and there; rails for 


wornout railways back of the fighting 
fronts; locomotives and rolling stock to take 
the place of those every day going to pieces; 
mules, horses, cattle for labor and for mili- 
tary sevice; everything with which the peo- 
ple of England and France and Italy and 
Russia have usually supplied themselves, but 
cannot now afford the men, the materials, or 
the machinery to make. 

It is evident to every thinking man that 
our industries, on the farms, in the ship- 
yards, in the mines, in the factories, must be 
made more prolific and more efficient than 
ever, and that they must be more econom- 
ically managed and better adapted to the par- 
ticular requirements of our task than they 
have been; and what I want to say is that 
the men and the women who devote their 
thought and their energy to these things will 
be serving the country and conducting the 
fight for peace and freedom just as truly and 
just as effectively as the men on the battle- 
field or in the trenches. The industrial forces 
of the country, men and women alike, will be 
a great national, a great international serv- 
ice army—a notable and honored host en- 
gaged in the service of the nation and the 
world, the efficient friends and saviors of free 
men everywhere. Thousands, nay, hundreds 
of thousands, of men otherwise liable to mili- 
tary service will of right and of necessity be 
excused from that service and assigned to the 
fundamental, sustaining work of the fields 
and factories and mines, and they will be as 
much part of the great patriotic forces of 
the nation as the men under fire. 

I take the liberty, therefore, of addressing 
this word to the farmers of the country and 
to all who work on the farms: The supreme 
need of our own nation and of the nations 
with which we are co-operating is an abund- 
ance of supplies, and especially of foodstuffs. 
The importance of an adequate food supply, 
especially for the present year, is superlative. 
Without abundant food, alike for the armies 
and the peoples now at war, the whole great 
enterprise upon which we have embarked 
will break down and fail. The world’s food 
reserves are low. Not only during the pres- 
ent emergency, but for some time after peace 
shall have come, both our own people and a 
large proportion of the people of Europe 
must rely upon the harvests in America. 

Upon the farmers of this country, there- 
fore, in large measure rests the fate of the 
war and the fate of the nations. May the 
nation not count upon them to omit no step 
that will increase the production of their 
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land or that will bring about the most effec- 
tual co-operation in the sale and distribution 
of their products? The time is short. It 
is of the most imperative importance that 
everything possible be done, and done imme- 
diately, to make sure of large harvests. I 
call upon young men and old alike and upon 
the ablebodied boys of the land to accept and 
act upon this duty—to turn in hosts to the 
farms and make certain that no pains and 
no labor is lacking in this great matter. 

I particularly appeal to the farmers of the 
South to plant abundant foodstuffs, as well as 
cotton. They can show their patriotism in 
no better or more convincing way than by 
resisting the great temptation of the present 
price of cotton and helping, helping upon a 
great scale, to feed the nation and the peo- 
ples everywhere who are fighting for their 
liberties and for our own. The variety of 
their crops will be the visible measure of 
their comprehension of their national duty. 

The Government of the United States and 
the Governments of the several States stand 
ready to co-operate. They will do everything 
possible to assist farmers in securing an ade- 
quate supply of seed, an adequate force of 
laborers when they are most needed, at har- 
vest time, and the means of expediting ship- 
ments of fertilizers and farm machinery, as 
well as of the crops themselves when har- 
vested. The course of trade shall be as un- 
hampered as it is possible to make it, and 
there shall be no unwarranted manipulation 
of the nation’s food supply by those who 
handle it on its way to the consumer. This 
is our opportunity to demonstrate the effi- 
ciency of a great democracy, and we shall not 
fall short of it! 

This let me say to the middlemen of every 
sort, whether they are handling our food- 
stuffs or our raw materials of manufacture 
or the products of our mills and factories: 
The eyes of the country will be especially 
upon you. This is your opportunity for sig- 
nal service, efficient and disinterested. The 
country expects you, as it expects all others, 
to forego unusual profits, to organize and 
expedite shipments of supplies of every kind, 
but especially of food, with an eye to the 
service you are rendering and in the spirit of 
those who enlist in the ranks, for their peo- 
ple, not for themselves. I shall confidently 
expect you to deserve and win the confidence 
of people of every sort and station. 

To the men who run the railways of the 
country, whether they be managers or oper- 
ative employees, let me say that the railways 


are the arteries of the nation’s life and that 
upon them rests the immense responsibility 
of seeing to it that those arteries suffer no 
obstruction of any kind, no inefficiency or 
slackened power. To the merchant let me 
suggest the motto, “Small profits and quick 
service,” and to the shipbuilder the thought 
that the life of the war depends upon him. 
The food and the war supplies must be car- 
ried across the seas, no matter how many 
ships are sent to the bottom. The places of 
those that go down must be supplied, and 
supplied at once. To the miner let me say 
that he stands where the farmer does: the 
work of the world waits on him. If he slack- 
ens or fails, armies and statesmen are help- 
less. He also is enlisted in the great Service 
Army. The manufacturer does not need to 
be told, I hope, that the nation looks to him 
to speed and perfect every process; and I 
want only to remind his employees that their 
service is absolutely indispensable and is 
counted on by every man who loves the coun- 
try and its liberties. 

Let me suggest, also, that every one who 
creates or cultivates a garden helps, and helps 
greatly, to solve the problem of the feeding 
of the nations; and that every housewife who 
practices strict economy puts herself in the 
ranks of those who serve the nation. This 
is the time for America to correct her un- 
pardonable fault of wastefulness and extrav- 
agance. Let every man and every woman 
assume the duty of careful, provident use and 


expenditure as a public duty, as a dictate of . 


patriotism which no one can now expect ever 
to be excused or forgiven for ignoring. 

In the hope that this statement of the 
needs of the nation and of the world in this 
hour of supreme crisis may stimulate those 
to whom it comes and remind all who need 
reminder of the solemn duties df a time such 
as the world has never seen before, I beg that 
all editors and publishers everywhere will 
give as prominent publication and as wide 
circulation as possible to this appeal. I vent- 
ure to suggest, also, to all advertising agen- 
cies that they would perhaps render a very 
substantial and timely service to the country 
if they would give it widespread repetition. 
And I hope that clergymen will not think the 
theme of it an unworthy or inappropriate 
subject of comment and homily from their 
pulpits. 

The supreme test of the nation has come. 
We must all speak, act, and serve together! 


WooprRow WILSON. 
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George Henry Sargent Dead 
G EORGE HENRY SARGENT, president of Sargent 
& Co., died of the ills incident to a ripe old age, 
at his home in New York City at 2 o’clock a. m. Sat- 
urday, April 14. 
Mr. Sargent came of sturdy New England ancestors, 
tracing his descent on both sides to good old English 
stock. His naturally fine physique he preserved by 


George H. Sargent 


taking sensible care of himself. He had, since his identi- 
fication with the affairs of Sargent & Co. in 1853, at- 
tended constantly, early and late, to business until 
within a very few years. Latterly, however, owing to 
advanced age he made fewer trips to the office and trade 
responsibilities fell on younger shoulders. Mr. Sargent 
has long been esteemed as a “Grand Old Man” and com- 
monly alluded to as “Dean of the hardware trade,” 
especially in manufacturing. 

George Henry Sargent, son of Joseph Denny and 
Mindwell “Jones” Sargent, was born at Leicester, Mass., 
on Oct. 29, 1828, being a descendant of William Sargent, 
“lay preacher,” who came from Northampton, England, 
in 1638, to Charlestown, Mass., and was made success- 
ively Freeman of the Massachusetts and the Plymouth 
Colonies. 

Mr. Sargent was educated in the town school of 
Leicester and Leicester Academy and entered Harvard 
as freshman in 1849, where he remained till November, 
1851, in his first term junior year. In the winter of 
1850-51, he taught in the town school of Leicester with 
a success that merited the encomium of the chairman 
of the School Committee in his report to the following 
town meeting. In April, 1852, he entered the Harvard 
Law School and remained till the end of the term, room- 
ing in “Massachusetts 10” with his old chum Howe, 
and keeping in touch with his college classmates, But 
the attractions of business proved stronger than those 
of the legal profession, and in January, 1853, he formed 
a partnership with his brothers, Joseph Bradford and 
Edward Sargent in their hardware business in New 
York, which proved to be the beginning of a highly 
prosperous career. From this business there grew the 
manufactory of hardware at New Haven, Conn., where 
the corporation “Sargent & Co.,” one of the largest of 
its kind in the world, with a capital of $4,000,000 and 
an immense plant, was established and incorporated 
in 1864, and of which George H. Sargent was president 
for many years. Of the New York firm the brothers 
Joseph B. and Edward died in 1907 and 1883 respective- 
fy and were succeeded by new partners, carrying on a 
mercantile business distinct from that of the manufac- 
tory, and a large export trade. 

Mr. Sargent was a member of the Chamber of Com- 
merce of New York for many years and in the year 
1901 was one of the number who were appointed dele- 
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gates to become the guests of the London Chami-r of 
Commerce. He was prevented by the illness of h'- wife 
from availing himself of the opportunity and en, ing 
the elaborate entertainment planned by the London 
Chamber. His rank in the business world is indicated 
by the names of his fellow delegates, J. Pierpont Mor- 
gan, Morris K. Jessup, Andrew Carnegie and others, 
He was for many years a trustee of Leicester Academy 
and its president in 1907. 

Of New York clubs he has been member and for two 
years president of the Hardware Club, member and offi- 
cer of the Union League and Republican, member of 
the University and the Harvard clubs and prominent 
as an official in promoting the growth and success of 
the Harvard Club. Although his degree of A.B. was 
given out of course '» 1895, at the unanimous request 
of his classmates, the class of 1853 had no member more 
attached to his college friends and the memories of 
college days or more constant in attendance at its 
meetings. 

The Hon. Oliver Ames of the Ames Shovel & Tool 
Company (a Governor of Massachusetts) once alluded 
to Mr. Sargent in an address at the Centenary of Leices- 
ter Academy (of which institution they were fellow 
trustees), saying: “One of the pleasantest memories 
of my school days here is of that noble, big-hearted 
boy, George Henry Sargent. He was the special friend 
and champion of the small boy; he never allowed any big 
bully to impose on us. He was always doing some of us 
a good turn, and, as near as I can find out, he has been 
doing good turns for somebody ever since.” 

Mr. Sargent had a very genial manner, was a fluent 
talker, possessed of an extensive vocabulary and was 
expert in repartee. It was his habit to scan the monthly 
statements, when he would jot down laconic sentences 
which often helped to square old accounts without 
leaving a sting. For instance, he once noted in this way 
on the statement of a Southern customer, “Will you 
please send me the name of the best collection attorney 
in your city,” to which the hardware man catching the 
humor of it jocularly replied, “There is no one here 
fool enough to take it”; nevertheless he sent the money. 

The business of Sargent & Co. really dates from 1814 
when Joseph Denny Sargent, a prosperous farmer of 
Leicester, father of George Henry Sargent, decided that 
during the winter months when the work was slack on 
his farm and the men were not fully occupied he would 
utilize their time by giving them a chance to make hand 
cards for carding wool and cotton. Two years before 
a brother, Henry Sargent, had established a similar 
business, other progressive men in the vicinity doing 
likewise. Joseph Denny Sargent, a well known figure 
in the town, let it be known that he would furnish to 
responsible persons the material from which hand 
cards could be made, and that later he could buy the 
partly finished product. 

At the beginning of the Civil War cotton cards 
were about $2 per dozen. A Cincinnati jobbing house 
while corresponding back and forth as to price which in 
the interval was continually going higher, finally or- 
dered 100 doz. at $15 per doz., adding “but this is all 
moonshine”; to which Mr. Sargent replied, “This may 
be all moonshine for you, but it is all sunshine for us.” 
The billheads of this first firm, some of which are still 
preserved are in the form of business cards finely en- 
graved, bearing this inscription: 

Machine and Hand Cards 
Joseph D. Sargent 
Manufacturer 
Leicester, Mass. 


In 1849 Joseph Bradford Sargent, brother of George 
Henry, and practically the founder of Sargent & Co, 
became selling agent for several concerns, among them 
the Peck & Walter Mfg. Company, New Britain, Conn., 
in which he became a large stockholder. In 1856 the 
business affairs of the Peck & Walter Mfg. Company 
becoming involved J. B. Sargent moved to New Britain 
and assumed control of the business to protect his ow" 
large interest, finally becoming sole proprietor. ,Later 
the entire business was moved to New Haven, where it 
has since been, always expanding and increasing 
George Henry Sargent followed his brother, Joseph 
Bradford Sargent, as president of Sargent & Co., after 
the death of the latter in his eighty-fifth year in 1907 
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Office of HARDWARE AGE, 
New York, April 14, 1917. 
RADE in this section among retailers has slackened 
a little. Some of it is because of transition from 
winter to spring and a lack of warm days usual in a 
normal April; some to war conditions and also to in- 
creasingly high prices which automatically check con- 
sumption. The trade is buying conservatively and at 
the same time closely watching events. 

Among jobbers quite generally in different parts of 
the country there have been indications of a disposition 
to sail as close to the wind as possible, and so regulat- 
ing stocks as not to anticipate wants for much more 
than say three months ahead. There are buyers who 
are endeavoring to so regulate their orders that mer- 
chandise bought, for example, April 1, will have been 
disposed of by July 1, and are adhering as closely 
as possible to this plan. Jobbers for a while were in- 
clined to curtail purchases before the declaration of 
war, feeling that it was only a question of limited time, 
and not wanting to have overstocks at high prices, not 
knowing just what might happen. 

Locally with the coming of more balmy weather, sales 
to consumers of seasonable goods should increase, espe- 
cially in the many lines of small garden implements 
and the varied supplies indispensable for the cultiva- 
tion of small plots. It is surprising and gratifying to 
learn how many people, even the well-to-do, are ar- 
ranging to raise vegetables, etc., who never did so 
before, even in small city back yards and available 
suburban spaces. When potatoes, for instance, bring 
10c. per lb. (small lots to householders), and onions 
are novelties, the prospects for selling garden tools 
are bound to improve. 

The builders’ hardware trade in this vicinity is not 
brisk because of high prices for everything needed in 
building construction from material to labor. In the 
spring business depends largely on prospective crops, 
and in the fall on what-has been harvested. So far 
the general outlook seems quite good for excellent yields. 

Wire NAILS.—Jobbers say they should have a larger 
April business than was done in March and expect it, 
but the main difficulty will be to get nails enough to 
execute orders already booked. Buyers are urging de- 
liveries now and merchants would be glad to ship if 
they could. The difficulties in this line are expected 
to be greatest during the coming six weeks. 

Wire nails, in stock, are unchanged at $3.80 and carted by 
the jobber are $3.85 base per keg. E 

Cut NAILs.—Cut nails are in fairly good demand 
with some export business. There were inquiries in 
March for foreign account but most of such expected 
trade was not placed, although this feature of the 
business has improved during the last three to four 
weeks. 

Cut nails range from $4 to $4.10 and even $4.25 base per 
keg, according to circumstances and terms of sale. 

LINSEED O1L.—Advances in linseed oil, as anticipated 
for some time, are constantly taking place and likely 
to continue. Flaxseed in Duluth, April 12 last, for May 
delivery was $3.11 per bu.; three years ago on April 12, 
1914, flaxseed in the same market was $1.53% per bu. 
The high prices are restricting sales. Stocks are light 
and holders are conserving the supply as even higher 
prices are expected owing to seed scarcity and inability 
to sell the by-product, oil cake, especially in European 
markets, used there largely for feeding cattle. 

Linseed oil, raw, city brands, is $1.18 in lots of 5 bbl. and 
$1 Jf per gal. for jess than 5 bbl. 
in carloads onde tue aane. eke a4 7 oe 

WINDow GLAss.— Window glass makers recently held 
a meeting in Pittsburgh on the general condition of 
business and they look for a considerable demand in 
small glass during the coming spring and summer 
months. There was a proposition to extend the scale 
to factories which lost time last winter because of lack 
of fuel and materials which, however, was refused. An 
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advance of 10 per cent was granted to some of the 
works from now until the end of the blast. At present 
there is not glass enough to go around. On a recent 
inquiry from Philadelphia, the customer wanted the 
matter left open for thirty days. This was declined 
and but a few days granted in which to accept the 
proposition. 
Prices on window glass are still as follows: 


Single thick, first three brackets, A quality, 84 and 3 per 
cent; single thick, first three brackets, B quality, 86 and 5 


per cent; single thick, larger than the first three brackets, 
A and B quality, 83 and 3 per cent; double thick, all sizes, 
A quality, 84 and 3 per cent, and double thick, all sizes, B 


quality, 86 and 3 per cent discount. 

NAVAL STORES.—Naval stores business in this market 
is sluggish and without feature, with but little doing. 
Nevertheless turpentine is slightly higher because of 
extreme scarcity in New York. There is a fair jobbing 
demand and a tendency to advance in the South. What 
accentuated the dearth of stock here was a fire on the 
Clyde Line dock in Jacksonville, Fla., which destroyed 
the cargo a Clyde steamer was about to load for New 
York, which, with scarcity already in this territory, 
made conditions worse. 


> 


Turpentine, in yard, is 51% and 52c. per gal. 

Rosins are neglected and dull, with but very littl moving 

Common to good strained, on the basis of 280 lb. per bbl 
is $6.10 and D grade $6.20 per bbl 


Store LADpDERS.—The Bicycle Step Ladder Company, 
6 West Randolph Street, Chicago, Ill., quotes its store 
ladders at $10 to $13.50 each. 

ACME STEEL Goops CoMPANY.—The Acme Steel Goods 
Company, 2834-2840 Archer Avenue, Chicago, IIl., 
quotes corrugated fasteners as follows: Saw edge 50 
and 10 and 5 per cent and plain edge 65 and 10 per cent 
discount. Acme embossed box straps, in case lots, are 
now 10 per cent discount. 

PorcH BaAses.—S. Cheney & Son, Manlius, N. Y., has 
advanced their Zimmerman patent porch bases to net 
list. 

FILES AND Rasps.—The McCaffrey File Company, 
Fifth and Berks Streets, Philadelphia, Pa., is quoting 
McCaffrey American Standard files at 50 and 10 per 
cent and McCaffrey precision files (Swiss pattern) at 
15 per cent discount. The McCaffrey American Stand- 
ard rasps are now 60 and 10 per cent discount. 

Suip AUGERS AND Bits.—The Irwin Auger Bit Com- 


pany, Wilmington, Ohio, has made the price of its ship* 


augers and bits 40 per cent discount from the Irwin list 

GRIFFIN Mrc. COMPANY.#—-The Griffin Mfg. Company, 
Erie, Pa., has advanced the Griffin wrought steel brack- 
ets to 50 per cent and Griffin folding brackets to 35 per 
cent discount. Current prices on hangers are as fol- 
lows: Solid axle, No. 10, 50 per cent and roller bear- 
ing hangers No. 11, 50 per cent discount. Griffin 
security hasps are 45 and 5 per cent discount. 

Hunt-HeEuLM-Ferris & Co.—Current prices of this 
house are as follows: Harvester and Peerless hay car- 
riers and track, track hangers and brackets are 25 per 
cent discount. Harvester and Peerless slings, forks, 
pulleys, etc. are 20 per cent discount. Advanced prices 
for wire fence stretchers are on No. 191 Elwood rod, 
per doz. $7.80, and No. 190 Elwood pattern, per doz. 
$7.20; Little Giant, Sr., per doz. $6.90; Star No. 482, 
plain bearing, $10.20, and Star No. 482, roller bearing, 
$10.80 per doz. 

WAREHOUSE TRUCKS.—The McKinney Mfg. Company, 
Pittsburgh, Pa., has advanced its line of warehouse 
trucks as follows: No. 1, $21.50, No. 2, $18.50 and No 
3, $15.50 each. 

HINGEs.—Bommer Bros., 270 Willoughby Avenue, 
Brooklyn, N. Y., are now quoting spring hinges as fol- 
lows: Spring butt hinges, 10 and 5 per cent; surface 
ball-bearing floor hinges, 30 per cent; mortise ball- 
bearing floor hinges, 15 and 10 per cent; lavatory and 
engine house spring hinges and latches, 10 and 7% 
per cent; Non-Holdback screen door hinges, No. 2000, 
25 and 7% per cent; Non-Holdback screen door hinges, 
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No. 2100, 16 2/3 and 5 per cent; Non-Holdback screen 
door hinges, No. 900 and Holdback screen door hinges, 
No. 999, 7% per cent and pivot ball-bearing hinges 15 
and 10 per cent discount. 

BELT DRESSING.—The jobbers’ Mfg. Company, 1248 
Webster Building, Chicago, Il]., has advanced belt dress- 
ing as follows: Blue Ribbon, stick, per lb. 27c.; paste, 
in 5 and 10-Ib. cans, per lb. 30c., and liquid belt dressing 
in gallon cans $2 per gal. 

BARNES Mrc. CoMPANY.—The Barnes Mfg. Company, 
Mansfield, Ohio, is quoting pumps as follows: Pitcher 
spout, 62 per cent discount; double-acting 25 per cent, 
and No. 4, Fig. 606, set length with iron cylinder, $5 
each. New prices on sinks are as follows: Cast-iron, 
painted, 20 x 36 in. and smaller 30 per cent and cast- 
iron, painted, 20 x 40 in., and larger 25 per cent dis- 
count. 

FILES AND FILE HANDLES.—The Grover File Com- 
paiiy, Nashua, N. H., is now quoting its J. G. B. brand 
of files at 65 per cent discount. Net prices per gross 
on the Grover file handles are now as follows: Per gross 
No. 1, $5; No. 2, $5.50; No. 3, $6.50; No. 4, $9 and No. 5 
for 18-20-in. files and also for soldering coppers, $10.50 
per gross. 

WHITE LEAD AND OxipES.—The National Lead Com- 
pany, 111 Broadway, New York City, has revised its 
schedules on white lead and oxides as follows: Pure 
white lead, dry and in oil, in 100, 250 and 500-lb. kegs, 
llc.; 25 and 50-lb. kegs, 11%c.; 12%4-lb. kegs, 11%c.; 
1, 2, 3 and 5-lb. cans, assorted (100 lb. in a case), 13c., 
from which there is a discount of %c. per lb. on lots 
of 500 lb. or more. New prices on dry, red lead and 
litharge are in 100-lb. kegs, 11%c.; 25 and 50-lb. kegs, 
11%c.; 12%-lb. kegs, 11%c. Red lead in oil is now 
100-Ib. kegs, 11%c.; 25 and 50-lb. kegs, 11%c. and 12%- 
lb. kegs, 12c., with the same deduction of %c. per lb. on 
lots of 500 lb. or more. 

UNION SCALES.—The Jacobs Bros. Company, Inc., 78 
Warren Street, New York City, is now quoting its 
Union scales at 30 to 35 per cent discount. 

C. E. JENNINGS & Co.—C. E. Jennings & Co., 71 
Murray Street, New York City, are quoting a portion 
of their line as follows: Auger bits, No. 30, 25 per 
cent; braces, 25 per cent; socket, framing chisels, No. 
15, 162/3 per cent; Chandler’s ice cutting machines, 
3831/3 and 7% per cent from a new list and back, 
butcher, compass and key hole saws at 162/83 per cent 
discount. 

CHISELS.—The W. A. Ives Mfg. Company, Walling- 
ford, Conn., has advanced its line of Mephisto socket 
framing and socket firmer chisels to 20 per cent dis- 
count. 

ATHOL MACHINE COMPANY.—The Athol Machine Com- 
pany, Athol, Mass., is quoting parallel vises at ad- 
vanced prices as follows: Simpson and Standard, 20 
per cent discount; Starrett improved, 10 per cent and 
600 Line, stationary jaw, 20 per cent discount. Wood- 
workers’ vises are now: Simpson and Standard pat- 
terns, 20 per cent discount. Combination pipe vises are 
40 and 10 per cent discount. Rapid Transit wrenches 
are 10 per cent discount. Iron grindstone frames are 
list plus 20 per cent. 


WRENCHES.—The Whitman & Barnes Mfg. Company, 
Akron, Ohio, is now quoting wrenches as follows: Agri- 
cultural, Alligator pattern and Bull Dog, 60 per cent; 
machinists’ and railroad special, case lots, 331/83 per 
cent and machinists and railroad special, in less than 
ease lots, 30 per cent discount. 

CRESCENT COMPANY.—The Crescent Company, Meri- 
den, Conn., now quotes as follows: Hack saw blades, 
Crescent, 25 per cent, and Orient, 40 per cent discount. 
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Screw drivers, No. 12, are 60 per cent off and No. 13, 
50 per cent from list. Crescent glass cutters, No. 6, are 
50 and 10 per cent discount. 

GOODELL-PRATT COMPANY.—The Goodell-Pratt Com- 
pany, Greenfield, Mass., is quoting Goodell automatic 
serew drivers. at 40 per cent and automatic drills, 40 
per cent discount from list of March 10 last. Goodell 
hack saw blades are also 40 per cent discount. 

ENTERPISE MrG. COMPANY OF Pa.—The Enterprise 
Mfg. Company of Pa., Philadelphia, Pa., is now quot- 
ing bung borers at 20 per cent discount. The following 
is a new list on meat and food cutters: Enterprise, No, 
5, $2.25; No. 10, $3.50; No. 12, $3; No. 22, $5.50; No. 32, 
$7; No. 501, $1.50; No. 602, $1.75 and No. 703, $2.50, 
subject to a discount of 25 to 25 and 7% per cent. 

FILes.—The Delta File Works, 3285 Frankford Ave- 
nue, Philadelphia, Pa., has advanced its line of Delta 
Swiss pattern files to 10 per cent discount. 

Pumps.—The Goulds Mfg. Company, Seneca Falls, 
N. Y., now quotes pumps as follows: Double-acting 
thresher tank, $7.50; Diaphragm No. 3, side suction, 
$18.36; spraying, Fig. 1129 and whitewashing pumps, 
$3.71 each. The following pumps are all 40 per cent 
discount from list: Lift and force pump standards, 
force pump heads, packing box heads, cylinders (iron), 
D. A. force Challenge, D. A. force diaphragm and suc- 
tion, rotaries, hydrants and Goulds combination pump- 
ing head and jack. Hand sprayers are 45 per cent dis- 
count. 


WRENCHES.—Bemis & Call, Springfield, Mass., are 
now quoting wrenches as follows: Adjustable S, 25 
per cent; straight handle automobile, 25 per cent; steel 
handle nut, Merrick pattern, steel handle screw and 
wood handle screw at 20 and 5 per cent discount. The 
motor, No. 80, is 25 per cent and the combination black 
wrench, 40 and 5 per cent from list. 


SLaw CuTTERS.—The Bluffton Slaw Cutter Company, 
Bluffton, Ohio, is quoting its No. 3 slaw cutter at $10.25 
per gross. 

Rope.—Manila rope advanced April 11, 2c. per lb., 
on first and second grade and Ic. on third grade. At 
the same time Manila bolt rope was advanced 5c. per lb. 
Sisal rope continues at the same price as heretofore. 
Demand is good and following the advances there have 
been requests for protection which manufacturers can- 
not grant. The National Government is in great need 
of rope but it cannot be made until some means of 
getting fiber from the Philippines to the American man- 
ufacturer is provided. One proposition is to use the 
German ships interned at Manila. Freighting it across 
the Pacific to Seattle or Tacoma is only partial help 
because of the transcontinental haul. There is raw 
stock now in Pacific coast warehouses and some still on 
the way East since the middle of last fall. One com- 
pany has received three carloads of Manila hemp during 
‘the last sixty days, which left the Pacific west coast 
Oct. 16 and this quantity will not go far. Bringing 
hemp through the Panama Canal direct to the Atlantic 
Seaboard would help considerably but the difficulty is 
in getting ships. 

Manila rope, first grade, 
third grade 22c. per Ib. 

Sisal rope is unchanged at 20c. for first grade and 19c on 
second grade base per Ib. 

IveR JOHNSON’s ARMS & CycLE Works.—The Iver 
Johnson’s Arms & Cycle Works, Fitchburg, Mass., 
quotes as follows: Iver Johnson Model 1900 double- 
action revolvers, $3.50 each; Iver Johnson Champion 
single barrel shotguns at $7.50 to $10 each and Ham- 
merless double-barrel shotguns, $25 each, correcting 
prices on these articles in the issue of April 12, in which 
were two errors. 


is 26c., second grade 25c. and 


CHICAGO 


Office of HARDWARE AGE, 
Chicago, April 14, 1917. 


| a talk before the Chicago Press Club, April 12, 
John W. O’Leary declared that no phase of Chicago’s 
prosperity had been affected by the declaration of war. 


He attributed satisfactory business conditions to the 
co-operation of Chicago industrial leaders, and to the 
feeling of security due to the federal reserve banks. 
General business, as reflected in bank clearings, shows 
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no diminution from previous volumes, although com- 
modity prices continue to move upward. Labor is fully 
employed in industry, and wages are still advancing, al- 
though not as rapidly as a few months ago. Credit con- 
" ditions, as shown by the failure situation, are good, and 
reports from both jobbers and retailers tend to show 
that collections are fair. Jobbers are very busy ship- 
ping goods ordered during the fall and winter for 
spring delivery, while current orders are apparently as 
strong as ever. Retailers are still buying with caution, 
but the consumer demand is forcing them to send a con- 
tinual stream of small orders, making the volume of 
business exceptionally good. 

In the builders’ hardware lines, conditions are seri- 
ous. One large manufacturer of this line has written 
the branch offices, cautioning them that prices are liable 
to be recalled at any minute, and that they are made 
with the understanding that the customer will not at- 
tempt to make sales on quotations, as prices are apt to 
be withdrawn before he gets the order. The company 
referred to also refuses to accept at this time, any 
orders for shipment at a specified time. The branch 
houses are advised not to take on any new customers, 
and salesmen are ordered to quote to new accounts, 
prices from 20 to 25 per cent higher than they would to 
regular customers. 

Sales of automobile accessories are reported to be 
very good, from both retail and jobbing sources. Al- 
though prices in practically all lines of accessories are 
much higher than normal, the car owners are using 
their machines and purchasing the necessary equipment. 
Tires and tubes are on the average 10 per cent higher 
than they were a month ago, and the same thing holds 
true on tops, seat covers, brake linings and other items 
using fabric. Metal accessories in many lines are still 
higher. For example, a small malleable jack, that six 
months ago sold to the jobber for 28c. is now costing the 
same purchaser 64c. Tire advances are said to be due 
to the high cost of fabric and increased cost of manu- 
facture, rather than to higher prices paid for raw rub- 
ber. 

Many shipments of bicycles purchased last fall for 
spring delivery, are now being shipped, and retailers re- 
port a heavy demand. Bicycle Week is scheduled from 
April 28 to May 5, and the sales are expected to run 
much heavier than for the same season last year. 


AUTOMOBILE TIRES.—Practically all the manufac- 
turers of automobile tire casings, motor cycle tire cas- 
ings, pneumatic tubes and motor truck tires, have ad- 
vanced prices from 6% to 12 per cent. Ninety per cent 
of the standard tires have taken the 10 per cent ad- 
vance and jobbers are confidently expecting a still 
further raise in the next few weeks. The advance is due 
to the shortage of fiber used in the fabric of the tires, 
and to the higher cost of labor, tools, machinery, etc. 


GARAGE HARDWARE.—Heavy sales of garage hard- 
ware are reported during the past few weeks, in- 
fluenced by the heavy sales of automobiles. The bulk 
of the sales were made to individual car owners. Manu- 
facturers of this line report a heavy volume of business. 
Prices are in proportion to those of other builders’ 
hardware. 


BUILDING PapeR.—The demand for building paper is 
fairly heavy, the indivdual sales however, being small. 
The prices are unchanged but the market is firm. We 
quote from jobbers’ stocks, f.o.b. Chicago, red rosin 
sheathing paper at $78 per ton. 

GARDEN TooLs.—The nation-wide farm movement is 
boosting the sales of garden tools and other lines of 
steel goods. Fully twice as many sets of garden tools 
have been sold in Chicago as during the same period 
of last year, and the season is hardly on. 


We quote from jobbers’ stocks, f.o.b. Chicago, on garden 
tools as follows: Manure forks, best grade, long handles, 
four tines with plain ferrule, $7.30 per doz; with strap ferrule 
$8.15 per doz. Five-tined forks, plain ferrule, $9.45 per doz. ; 
Strap ferrule, $10.20 per doz. Long handled, six-tined forks, 
with plain ferrule, $10.95 per doz.; strap ferrule, $11.65 per 
doz. No. 2 Greenleaf spading shovels, $8.75 per doz.; Mid- 
lothian seconds, $7.50 per doz. Best grade, four-tined spad- 
ing forks, $9.25 per doz.; cheaper grade, $6.25 per doz. Mal- 
leable rakes, 14 in., $2.60 per doz.; steel bow rakes, 14-in., 
$4.75 per doz. Wire lawn rakes, 24 teeth, $3.60; wood lawn 
rakes, 22 teeth, $3.60 per doz. Standard garden hoes, best 
grade, $6.75 per doz.; cheap hoes with riveted handles, $2.20 
per doz. ; ladies’ hoes, best grade, $3.90 per doz. 


Horse NaIts.—The Union Horse Nail Company, 1506 
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West Twenty-second Street, Chicago, IIl., is now quot- 
ing its Star nails, No. 5 and up, at 13%c. per lb. The 
Northwestern brand is quoted at 25 per cent discount 
from list. 


WALL PAPER CLEANER.—The demand for wall paper 
cleaner is exceptionally heavy at this time, due to the 
spring moving and house cleaning. Jobbers have good 
stocks. We quote as follows: 

Climax wall paper cleaner, $9.60 per gross, f.o.b. Chicago, 
from jobbers’ stocks. 

LAWN Mowers.—Lawn mowers advanced again this 
week, the price increases ranging from 25 to 35c. on 
each machine. There is some evidence of a shortage in 
this line and jobbers are urging dealers to place orders 
to cover their summer needs. We quote as follows, f.o.b. 
Chicago, to the retail trade: 


Common parallel bearing, 3-blade mowers, with §8-in. 


wheels, 12-in. cut, $3; 14-in. cut, $3.10; 16-in. cut, $3.25; 
ball bearing, 4-blade mowers, with 9-in. wheels, 14-in. cut, 
$4.75; 16-in. cut, $4.90; 18-in. cut, $5.05; ball bearing, 4-blade 


mowers, with 10-in. wheels, 14-in. cut, $5.30; 16-in. cut, 
$5.55; 18-in. cut, $5.80; heavy ball bearing, 5-blade mowers, 
with 10-in. wheels, 14-in. cut, $8.85; 16-in. cut, $9.10; 18-in. 
cut, $9.35. 

WIRE CoaT AND Hat Hooks.—We quote to retailers, 
f.o.b. Chicago, coat and hat hooks, common wire, 75c. 
per gross. 


FLOoR HINGES.—Shelby “Chief” double-acting floor 
hinges are quoted, f.o.b. Chicago, to retailers, 85c. per 
pair. 


SCREEN Door HINGES AND Sets.—The following are 
the prices quoted by the Shelby Spring Hinge Company 
on screen door hinges and sets: 

No. 888C, covered screen door hinges, japanned, $10 per 
gross. Massive screen door hinges, old copper and dull 
brass, $2.50 per doz. Mortise screen door sets, old copper 
and dull brass, $5 per doz. Rim sets, old copper and dail 
brass, $4.75 per doz. Perfection door springs, 30 per cent 
discount from list. 

Bars.—Bars and shapes remain same as last quota- 
tion, but prices are very firm. The advance recorded 
last week has been taken by all jobbers. Jobbing stocks 
are only fair, and jobbers expect still higher prices. 

We quote f.o.b. Chicago, from jobbers’ stocks, as follows: 
Soft steel bars, $4.25 per 100-lb. base; plates, $5.50 per 
100-lb. and shapes, $4.50 per 100 Ib. 

RIveTs.—Rivets advanced 25c. per 100 lb. during the 
week. Jobbers report light stocks and inability to get 
deliveries from the manufacturers. The price is firm as 
quoted. 

We quote structural rivets at $4.75 per 100 lb.; boiler rivets 
at $4.85 per 100 Ib. 

TIN PLATE.—There are no changes in the price of tin 
plate, although jobbers report difficulty in getting de- 


liveries from the mills. Jobbing stocks are not heavy. 


Prices are firm. 


We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 
20 x 28, I C tin plate, cheaper grade, 200-lb. boxes, $16: 
better grade, 240-lb. boxes, $25; I X in plate, 300-Ib 
boxes, $28. 

STEEL SHEETS.—Galvanized steel sheets took another 
advance of 35c., during the past week, and the black 
gages went up 35c. The demand upon the mills is very 
heavy and shipments are slow. Jobber’s have only fair 
stocks. The prices are firm. 

We quote from local jobbers’ stocks, f.o.b. Chicago, 28-gage 
galvanized steel sheets, $8.25 per 100 Ib.; 28-gage black, $6.25 
per 100 Ib 

Butts.—Sales of butts and similar items of builders’ 
hardware are getting somewhat heavier as spring ad- 
vances. Prices of this line are advancing almost daily, 
and there is some complaint to the effect that retailers 
are not keeping up with the price advances. 

We quote from jobbers’ stocks, f.o.b. Chicago, 4 x 4 old 
copper or lemon brass, steel-plated butts, from 27 to 3lc. per 
pair; 3% x 34, steel plated, old copper or lemon brass, 22 to 
25c. per pair. 

WirE.—Plain annealed wire is becoming more and 
more difficult to stock. The mills are hardly in posi- 
tion to make deliveries and jobbing stocks are low. 
Prices are expected to advance. 

We quote 6 to 9 gage smooth annealed fence wire f.o.b 
jobbers’ stocks, $3.60 per 100 lb.; galvanized $4.30 per 106 Ib. 

Rope.—Rope reflected the tendency of the market in a 
sharp advance of the Manila grades the latter part of 
the week. Number 1 Manila went up 2c. per lb., and the 
No. 3, advanced 1c. per lb. Manila fiber of the better 
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grades is practically off the market and further ad- 
vances are expected. There has been no change in the 
price of sisal rope, but there seems no reason to doubt 
that it will go higher. 


We quote to retailers, f.o.b. Chicago, as follows: No. 1, 
Manila rope, 2642c. per Ib. base; No. 2, Manila rope, 25 4c. 
per Ib. base; No. 3, Manila rope, 22%c. per lb. base. Sisal 
rope subject to stock on hand; No. 1, sisal, 20%c. per Ib.; 
No. 2, sisal, 19144c. per Ib. 


BINDER TWINE.—The National Harvester Com- 
pany has announced the following prices on binder 
twine, from the general office in Chicago. 


Sisal, standard Manila (550 ft.) 
16%4c.; Manila (600-ft.), 16%c.; superior Manila (650-ft.), 
17%4c.; pure Manila (650-ft.), 18%c. The quotations are 
for lots under 10,000 lb. The usual allowances are made for 
larger quantities—\c. on carloads of 20,000 upward and Kc. 
on orders calling for 10,000 and less than 20,000 lb. For 
delivery at Minneapolis and Kansas City the prices are \c. 
higher in each case. 


15%c.; standard, 15%c.; 


The above prices apply only to orders received and 
accepted, on which no price was made at time of sale. 
The prices for new or additional business will be an- 
nounced later. It is expected that the prices will be 
materially higher. 


Woop Screws.—Prices of wood screws are un- 
changed. Jobbers report fairly good stocks and orders 
are filled promptly. Prices are firm. 

We quote from jobbers’ stocks 
Flat head, bright screws, 72% 
6744-10-10; flat head, brass, 
40-10-5. 

Bars WIRE.—The barb wire situation is acute as 
ever, although the expected advance has not as yet 
made its appearance. Jobbing and retail stocks are 
light, and the price is very firm. 

We quote painted barb wire to retailers, f.o.b. Chicago, in 
less than carload lots, $3.80 per 100 lb.; gaivanized, $4.50 
per 100 Ib 

WRAPPING PAPER.—Jobbers are still having difficulty 
in keeping up stocks of wrapping paper, but the price is 
unchanged. Prices are firm. 

We quote krafts, wrapping 
wrapping paper, 9144c. per Ib. 

WHITE LEAD.—Prices on white lead remain un- 
changed. Jobbers have fair stocks and are able to fill 
all orders. Prices are firm. 

We quote from jobbers’ stocks, 
white lead, $10.75 per 100 Ib. 

EAVES TROUGH AND GUTTER PIPE.—The past week 
showed a decided increase in the demand for eaves 
trough and gutter pipe. Jobbers report stocks below 
normal. Prices are firm. 

We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 
26 gage eaves trough, 70-5-5 per cent discount; 29 gage, 70- 
5 per cent d scount. Conductor pipe, 26 gage, 60-5-5 per cent 
discount; 29 gage, 60.5 per cent discount. Both pipe and 
trough prices are based on crate orders of 25$ ft. 

SASH WEIGHTS.—The price of sash weights remains 
same as last quotation. Jobbers report great difficulty 
in getting deliveries from the foundries, and stocks are 
not heavy. 


We quote from jobbers’ stocks, f.0.b. Chicago, sash weight, 
$32.50 per ton. 


f.o.b. Chicago, as follows: 
10-10; round head, blued, 
%4-10-5; round head, brass, 


paper, 12c. per Ib.; express 


f.o.b. Chicago, Carter’s 


SasH Corp.—Jobbers are expecting another advance 
in sash cord in the near future. 

We quote common sash cord, f.o.b, Chicago from jobbers’ 
stocks, 33c. per lb. Silver Lake sash cord, 6 doz. lots is quoted 
as follows: No. 7, $11.20 per doz.; No. 8, $13.45 per doz. 

Hose.— While there does not appear to be any short- 
age of garden hose, the price is expected to advance, 
owing to the high cost of fabrics and the increased ex- 
pense of production. 


We quote from jobbers’ stocks f.o.b. Chicago, % in., 3-ply 
hose not guaranteed at 6%c. per ft.; 5-ply %-in. guaran- 
teed hose at 8%c. per ft.; 7-ply %-in. guaranteed hose 11\c. 
per ft.; % in. cotton covered hose at 74 c. per foot. 


PITTS 


Office of HARDWARE AGE, 

Pittsburgh, April 17, 1917. 
WHEN war was declared against Germany on Good 
Friday, April 6, it was generally expected that 
the United States would very soon be a heavy buyer of 
steel of all kinds for munitions and other work. The 
orders from the Government have been flowing in 
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WIRE NaiLs.—There is no change in the wire nail 
situation. Jobbers in this territory have very fair 
stocks at the present time, but report very few ship- 
ments coming in. Building operations bid fair to exceed 
the earlier estimates, and a shortage of the more com- 
mon sizes is expected. The price is firm. 

Common nails, $3.65 per keg base; coated nails, $3.55 per 
keg base; steel cut nails, $4 per keg base; iron cut nails, 
$4.25 per keg base. 

NuTs AND BoLts.—There is no change in the prices 
of nuts and bolts from jobbing stocks, although the 
mills are refusing to book any orders for delivery the 
last part of the year. Jobbers have fair stocks. 

We quote machine bolts x 4 in, 50 and 5 per 
discount; larger sizes, 40 per cent discount. Carriage bolts 
up to % x 6 in., 50 per cent discount; larger sizes, 35 per 
cent discount. Hot pressed nuts, square, $3, and hexagon, $3 
off per 100 lb. Lag screws, 50 and 5 per cent discount 

Wire CiotH.—There is little if any change in the 
wire cloth situation. So far as the mills are concerned, 
there is no wire cloth for sale. Jobbers have fair stocks 
at the present time, but with the opening of the wire 
cloth season, a serious shortage is feared. 

Prices are as follows: 
12 mesh 


cent 


Galvanized 
$2.45 per 100 sq. ft. 
14 . 2.80 per 100 sq. ft. 
16 2s 9 3.35 per 100 sq. ft. 
18 , 4.25 per 100 sq. ft. 

ROLLER SKATES.—The demand for roller skates is 
very heavy and the deliveries are slow. Jobbers are 
taking orders at prices quoted below, subject to delivery 
from the factory. 

We quote f.0.b. Chicago from jobbers’ stocks. Union Hard- 
ware Company’s No. 5, $1.60 per pair; No. 6, $1.75 per pair. 

ASBESTOS PapeR.—There has been no change in the 
prices of asbestos paper and mill board. Jobbing stocks 
are below normal and prices are firm. 

We quote f.o.b, Chicago from jobbers’ stocks asbestos mill 
boards in 100-Ib. lots and over, $13 per 100 Ib., in less than 
100-lb. lots, $13.50 per 100 lb.; asbestos paper, 10 Ib., 14 Ib. 
and 30 lb., at $12.50 per 100 Ib. 

PouULTRY NETTING.—Jobbers report a good demand 
for poultry netting, and are having difficulty in keeping 
up stock. The shortage in this line is expected to be- 
come acute as the season advances. 


We quote poultry netting galvanized before weaving, 70-20- 
10; poultry netting galvanized after weaving, 70-10-24. 


Guass.—There is no change in the conditions sur- 
rounding the glass industry. Manufacturers are facing 
a shortage of labor, and are having trouble in getting 
the grade of sand necessary for the production of the 
better grades of glass. Advances are expected. 


We quote from jobbers’ stocks as follows: Single strength. 
A, first 3 brackets up to 40 in., 87 per cent off; all sizes over 
40 in., 86 per cent off; all sizes of double strength AA, 87 
per cent off. 


MIxED PAINTS.—There has been a decided advance 
in the prices of mixed paints, due mainly to the higher 
prices of linseed oil, and the increased cost of manu- 
facture. 


' We quote from jobbers’ stocks, f.o.b. Chicago as follows: 
No. 1 house paint, $2.50 per gal. ; second grade, $1.90 per gal. ; 
third grade, $1.45 per gal. Gasoline, 19¢c. per gal.; naphtha, 
16%4c. per gal.; perfection kerosene, iron bbl., 8c. per gal. ; 
headlight, 175 test, 10%4c. per gal.; denatured alcohol, 74 to 
75c. per gal.; wood alcohol, $1.25 per gal.; turpentine, 55c. 
per gal. 


LINSEED O1L.—F lax seed has advanced 6c. per bu. in 
the last few days, and linseed oil has been gradually 
going upward all through the week. The prediction that 
oil would reach $1.25 per gal. before summer, bids fair 
to be realized. The quotations given are those in effect 
at this time, and may be higher before this report 
reaches the reader. 


We quote strictly pure, old process linseed oil, in carload 
lots to retailers, f.o.b. Chicago, raw, $1.13 per gal.; boiled, 
$1.14 per gal. In single bbl. lots, raw, $1.18 per gal; boiled, 
$1.19 per gal, 


URGH 


faster and are larger than was generally anticipated. 
Prices on semi-finished steel of all kinds are still going 
up rapidly. A few days ago prices on nuts and bolts, 
and also on rivets, were advanced 10 to 15 per cent. 
While the official price for tin plate for last half of this 
year is $7.50 per base box, contracts have been made 
at as high as $8. Manufacturers are turning down 
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export orders that they could get at $9 or better. An 
advance in wire products is looked for at any time and 
may be as much as $5 per ton. 

Inquiry here in the hardware trade developed the fact 
that prices on nearly all kinds of hardware products 
are still going up rapidly. On some lines, such as 
shovels, picks, axes and other heavy goods, some manu- 
facturers have withdrawn prices entirely, and will quote 
only on specific orders and from regular customers. 
There will be a serious shortage in all kinds of light 
hardware products that is bound to be keenly felt. 
Makers of wire cloth say the supply will not be more 
than 50 per cent of the needs and it may be less. 
Builders’ hardware tools are scarce and jobbers cannot 
begin to keep up their stocks. This is true of many 
other lines, and the situation as regards supply of 
goods is serious and is causing much apprehension. 
The very rapid advances in prices on hardware goods 
in 1916, and so far in 1917, have made unprecedented 
profits for some jobbers and retailers. In the case of 
one of the largest hardware jobbers in this city it is 
said that in 1916 the profits of this concern were nearly 
100 per cent on its capital stock. Retail hardware deal- 
ers who were wise enough to buy ahead have been able 
to make enormous profits, based on their capital stock. 


Nuts AND Bo.tts.—On Thursday, April 12, makers of 
nuts and bolts again advanced prices 5 to 15 per cent 
and the market is reported very firm. The advance 
was made because of the steady increase in cost of 
steel and labor, and also because of the heavy demand, 
both from foreign and domestic consumers. Makxers 
of nuts and bolts say the new demand is heavier now 
than for months, and they are getting further back in 
deliveries. The new discounts, effective from April 12, 
are as follows: 

Common carriage bolts, %-in. x 6-in. s. & s., rolled, 40 
per cent; cut, 35-2-% per cent; |. or 1, 25 per cent. 

Sleigh shoe bolts, C. B. list, %-in. x 6-in. s. & s., 30 per 
cent; l. & L, 20 per cent. 

Machine bolts—hp. nuts, %-in. x 4-in. s. & s. rolled, 40-10 
per cent; cut, 40 per cent; 1. & 1., 30 per cent. 

Machine bolts with c. p. c. & t. nuts, %-in x 4-in s. & s., 
30 per cent; 1. & L., 20 per cent. 

Bolts without nuts, 6-in. and shorter, extra 10 per cent; 
longer lengths, extra 5 per cent; blank bolts, 30 per cent. 

Bolt ends with h.p. nuts, 30 per cent; bolt ends with 
<. p. c. & t. nuts, 20 per cent. 

Rough stud bolts, list price. - 

Plow bolts, 35 per cent; coach and lag screws, 45 per cent; 
hanger bolts, 45 per cent. - 

Forged set screws, forged cap screws, forged tap bolts, list 
price. 

Nuts, h.p. square, blank, $2.10 off list, tapped, $1.90 off list; 
hexagon, blank, $1.90 off list, tapped, $1.70 off list. 

Cc. p. c. & t. square, blank, $1.70 off list, tapped, $1.50 off 
list ; hexagon, blank, $1.60 off list, tapped, $1.40 off list. 

Cc. p. plain nuts, square blank, $1.60 off list, tapped, $1.40 
off list; hexagon, blank, $1.40 off list, tapped, $1.20 off list; 
<.p. semi-finished hexagon nuts, 50-10 per cent; finished and 
case hardened nuts, 50-10 per cent; rivets, small, 40 per cent. 

F.o.b. Pittsburgh, with actual freight allowed up to 20c. on 
shipments of 300 lb. or more. 

erms: 30 days net or 1 per cent for cash in 10 days. 

Rivets.—Makers of rivets have advanced prices $3 
per ton, effective from July 1, but prices now in effect 
are good until that date. The new demand for rivets 
is fairly active and most consumers are covered up to 
July 1, and some over the third quarter. Prices in 
effect from July 1, and also from Oct. 1, are as follows: 


Structural rivets, $4.75 per 100 Ib. base; boiler, $4.85 per 
100 Ib. base. 

From July 1, 1917, to Oct. 1 1917, structural rivets, $4.90 
per 100 lb. base; boiler, $5.00 per 100 lb. base. 

F.o.b. Pittsburgh, Pa. 

Terms: 30 days net or % of 1 per cent for cash in 10 days. 

WIRE NAIts.—As yet the expected advance in prices 
of wire nails has not been announced, but is looked for 
this week. Most makers of wire nails have withdrawn 
prices and are quoting only on specific inquiries and 
to regular customers. Some contracts for wire nails 
have been made at prices from 15 to 25c. higher than 
what is regarded as the regular market. Mills are sold 
up for three or four months ahead and are behind in 
deliveries. Hardware jobbers find it very difficult to 
maintain full stocks, as shipments by the mills are slow 
and very often their orders are cut down very much, 
due to the scarcity of nails. Prices now in effect to the 
large trade in carloads and larger lots, but which may 
be advanced at any moment, are now as follows: 

Wire nails, $3.20 base per keg; galvanized, 1 in. and 
longer, including large-head barb roofing nails, taking an ad- 
vance over this price of $2.00 and shorter than 1 in., $2.50. 

_ TIN PLATE.—Mills continue to report the demand for 
tin plate abnormally heavy and negotiations are still 
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going on between a committee of three tin plate mak- 
ers and Government officials at Washington, in order 
to devise some plan, if possible, to increase the output 
of bright plate for cans and other utensils. There is 
going to be a serious shortage this season in tin cans 
and prices are bound to be much higher. Hardware 
dealers who carry tin cans and other smaller goods 
in stock are urged to get their orders in early to the 
jobbers or to their source of supply, else they will 
find their stock of tin cans will be very small. Most 
mills are cutting down output of terne plate as much 
as they can, and are concentrating their manufactur- 
ing facilities on getting out as much bright plate as 
possible. While the official price of tin plate for last 
half of this year is $7.50, contracts have been made 
at $8 and higher. We quote tin plate at $7.50 to $8 
per base box on large contracts for delivery over last 
half of this year, while on small current orders as high 
as $8.50 to $9 per base box is being paid. Prices on 
terne plates were also advanced and are now as follows: 

Long-terne plate, No. 28 gage base, at $7 to $7.25; short- 
terne plate, $11.50 to $12, makers’ mill, prices depending on 
quantities and deliveries wanted. The full schedule of prices 
adopted by the American Sheet & Tin Plate Company on terne 
plates is as follows: 8-lb., 200 sheets, $14 per package; 8-lb., 
214 sheets, $14.30 per package; 12-lb., I. C., $15.25 per pack- 
age; 15-lb., I. C., $15.75 per package; 20-lb., I. C., $16.50; 
25-lb., I. C., $17.25; 30-lb., I. C., $18; 35-Ib, L. C., $18.75: 
40-Ib., I. C., $19.50. 

SHEETS.—Already the Government is starting to place 
orders for sheets for tent stoves, helmets, buoys, and 
other goods for war purposes, and the Government de- 
mand on the sheet mills over the next six months or 
more is bound to be very heavy. Recently a large 
Western concern took an order for nearly 40,000 tent 
stoves, and had a good deal of trouble finding mills 
that would supply the sheets for making these stoves. 
The stoves are very light, the drum and bottom being 
made of sheet steel, and they burn oil for fuel. It is 
stated the Government intends to place orders for 
nearly 350,000 of these tent stoves. Prices on sheets 
are very strong and are certain to be higher. In large 
lots to regular trade sheet mills are quoting about as 
follows: 


Blue annealed Nos. 3 to 8 gage, 4.95c.; American Bessemer 
black No. 28 gage, 5.50c.; No. 28 galvanized, 7c., and No. 28 
tin mill black plate, 5.50c., all f.0.b. at mill. The above prices 
are for sheets rolled from Bessemer stock, while on sheets 
rolled from open hearth stock an advance of $5 per ton is 
charged. Some other makers of sheets are quoting still higher 
prices, and it is said that No. 28 Bessemer black sheets have 
sold a small lots for prompt shipment at very close to 7c. 
per Ib. 

We quote blue annealed sheets, Nos. 3 to 8, 4.95c. to 5.50c. ; 
box annealed, one pass Bessemer, cold rolled,, No. 28, 5.50c. 
to 6c.; No. 28 galvanized, 7c. to 7.50c.; No. 28 black plate, 
tin-mill sizes, 5.50c. to 6c.; all f.o.b. mill, Pittsburgh. These 
prices are for carloads and larger lots, for shipment over the 
third quarter and last half of this year. The higher prices 
given are for fairly prompt delivery. 

WireE.—The Youngstown Sheet & Tube Company, 
Youngstown, Ohio, advanced prices April 17 on all 
wire products $6 per ton. No advances as yet by 
other makers. The trade has been buying as heavily 
as possible in view of this expected advance, and prices 
are very strong. Premiums are being paid on all kinds 
of wire to any mills that can make fairly prompt ship- 
ments. Prices in effect on the different grades of 
wire in carloads and larger lots to the large jobbing 
trade are as follows: 

Bright basic wire is $3.25 per 100 lb. ; annealed fence wire, 
Nos. 6 to 9, 15; galvanized wire, $3.85; galvanized barb 
wire and fence staples, $4.05; painted barb wire, $3.35; pol- 
ished fence staples, $3.35; cement-coated nails, $3.10, base, 
these prices being subject to the usual advances for the 
smaller trade, all f.o.b. Pittsburgh, freight added to point of 
delivery, terms 60 days net, less 2 per cent off for cash in 10 
—_ Discounts on woven-wire fencing are also lowered two 
points, effective March 5, and are now 51 per cent off list for 
carload lots, 50 per cent off for 1000-rod lots, and 49 per cent 
off for small lots, f.o.b. Pittsburgh. 

To the retail trade, the usual advances over the above 
prices are charged, these ranging from $4 to $7 and $8 
per ton. 


HEAVY HARDWARE.—It would be useless to go into 
detail regarding the steady advance in prices that is 
being made in all kinds of heavy hardware. Every 
day jobbers and retailers get notices of either with- 
drawals of prices or advances and these are bound to 
continue for some time to come. Retail dealers would 
do well to get in orders early, as they are bound to 
find shipments delayed and quantities ordered cut down 
very much. The item of chain has been advanced an- 
other $10 per ton, and is selling at 7c. per pound base. 
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Prices now in effect on common proof-coil wire are as fol- 
lows: 3/16-in., $11.10; % in., $8.55; 5/16-in., $7.55; %-in, 
7.00; 7/16-in., $6.85; 44 and 9/16-in., $6.70; 5% and 11/16-in., 
6.60; % and 13/16-in., $6.50; % and 15/16-in., $6.40; 1 in., 
6.30; 1 1/16, 1% and 1%-in., $6.40. The extras are as fol- 


Hardwa re Age 


lows: 3/16 and %-in., B. B., $1.50 extra; 3/16 ana v,.; 
B. B. B., $2 extra; 5/16 and larger, B. B., $1.25 extra’ ang 
5/16-in, and larger, B. B. B., $7.79 extra. Makers continue to 
e new deman eavy, with thei pf 
three to four months. : oe oe OD ie 


TWIN CITIES 


Minneapolis and St. Paul, April 14, 1917. 

ALTHOUGH the weather has not warmed up to as 

great an extent as hoped for, people are going 
ahead with spring work with more and more zest. 
Gardening and care of lawns are coming in for a large 
amount of attention and dealers are beginning to find 
a very lively interest on the part of their customers 
in necessary equipment. Never has a dealer had tae 
opportunity for the sale of garden tools and equipment 
that presents itself this year. Everyone with any 
ground available intends to use it, and the campaign 
for conserving and increasing the food supply which 
is rapidly gaining in popularity, will have further 
effect in this direction. Much pleasure also will be 
gained by the people who engage their attentions in 
this way. 

Along the lines of pleasure must be noted the ever- 
growing popularity of the automobile and bicycle. Not 
only are they aids to pleasure, but they are proving 
more and more necessities in the ever-increasing speed 
of business. It is interesting to note how rapidly the 
bicycle is coming back into popularity. Where two or 
three years ago an occasional wheel would be seen, 
now they are everywhere, in new, sturdy models for 
real service. Dealers who never dreamed of again 
selling them have added them to stock and find them 
an item of profit not to be despised. The popular sellers 
range in price from $25 to $40, depending on the style 
and equipment. The accessory and supply end of the 
game is not to be overlooked as the average American 
pride impels each wheel owner to keep it up to the 
minute. The bicycle has come back strong, and to 
stay, as a convenience and a means to health for the 
office worker, and as a time saver. In the latter ca- 
pacity several ingenious gas motors are appearing and 
proving very efficient toward converting the regular 
bicycle into a light motorcycle. These are being used to 
good advantage by those who do not need to leave 
the better roadways. Bicycling in the cities, despite 
the convenience of the street cars, has increased, it is 
estimated, over 300 per cent the past three years. 

The Twin Cities are the greatest automobile dis- 
tributing point, with the exception of the factory dis- 
tricts East, of any place in the country. The Willys- 
Overland Company, the Maxwell Automobile Company, 
and the Ford Automobile Company have all established 
immense institutions here for the assembling and dis- 
tributing of their product. At St. Cloud, only a short 
distance away, there is being established the factories 
of the Pan Motor Company, which has been incorporated 
at $5,000,000 to manufacture pleasure cars. In the 
cities there are also manufactured the Four Wheel Drive 
truck and the Packet truck. In addition to this, nu- 
merous items in the accessory and equipment line are 
made here, notable among which is the Archer-Cord 
tire. Innumerable articles of convenience and service 
on automobiles own this locality as their home. 

The hardware dealer is coming to recognize this fact 
and realize that the proper distributing place for this 
class of goods is from his place of business. Properly 
handled, without too long a profit being added, wisely 
selected and closely watched, there is a source of revenue 
to the dealer here that is inviting. The garages and 
shops find they cannot consistently devote time to the 
selling of merchandise and in many instances, have not 
the ability or inclination to follow it up successfully. 
Consequently they are glad to relinquish this part of 
the business and are rapidly doing so. The automobile 
salesrooms have just about as much inclination to take 
it on. The average automobile owner finds his way 
to his favorite hardware dealer for wrenches, pliers 
and other articles, and will naturally be interested in 
accessories, if he finds them displayed and properly 
priced. Some slight disturbance of trade is made by 
cut price chain stores, but the average car owner pre- 
fers to purchase where the obsolete practice of “caveat 
emptor” does not enter into the bargain. The careful 


buyer goes to his well-established hardware dealer. Sev- 
eral retailers have added accessories to their line in 
the past two years with very satisfactory results. 

Some of the large accessory jobbers in the country 
are located here and their records show a healthy 
growth in the past few years. The wholesale hardware 
houses carry very complete lines of accessories, making 
it very convenient for their retailers to also carry 
accessories, 

The fact that this country is involved in the world 
struggle has been thrust upon us, in a number of ways 
not the pleasantest. Full realization of the conditions 
imposed on this country has not developed, but a 
gradual awakening is noted. The territory tributary 
to these cities has been during the past few years, and is, 
the garden spot of the country. As such, normal 
conditions of business are more likely to be maintained 
than elsewhere. Then, too, the tremendous importance 
of the flour mills in Minneapolis and the railroad 
terminals in both cities, is emphasized under present 
conditions. Vast stores of food stuffs and supplies of 
other nature are here and require careful protection. 
The dealers admit an increased call for small arms, 
and the supply is almost nil. 


Spring business is a trifle slow in starting, but this 
is due more to the persistently cool weather than any- 
thing else. 


Prices have remained nearly at the same level. ils 
and paints show a strengthening, as do galvanized prod- 
ucts. Rope has again advanced. 

WIRE NAILS AND BRADS.—No advance has been made 
as yet although from the condition of the steel mills 
one may be looked for at any time. 


We quote from local jobbers’ stocks, standard wire nails 
at $3.80 base and coated wire nails at $3.70 base; brads at 
75 per cent discount from standard list. 


WIRE AND STAPLES.—Price is stationary and the call 
is increasing. An advance is to be expected at any 
time. 


We quote from local jobber’s stocks: Galvanized Glidden 
cattle wire, $3.71 per 80-rod spool; painted Glidden cattie 
wire, $3.16 per 80-rod spool; galvanized Glidden hog wire, 
$3.87 per 80-rod spool; painted Glidden hog wire, $3.30 per 
80-rod spool; No. 9 black annealed smooth wire, $3.75 per 
ewt.; No. 9 galvanized annealed smooth wire, $4.45 per cwt.; 
polished fence staples, $3.95 per cwt.; galvanized fence 
staples, $4.65 per cwt. 


WIRE CLOTH.—Factory shipments are extremely slow 
and prices liable to advance at any time. 


We quote from loca] jobbers’ stock: 12 mesh black painted 
wire cloth, $2 per 100 sq. ft.; 12 mesh galvanized wire cloth, 
| per 100 sq. ft.; 14 mesh bronze wire cloth, $10 per 100 
sq. ft. 


Bo.tts.—Nothing of interest has developed here in 
this line. With the advent of warmer weather an in- 
crease could be felt in all classes of this material. 


We quote from local jobbers’ stock: Small machine bolts, 
50 per cent; large machine bolts, 30-10 per cent; small car- 
riage bolts, 45-5 per cent; large carriage bolts, 35 per cent; 
lag screws 40-10 per cent; stove bolts 60-10 per cent. 


Rope.—An increase of 2c. per lb. has been made by 
the jobbers. The supply is not improving and even 
higher prices are to be expected. 

We quote from local jobbers’ stock: Best grade manila 
rope, at 2614c. per lb. base; best grade sisal at 22\4c. per |b. 
base, and cotton rope at 25c. per lb., base. 

SHEETS AND TIN.—Black and galvanized sheets re- 
main as last week, with increased demand. No special 
margin is granted for quantity, in fact, large orders 
are not desired by jobbers in any line. Tin plate has 
again advanced. 

We quote from local jobbers’ stock: Black sheets at $6.56 
per cwt. base.; galvanized at $8.50 base; roofing tin 20 x 25, 
IC 8-lb., coating at $16.75 per box; bright charcoal tin 
20 x 28, 8-lb. coating, $24 per box. 

OIL AND TURPENTINE.—With the beginning of spring 
painting linseed oil and turpentine are beginning to 
climb in price with linseed oil at a higher price than 
for any recent quotation. 


We quote from local jobbers’ stock: Boiled linseed oil, 
barrel lots at $1.19 per gal., raw linseed oil, barrel lots at 
$1.18 per gal.; turpentine, barrel lots at 57c. per gal. 
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BOSTON 


Office of HaRDWARE AGE, 
Boston, April 14, 1917. 


oo RUST in God and persevere.” If there is any 
hardware man who has a better policy to pursue 
at this uncertain time he should pass it along for the 
benefit of the trade. Business is good, supplies increas- 
ingly uncertain and prices constantly advancing. Yet, 
in a sense, everyone is marking time while waiting for 
the situation to clear itself so that some other than a 
guess-work policy can be determined. There has been 
little to mark the past week except a stronger movement 
to sweep prices upward toward some more or less distant 
pinnacle. The problem of the hardware merchant to- 
day is to find means to determine when we have reached 
the peak and how sharp is the slope beyond it. Upon his 
judgment on these points will rest, to a large degree, 
the success of his business for the year to come. 

So far there has been but little depletion of stocks 
except, perhaps, in wire nails, which are becoming 
scarcer and scarcer. The stocks of the jobbers are 
surprisingly large as a whole and show that there has 
been a most energetic effort to anticipate the demands 
of this market for seasonal goods. There is now, how- 
ever, a marked tendency on the part of both wholesale 
_and retail distributors to husband their resources until 
the mists which now shroud the future have begun 
to lift. 

Among the miscellaneous advances of the week have 
been: 


Registers, 10 per cent; can openers, 10 per cent; fiber 
goods, 15 per cent; certain classes of Corbin goods, 10 per 
cent; Caldwell balances, 10 per cent; garden hose couplings, 
10 per cent; iron sinks, 20 per cent; grindstones, 10 per cent; 
scythe stones, 50c. a gross; galvanized oil cans, 10 per cent: 
bouquet holders, 15 per cent; zinc and glass washboards, 10 
per cent; tinners’ snips, 10 per cent, and Yale locks and 
keys about 7% per cent. 


STANLEY RULE & LEVEL CoMPANY’s Goops.—Such 
Stanley goods as planes, scrapers, squares, bevels, gages, 
hammers and Jersey vises have been advanced, the ad- 
vances being mostly 10 per cent but in a few items run- 
ning as high as 25 per cent. 

SARGENT & Co.—Sargent steel squares have ben 
advanced 15 per cent and vises and clamps 10 per cent. 


There have been similar advances on a considerable 
list of miscellaneous items. 

Rope.—Manila rope has advanced 2c. a lb. First 
quality manila rope is now quoted to retailers at 26c. a 
lb. and second quality at 25c. a Ib. There has been no 
change in sisal rope, but it is expected that an advance 
will soon be forthcoming. 

SHOVELS.—Shovels of the first grade have been ad- 
vanced 10 per cent and the second and third grades 
$1 a doz. 

PAINT.—The Acme White Lead & Color Works “New 
Era” brand of mixed paint has been advanced 25c. a 
gal. and “Boston” brand 20c. a gal. 

ROOFING MATERIALS.—Amatite roofing has been ad- 
vanced 20c. and is now quoted to the retailer at $2.05 a 
square. The cheaper and better grades of one-ply roof- 
ing have been advanced 5c. a square, the better grades 
now being quoted at $1.40 a square and the cheaper 
at $1.15 a square. White roofing duck has been ad- 
vanced 2c. a yard. 


STEEL.—New quotations have appeared upon steel 
furnished to the retail trade. 


Soft steel, flat bars, stock lengths, base, 100 Ib., $4.60; 
rounds and squares, 1% and under, stock lengths, base, 100 


lb., $4.60; rounds and squares, 2 in. and over, stock lengths, 
base, 100 lb., $5.10; cold-rolled steel, rounds up to 1 15/16 in., 
large lots, plus 15 per cent; small lots, plus 20 per cent; cold- 
rolled steel, flats, squares and hexagons, prices only on 


application 
Iron.—H. & P. best iron has been advanced and is 
quoted to retailers at 


Flats, rounds and squares, base, 100 Ib., $4.60; ovals, base, 
100 Ib., $5.75: half ovals, base, 100 Ib., $5.75; half ovals, base, 
100 Ib., $5.75; bevels, base, 100 lb., $5.75; half rounds, base, 
100 Ib., $5.75; refined iron is now quoted, base, 100 Ib., $4.35 


CHAIN.—The price of proof coil self-colored chain 
has advanced to these figures: 3/16-in., $12.30; %-in., 
$9.50; 5/16-in., $8.30; %-in., $7.75; 7/16-in., $7.60; 
\%-in., $7.45; %-in., $7.35 per 100 lb. 

Fites.—American machine cut files are now quoted 
from jobbers’ stocks at 66 2/3 per cent discount; Chelsea 
hand cut files at 30 per cent discount. 


CINCINNATI 


Office of HARDWARE AGE, 
Cincinnati, April 16, 1917. 


At a special meeting of the Cincinnati Hardware 

Guild that was held at the Business Men’s Club 
on the evening of April 12, it was brought out by 
suburban and country merchants present that automo- 
bile specialties represent a very important part of their 
business. During the winter season it was natural that 
only business was received from regular customers who 
owned machines and who lived close by. With the ad- 
vent of spring there is an excellent cash business from 
tourists. A notable example of the profit in handling 
automobile supplies was cited by Joseph Bevis at the 
meeting in question, who operates a hardware store at 
Harrison, Ohio, about 12 miles from Cincinnati. Mr. 
Bevis formerly carried only a few accessories, but has 
now increased the line until he is able to supply almost 
any size tire or inner tube wanted. He has also ar- 
ranged for carrying a stock of gasoline and cylinder oil. 
A clerk, who is an expert in changing a tire, or making 
minor repairs, is an asset of practically unknown value. 
“Time and again,” he said, “attention has been called 
to the fact that an automobilist who stops for a supply 
of gasoline, or for a new tire, is almost invariably a 
customer for something in the regular hardware line. 
"lectrie flashlights are also now sold in such quantities 
Ly hardware stores that they are looked upon as a regu- 
ar line to be carried both by city and country merchants, 
and I think some of you hardware merchants ought to 
wake up to the possibilities before you.” 

The “Clean Up and Paint Up” campaign that is 
usually inaugurated at this season of the year is delayed 
later than usual on account of the weather conditions, 
but all merchants handling paints state emphatically 


that business will exceed that for last year up to this 
time. This is a matter that deserves serious considera- 
tion and is one that indicates the increase in costs have 
not tended to shut off business, but on the other hand, it 
seems to have stimulated buying. The same condition 
exists as far as builders’ hardware is concerned. How- 
ever, the city’s building commissioner’s report show; a 
fewer number of building permits taken out for the first 
two weeks in April as against last year’s record. The 
total amount of business done is swelled considerably 
on account of the difference in values as-compared with 
a year ago. 

The nation-wide campaign for encouraging farming 
and gardening on the part of even city residents has not 
been without effect, and the sale of garden tools, seeds 
and wire netting for protecting garden spots is almost 
unprecedented. There is also a call for incubators that 
is above normal, indicating that poultry raising is at- 
tracting the attention of many suburbanites. 

The sale of sporting goods is a little slow, but this is 
attributable to adverse weather conditions, as well as 
to the fact that many citizens are becoming more in- 
clined to take exercise in the form of gardening when- 
ever there is a tillable spot available. 

The mill and factory supply business continues at the 
top notch. While no radical changes have been made 
in prices within the past two weeks, there is a general 
tendency to look for still higher values, especially since 
raw materials, such as pig iron and coke continue to 
make such phenomenal advances. 

Both black and galvanized sheets have been advanced 
to figures almost hitherto unknown. 

We quote No. 28 galvanized sheets, mill delivery, at 9.15¢ 
a lb. f.o.b. Cincinnati or Newport, Ky., and No. 28 black 
sheets at 7.15c. 



























































174 


We quote from local jobbers’ stocks as follows: 


WirRE NAILS AND BARB WIRE.—Shipments from the 
mills are somewhat curtailed just now and jobbers are 
more inclined to sidestep any large orders at present 
quotations, fearing that their stocks may become too 
much depleted. We quote wire nails to-day from stock 
at $3.60 per keg base, and barb wire at $4.55 per 100 lb. 


RIVETS AND STOVE BoOLTs.—Rivets are unchanged at 35 
per cent discount and stove bolts carry a discount of 
65 and 5 per cent. There is an excellent business re- 
ported, and, as a rule, deliveries can be made promptly. 

MACHINE AND CARRIAGE BoLTs.—Machine bolts are 
in good demand, and jobbers are careful to order far 
enough ahead to keep a sufficient stock on hand for their 
customers’ requirements. We quote machine bolts, % in. 
x 4 in. and smaller, 50 per cent discount; larger and 
longer, 30 and 10 per cent discount; carriage bolts, 
% in. x 6 in. and smaller, 45 and 5 per cent discount, 
larger and longer, 30 per cent discount. 


Publishers Offer Co-operation | 


of Hardware Age 


THE assurance of co-operation with the Govern- 

ment for the most effective marshaling of lead- 
ing industries in carrying on the war is given in the 
following letter addressed to the Council of Na- 
tional Defense by the United Publishers Corpora- 
tion, New York: 

NEw YoRK, April 10, 1917. 
Mr. Grosvenor B. Clarkson, 
Secretary of the Council of National Defense, 

Washington, D. C. 

DEAR Sirk: After consultation with our board of 
directors, the United Publishers Corporation has 
decided to offer to all departments of the United 
States Government the absolute co-operation of our 
industrial publications, covering many leading in- 
dustries of this country, both in the matter of edi- 
torial co-operation and the free use of advertising 
space, for the purpose of assisting the Government 
in the mobilization of our industries, publicity in 
methods of finance and the promotion of any project 
undertaken by the Government during the present 
condition of war. 

We cover the iron, steel and machinery indus- 
tries through 


Hubbard & Co. Buy Shovel 


Plants 


HUBBARD & CO., Pittsburgh, Pa., manufactur- 

ers of shovels, spades and scoops, railroad 
track tools and other steel specialties, have pur- 
chased the shovel plants of Beall Brothers at Alton, 
Il, and the Jackson Shovel & Tool Company, at 
Montpelier, Ind., and will operate these two plants 
as branch works of the Pittsburgh plant, under 
the former titles of Beall Brothers and the Jack- 
son Shovel & Tool Company. Hubbard & Co. have 
also purchased the Ohio Shovel & Stamping at 
Canal Dover, Ohio, and the shovel works of the 
Hussey-Binns Company at Charleroi, Pa. The 
equipment of these two latter plants will be moved 
to their other works, largely to the Pittsburgh plant, 
in order to increase the capacity of these plants, and 
the company will erect at its Pittsburgh plant new 
buildings to be equipped with machinery for mak- 
ing rolled or one-piece shovels. .It is the intention 
to have the output of the Pittsburgh plant larger 
than that of any other single shovel works in the 
United States. The company states that its total 


output of shovels at its three main works at Pitts- 


burgh, Montpelier and Alton, will be larger than 
The 


that of any other company making shovels. 





Hardware Age 


FILES AND Hack Saw BLapEs.—The jobbers’ « 
of 50 and 10 per cent on files is unchanged, and th» de. 
mand from machine shops, as well as from other © urces 
is said to be almost without precedent. Hac} saw 
blades still carry a discount of 10 per cent from |ist. 

Screws.—The Cincinnati Screw Company, a com- 
paratively new concern, reports its order books well 
filled and that its chief object just now is to rush ship- 
ments forward. The same condition exists with the 
jobbers. We quote jobbers’ prices as follows: 


_Coach screws, 45 per cent discount; set screws, 45 pe: 
discount, and cap screws, 40 per cent discount. 


Roorinc.—A marking up in prices has not cut off 
the demand for prepared roofings. The following are 
manufacturers’ prices to jobbers: 


Rubber roofing, cheaper grades, one-ply, 95c.:; two-ply 
$1.20 and three-ply, $1.45 per roll. Medium grades, oneaik! 
$1.20; two-ply, 1.45 and three-ply $1.70. Standard grades 
one-ply $1.45 ; two-ply, $1.70 and three-ply $1.95. Rosin-sized 
building papers are quoted to-day at $78 per net ton. Roof 
coating has advanced 2c. a gal., making the price now 13c. qa 
gal. in barrel lots, 


ount 


cent 


FOO TOM OO 8) ors sieves. oees New York 
TEAGDWAME AGE oo occ cc cecceee New York 
The automobile and motor truck industry through 
the 


SUMPNINNE c's ps ome ecole veand New York 
PN od natn ls 1 Fadesnteud Chicago 
Commercial Vehicle ........... New York 
OT WOE 6s vcatvevecavvss New York 


The shoe industry through the 
Boot and Shoe Recorder.......... Boston 
The building industry through the 


American Architect ........... New York 
| ne SR i New York 
MEGGR WOTKE . cccvccacccccccs New York 
The dry goods field through the 
Dry Goods Economist ......... New York 
Dry Goods Reporter ............. Chicago 
PUOOTINIE oa ook dace cs cvacen St. Louis 
Pacific Coast Merchant..... San Francisco 


We shall seek to interest the active co-operation 
of these important business interests in their local 
centers and shall hope to assist especially in placing 
the bond issue without expense to the Government. 

In any of these matters your commands will re- 
ceive our prompt and immediate attention. 

Yours very truly, 
H. M. SWETLAND, 
President United Publishers Corporation. 


working organization of the Ohio Shovel & Stamp- 
ing and the Hussey-Binns Company will be largely 
taken care of in the Pittsburgh works, the officials 
and workmen having been offered positions at the 
Pittsburgh plant. 

Hubbard & Co. have also acquired the plant of 
the Beall Tool Works at East Alton, IIl., which is 
equipped to make railroad track tools, hammers, 
sledges and other products. Hubbard & Co. ac- 
quired the above named plants in order to take care 
of their constantly increasing business with hard- 
ware jobbers and their other trade, and to that end 
they have reorganized the finishing and polishing 
departments in all of their factories and will be 
equipped to turn out high finished products at all 
of their plants. The company has contracted heavily 
for raw materials of all kinds, sufficient to run the 
various plants for close to a year, with the handi- 
caps that may come, due to market difficulties in 
getting supplies to the works. 

The officials of Hubbard & Co. are: John W. 
Hubbard, president; S. A. Rankin, treasurer; Jo- 
seph V. Smith, manager of shovel department; A. 
F. Zinsmaster, manager washer and special stamp- 
ing department; William H. Remmel, manager 
railroad and tool department; C. P. Seyler and C. 
L. Peirce, Jr., managers electrical materials depart- 
ment. 

















Blish Hardware Company Successful 
| With Accessories 


South Manchester, Conn., Concern Has Unique Tire Display 
and Combines Automobile Supplies and Harness 


ERHAPS your store has only one display win- 
dow—let us suppose that, anyway. Then the 
door would, of course, be at the side, opening 
against the wall. Now let us suppose further that 
you had a hunch or perhaps that you were fully 
convinced that if you could display a certain amount 
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The tires are inserted in this rack at an angle of 
about 45 deg. 





of automobile tires up near the front of the store, 
your business on tires would not only pick up quite 
a bit, but that the presence of those tires would be 
an impressive advertisement for the accessory de- 
partment of the store. So you decide that the 
proper caper is to build a tire rack near the front. 

Then you find that the only place where such a 
fixture ought to be is right inside the door. But 
if you put it there it will block the entrance. The 
good substantial fixtures on the other side of the 
store cannot be altered without a great deal of 
trouble. Suppose you met with such a condition of 
affairs as this—what would be the answer? Keep 
the tires in the basement or in the rear of the store? 
Not necessarily. The Blish Hardware Company, 
South Manchester, Conn., was up against just such 
a problem and found a very happy solution of it. 

N. B. Richards, the head of this concern and re- 
cently elected president of the Connecticut Hard- 
ware Association, wanted tires in the front of the 
store, but the only available place seemed to be just 
inside the door—but here an ordinary rack would 
block the doorway. 


An Ingenious Tire Rack 


But “tires to the front” was the slogan, and “tires 
to the front” it had to be. So instead of being built 
to accommodate tires in the usual manner the rack 
was constructed so that the tires are placed at an 
angle of about 45 deg. with the wall. The rack is 
so clearly illustrated in one of the accompanying 
cuts that further explanation is unnecessary. Of 
course, the same number of tires cannot be placed 
in this rack as could be carried in it were the tires 
placed at right angles with the wall. But it does 
bring the tires into such prominence that they can- 
not be missed by anyone entering the store—in fact, 
they can be seen from the outside of the store—and 
the rack makes possible an active selling stock that 
is immediately available. 

A surplus stock is carried on a rack of pipe sus- 


pended from the ceiling in the rear of the store. The 
rack is out of the way and yet it can be reached 
conveniently by means of the rolling ladder. Thus 
the surplus stock also has its advertising value. 
Tires Profitable 

The tire end of the business has been found to 
be very profitable, partly on account of the proximity 
of South Manchester to Hartford and the factory 
branch there, partly because the tires handled are 
so well made that there is little trouble in the mak- 
ing of adjustments and to a great extent because 
the manufacturers are trying hard to protect the 
merchant who demands an honest profit on the lines 
he sells. This lack of legitimate profit has been the 
most important cause of many hardware merchants 
refusing to sell automobile tires until clubbed into 
it by the insistent demand of customers. It was 
all right to talk of the advertising value of a stock 
of tires and of their necessity to a merchant who 
expects to sell accessories, but it was a pretty hard 
matter to make some merchants believe there could 
be any money made in selling tires at prices that 
really meant an actual loss. But conditions are bet- 
ter now except in a few instances where the dealers 
have not learned that cut prices spell “no profit” 
for everybody, and good tires are being looked upon 
now as really profitable merchandise. 


Harness to Accessories 


The automobile accessory department of the Blish 
store grew partly out of a harness business, and 
to-day the two are worked together, though it is 





The surplus stock of tires is carried on a rack. suspended 
from the ceiling 


the intention of the management to put the auto- 
mobile supplies in the front portion of the sales- 
room. At the present time motor-car supplies are 
kept in a room in the rear of the store adjoining 
a workshop where harness is repaired and where 
tires and tubes are vulcanized. While the sale of 
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light harness has dropped off to a great extent, 
heavy team harness will always be in demand. Te 
harness maker repairs and sells the harness and 
sundries and also is equipped to vulcanize tires and 
tubes, to repair automobile tops, make hood covers 
and do similar work. The robes that were formerly 
sold to horse owners are now demanded by those 
who have turned to the automobile. 

Automobile oil is displayed prominently on a 
pyremid rack in the automobile supply salesroom. 
The Blish Hardware Company sells more than a car- 
load of oil a year—a great deal of it being disposed 
of by the outside work of one of the members of 
the firm as soon as the carload arrives in the early 
spring. Quite a bit of oil is sold in bulk but the 
trade has been educated to buy the oil in cans—a 
condition most satisfying to everyone concerned. 
The oil in this form is easier to handle, can be dis- 
played well, and can be delivered without trouble. 

A curb pump for gasoline is profitable in itself 


Hardware Age 
and a most excellent advertisement and free air 
service is considered a real trade producer. 

No particularly startling stunts have been used in 
building this successful business in motor-car sup- 
plies. The stock is watched closely and is sold by 
a man who is familiar with automobiles; a list of 
car owners is kept and followed up at various sea- 
sons and the outside men who specialize on farm 
tools and machinery manage to put in a few good 
words for the accessories. The concern took the 
agency for a moderate-priced automobile and sells 
a dozen or more a year, not for the small actual 
profit in the sale of the cars, but because selling 
them creates valuable new customers for supplies. 
The same good business principles have been ap- 
plied to selling motor car supplies as have been used 
with other lines of hardware, and the result has 
been a satisfying growth of what a few years ago 
was a new venture and which is now an established 
profitable department. 


C. D. Franke & Co., Inc., Successful 


with Accessories 
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An extensive stock of tires can be seen through the accessory windows of C. D. Franke & Co., Inc. 


ILLIAM HUGHES HARD, manager of the 

automobile accessory retail sales department 

of C. D. Franke & Co., Inc., Charleston, S. C., 
is a firm believer in the selling value of a big stock 
well displayed. He thinks that two articles create 
just about twice as strong an impression as one, and 
that a showing of 100 will hit the prospective cus- 
tomer about 100 times as hard. So strong is his 
belief in the strength of numbers that the display 
windows in front of the automobile accessory de- 
partment are backed with glass instead of wood, so 
that anyone looking at the display can also look into 
the department and get some idea of the size and 
variety of the stock carried there. Part of the view 
that can be had from the sidewalk is shown in the 
illustration of the tire section. No one seeing just 
an extensive stock could go away with the idea that 


automobile supplies were an experiment or a “side 
line” in the Franke store. 

Once the customer is inside the store he is made 
to feel that he is as welcome as though the store 
were his own. If he has ever been in the place 
before the chances are he will be greeted cour- 
teously with “Good morning, Mr. Brown,” or “Mr. 
Green,” for the young man who is building acces- 
sory business for this progressive Southern concern 
makes a point of learning and remembering the 
name of every customer of the house with whom he 
comes in contact and of tabulating in his mind the 
customer’s likes and dislikes. Hard believes that 
if remembering names and greeting people cordially 
is worth thousands of votes in political campaigns it 
ought to be worth a few dollars at least in a retail 
business. He has proved to his own satisfaction 
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that it is a paying policy for both himself and the 
house. 

One of the most successful methods used by this 
concern was an exhibition held at the first Charles- 
ton Automobile Show, Feb. 26 to March 3. The 
booth attracted so much attention that separate 
news items were run in the Charleston papers fea- 
turing the display separately. Numbered coupons 
were given to each person visiting the booth. A 
duplicate was dropped into a box and the owner’s 
name registered. Each night a disinterested person 


This booth made new customers and strengthened the bond that held old ones 





drew one coupon and the holder of the duplicate was 
given some automobile accessory previously deter- 
mined upon. The names of the prize winners were 
posted on a bulletin board. There was no charge of 
any kind made for the tickets, and no restrictions 
put upon their distribution; they were given abso- 
lutely free to anyone with whom Hard or one of his 
assistants came in contact. The plan made a lot of 
new friends for C. D. Franke & Co., Inc., and 
helped to establish an even stronger bond between 
them and old customers. 


Your Aecessories Opportunity 


By FRANK 


GOOD many hardware dealers have found in 
automobile accessories the way to a bigger, 
better business in a!l lines. Accessories, 

with their appeal to a steadily increasing number 
of the best buyers in the community, offer the hard- 
ware dealer a chance to branch out and develop a 
greater success than he has had hitherto. 

Of course we realize that the garage is a logical 
place for the sale of such goods, and nobody ex- 
pects to crowd the garage out of the business, but 
the garage is not a store. Comparatively few gar- 
ages are in a position to make attractive window 
displays on the main business street and in the 
best retail section. Automobile accessories are 
goods that will sell by display. 

It does not matter how many garages there are 
in town, nor how great their sales of accessories 
may be, if your hardware store is well managed, 
if you know how to advertise and how to display 
goods you can sell automobile accessories right 
under the noses of the garage folks. 

Pretty nearly everything that is included in the 
term “accessories” is of interest to motorists, and 
they will stop and look over window displays of 
the things and discuss with acquaintances the vari- 
ous items of stock shown there. 

The garage does not arrange displays of acces- 
sories with a view to making them look so attrac- 
tive that people are almost compelled to buy. In- 
stead, it stocks the goods, and at the best rarely 
does more than keep them neatly shelved. It sells 
accessories because people want them, not because 
they see them and are thus led to investigate their 
advantages. Display and salesmanship in the gar- 
The accessories 


age usually stop with motor cars. 
are left to sell themselves. 





F ARRINGTON 


In some large cities, specialty houses in the ac- 
cessory trade are doing large business by merchan- 
dising accessories properly. In the smaller towns, 
and in many very sizeable towns, and even in sec- 
tions of large cities, the hardware dealer has the 
opportunity to develop just such a trade as these 
very much alive automobile accessory houses have 
developed. 

Where one man goes into a garage hundreds 
pass your windows. Where a motorist goes inside 
of a garage once he passes your store a score of 
times, perhaps. So, even if the garage were mak- 
ing a good inside display of accessories, it would 
not get anything like as many chances to attract 
his attention to the goods as you get. 


The Drawing Power of Windows 


The car owner sees your window at a time when 
he is afoot and perhaps in no hurry. He has time 
to stop and come in and ask about the goods. You 
get this chance at hundreds of men who keep their 
cars at home and do not even buy their gasoline at 
the garage. You have this chance at the man 
whose chauffeur goes to the garage when any busi- 
ness there is necessary. 

The accessory people are advertising nationally 
many things, and it is natural for the interested 
user to want to see what those goods are really 
like. He may not have a chance to go to the garage. 
In fact, he is scarcely interested enough to make a 
trip there to find out whether they have the things 
and how much they are. But when he sees them 
right on Main Street, in a store window, he is going 
to find out about them. 

Do you see what an advantage you have over 
the garage man in the matter of selling accesso- 
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ries? Every motorist is interested in anything 
new in that line. He is even interested in tires 
and all the most commonplace things used with a 
car. You already carry tools, and you may have 
tried out a window display or so with a special 
automobile appeal and found that the motorists 
were interested. Accessories are only a step fur- 
ther along the line, and stocking them will help 
the sale of tools, too. 


Women’s Trade 


Then there is another class of motorists you can 
reach who are not going to be reached much by 
the garage. That is the feminine class. Women 
will not hang around a garage. They will scarcely 
go there to see accessories they know are in stock. 
But they will stop and look at them in your win- 
dows and they will come in and ask about them. 
Here is a large and a growing class of accessory 
buyers whose business you can get if you will. 

Then there is the farming class. These people 
take care of their own cars to a large extent and 
are not great patrons of the garages. They, too, 
are constantly seeing accessories advertised, and 
they are anxious to secure such things as help to 
make the operation of their cars simpler and less 
expensive. If you will go after their trade you will 
succeed in interesting them. Letters will bring 
them in. Keep informed on the mail-order house 
offers along the accessory line and see what you 
can do to compete with those houses in prices, 
quality and service. The advantage, unless it is 
in the matter of price, is all with you who are 
right there on the ground. 


To Draw the Farmer 


The work ;ou do in the effort to get the farmers’ 
trade on accessories will work two ways. It will 
help get the accessory trade, and, bringing in the 
farmers to buy accessories from you will be a great 
help in getting them lined up as regular customers 
in all lines. The hardware store that sells the farm- 
ers accessories will have the farmers going there 
when they reach town in their cars, and that means 
that when they want a roll of barbed wire they 
are going to buy it at that store. They will not 


A Bit of Putty 


HE was in a very belligerent mood, it seemed. He 

slammed the door as he came in, jerked out his 
chair and settled down with but a bare nod of 
greeting. 

“What’s the trouble, George?” 

He drew on his pipe with a quick, savage puff- 
puff, pausing occasionally to aim at the battered 
cuspidor across the room. 

“The smallness of some people is almost beyond 
belief,” he observed at last. 

“And of whom in particular?” we ventured. 

“It’s the Smith Hardware,” he replied. “You 
know I broke the kitchen window the other day. 
Well, this morning I ’phoned down for a pane of 
glass. I told ’em to send along enough putty to 
put it in with. And what d’ you s’pose that sap- 
head clerk of Smith’s told me?” 

“Well?” 

“He said: ‘We don’t throw in putty with glass.’ 
And I hadn’t asked him to give it to me, mind you. 
I’d expected ’em to add it to the price of the glass. 
Then when the glass came there was no putty 
with it.” 


Hardware Age 


come in and get a set of spark plugs from you 
and then go off to find another store for the pur- 
chase of a kerosene stove. I believe that getting 
in line in the accessory business, next to getting a 
Ford agency, is one of the best things a hardware 
man can do to get the farming trade. 

Try to keep something new in accessories on 
view all the time. Study the accessory advertise- 
ments and the notices of new goods in this and in 
other papers, so that you will know what is going 
on in that line. 

When you get a new thing feature it in the win- 
dow and cut out the advertisement about it that 
has recently appeared in one of the magazines. 
Tie your accessory line up to the advertising the 
manufacturer is doing. Make your stock a means 
of satisfying the curiosity of curious motorists— 
and you know a motorist always is curious about 
any new thing that is recommended as an aid to 
comfort or economy in car operation. 

It is not necessary that you sell gasoline in con- 
nection with accessories, but it is advisable, if only 
as a means of getting motorists to stop in front 
of your store, where they will be exposed to the 
temptations of accessory window displays. Place 
the pump in the best possible position, so that the 
windows can be seen from the waiting car. You 
may not make a cent on handling the gasoline, but 
it will be worth the cost of handling just for the 
advertising and selling help. 

The touring public will make their stops where 
they can get gasoline while they wait. The farm- 
ers, if they must choose between two places where 
the automobile trade is sought, will choose the one 
that has a gasoline pump on the curb. You might 
sell gasoline as easily without a pump, but the 
pump has become so much the sign of gasoline that 
we no longer stop where there is none visible, un- 
less for other reasons. 

If you are yourself a motorist, you will realize 
the motorist’s position in the matters I have men- 
tioned. If you are not, hunt up a friend who is, 
and talk it over with him and see if he does not 
substantiate what I have been telling you. Get 
the point of view of the buyer of accessories and 
then go after the business with that point of view 
in mind. 


“I s’pose you walked down there for some, then, 
eh?” 

“T should say I did not! I’ve bought lots of hard- 
ware of Smith’s—but now I’m through with that 
bunch.” 

“But it wasn’t Smith’s fault, was it?” 

“Sure it was. He shouldn’t have such penny- 
pinching rules—nor hire such a wooden-pated clerk 
as young Gaines.” 

“Well, what’d you do about the window? 
to let it go without puttying in?” 

For the first time my friend smiled. 

“I walked into Warner’s,” he replied, “and I said 
to a young fellow behind the counter, ‘wrap me up 
enough putty for a twenty-four by thirty glass.’ 
The clerk threw out a package big enough for two 
windows. ‘How much?’ I inquired. ‘Not a cent!’ 
he replied. ‘We don’t charge a good customer any- 
thing for a little bit of putty!’ 

“The funny part of it was, I’d never been a cus- 
tomer of Warner’s, at all—but I’m going to be one. 
When I build my bungalow in the spring Warner 
gets all the hardware—and Smith don’t even get 
a chance at it.”—Jron Tradesman. 


Going 
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A Dozen Accessory Selling Plans 


Successful Methods Taken from Actual Experience and Pre- 
sented in Tabloid Form 


Automobiles as Well as Supplies 

N increasing number of hardware merchants, 

especially those who formerly did a good busi- 
ness in wagons, have taken agencies for some of 
the popular automobiles. In some instances the 
business assumed quite remarkable proportions. 
Naturally, when automobiles can be handled at a 
profit the sale of them will also have a stimulating 
effect on the sales of accessories. 


Devotes One Window to Accessories 
BOUT three years ago C. L. Jenness, Dover, 
N. H., began to pay serious attention to the 
increasing demand for automobile supplies, and dur- 
ing the spring and summer months he has devoted 
one show window to the line. Aside from the fact 
that the department shows a good profit in itself, 
this merchant is particularly enthusiastic over ac- 
cessories because they have been very influential in 
increasing the sale of tools. 


Accessories Allowed Business Expansion 
WHEN F. H. Arndt became proprietor of the 

Arndt Hardware Company, Blair, Neb., he so 
revised his business methods that, though the city 
has only about 4000 inhabitants, the sales increased 
in a few years nearly 300 per cent. But after a 
time the business seemed to come practically to a 
standstill—the limit on the lines carried seemed to 
have been reached. The enthusiasm for more busi- 
ness caused Mr. Arndt to look about for additional 
lines, and about 6 years ago a small stock of acces- 


sories was bought to help fill the need of expansion. 
The original investment amounted to about $400. 
Stock was purchased in small quantities and with 


great care. The department grew rapidly, and is 
now a decidedly important part of the business. 

One of the hardest problems to solve at first was 
that of making adjustments on tires. This obstacle 
in this particular instance is overcome best by 
selling the customer a new tire or tube and return- 
ing the defective one to the factory branch for ad- 
justment. The amount allowed by the branch is 
then credited in cash to the customer. Mr. Arndt 
has found that a well-known make of tires can be 
sold at list price, which will also permit a little 
service to the customer. 


A Display for the Touring Season 

As soon as good weather was assured, one mer- 

chant last year built a timely window display 
featuring automobile accessories and the equip- 
ment used, particularly in touring. In the back- 
ground was a large map of the United States, bor- 
dered by the touring maps furnished by one of the 
tire companies. Circles were drawn on the large 
map, enclosing the territory covered by each touring 
map, and each circle connected with its correspond- 
ing map by pieces of colored twine. A large show- 
card read “Necessities and Luxuries that Make 
Touring a Pleasure.” The display consisted of 
vacuum bottles, luncheon outfits, robes, folding wa- 
ter buckets, folding cups, suit-case holders, tire 
holders, as well as a lot of other items that are 
not necessarily confined to the use of tourists, such 
as bumpers, horns, jacks, pumps, etc. 


Learn About Accessories 
J S. WASHABAUGH, Canonsburg, Pa., has been 
* successfully selling automobile supplies for 


four years. One of the sound suggestions he makes 
is that the merchant selling this line equip his 
automobile with all the latest accessories, that he 
make some of the minor repairs himself in order 
that he may be ready to answer any question a 
motorist may ask, and that he make an effort to 
keep in touch with as many other owners as pos- 
sible. He has found that most car owners prefer 
to talk on automobiles and accessories more than 
on any other subject, and that without taking un- 
fair advantage of friendship to talk shop it is 
often possible to start a good deal of enthusiasm 
for new items. And a satisfied owner has proved 
the finest kind of an advertisement. 


Delivery Trucks Advertise Tires 


AUTOMOBILE delivery trucks can be used to ad- 

vertise automobile tires. For this purpose two 
large signs will be necessary, one for each side of 
the truck, reading on this order: 

“The ‘Blank’ tires on the rear of this truck have 
already run 5000 miles. Put ‘Blank’ tires on your 
car and forget about mileage.” As the mileage in- 
creases, the number of miles given on the sign 
should be increased to correspond. 


Accessories Replace Fallen Off Lines 


FOR many years L. H. Durland Son & Co., Wat- 

kins, N. Y., sold wagons and harness, and the 
wide use of automobiles caused the business—espe- 
cially that in buggies and light harness—to fall off 
to a great extent. The management looked around 
for a line that would replace this. It was only 
logical that they should choose automobile supplies 
to stop the gap. By keeping in close touch with 
those who had replaced horses with automobiles a 
profitable business has been developed. 


Cash for Accessories 
A MERCHANT in a small Pennsylvania town is 
particularly enthusiastic over automobile ac- 
cessories because most of the sales are made for 
cash, whereas a great part of his other business is 
on a credit basis. Many merchants, while not draw- 
ing a line on the general run of accessories, have 


successfully adopted the rule that tires and gasoline 
at least shall be sold for cash only. 


A Car Owner’s Work Shop 

A GREAT many motorists get half the enjoyment 

out of their automobiles by making a certain 
amount of the necessary repairs themselves. This 
idea was capitalized by one merchant, who early 
in the spring built a window display of the articles 
that could be used in a motorist’s little workshop. 
A moderate-priced work bench, equipped with a 
vise, and a tool rack containing wrenches, hammers, 
pliers, etc., formed the centerpiece. The display 
was completed by the addition of a small rack on 
the wall to hold spare tires and tubes, a can or two 
of oil, a funnel, jack, tire, pump, a pail or two, a 
length of hose, and one or two other accessories. 
Most of the articles were plainly priced. 


Trying It Out on the Ford 
WHEN the Helena Hardware Company, Helena, 
Mont., decided that automobile accessories 
would be a profitable adjunct to the general hard- 
ware stock a rule was adopted that each article on 
which there was any doubt must be tested thor- 
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oughly on the company’s Ford car. If the item 
seemed to have merit, a small stock was bought as 
a starter, and a heavier purchase made if the first 
 Iot took well with the trade. With this rule in 
force, customers could be assured that they were 
being offered only tested accessories. The plan 
worked out so well that during the past few years, 
in which thousands of dollars’ worth of motor-car 
supplies have been sold, the amount of unsalable 
stock has never at one time been more than $50. 


Road Signs Are Profitable 


RAP signs should recommend themselves to hard- 

ware merchants, especially those in the smaller 
towns and cities, as an excellent and reasonable 
means of advertising the accessory department. The 
following are suggested as part of a series of such 
signs: 
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“One Mile To A Big Accessory Stock, Blank Hard- 
ware Company, Wilton, III.” 

“Filtered Gasoline—Free Air—Supplies, 
Hardware Company, Wilton, III.” 

“Take the Next Turn for Blank’s Automobile 
Supplies, 654 Main Street, Wilton, LIl.” 


The Letterhead Can Help 


T is not uncommon to see the words “Automobile 
Accessories” on the letter heads of many hard- 
ware concerns. It is a good idea to use them, or 
similar wording, on the business stationery. But 
one concern which has been particularly successful 
in marketing motor-car supplies has given it a little 
different twist. The letter head is printed in green, 
and underneath, in red, are the words, “Automobile 
Accessory Specialists.” And the store lives up to 
the standard it has set for itself. 


Blank 





During Automobile Show Week held in Atlanta, Ga., during February, Dillon Akers, manager of the automobile 


accessory department of the Kin 
arranged particularly for the 


Hardware Company, built two window displays of automobile accessories— 
enefit of visiting dealers, but which opened the eyes of every automobile owner 


in the city. One window contained nothing but tires, tubes, and some excellent show-cards that told that the 
territory of the King Hardware Company included the Carolinas and most of the Gulf States, that its line 
consisted of serviceable, staple, dependable automobile accessories and that its facilities for handling accessory 
business were hard to beat. “Repair parts for the Ford car—barrels of ’em” were used in the other display. 
The barrels were arranged in two pyramids, labeled and attached by ribbons to a portion of a Ford chassis in 
the center of the display. No doubt remained in the minds of those who saw the window as to where repair 
parts for Ford cars—“barrels of ’em’” if needed—could be obtained. 











By THE ASSISTANT MANAGER 


6 ON’T!” Gee whiz, that word is ground into 

D the marrow of my bones. I heard it first 

from my mother. She was a good woman 

but insistent. Her palm impressed emphasis of that 

dread word, made cradle days a comfort only when 

I could lie with my nose buried in the pillow and my 
little body in perfect alignment—bottom up. 

As I grew older I learned that the stinging soles 
of house slippers were branded with “don’ts” and 
they sought me out with frightful persistency. 

Then I had teachers—stacks of them. They were 
thicker than the measles and twice as mean. It 
was before the days our legislators put the ban on 
compulsory education, and their compulsors were 
stimulated by my failure to heed one or more of the 
host of “don’ts” which hedged about my very ex- 
istence. 

I dreamed of the days when I could in reality 
sing, “good-by scholars, good-by school, good-by 
teacher, you d old fool!” The allurement of 
business life looked like an escape, but I have 
sampled it for about 20 years and the “don’ts” grow 
more numerous as the years go by. If the dic- 
tionaries in heaven will can that word, it’s me for 
the sawdust trail. 

My first boss fired me because he said “don’t 
pound with a monkey wrench,” and I did. 

I got married because a rival advised “don’t,” 
and I have been married and “‘don’ted” ever since. 

I went into business for myself, firm in the con- 
viction that I had put the kibosh on “don’t” for- 
ever, but I found business to be a hornets’ nest and 
the wasps were labeled “don’t.” 

Straight hardware was bad enough, but the real 
“don’t” refinements are thickest in new departments. 
I fall for new things like an old maid for an eligible 
widower. Naturally, I put in automobile acces- 
sories. 

Someone with more sense than I had said, “don’t” 
buy quantities; feel your way. If they had said, 
you shouldn’t, or I wouldn’t advise, I might have 
heeded, but they said “don’t,” and simply prodded 
me into buying enough horns to honk a pacifist into 
preparedness. 

Some muttonhead said, “Don’t buy more than one 
brand of tires at first,” and my antagonism put in 
three lines and three additional furrows into my 
brow. Then someone said, “Don’t make adjust- 
ments without the consent of the factory.” So I 
bucked the tiger and accumulated the choicest, oil- 
est, dirtiest assortment of second-hand rubber this 
side of Akron, and when I wrote the factory and 
said I had made good they just replied, we “don’t.” 

Then some kind-hearted comrade said, “don’t sell 
gasoline on credit.” 

I did, and my bookkeeper grew busier and busier 
as my liquid capital spilled itself over the com- 
munity. I haven’t got it all yet, but I’ve learned 
that “paying for a dead horse” means gasoline. 

People “don’ted” me from the day when, regard- 
less of gas attacks, I insisted on sucking an empty 


bottle, right up to the present time, and I’ve had 
about enough. I feel as resentful as a maid who 
hired out for a family of three only to learn that 
guests averaged about three more. Beginning to- 
day, I’m going to fight fire with fire. I know as 
much about don’ts as the man who first coined the 
word, and I’m going to unload: 

Don’t park your delivery truck in front of the 
store. It keeps other cars from stopping there and 
cuts down the use of gas and free air. 

Don’t try to do an automobile accessory business 
without a mailing list. It’s as bad as trying to run 
a post-office without stamps. 

Don’t start your department with Packard parts. 
Try it out on the pup. Fords create most of the 
accessory business. 

Don’t treat the garage as a violent Adiepetitor. 
Most garages can be made your good customers. 

Don’t try to sell bulk oils without a drip pan below 
the faucets. It’s apt to raise merry hades with 
your insurance in case of fire. 

Don’t extend credit on appearances. There’s a 
guy in this town who drives a Mercer, dresses like 
a fashion plate, talks like a banker and carries him- 
self like a headliner. He has owed me for a dol- 
lar’s worth of piston rings and a spotlight for over 
a year. Ford owners are usually prompt pay. 

Don’t treat automobile accessories the way you 
do strap hinges. Bin hardware often joins the 
“has beens.” Show cases are essential. 

Don’t forget to keep a record of the things called 
for that are not in your stock. Three calls should 
warrant your stocking anything. 

Don’t expect to get rich over night on automobile 
accessories. They need time, care and apprecia- 
tion. Common sense and good business principles 
vigorously applied will make them pay better than 
most items, but if you trust to luck you’ll spill the 
beans. 

Don’t forget that the best line of accessories in 
the world is apt to lose out if displayed in dirty 
windows, or smeared show cases. 

Don’t hire an expert and then let him run wild. 
He needs the co-operation of the boss and some of 
the best buyers need a safety valve. 

Don’t be afraid of soft soap. Pad your com- 
mands. Use plenty of break lining when you give 
your orders. 

Don’t scatter your accessories all over the store. 
Bring them together in a department. They help 
sell each other. 

Don’t correct your customer’s pronunciation. If 
he says assessories, then assessories it is. If he 
says speed-o-meter don’t insist on selling him a 
spee-dom-eter. 

Don’t fail to keep a careful record of your acces- 
sory sales. You may think it’s paying when it’s on 
the blink. No man can afford to fool himself. 

Don’t be afraid to dun people who run long ac- 
counts. Most automobile owners are accustomed to 
it. They’ve got you out-trained to a frazzle. 
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Don’t stock a good seller and then let it run out. 
“Just out” to a customer will counteract a whole 
lot of the work that made him a customer. 

' Don’t forget that you belong behind the good- 
roads movement. 


Don’t miss this. Get your ear to the wind. Pull 


the cotton. It’s a whisper yet, but it’s true. A lot 
of fellows are getting list prices for tires. 
I’m through. I'll never do it again. That pack- 


age of don’ts has been hoarded in my hide until 
festers were imminent. They just had to break out. 


Until the early _ of last 
December the delivery trucks 
of the T. B. Rayl Company 
(Detroit, Mich.) were lettered 
in the usually accepted style, 
but it was decided that the 
speed of the cars was so great 
that the small lettering was 
of very little value for adver- 
tising purposes except when 
the cars were at a standstill. 
So the large signs shown in 
the accompanying illustra- 
tions were brought into play. 
It is a little bit early to be 
able to check the actual re- 
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I’ve got a kid who is five years old. He and I go on 
a little trip every Sunday. Anyone who joins us 
must abide by our rule. It is singular, but it covers 
a host of things that sap the happiness out of life. 
On those little jaunts we refuse to use or to let any 
one else use the word “don’t.” That’s why my 
youngster banks on our little journeys. Webster 
would have been a more popular man if he had re- 
fused it a definition. We all like the word “do,” 


and you can go farther on a pint of it than you can 
on a gallon of don’ts. 


sults derived from their use, 
but it is gratifying to know 
that the sales on the articles 
advertised on these signs dur- 
ing the month of December 
were more than double those 
of the same period the year 
before. Other factors were 
influential, but the signs 
helped a lot. These big signs, 
which are always lettered in 
red, are changed once a 
month and for the greater 
part feature seasonable goods. 
They measure 4 x 8 ft. and 
cost the T. B. Rayl Company 
$4.50 each. 





Selling Weed Chains With 
a Rush 


BY THE ASSISTANT MANAGER 


A YOUNG hardware man from Long Island sent 
his card to my desk one day in the early winter 
and across the face of it had been written: “I want 
to tell you how I sold 60 sets of Weed tire chains 
in two days.” Naturally I dropped everything and 
went out to meet him. He came into my office, 
hung up his coat and hat and reminded me that we 
had met at a hardware outing during the summer 
and had spent a pleasant half hour under a shade 
tree talking about the advantages of mailing lists. 
He had gone home and applied it to his automo- 
bile accessory business. That young fellow got a 
list of automobile owners. He had the name of 
every man or woman living within five miles of his 
store who owned an automobile, and it was a big 
list. He bought all the Weed tire chains he could 
get and 60 sets were three times as many as this 
store had ever sold before. Some of the boys in 
the store thought this fellow was gambling too 
heavily and that he was taking big chances, but he 
had a letter written to every one of these car 
owners which read as follows: 
“Dear Sir: 

“This letter is written to you on Sept. 30. It will 
be mailed to you the morning of the first big winter 
storm and a similar letter will be sent to every auto- 
mobile owner within five miles of this store. Most 
car owners like to use their cars all winter. 

“To the man or woman who really believes in 
Safety First,’ Weed tire chains are an essential. 
We have a big stock—much larger than we have ever 
bought before, and this large purchase has been 
made because we realize that this year there is go- 
ing to be a shortage in Weed tire chains just as 


there has been a shortage in scores of big essentials 
in hardware during the past season. 

“If you need a set of tire chains, we are prepared 
for prompt delivery. This letter will reach you 
while the storm is on. If you want to make sure 
of getting your Weed tire chains, telephone your 
order to the Quick Delivery Hardware Store, tele- 
phone number 2756 Bryant. We also have a com- 
plete line of automobile accessories. 

“Cordially yours.” 

The first big storm came some time after Thanks- | 
giving and these letters were all dropped in the mail 
with the result that the entire stock was sold within 
forty-eight hours. This is certainly a good example 
of a seasonable effort on seasonal goods and could 
be copied profitably by most distributors of auto- 
mobile accessories. 


Bridgeport Brass Company 
Makes Purchase 


HE BRIDGEPORT BRASS COMPANY, Bridge- 

port, Conn., announces that it has acquired by 
purchase the Standard Brass and Copper Tube Com- 
pany of New London, Conn. 

The factory of the latter concern, which was 
erected about eight years ago and devoted exclu- 
sively to drawing seamless brass and copper tube, 
has been twice increased in size so that the present 
output is double the original capacity of the plant. 

Operations have been immediately started by the 
Bridgeport Brass Company to still further increase 
the capacity of this plant, in order to afford better 
delivery service to their customers, on this class of 
product. 

The New London plant will, of course, be under 
the direct supervision of, and operated as a branch 
of, the Bridgeport works. 
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Good Roads and Where the Hard- 
ware Merchant Fits In 


By Horatio 8S. Earle 
(Continued from page 163) 


The better the road the greater the load and 
quicker the transit; and less of the crop goes to 
pay the cost of hauling the load to market. The less 
it takes to pay the hauling expenses the more profit 
there is to invest or spend for improvements and 
the necessaries and luxuries to the benefit of both 
seller and buyer, and the hardware merchant gets 
his share. 

Good country roads are like fish poles with hooks 
and lines on both ends, making it possible for the 
farmer in the country to fish in the village or city 
market any day in the year and so take advantage 
of high prices. It also gives the village and city 
merchant a chance to fish for farm products when 
they are in need of them by the way of the tele- 
phone. 

Promoting Good Roads 


This is where the hardware merchant fits in; he 
should have sufficient interest in the welfare of his 
community to be willing to lend a hand toward the 
promoting of better roads for the sake of other 
people, even though it did not help him; he should 
be doubly willing when it cannot but be a dividend 
payer to him. 

Below is a copy of an advertisement which a 
hardware merchant used in promoting good roads 
in his county: 


Do Not Far To ATTEND THE 
GOOD ROADS MEETING 
Saturday, March 30 
Hear the Hon. H. S. Earle, the Good Roads man, 
speak from our store at 1:30 p. m. Come early. 
He will arrive on one of the early morning trains. 
It’s your opportunity to talk with him personally 
on any feature or angle of the proposition. We want 
to make this your meeting. Mr. Earle is recognized 
the country over as being an authority on this very 
important question that our various townships in 
the country are seriously considering. 
TELEPHONE YOUR SUPERVISOR AND ROAD 
COMMISSIONER TO BE SURE AND COME 
Music by the 
CASSOPOLIS MILITARY BAND 


This hardware merchant started something and 
his county is now building $600,000 worth of good 
roads. 

To get right down to brass tacks, isn’t it very 
probable that everybody in that county that is in 
favor of good roads, trades all they possibly can 
with the hardware merchant that started the good 
roads work in that county? So it simply was cast- 
ing bread on the waters when he was paying for a 
little advertisement. 

There were a thousand people at this meeting 
and the merchant gave away some fifty dollars 
worth of prizes for different stunts that were of 
interest to man, woman and child. 


Money to Build Roads With 


The question is bound to come up of how to get 
the money to build the roads, whether by direct 
cash, taxation or ‘by bonds. 

The newness of good things appealeth to me, and 
the older I get, the stronger the appeal. 

I want the roads at once or as soon as they can 
possibly be built, which means a prohibitive tax, 
if it is purposed to pay for the roads as fast as 
they are built. 


Hardware Age 


Bonding is the only equitable way to get the roads 
at once and get good enough roads so that there 
will not be excessive cost to keep them in repair. 

It is perfectly honest to bond for whatever amount 
ef value the improvement is to those that shall 
come after. 

At a banquet where a second table had to be set 
it would be unfair for either table to pay the cost 
of the tickets for the other table. It is just as 
unfair for those who build the roads to , ay the 
whole cost and leave them for those who will use 
them later free of cost, or to hand over to those 
who will use them later the entire cost. The cost 
should be divided. 


The Kind of Road 


The kind of road depends largely on two things, 
the amount of traffic and the kind of material that 
is nearest that is of the proper quality to make it 
economical to use. 

“The dollar that goes the farthest is the dollar 
that stays at home.” The hardware merchant 
should here use his business ability and good judg- 
ment to get the right material and keep the money 
all at home if possible. 

It was my privilege when State Highway Com- 
missioner of Michigan to have built the first mile 
of Portland cement concrete road, that is, it was 
built under my administration and I paid the first 
State aid ever paid on such a road. 

Nearly every other State road official and Na- 
tional Government road official made all the fun of 
me that they could and predicted every kind of 
calamity would happen to the road and me; but 
what did happen was that the road, which was 
built in 1909, is good to-day and only shows a wear 
off the top of less than 1% in., and it carries a 
traffic of over 600,000 vehicles a year and has not 
required a repair cost of over $20 per mile per year. 

What is best about Portland cement concrete 
roads in Michigan is—that all of the dollar stays 
at home, for we manufacture the cement and we 
have the sand, gravel and stone; then when we get 
the road built we have the dollars and the road. 

In Wayne County, the county in which Detroit 
is the county seat, we have over 150 miles of Port- 
land cement concrete roads. These roads have been 
an example for the world; for boards of road com- 
missioners have come to Detroit from almost every 
country on earth and almost every State in the 
United States to inspect these roads, and to-day 
Portland cement concrete roads are being built all 
over the world by those people who made fun of 
Michigan’s State highway commissioner. 

These roads have been for other States what 
Johnnie’s egg was to his banties. Johnnie had a 
small flock of bantam hens; Johnnie went to the 
State Fair with his father, and after a while asked 
Dad for 50 cents; his father wondered why Johnnie 
wanted 50 cents, but thought he was getting old 
enough to get some money without having to explain 
what he was going to do with it, so he let him 
have it; but he kept a watch on Johnnie, and to his 
surprise saw him go and buy an ostrich egg; how- 
ever, he did not let Johnnie know that he knew what 
he had bought. They went home and for several 
days there was no signs of the ostrich egg; but one 
day when Johnnie’s father was out at the barn he 
saw with wonder the ostrich egg hung up where 
Johnnie kept his bantams, and underneath the egg 
this sign was hanging— 


BANTIES, KEEP YOUR EYES ON THIS 
AND DO THE BEST YOU CAN 


Wayne County, Michigan, has built this 150 miles: 
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of Portland cement concrete road and hung it up 

for the whole world to look at, and we have hung 

. an imaginary sign on which are these words— 
GO THOU AND DO LIKEWISE AND BE GLAD 

However, Portland cement concrete roads are not 
the only good roads that are economical to build; in 
territory where brick are made, the policy of keep- 
ing the dollar at home would build of brick; in 
territory where asphalt is produced, the same policy 
would build roads of asphaltic concrete. 

The three kinds of road mentioned cost from 
$15,000 to $40,000 per mile, so of course they can 
be built only where there is an immense amount of 
traffic or where through trunk line roads are so 
important as to make it advisable for States or 
counties to aid the localities to build. 

The cheaper kind of roads, macadam and gravel, 
must, on account of their low cost to build, be the 
kind of roads to prevail in sparsely settled com- 
munities, where no through traffic prevails. 


“Money Makes the Mare Go” 


The old saying, ““Money makes the mare go,” is 
as true to-day as when it was coined, and the aver- 
age hardware merchant is not in business for his 
health, so I have kept to the last, so that only the 
persistent ones who read way through will get it, 
the meat in the cocoanut, for they should have pay 
for reading so long an article. 

Here goes: It was my pleasure to have the honor 
and privilege to speak to 600 students in the Michi- 
gan State Auto School in Detroit recently; they 
were as bright, vigorous, enthusiastic, energetic a 
bunch of young men as it was ever my privilege to 
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I asked the president to tell me what they were 
there for and what it cost for them to stay and 
what they intended to do. His answer was: “These 
young men come from every State in the United 
States to Detroit to learn the automobile, not one 
kind, but every kind. It takes them from twelve to 
twenty weeks. The tuition is $100. They are 
taught every phase of the automobile business. 
Some are here to learn how to run a garage; others 
how to run automobile accessories departments.” 

This caught my sense at once and I said to myself, 
“What a chance for the average hardware dealers 
in good sized towns to make money?” If I were 
in the retail hardware business I would send a 
young man to this school or some other equally as 
good and when he had the businéss thoroughly 
learned I would make him the manager of the auto- 
mobile and bicycle accessories department in my 
store, and I would make more money per dollar 
invested than I would in any other line. Of course, 
I would lubricate the department with all kinds of 
oils, and gasoline also would be sold. 


What Good Roads Bring 


Better schools and better attendance. 

Better health and quicker medical attention. 

Better farms and more cultivated land, so more 
business. 

Better crops and cheaper transportation. 

Better social conditions and better homes. 

Better men, better women, better boys and, far 
from least, better girls. 

And in all of these good things there is plenty 
of room for the up-to-the-minute hardware mer- 
chant to fit in. 
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Free Air a Valuable Service 
Feature 





The Lectroflater curb station 


ERVICE is a commodity that motorists have 

been trained to expect. This is one of the rea- 

sons for such tremendous sales in automobile 
accessories by hardware merchants. A few years 
ago it was generally thought that the business right- 
fuliy belonged to the garage. The hardware man 
has succeeded because he has been trained to do 
more than simply take a bolt out of a bin or a hand 
horn out of a case and press the right button on 
the cash register. 





The service the motorist demands is not neces- 
sarily that the dealer put on the tires or attach the 
horns or install the carburetor he purchases, but 
that he be an intelligent salesman. 

But there is one thing the motorist expects—that 
the man from whom he buys supplies shall furnish 
him with the facilities for inflating his tires. Free 
air service has come to be very nearly essential to 
the merchant selling automobile accessories. 

The value of free air service is in direct propor- 
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An outfit made by the United States Air Compressor 
Company 


tion to the number of car owners and drivers who 
know of it and who can be induced to use it. Scot- 
land & Munro, Cohoes, N. Y., realize that service 
needs as much advertising as merchandise. The 
card the firm incloses in correspondence and state- 
ments, that is dropped in the motor cars standing 
along the street, invites all drivers to take advantage 
of the free air service that the company has in- 
stalled. 
Away from Meddling Fingers 


A length of hose from which a hissing stream of 
air can be made to come is an attraction that few 
youngsters can resist. When the Geo. Ferguson 
Company, New Rochelle, N. Y., installed a compres- 
sor the management had no intention of having the 
playfulness of children registered on the electric 
meter. 

The compressor was installed in the basement and 
the switch placed just back of the window. Then 
the piping was brought under the sidewalk and up 
into the curb gasoline pump. The hose, as can be 
seen from the illustration, can be kept under lock 
and key, away from meddling fingers. 


The Automatie Station 


Several automatic stations placed on the market 
recently have attracted a good deal of attention. 
One of these is made by the Black & Decker Mfg. 
Company, Baltimore, Md. Another by the Lipman’ 
Air Appliance Company, Beloit, Wis., and a third 
by the Wayne Oil Tank & Pump Company, Fort 
Wayne, Ind. 

Any of these stations is first of all an ornament 
and a powerful advertisement. One of them in front 


The air line at Ferguson's is brought up through the 
gasoline pump 


Hardware Age 


of a store tells every motorist who passes thai here 
is a concern that gives free air service and makes 
capital of it by letting it be known. The car owner 
or the chauffeur can drive up and inflate his tires 
without the attention of any member of the store 
force, and go on his way without bothering anyone. 
But the best part of an arrangement of this kind 
is that he doesn’t always go on his way. While his 
car is standing it is only natural that he should 
purchase the supplies he needs. 

The Lectroflater, made by the Black & Decker 
Mfg. Company, is about 8 ft. high, and it is topped 
off by a 16-in. opalescent glass with a green hexagon 
carrying the words, “Free Air.” All working parts 
in the upper compartment are under lock and key. 
The lower compartment, which contains 25 ft. of 
armored hose, is generally left unlocked. The outfit 
is entirely self-contained, no tank is required. The 
car owner can drive up, open the lower door, attach 
the hose to the valve, turn a little switch and turn 
it back again when the desired pressure is reached, 

The Lipman air service station stands about 9 
ft. high and is surmounted by an opalescent globe 
lettered “Free Air”: Opening the door starts the 
pump and at night turns on a small lamp. The com- 
partment contains 28 ft. of hose which is equipped 
with a patented control valve. The compressor is 
contained in the lower compartment, which is gen- 
erally kept locked. 

The curb air station placed on the market very re- 
cently by the Wayne Oil Pump & Tank Company, 
Fort Wayne, Ind., stands about 5 ft. 6 in. high. 
To inflate tires, the large gage in the center is set 
for the desired pressure. Then when the valve 
check is placed on the stem the tires are filled to 
the exact pressure set on the gage. A water-filling 
attachment is arranged in the lower half of the 
outfit. A special valve automatically drains the 
water out of the discharge pipe to a point below the 
frost line. The outfit can thus be used during the 
entire year. The station is finished in orange and 
lettered in black. Hinged doors for both sections 
are equipped with good locks. 


A Few Models 


For ready reference we will give brief descrip- 
tions of a few other reliable outfits. 

A compact outfit is furnished by the United States 
Air Compressor Company, 6526 Carnegie Avenue, 
Cleveland, Ohio. In this compressor a large diame- 
ter, low-pressure piston compresses the air to 40- 
lb. pressure and then delivers it to a small diameter, 
high-pressure piston, which forces it into the tank. 
This allows the compressor to fill the tank very 
quickly and with the use of but a small amount of 
power. The tank is situated under the stand on 
which the compressor and motor is mounted. The 
outfit is equipped with an extra tank, the function 
of which is to permit the motor to start against 
no pressure and to attain full momentum before as- 
suming its full load. When the air in the main 
tank is raised to the proper pressure the automatic 
switch stops the motor and operates the automatic 
pressure release, which opens the starting tank to 
the atmosphere. The outfit has a special control 
that automatically maintains the desired pressure 
in the storage tank without attention. 

The Au-To air compressor made by the Au-To 
Compressor Company, Wilmington, Ohio, is a small, 
compact compressor built entirely of metal. It is 
air cooled. It has a patented oiling system that is 
said to keep the oil always at a constant level in 
the crank case as long as there is any oil in the 
reservoir, and to prevent it from mixing with the 
air that is delivered to the tires. The model No. 0 
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FREE AIR 


Drive around to our place when your 
Tires need inflating. We have Air line at 
street curb; just step inside our Store door. 
turn on Valve and in a jiffy you have saved 
time and labor Never mind whether you 
use FISK TIRES or others “just as good” 
service is free 




















Time to Re-tire? 
BUY SCOTLAND & MUNRO, 
FISK TIRES | No. 72 Remsen St., COHOES, N. Y. 
oe a AUTOMOBILE SUPPLIES. 
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consists of a tank, gage, relief valve and three-way 
cock. It can be driven by a small electric motor. 
The Model W, stationary type, Master garage 
pump placed on the market by the Hartford Ma- 
chine Screw Company, Hartford, Conn., consists of 
a sturdy two-cylinder pump driven by a '-hp. 
General Electric motor mounted on a neat metal 
base. Running at normal speed it makes 500 revo- 
lutions per min. This machine is said to deliver 3 
cu. ft. of air per min., which will inflate a 37 x 5 
in. tire from flat to 90-lb. pressure in less than 2 
min. No tank is necessary. The pump is con- 
nected to the tires by means of pipe and tube. The 
expense of installing such an outfit is very slight. 
The motor is connected by means of a plug and elec- 
tric cord to a suitable electric light circuit and the 
pipe attached and brought out to a point where 
the hose can be attached. The regular equipment 


Markets for American 
Hardware 


HE selling of American hardware in foreign 

markets, especially South America and Aus- 
tralasia, has been the subject of practical reports 
by commercial attachés of the Bureau of Foreign 
and Domestic Commerce, Department of Commerce, 
Washington, D. C. 

Another such report has just been made by 
Julean Arnold, U. S. Commercial Attaché at Peking, 
China, covering Far Eastern markets for American 
hardware which is both instructive and interesting. 
_ Similar reports of this character which have been 
issued lately include Miscellaneous Series No. 39, 

a Markets for American Hardware”; No. 
“Markets for American Hardware in Chile and 
Men No. 42, “Australian Markets for Ameri 
can Hardware”; No. 43, “Markets for American 
Hardware in Argentina, "Uruguay and Paraguay” 
No. 46, “Russian Market for American Hardware,” 


and No. 47, “Brazilian Market for American 
Hardware.” 


Scotland and Munro ie- 
lieve in advertising free air service 
with cards like this. 
one of the “Master” free outfits 

















At the right: The Lip- 
man free air station is 
attractive in appear- 
ance and entirely auto- 
matic in action. The 
motorist can help him- 
self without bothering 
the merchant or his 
salesmen 


At the left 


includes 20 ft. of electric cord and 20 ft. of heavy 
wire-bound rubber air hose with a tire-pressure 
gage attached. 

The National-Standard Company, Niles, Mich., 
manufactures the Standard air compressor outfit, 
which is said to deliver the air free from dirt and 
oil. The speed recommended is 300 revolutions per 
min., but it may be varied from 200 to 400 revolu- 
tions per min. to meet the user’s conditions. It is 
equipped with a tight and loose pulley and fly- 
wheel properly balanced. The oiling of the working 
parts is by splash system arranged so as to dis- 


tribute the oil to all moving internal parts. 


The cost of operating any of these outfits is so 
small as to be an almost negligible quantity. A 
great many tires can be inflated for $1, and there 
are few ways of creating so great an amount of 
good-will at so slight a cost. 


There is also just from the press Miscellaneous 
Series No. 48, “Markets for American Hardware in 
Germany, Netherlands and Scandinayia,” and No. 
49, “Hardware in France, Algeria and Morocco.” 
All of these reports contain detailed information of 
value to manufacturers and exporters desirous of 
developing and expanding trade in any of these 
markets. The reports cost 10 cents per copy. 


Push vs. Pull 
BY LOUIS SCHNEIDER 


ON’T try to achieve success through pull; use 

. push. 

Striving for success is like moving a load sus- 
pended from an overhead track: Pull, and more 
than likely you will sometime suffer injury, for the 
best of tackle has a way of giving way sooner or 
later. Push, and you are “away from under” if 
anything snaps. 

Pull, and you make progress like a lobster. 

Push, and you develop the backbone of a man. 

Don’t try to achieve success through PULL; 
PUSH! 


use 























































The Diary of 





Dawson Black 


By HAROLD WHITEHEAD 


Section 38 


fWVHURSDAY, March 30. How work does pile up 

on you when you are away from the store for 

a day! I was only away over Monday, but it 
has taken me until now to get caught up. I expect 
that Charlie and I being away together was the 
cause of so much piling up. At any rate, this is 
the first chance I’ve had of sitting down quietly 
with you, Brother Diary, and telling you what hap- 
pened at Hartford. 

As Fred Barlow’s guests, Charlie Martin and I 
went to the Michigan Car Company’s Convention 
of eastern salesmen and managers at Hartford. Of 
course, the big event was to hear Elton Lewis speak. 
Fred Barlow knew Lewis quite well, and introduced 
me to him. I was astonished to find how human he 
seemed. I don’t know why he should not be, but 
somehow I had an idea in my head that being such 
a big man in the business world, he would have been 
unapproachable, but no one could have been more 
affable. 

Charlie Martin is good at shorthand, and he wrote 
down Lewis’ speech and has since typed it. It made 
a very deep impression on me—so much so that 
I’m going to improve the look of two or three of 
your pages by copying the speech in them. 


Brief Report of Elton Lewis’ Address at the Michigan 
Car Company Convention 


As I walked from the station I noticed a little 
automobile had broken down. A friendly driver of 
a passing car offered to give the damaged car a tow. 
They didn’t know what was the matter with the 
damaged car—unless it was that its engine was cold. 
At any rate, a tow line was attached, and the dam- 
aged car was pulled for a little while, when, be- 
hold! the engine picked up and the car was able to 
proceed by its own power, and I thought how much 
the automobile is like the human machine. How 
often we have to give a fellow passenger on the 
road of life a lift for a little distance. Once we 
get the discouraged one moving in the right direc- 
tion his courage returns to him and he proceeds of 
his own volition, as it were. The more I thought of 
the comparison of the human machine to the auto- 
mobile the more I realized the similarities between 
the two. In fact, every part of the automobile has 
its counterpart in the human machine. 

Gentlemen, if you had an automobile and it broke 
down you would not stand across the road, view 
vour car as a whole and say, “What’s the matter 
with it?” You would lift up the hood, delve into 
its machinery and find which part of the car was 
preventing its progress. Having located the trouble 
you would repair it, and your car would run again. 
Why don’t we do that with ourselves? Why dop’t 
we, figuratively speaking, take ourselves to pieces, 
find out which part of our human mechanism is pre- 
venting our progress, and, finding out what it is, 
proceed to repair or develop that particular part 
and so make it possible for us to speed up our 
progress. 

Another interesting comparison which immedi- 
ately occurs to us is that with the automobile we 
must replace a broken part with another of the 
same kind. For example, if your spark plug is 
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faulty, you cannot substitute a curbureter in its 
place—even though the carbureter is much more 
expensive and may have a much more important 
function to perform. Just the same with the human 
machine. If a lack of carefulness is preventing our 
business progress, we cannot offer to Mother Nature 
a superabundance of strength or ambition—desir- 
able though those qualities are. If it is lack of care- 
fulness which is preventing our progress, we must 
pay the price for improvement in carefulness. Na- 
ture demands payment in kind and not in quantity. 
Therefore it behooves us to find out what are the 
vital parts of our human machine and to analyze 
ourselves to ascertain which, if any, of these parts 
—or positive traits of character, if you please— 
are not working properly within us. Once we find 
out whith of these positive traits of character— 
these parts of our human machine—are faulty, we 
have a remedy for our own self-development and 
self-progress in our own hands. If you knew your 
automobile needed oil you would go to nearly any 
length to get it, knowing it would be impossible for 
your car to continue running without it. Surely if 
we realize that “reasoning power.” let us say, is 
lacking in ourselves, we will go to any length to 
develop reasoning power, knowing that we cannot 
progress without it. 

Let us now carry this comparison a little further. 

Initiative—what part of the automobile may in- 
itiative be compared to? To the self-starter, of 
course. Initiative is the power to begin something 
of our own volition. Initiative is the self-starter 
in the human machine. 

Ambition? That is the accelerator. It enables 
us to sustain a big burst of speed in an emergency. 
That is what the accelerator is for. 

Tact? That, of course, is the steering wheel 
which guides us along the road. The steering wheel 
enables us to miss the bumps and bad places in the 
road—just as tact enables us to avoid many of the 
bumps of every-day life. 

Industry? That is the engine which if silent 
makes the machine useless except as an ornament. 
Lack of industry turns us into useless ornaments 
and sometimes not very elegant ones. 

Efficiency? A very necessary part of our human 
machine—that is the differential which helps us to 
get around corners without any loss of energy or 
speed. 

Carefulness is obviously the horn. If we don’t 
use our motor horn we are liable to have a smash-up 
at any corner. And just the same if we did not 
exercise carefulness we should be headed for a busi- 
ness wreck. 

Self-control? That is the brake. It enables us 
to hold back from danger or from rash actions. 

Temperance? The tire chains, of course. If we 
are temperate in our speech and actions as well as 
our mode of living—we are not going to skid on 
the bad, greasy roads of life and find ourselves in 
the gutter with a broken wheel. 

Concentration? That is the clutch. The compari- 
son is obvious. 

Economy? Surely economy is the carbureter. If 
our carbureter is well adjusted we get every ounce 
of power from our gasoline. If we are economical 
in our expenditure of time and effort and money 
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we will get every ounce of return from such ex- 
penditure. 

Stability? That is the frame. A well-made frame 
; stops the car from rattling. If we have stability 
well developed in our human machine we don’t get 
rattled in an emergency. 

Helpfulness? The transmission, of course; the 
transmission carries the power of the engine to the 
car—a mission of helpfulness. We apply our help- 
fulness in a little different way. We carry our 
power to help others as well as ourselves. 

Will power? That is the magneto. If the mag- 
neto becomes weak the whole car is weakened cor- 
respondingly, and if our will power becomes feeble 
—however well developed our other traits of char- 
acter may be—their action is enfeebled correspond- 
ingly. 

Loyalty? That quality so sought for by business 
men—that is comparable to the mud-guards of the 
machine. They keep the slime and filth of the road 
from blemishing the appearance of the car—while 
loyalty keeps the slime and filth of slander and in- 
nuendo from blemishing the escutcheon of one’s 
character. 

Strength, gentlemen, is the axle—no need to com- 
ment on that, surely. 

Constructiveness may be compared to the tools. 
It is constructiveness with which we build our 
future. 

Lucidity—a quality unfortunately little under- 
stood and meagerly applied—lucidity is surely com- 
parable to the road maps which we buy. The road 
maps show to where we are going, and by them we 
can show others where our journey is taking us. 
Lucidity, which is ability to express ourselves clear- 
ly, enables us to tell others where we are going to 
and why. And incidentally a development of the 
faculty of lucidity will help us to clarify and sim- 
plify our thoughts in connection with our own work. 

Refinement? That is the upholstery and paint of 
the automobile. “A man’s a man what e’er he 
wears,” and a car is a car even if it has a soap box 
in place of a body. But we are willing to pay extra 
for fine upholstery and paint, and the world is will- 
ing to pay you extra for the refinement of manners 
and appearance. 

Activity may surely be compared to the wheels. 

Courtesy is the oil which makes the whole ma- 
chine run smoothly and easily. 

Decision? There’s the spark plug. 
its duty at the exact moment it should. If it delays, 
your spark plug is useless. Decision helps us to do 
the right thing at the right time. 

Truthfulness? That is the speedometer. The 
speedometer tells us exactly how far we are on the 
way, unless it is broken down, and then it lies to 
us and to others. 

Endurance to the human machine is as necessary 
as gasoline to the automobile. The quality of your 
endurance will decide how far you will travel on 
the road to success. 

Reasoning power? That is a very valuable part 
of the human machine. Reasoning power is the 
counterpart of the lights of an automobile. When 
the road is bright and sunny ahead we do not bother 
with our headlights. We only use them when the 
road is dark. We need to use our reasoning power 
when the road ahead for us is dark with misgivings 
and troubles and anxieties. Then our reasoning 
power—like the lights on the automobile—will shine 
ahead on the road, bright and clear, and show us 
where we are headed and what to avoid. 

What use would we be without optimism? We 
would be like an automobile without a wind shield. 
Of course, you could ride without a wind shield, but 
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every little fly, gnat and speck of dust would strike 
your face and cause you great inconvenience. In 
fact, before long a tiny little speck may get in your 
eye and cause you to lose control, and a bad accident 
may occur through lack of a wind shield. Optimism 
protects you from the flies and gnatg and specks 
of dust of business worry and disappointment. The 
little petty annoyances of the day assume an undue 
importance in our business vision if we lack op- 
timism. Optimism enables us to look beyond the 
petty annoyances of the day to the glorious vision 
of our ultimate aim. 

Henesty? The license number, gentlemen—you 
are suspicious of a car which goes without its license 
number—which does not tell people frankly and 
openly what it is. You are suspicious of a man who 
does not have his “number” for everyone to see. 

Originality is comparable to the lines of the car. 
We may be plain and homely in the way we perform 
our work or we may be unusual and attractive in 
the way we do it. When you buy the car you look 
for one with good lines, don’t you? When you look 
for a man you look for a man with good lines in the 
shape of originality. 

Courage? That is equal to the tires on our ma- 
chine. Ever ridden along on a road on a flat tire? 
Every little rut and dint in the road jerks and 
shakes you till riding becomes agony instead of a 
pleasure. Don’t try riding along the road of life 
with your courage flat. How quickly we give up the 
race without courage! 

Cheerfulness is the pump which pumps courage 
into our system. You never saw a courageous man 
who was not cheerful and you never knew a cheerful 
man who was not courageous. If your ccurage 
weakens at times, gentlemen, use your pump of 
cheerfulness and you will be surprised at the effect. 
If you do that, you get enthusiasm. 

Enthusiasm is likened to the shock absorbers. See 
how those three qualities, courage, cheerfulness and 
enthusiasm, help us over the rough places. 

Recollection is the spare time which we carry for 
emergencies. 

Faith is like that intangible, unseen, unknown 
power called electricity. We don’t know what it is. 
We don’t know of what it is made, but we surely do 
know when we have it, for if we have faith in our- 
selves we have in us the divine spark which helps us . 
to perform what would otherwise be impossible. 

Neatness has its counterpart in the same name 
when compared to the automobile. We want our 
car to look neat and the human machine also we 
want to appear the same. 

Punctuality ?—I suppose we may call that the 
automobile clock. Both should be on the right time. 

Health ?—That is the radiator. A good radiator 
prevents the engine from getting overheated. If 
we have health our industry does not become weak- 
ened from lack of proper physical energy. 

Obedience is comparable to the gears on our auto- 
mobile. For unless the gears are all obedient to 
the rules of their operation, chaos will follow. Un- 
less we are obedient to the plans and the rules under 
which we work, discord and failure follow. 

Sense of humor?—That is the fire extinguisher. 
If the engine catches fire the fire extinguisher puts 
it out. If we get “hot under the collar” a sense of 
humor helps us to extinguish our passion and act 
in a normal, sensible manner. 

Chastity is like the quality of the car. 

Knowledge may be compared to “the man at the 
wheel.” Of what use is your automobile without 
an intelligent thinking being to drive it—one who 
knows what he wants the machine to do. .Of what 
use are all your qualities without the knowledge 
of how to use them to the best advantage? 
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To conclude these similes, gentlemen, life itself 
may be compared to the road along which the auto- 
mobile travels. You are traveling along the road. 
Are you losing time because of frequent break- 
downs? Are you having to double back on your 
tracks because by-ways of foolishness have tempted 
you from the right road? And as you travel that 
road have you got a tow line with you so that you 
can help some less fortunate being when the oppor- 
tunity presents itself? 

Mr. Lewis then had cards passed out which sum- 
marized the “parts” of both machines. This is how 
the card read: 


Some Comparisons Between the “Human Machine” 
and the Automobile 


The “Human Machine” The Automobile 


Initiative may be compared to theSelf-starter 

Ambition = - “ — Accelerator 

Tact * * “ Steering Wheel 

Industry “ig 3 ¢ Engine 

Efficiency oe % “ — Differential 

Carefulness - - “ . Morn 

Self Control ” rs “ Brake 

Temperance s . “ — Tire Chains 

Concentration “ - “« — Clutch 

Economy " 2 “ ~ Carbureter 

Stability sa sf “ Frame 

Helpfulness . ° “ — Transmission 

Will Power 4 ig “ — Magneto 

Loyalty ” 2 “ — Mud-guards 

Strength i ‘ o . Ae 

Const’ctiveness “ ° “ — Tools 

Lucidity ms ° “Road Maps 

Refinement - - “ Upholstery & Paint 

Activity m si “Wheels 

Courtesy = - - Oil 

Decision 7 5: sas Spark Plug 

Truthfulness “ “ Speedometer 

Endurance > - “ Gasoline 

Reason’g Pow’r “ - ” Lights 

Optimism si ‘ “ — Wind-shield 

Honesty is 2 “License Number 

Originality i = ~ Lines of the Car 

Courage ” sd * Tires 

Cheerfulness oF = Pump 

Enthusiasm a iy - Shock Absorbers 

Recollection 6 “ “Spare Tire 

Faith - ” “ — Electricity 

Neatness - - “ — Neatness 

Punctuality bis eS “ — The Automobile 
Clock 

Health - “ “s Radiator 

Obedience - zs = Gears ; 

Sense of Humor “ . ag Fire Extinguisher 

Chastity - . “ — Quality 

Knowledge sii = m Man at the Wheel 

Life Itself - ’ " Road the Automo- 


bile travels 

Some people who listened to Mr. Lewis’s talk 
enjoyed it, but apparently were not wonderfully 
impressed. However, I noticed a number of us were 
and I admit that it started me thinking. 

I am trying to analyze myself and find out which 
of these qualities I lack and see what I can do about 
developing them. I think it will help me to be a 
bigger business man, for I realize now that my 
success is only equal to my applied abilities. 

(To be continued) 


THE U. T. HunGerrorp Brass & CoprpER COMPANY, 
whose main office and warehouse are in the Hunger- 
ford Building, Lafayette, White and Franklin Streets, 
New York, has opened a warehouse in Baltimore, at 
Lombard and South Streets, where a complete stock 
for immediate shipment will be carried of brass, cop- 
per, bronze, German silver and other metals in various 
forms. It is believed that the Baltimore warehouse 
will furnish an appreciated opportunity for buyers of 
such products in the Southern States. 





Hardware Age 


Coming Conventions 


AMERICAN HARDWARE MANUFACTURERS’ Associa- 
TION, in conjunction with the SOUTHERN HARDWARE 
JOBBERS’ ASSOCIATION, Houston, Tex., April 17, 18, 
19, 20, 1917. Headquarters, the Rice Hotel. F. D, 
Mitchell, secretary-treasurer, Woolworth Building, 
New York. 

SOUTHERN HARDWARE JOBBERS’ ASSOCIATION Con- 
VENTION, in conjunction with the AMERICAN Harp- 
WARE MANUFACTURERS’ ASSOCIATION, Houston, Tex., 
April 17, 18, 19, 20, 1917. Headquarters, the Rice 
Hotel. John Donnan, secretary-treasurer, Rich- 
mond, Va. 

PANHANDLE HARDWARE AND IMPLEMENT ASSOCIA- 
TION CONVENTION, Amarillo, Tex., April 23, 24, 25, 
1917. E. P. Thompson, secretary, Memphis, Tex. 

ARKANSAS RETAIL HARDWARE ASSOCIATION CoNn- 
VENTION, Hot Springs, May 3, 4, 5, 1917. Grover 
T. Owens, secretary, Little Rock, Ark. 

THE SOUTHEASTERN RETAIL HARDWARE ASSOCIA- 
TION, comprising the Florida, Alabama and Georgia 
retail hardware associations, will hold conventions 
as follows: 

FLORIDA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Tampa, May 8, 9, 10, 1917. 
Walter Harlan, secretary, 44 Boulevard Circle, 
Atlanta, Ga. 

ALABAMA RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Montgomery, May 22, 23, 
24, 1917. Walter Harlan, secretary, 44 Boulevard 
Circle, Atlanta, Ga. 

METAL BRANCH, NATIONAL HARDWARE ASSOCIA- 
TION OF THE UNITED STATES, SIXTH ANNUAL MEET- 
ING, William Penn Hotel, Pittsburgh, Pa., June 1, 


2, 1917. George A. Fernley, secretary, Philadel- 
phia, Pa. 
GEORGIA RETAIL HARDWARE ASSOCIATION CON- 


VENTION AND EXHIBITION, Macon, June 5, 6, 7, 1917. 
Walter Harlan, secretary, 44 Boulevard Circle, 
Atlanta, Ga. 

NATIONAL RETAIL HARDWARE ASSOCIATION CON- 
VENTION, St. Louis, Mo., June 12, 13, 14, 1917. M. 
L. Corey, secretary, Argos, Ind. 


CAROLINAS RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Wrightsville Beach, N. C., June 19, 20, 21, 
1917. T. W. Dixon, secretary, Charlotte, N. C. 


A Blessing of Spring 


W HEN the spring is in the offing, 
And the early birds are freezing, 
When one-half the folks are coughing, 
And the other half are sneezing; 
When the sun is getting higher, 
Though the fact’s hard to remember; 
And you huddle by the fire 
Twice as cold as in December; 
Life and all its cares would crush us, 
Floor us in a brace of shakes, 
If it weren’t for the luscious 
Maple syrup on the cakes. 


BUT a fellow keeps postponing 
Day by day his preparation 

For the final telephoning 

For old Charon’s transportation. 
Though he knows the spring is lying 

And his grippe is undiminished, 
Still he does put off his dying 

Till that can of syrup’s finished. 
Then, at last, the north winds waver, 

And the sleeping spring awakes; 
But we know the true lifesaver 

Was the syrup on the cakes! 
—Walter G. Doty, New York Times Magu zine. 














Publicity for 


Store Paper and Newspaper the Ideal Mediums for Pushing 


the Sale of Auto Acce 


the Retailer 


ssories—Examples of 


Sales Producing Ads 


By Burt J. Paris 


The Call of the Road 


O him whose blood is red and whose heart beats 
in rhythm with the great outdoors, has come 
the call of the road. The annual activity of 

getting the car in shape is on in earnest. The same 
gentle breezes and balmy air that bring joy to the 
motorist also bring dollars to the hardware man. 
Bid for the motorist’s trade! Get busy with news- 
paper, store paper, circular and folder. An ad now 
is worth two a month from now. Accessories are 
needed all the year ’round, but never so much as 
now. Here is the work of four merchants who al- 
ready have fired the opening shots in the spring 
campaign on accessories. 





mobile shows this weck, drop in and sec what 


Automobile Tires and Accessories 


We now have @ most complete line of Auto Accessories and it will be to your 
advantage to purchase your supplies at the Palace Store. 


Four Items Needed by Every Driver 


No. 1 (3 cols. x 7 in.). P. J. Cummings of the 
Carlisle Hardware Company, North Adams, Mass., 
here groups four accessories that will be immedi- 
ately in demand as soon as the motorist takes the 
cover off the car. New tires will be needed and old 
ones must be repaired. Plugs must be replaced and 
a new hand horn will take the place of the unsatis- 
factory bulb horn or buzzer which pieced out the tail 
end of last season. Mr. Cummings has selected his 
items well and he has displayed them in fine style. 
Note how easily the ad is read. The heading tells 
the story and each panel is really a separate ad. 
Don’t fail to read the text on the vulcanizer and on 


While attending the auto- 
we have in this line. 
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Only $6.75. The ‘‘Weed’’ Anti-Skid 





““MOTOR-WEAVE”’ Auto Robes, just the thing for this weatlier.. 


Portable Garage Lights............ $1.50 up Ford and Dodge Steering Wheel Clocks. Spring Oilers and Dust Caps...... $1.70 set 
Trouble Lamps with: Cord......... $1.00 up Wind Shield Cleaners at .........-.++ $1. License Tag Brackets at....... 15¢ pair up 
Wind Shield Mirrors... .,..... banee’ 85c up Ford Speedometer, complete......... $10.00 Good Automobile Horns......... $3.50 up 
Good Spot Lights ‘at ... 665 Jka. $3.75 up Set of Socket Wrenehes.......:.:. $1.00 up Luggage Carriers, pair..... ES $2.50 
Tire Pressure Gauges at.......¢-...+: $1.00 Thief Proof Chains at............ 65c each Rubber Wash Aprons at ..........,- $1.50 
Narco Tire Cut Filler -Tube...,....... 75¢ Tire Pump. Hose, per foot.......,..... 10c | Splendid Chain Pliers, pair........... 50c 
Grease Gans at... ..cccecsasgevenee’ 75¢ up Speedometer Pinion Géars, each...:.... 150 20 oz, can Wico Hani Soap at........ 15¢ 








Chains for your automobile. 

















The “AJAX’’ Automobile Tire 


Every one of these tires carrv in writing an absolute guarantee 
backed by ‘our store as well as the factory, for 


5,000 MILES OF SERVICE 


[s this not worth ¢onsidering? The’ fact, too, that 
cost you no more than others—and give more mileage. Why not 
give them a trial? Come in and see them, then we can tell 
you more ‘about the good. qualities of these famous tires. 
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ERIE, 913-915 State Street PENN’A. 


ware House 








No. 2—A grouping of car necessities 
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HERE are tires and tires. Ajax 
Tree are the ones we recommend 

to our friends. They are guaran- 
teed in writing for 5000 miles. It isn’t 
ani idle warranty. [It has been made for 
nine years. It is time tried. The Ajax 
business grows in 


This is the one tire we can 
recommend to our friends 


Hardware Age 


DEP.’S PEP, THE MOST WIDELY CIRCULATED NEWSPAPER IN SHELBY OOUNTY. 





5000 miles as the minimum measure of 
their anticipated performance. The 
demand for Ajax Tires has always ex- 
ceeded the supply. More and more 
Ajax Tires are made in each year, but 
Ajax dealers have never yet been able 

to secure all the 








each season as one 
Ajax user tells his 
Ajax satisfaction 
to his friends. 


Tires are fash- 
ioned of rubber 
and fabric and 
these two ele- 
ments are fused 
by vulcanization. 
But added to fine 
ap-river Para rub- 
ber and Sea Is- 
land long staple 





ASIAX 
TIRES 


Guaranteed 
5000 MILES 


Ajax Tires motor- 
ists have wanted 
to buy. 

We have astock 
of the most com- 
monly used Ajax 
sizes. Any special 
sizes we can get 
for you on short 
notice. 

Ajax Tires are 
on all four wheels 
of cars of Ajax 
users. Have you 








fabric. Ajax Tires 

possess the steadfast determination of 
the makers for Quality. Ajax are the 
best tir » in the world. 


Ajax are the first tires to be guaran- 
teed in writing and the first to set up 


the spark plugs; it’s the sort that sells goods. The 
Carlisle people believe in letting the public know 
just what they have in the accessory line and they 
plan their newspaper advertising with thorough 
care. 


24 Necessities for Every Car Owner 


No. 2 (4cols.x 6 in.). H. W. Goeller gets results 
with the Palace Hardware Company’s (Erie, Pa.) 
publicity because he works over each Palace ad as 
if it were the last announcement for the year. Note 
how carefully this ad is planned and designed. 
First, the heading, accessory cuts and a short open- 
ing talk which leads into a well-selected listing of 
necessities. The Ford and Dodge, as will be no- 


ticed, are given special attention, but there is some- 


“While others are claiming | ity 
we are guaranteeing it” 
SOLD BY 


The J. G. DePréz Company Shelbyville’s Greatest Store 


No. 3—Defining the status of the guaranteed tire 


noticed cars with 
a hybrid collection of four makes? 
The owner is still floundering. Ajax 
users are content, for they have solved 
the problem. 


Be an Ajax Booster ! 















thing for every car from flivver to aristocratic 
limousine. -In reading over this list, note the ab- 
sence of fancy specialties; every item is a real ne- 
cessity. Mr. Goeller shows good judgment in de- 
voting half his space to the tire, for the motoring 
public still needs selling talk on the guaranteed 
tire. There are two common prejudices against the 
guaranteed tire and they are a doubt as to the 
broadness of the guarantee and an impression that 
the guarantee is made possible by a much higher 
price. Regardless of whether the prejudices are 
justified or not, note how the copy meets each of 
them squarely. Those of you selling guaranteed 
tires will find a valuable suggestion in this piece of 
text. Before passing to the next ad, make a men- 
tal note of how Mr. Goeller has saved space by break- 

































ing the border where the tire cuts are inserted. In 
addition to practising economy, he has made the 
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CALLENDER HARDWARE COMPANY’S STORE NEWS. 


Auto Supplies 


Our Auto Supply department will 
be very complete this season and in 
the quantities that we have made 
our purchases we have been able to 
get the very bottom prices such that 
we will be pleaased to have you 
‘compare our prices with any that 
you may have that are now in ef- 


= pet 


% 





We believe that our prices are 
such that if you will look them ov- 
er that they will merit your patron- 
age. 

We have a line of the Famous 
Good Year and Firestone Casings 
and Tubes. There is nothing better 
for the -money and the prices are 
reasonable. 





Radiator Caps for Ford Cars, only 


Auto Rattlers for’ Ford Cars, 

XLCR Auto oils, only 40c per gal. 

XLCR Auto oils in five gallon lots, 
only 35c per gal. 


15¢ to 


AUTO HORNS. 


Buy a hand operated horn and 
Save the expense of batteries. We 
have the “Chaso” and the _ well 








known Stewart hard signal horns, 
and you will find our prices the 
lowest on these goods: 
The Chasco Horn, only. $2.50 
The Stewart Hand Signal 

horn, only ..... amas vse ee 
Tire Savers, set of four, only $4.00. 


Socket wrench sets, only $1.00, 

Ford Endless Fan Belts, 20c, 25c 
and 30c. 

Detachable fan belts for Ford cars, 
30c and 35c, 


Robe Rails for Ford Cars, 25ce and 
The 

Radiator hose for Ford Cars, only 
10c. 
Also we have Rubber Hose for 


most all makes of cars. 
Hub caps for Ford cars, only 15¢. 


AUTO PUMPs. 


We have a line of the two cylin- 
der pumps as well as two styles of 
the large pumps for fastening on 


the running board of the car at the 
following prices: 

Two Cylinder Pumps, only. . .$1.50 
Pumps for on the running board of 


the car, complete with pressure 
gauge, $4.00 to $5.00. 

Ford J. & B Master Vibrators 
only $3.50. 

K. W. Vibrator for Ford cars, only 
$10.00. 

Spark plugs 25¢ to 50c 

Adjustable Ford Wheel Pullers, 
only 25e. 

Valve removers: for Ford cars, only 


30c. 
Ford Number Holders, only 15c. 
Ford rear Curtain Lights, complete 
with staples, only 5c, 
Box assorted cotter pins, only 10¢. 
Box assorted lock washers, only 10c. 
Ford Auto Jacks only 50c. 








MYERS SPRAY PUMP. 


Our stock of large barrel spray 
pumps is complete and is composed 
largely of the well known line of 
Myers pumps. You will find our 
prices very reasonable. 

Pumps equipped as shown 
above, from ... .$8.50 to $17.50. 


LAWN MOWERS, 


We have one of the largest lines 
of lawn mowers in Angola. A mow- 
er for every lawn and purse. 


You should not fail to see the 


Eclipse mower, the one with the 
Simple Adjustment of the blades 
and the one with the patented de- 
vice for reversing of the reels for 
sharpening. 





We also have the Oakleaf, Keen 
Cutter and Run Easy mowers. 
Four Bladed Mowers from $3.50 
up. ° 
cast E 
ALUMINUM 
“From Generation to Generation” 


Cast aluminum is to cooking uten- 
sils -what “sterling silver” is to 
spoons and other table wate. It is 
solid -through and through — has no 
coating to wear or chip off. Being 
cast in one solid piece, there is no 
seams or joints to leak, and it is so 
constructed that it does not warp; so 
can justly be called.the “Indestruct, 
ible Ware.” 


Discount Checks with each 


CHINA 

Our China and Cut Gilasa depart- 
ment is one of the largeSt that you 
will find in Angola. Our patterns 
in Haviland, Bavarian and English 
Dinnerware patterns are most all 
complete. And our line of Japan- 
ese and Hahd Painted China is ex- 
ceptionally large for this season of 
the year. 

Come in and look over our 10c, 
25c and 50c tables of fancy China 


_ CUT GLASS. 

Our cut glass is composed large- 
Ip of the Libbey, the world’s best 
cut glass, which is known for its 
clearness and sparkle. 

There is nothing more suitable 
for a wedding present than a piece 
of “Libbey” cut glass. 

We can furnish you this from $1 
up. 


We give 2 per cent 


h purchase. 


No. 4—A good store paper accessory ad 


display stronger. 


Another Presentation of the Guaranteed Tire 
No. 3 (4 cols. x 10 in.). 


D. Wray DePrez, editor 

/f “Dep’s Pep,” published by the J. G. DePrez Com- 
vette Shelbyville, Ind., is fully alive to the fact that 
the store paper affords an ideal opportunity for 
pushing automobile accessories and this ad occupied 
better than half a page in the current issue of 


“Dep’s Pep.” 


Palace ad. 


self. 





ing rates never arises. 


for guaranteed tires. 





SUUIINUUINUUNUUNANANAANANNAAAAGANUUAAAAAANGAAGUAAGODNEOOEEEAEO ATAU 


It happens that this ad features the 
same guaranteed tire as is listed in the foregoing 
Here the talk is more detailed because 
in one’s own private paper the question of advertis- 
The heading and center 
panel display of this announcement is an ad in it- 
Backed by the text, it is a strong argument 
The first paragraph concerns 
itself with the reliability of the guarantee, but in 
our estimation the Palace Hardware Company’s 
paragraph is even stronger, for it links up the store 
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Get Your Auto Supplies Here | 


a 7 
We carry all the 


HAND HORNS EP ‘ 
6 a4 
well known makes a 
From $3 00 up <it 


All Guaranteed. 
a Wie J 


; \ 


ADAMSON VULCANIZERS 


A perfectly vulcanized repair in 15 
minutes anywhere on the road or at 
home, for less than one cent. Different 
styles and sizes for casings and Inner 
Tubes at 


$1.50 $2.00 “ $3.00 





+ 
BUY DIAMOND TIRES 
AND TUBES 

They are standard, first 
quality tires and will cost 
you less. With every tire we 
give you our personal guar- 
antee that they will give 

‘ou 3500 miles of service. 

lain and non-skid tread. 











~ 
A.C. SPARK PLUGS 


This spark plug has a 
stone insulation, is ab- 
soluteiy gas tight and 
has no equal for pawer 
or speed; two point 
construction and is 
guaranteed against de- 
fects for the life of the 
motor. 
We can fit any car. 


75c “ $1.00 ; 




























Carlisle Hardware Co. 








No. 1—Four accessories now in great demand 


in addition to the manufacturer. You and I are 
personally acquainted with Jim Jones, the hard- 
ware man on the corner, and when he throws the 
weight of his word with that of the manufacturer, 
we have little opportunity left to doubt. We think 
the last paragraph of this ad would, in itself, make 
an impressive appeal to any motorist, for it happens 
to be an exact statement of the manner in which 
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automobile tires are purchased by the average 
motorist. One other suggestion and this is to un- 
derline the word “guaranteeing” in the slogan at 
the close of the ad. Try it yourself, now, with a 
pencil and note the difference. 


Another Store Paper Accessory Ad 


No. 4 (714 in. .x 10 in.). Register the Callender 
Hardware Company, Angola, Ind., as another firm 
believer in the store paper for pushing the sale of 
accessories. We took this page from the April issue 
of “Store News,” published monthly by the firm. A 
goodly number of saleable accessories are listed and 
a hard drive is made for Ford business. Goodyear 
and Firestone tires, the Stewart and Chasco hand 
horns and pumps are given the places of honor. The 
three columns are well displayed and our one criti- 
cism concerns the manner in which one or two items 
are listed, particularly the tire savers. Not every 
motorist, in fact the majority, would not know just 
what these tire savers are. There are 57 varieties 
of tire savers advertised. Therefore we would list 
this item as follows: “Tire savers, set of four, make 
tires last longer by taking weight of car off them. 
Quickly adjusted under each hub, no crawling under 
car; only $4.” This same criticism applies to the 
item of automobile oils and the vibrators. The dif- 
ferent grades of the oil should have been indicated 
as follows: “Light for Fords, medium and heavy 
body.” Something should have been said as to how 
the vibrator makes Ford starting easy, gives more 
power on hills and quicker pick up, etc. Be careful 
about these points. When an accessory needs a 
word of explanation, give it, for often a sale hangs 
in the balance. 


Mis 
"A ‘ 
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The Goodyear Tire & Rubber Company, Akron, Ohio, built this booth for a recent exhibition. 


CaN “ge. 


GooDFVEAR 


It is an idea 


which may well be copied by dealers handling motorcycle or automobile accessories for display purposes at fairs 
or local exhibits. It also suggests a good window trim 


Too Near 


THE parishioner had confided to the rector his exact 


opinion of the man next door. 





“But we are commanded to love our neighbors 4s 
ourselves,” answered the vicar gently. 

“Maybe so,” was the retort, “but when that command 
was given neighbors lived further off than the other 
side of the fence.”—Exchange. 
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This Stanley Display in 
your Window brings Garage Owners 
and Builders into your Store 


HIS is the time of year, as you know, when people are buy- 
ing new cars and are overhauling the old ones. Business in 
auto accessories is brisk and many new garages are being planned 


and built. 


Here is a handsome display that makes a splendid center-piece for your window. 
This “cut-out” is made of heavy cardboard and is lithographed in nine colors. 


It is 28” high by 40” wide. Two easels hold it firm. ° 

It clearly shows how the doors are pre- These cut-outs, being unusually elaborate and 

vented from slamming (Stanley Garage effective, are costly to make. The supply is 

Deer Holder 1774) ual the deem strictly limited. You can get one without cost 
’ y (while the supply lasts) by ordering it on a 


swing easily and smoothly and shut firmly 


(Stanley Garage Hinges 1457, Latch 1264, Pull 


blank which we furnish on request. 


SSUES cad thaws wcll ‘exaiventenses a0: On. 16 Just fill out the coupon and by return mail we'll 


; : send the blank and a useful booklet “‘Selling P 4 
inch Stanley chain and Foot Bolts 1055 and More Stanley Garage Hardware,” which de- of 
1066 look and operate. scribes the many sales helps we have to o oe | 
This di . ‘ : a offer to help you build up your sales in 7“ ma 
is display will bring buyers in, and will in- this profitable line. “s 
crease your sales of garage hardware and ac- oe 
cessories. Mail the coupon today oe 
-_ 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market 
by Hardware Manufacturers 


Luther Grinder For 
Barbers’ Use 


The Luther Grinder Company, Mil- 
waukee, Wis., has recently brought 
out a grinder known as No. 1551, espe- 


Luther grinder for barbers’ use 


cially designed for the use of barbers 
in sharpening shears. 

It is said that with this grinder the 
barber can secure a perfect edge on 
his shears. A special attachment in- 
sures each edge being exactly true. 
Any bevel desired can be given, and 
each blade will be given exactly the 
same bevel. A special device raises 
the shears when the point is reached 
so that the point is not rounded. 

The grinding wheel is made of very 
fine grit, similar to an oil stone. This 
sharpening stone wheel is mounted on 
a ball-bearing worm-driven grinder. 
It revolves very rapidly, and runs in 
oil. The machine is said to be prac- 
tically noiseless. It can be attached 
to any convenient bench or shelf. The 
grinder can also be reversed, and the 
wheel used for grinding down razors 
or sharpening any fine-edged tool. 


Pumps for Every Service 

The Goulds Mfg. Company, Seneca 
Falls, N. Y., has recently brought out 
a new edition of its “Pumps For Every 
Service.” This forty-eight-page book 
is a handy reference work of pumps 
and water systems. It gives tables 
for determining the daily supply of 
water needed for various uses, de- 
scriptions and illustrations of pumps 
for private water supply, irrigation, 
for handling milk, cider, vinegar and 
other liquid food products, for gaso- 
line, for mechanical milking systems, 
for cattle vacuum cleaning systems, 
for filling thresher tanks, and for 
hydrants. 


Fletcher-Terry Catalog 

The Fletcher-Terry Company, For- 
a 3k-i*hhetaoinshrdluetaoinetaoinnnn 
estville, Conn., has recently published 
a 30-page catalog of glass cutters, 
including a great many different styles 
for straight work, for cutting tubes, 
circles, ovals, etc., tack pullers, can 
openers, etc. The catalog measures 
4x 6 in. 


Wrought Steel Handle 


The Stanley Works, New Britain, 
Conn., has recently brought out a new 
wrought steel handle known as No. 
482. 

It is made of cold rolled wrought 
steel, with a beautiful finish, its sur- 
face is very smooth and its edges are 
clean cut. For outside work, the 
Stanley sherardized and plated finishes 
are recommendea 

The handle is 6% in. long, 1% in. 
wide and is packed 1 doz. in a box 
with 1 x 9 flat head screws. 


“C & H” Water Dispenser 


Cordley & Hayes, 7 Leonard Street, 
New York City, has recently brought 
out a new dispenser for spring and 
distilled water. 

The usual 5-gal. water bottle is held 
firmly by the “C & H,” which 
consists of a _ porcelain receptacle 
equipped with a “C & H” push faucet 
and a claw-legged base with glass ball 


' 4 4 
The “C & H” distilled water dispenser 


feet. A smaller bottle can be placed 
on it if desired. 

This dispenser is designed especially 
for use by persons and concerns re- 
quiring distilled water that need not 
be iced. It can be used in garages to 
keep the distilled water for batteries 
where it can be drawn conveniently 
and in drug stores, etc., for keeping 
the distilled water in easily dispensa- 
ble form. 


Summer Bulletin of Ice 
Tools 


The Gifford-Wood Company, Hud- 
son, N. Y., has recently issued “Sum- 
mer Bulletin No. 26,” which briefly 
describes the various types of machin- 
ery and tools used for handling ice 
during the summer. The various ma- 
chinery and tools described include 
elevating and lowering machinery, 
house ice cutters, hand plows, saws, 
chisels, scoops, cant ice hooks, tongs 
of many types, axes, chippers, picks, 
saws, shoes, scales, etc. 
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Improved Cellar Window 
Catch 


The Griffin Mfg. Company, Erie, 
Pa., has recently added a new and im. 
proved feature to its “Common Sense” 


Griffin cellar window catch 


cellar window catch No. 760 by 
making a window lift combined with 
the catch and lock. 

The improved catch is so designed 
that a little snow, ice or dirt behind 
the window will not interfere with 
the closing. The lever draws the win- 
dow tight in the casing and locks it 
there. In opening the window, the lift 
on the catch enables one to secure a 
good purchase to open the window. 
When open, the lever on the catch is 
locked automatically out of the way. 

This new catch is galvanized or fin- 
ished in japan and is packed one com- 
plete set in a box with screws. 


Vaughan & Bushnell 
Catalog 


Vaughan & Bushnell 
Company, Chicago, Ill., has recently 
published a handsome new catalog 
covering its complete line of tools, in- 
cluding hammers of many types and 


The Mfg. 


patterns, ratchets, braces, _ pliers, 
pincers, nippers, hoof parers, tongs, 
and other blacksmiths’ __ tools; 
wrenches, chisels and gouges, plumb- 
ers’ and bricklayers’ tools, wrecking 
bars, nail sets, belt punches, ice tongs, 
butchers’ goods, such as hooks, block 
scrapers, etc.; bone, box, hay, alfalfa 
and cotton hooks and the Vaughan 
auger. The catalog is printed on a 
fine grade of paper, contains 46 pages, 
measuring 8% x 11% in., and is 
bound in an attractive cover printed in 
red and black. 


Tue C. H. ANscHUTZ MrcG. COM- 
PANY, Indianapolis, has been incorpo- 
rated with $30,000 capital stock to 
manufacture cooking utensils. C. 
Anschutz, Henry N. Anschutz and 
Ernest E. Anschutz, all of Wilson, 
Kan., are the directors. 


THE KITCHEN UTILITIES COMPANY, 
Seattle, Wash, has ben incorporated 
with a capital stock of $50,000 by J. E. 
Lester and H. A. Martin. 
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The Power Above the Door 


Unseen influence for the hardware and implement dealer 
works above every door for which he furnishes an 


R-W Sliding Door Equipment 





On BARNS SCHOOLS ' 
RESIDENCES CHURCHES 
GARAGES WAREHOUSES 


A pleased patron is a good salesman. 


He sends you customers. 


He advertises your store. 


Last year in one city of 10,000 inhabitants forty installations of R-W Garage Equipment alone 


followed the initial order. 
the first one within eight months. 
Garage Door Equipments in twenty months. 


In a town of 1,700 people, seven other garage installations followed 


A dealer in a city of 15,000 population sold over 200 R-W 


It pays to sell R-W products. 


Write now fo: free catalog which contains matter of 
vital interest to the hardware and implement dealer 
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Conron “Scooter” 


The Conron-McNeal Company, 
Kokomo, Ind., has recently added to 
its line of extension ice skates the 


The Conron “Scooter” 


Conron “Scooter,” a double runner ex- 
tension skate for small children. It 
is made of cold rolled carbon steel and 
is adjustable from 6 to 9 in. The heel 
and toe straps are made of heavy 
webbing. 

The retail price of the Conron 
“Scooter,” which is known as No. 7, 
is 50c. One dozen pair are packed 
to a box and twelve boxes to each 
shipping case. 


“Hilo” Dealer Helps 


The Moller & Schumann Company, 
Marcy and Flushing Avenues, Brook- 
lyn, N. Y., has recently published a 
book entitled “Hilo Helps Build Big- 
ger Business,” illustrating the com- 
plete line of advertising matter which 
this company furnishes to merchants. 
With this new book the dealer can see 
just what has been prepared for him, 
and select those items which fit in 
with his stock and with his own ideas 
in store advertising. It is a hand- 
some, well-printed book of 32 pages, 
and illustrates among other things 
counter displays, indoor and out-of- 
door signs, mechanical displays, etc., 
for use in the store, memorandum 
books, blotters, pencils, etc., for dis- 
tribution to customers and prospects, 
booklets and leaflets, lantern slides, a 
personal letter service and advertise- 
ments for local newspapers. Conveni- 
ent order blanks for mailing are in- 
closed with each book. 


“G-E Radieye” Attach- 
ment 


The General Electric Company, 
Schenectady, N. Y., has recently 
brought out the “G-E Radieye” at- 
tachment for pull socket chains and 
flush plates. The function of the 
“Radieye” is to indicate by means of 
a glow the exact location of the pull 
socket or switch. 

It is described as being made of a 
composition containing real radium, 
which is protected by glass. The at- 
tachment itself has a brass body. If 
used with a pull chain attachment, the 
“Radieye” device is substituted for 
the usual ball at the end of the chain. 
When used with a flush plate switch, 
the “Radieye” is substituted for one 
of the screws by means of which the 
plate is attached to the wall. 

Two attractive display cards have 
been originated, one featuring the 
“Radieye” pull chain attachment and 
the other the flush plate attachment. 
The list price of either is 75c. 


“Braun” Grass Catcher 


The Pennsylvania Lawn Mower 
Works, 1615-1635 North Twenty- 
third Street, Philadelphia, Pa., have 
recently brought out the “Braun,” a 
new grass catcher that is made en- 
tirely of hardwood and metal, and 
that is said to be extremely strong and 
rigid. One advantage the company 
claims for this catcher is that a 
broken side or bottom can easily be 
replaced. 

The slight space between the hard- 
wood rods of which the bottom is 
made is sufficiently wide to allow the 
moisture from the wet grass to pass 
through, while the rods are still close 
enough together to prevent the grass 
from falling through. The sides and 
ends are easily removable; the bottom 
part folds up and the entire grass 
catcher can be folded into a small 
crate or carton for shipment. 

This grass catcher is painted a light 


The Braun grass catcher 


green and is packed one in a crate. 
The retail prices are as follows: 14-in., 
$1.80; 15-in., $1.90; 17-in., $2; 19-in., 
$2.10; 21-in., $2.25. 

The 15-in. size will fit both 15 and 
16-in. machines; the 17-in. will fit both 
17 and 18-in. machines. 


Stover Folder 


The Stover Mfg. & Engine Com- 
pany, Freeport, Ill’, has recently sent 
out a new folder entitled “The Out- 
side of a Warm Subject.” It describes 
Stover andirons, fireplace fixtures, 
dampers, ash trap doors, clean-out 
doors, thimbles, furnace check drafts, 
cistern covers, etc. 


Kalon Hardened Screws 


The Kalon Company, 123 Liberty 
Street, New York City, has recently 
originated the Kalon hardened screws 
which have been designed expressly 
for sheet metal work. 

The Kalon hardened screws differ 
from ordinary screws, in that they are 
threaded to the head so that the metal 
may be drawn up flush with the head 
of the screw. They are tempered to 
a degree of hardness which is said to 
enable them to cut into sheet metal 
without stripping the threads. 

Kalon hardened screws are said to 
hold through an unusual amount of 
vibration. This vibration might work 
out the screws to a slight extent, but 
inasmuch as the body of the screw 
does not taper, it must be unscrewed 
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for almost its entire length before it 
can fall out. 

Kalon hardened screws are made in 
four sizes, with round or flat heads. 
The company recommends that the 
holes for the screws be punched jin- 
stead of drilled, and furnishes two spe- 
cial punches for this use. The plain 
punch makes holes for all sizes of 
screws. The stop punch comes in four 
sizes—Nos. 6, 7,.10 and 14. It is 
equipped with a stop that prevents the 
hole from being made too large. 


Gillette Electric Clipper 


The Gillette Clipping Machine Com- 
pany, 129-131 West Thirty-first Street, 
New York City, has recently brought 
out a 1917 model of a portable elec- 
tric machine for clipping horses, 
mules, dogs, cows and for shearing 
sheep, etc. 

This machine can be operated from 
an ordinary lamp socket. The motor 
by which it is driven is 1/6 hp., and 
is said to be of rugged construction. 
The motor and machine runs at a 
speed of 1750 revolutions per min. 
The connections are made by simply 
screwing the plug into the lamp 
socket. A sufficient length of flexible 
reinforced cord and an attachment 
plug are furnished with eacn machine 

The 1917 model is equipped with 6% 
ft. of flexible tube. Two cutters are 
suppiied with each machine. Special 
cutters are made for clipping horses 
and dogs and for sheep shearing. The 
company also suppiles with each ma- 
chine one handle for the cutters, an 
oil can, a box of graphite grease for 
the chain and gears, a few extra re- 
pair links, screws, etc. 

The price of the complete machine 
for direct current 110 or 220 volts 


om es 








The Gillette 1917 model electric clipping 
machine 

with two cutters as selected is $40; 

the price of the complete machine for 

alternating current 110 or 220 volts 

with two cutters is $50. 
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soe “That Old Trade Mark 
“AP Z Stands for 


“Satisfaction in Hardware” 

















| Garage 
Door 
Hardware 


for any garage. 


Type “Ten-Eighty” 


(Patented) 




















for three, four, five and 























six doors. “ ; 
OUR NEW er ~ . 
Garage Door Hardware Type “Ten-Eighty’"’ Three Doors with Passage Door 


Catalog, including the 
most extensive and perfected line on 


the market, is now ready. SEND FOR 
YOURS TODAY. 


























Type * Ten- Eighty” Four- Dees 


The Original Round Track Manufacturers 
DOOR HANGERS AND TRACKS, SPRING 
HINGES, STORE LADDERS, FIRE DOOR 
HARDWARE, OVERHEAD CARRIERS, 
HARDWARE SPECIALTIES, GARAGE DOOR 

HARDWARE. 
Branches and Warehouses 
CHICAGO, NEW YORK, BOSTON, PHILA- 
DELPHIA, LOS ANGELES, SAN FRANCISCO 
Main Office and Factory 


i Danville, Illinois, U.S.A. 


























Allith-Prouty Company EE 


Type “‘Ten-Eighty”’ Five Doors with 
assage Door 


























Nos. 79 and 1079 Right Angle Door Hangers 
with No. 60 Trolley Track (Curved Track) 
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Jay & Dee Luggage 
Carrier 


The Jay & Dee Specialty Company, 
Inc., 41 Park Row, New York City, has 
recently added to its line of automo- 
bile accessories a luggage carrier for 
attaching to the running board. It 
can be attached easily or removed 
without trouble. When not in use, the 














The Jay & Dee luggage carrier 


carrier can be unclamped and packed 
in very little space. 

The accompanying illustration 
clearly shows the construction of this 
carrier. It is adjustable to practically 
any width of running board and 
clamps securely in place. The ciamp- 
ing irons lift the luggage from the 
running board and keep it dry. 

The price per set is $2.50. 


THE AMERICAN Saw & Mra. Com- 
PANY, Springfield, Mass., has bought 
a tract of land at Boylston Street, 
and Boylston Avenue, on which it will 
build a new plant, 75 x 200 ft., one 
story. The company expects to move 
from its present factory at 41 Taylor 
Street in June. 


THE SPEEDOMETER PARTS COMPANY, 
Boston, Mass., has been incorporated 
with a capital stock of $25,000. The 
directors are Rollin Abell, president; 
Frank M. Wyman, 41 Evelyn Street, 
Mattapan, treasurer, and G. M. 
Greene. 





“Reliable” Jack Catalog 


The Elite Mfg. Company, Ashland, 
Ohio, has recently published catalog 
No. 11 of “Reliable” lifting jacks and 
tire savers, which are manufactured 
in various styles and sizes, ranging in 
capacity from 1 to 10 tons. The 
catalog contains twenty-eight pages 
and has an attractive cover printed in 
several colors. 


«‘Hayes” Tire Carrier 


The Onguard Auto Necessities Com- 
pany, Detroit, Mich., is marketing the 
“Hayes” tire carrier for Ford and 
Chevrolet cars. 

On the rim of this tire carrier is a 
ridge that fits between the tire shoes 
and forces them to the sides of the 
flanges, forming a water-tight and 
dust-proof connection. The circular 
overlapping rim has no open spaces. 
By means of a lever rim contraction 
the carrier can easily and quickly be 
adjusted to fit the-tire. 

The rim is made of 20-gage steel 
with a %-in. flange on each side. The 
brackets are 14% x 1\4-in. angle steel 
and are carefully bent and machined. 

All parts are finished with two coats 
of best black enamel baked on. The 
carrier can be attached to the Ford 
spring clips without drilling holes in 
the frame of the car. It can also be 














The “Hayes” tiré carrier 


attached to the rear of the Chevrolet 
chassis frame and body. 

The single type lists at $4 and the 
double type at $6. 
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Benford Headlight 
Controller 


The Benford Mfg. Company, Mount 
Vernon, N. Y., has brought out the 
Benford headlight controller for the 
Ford car. 

As the Ford motor decreases in 
speed the voltage generated in the 














The Benford headlight controller 


magneto also decreases, and the light 
in the head lamps naturally grows 
weaker. At a speed of 15 miles an 
hour the voltage is so low and the 
lights are so dim as to be almost use 
less. 

But when the Benford headlight 
controller is attached, one lamp is 
automatically and instantly cut out at 
this speed and all the voltage is con- 
centrated in the other lamp. The re- 
sult is said to be one strong, bright 
light instead of two weak, inefficient 
lights. 

It is said that the Benford headlight 
controller for Ford cars can be at- 
tached in a few minutes. 


THE ADJUSTABLE PISTON Mrc. COoM- 
PANY, maker of automobile pistons 
and piston rings, is planning the eree- 
tion of a factory. The company has 
heretofore had its work done in va- 
rious shops in St. Paul. Its office 18 
located at 61 East Sixth Street, St- 
Paul, Minn. 
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Every Machine 
Right at Hand 


Another Pexto innovation! This 
time it’s a handy revolving standard that 
swings every machine into the right 
position at a moment’s notice. A time 
saver, a labor saver and a space saver all 
in one. A sturdy standard that keeps 
your machines off the floor and out of 
your way when not in use but keeps them 
right at hand when they’re wanted. 


Holdall Revolving 
Machine Standard 


The illustrations on this page will tell 
you this interesting and practical story— 
the first one shows the standard without 
machines. The revolving turret will 
carry four machines on strong adjust- 
able machine holders. It swings quickly 
to any position and easily locks with a 
handy lever. Can you imagine an easier 
way of handling successive sheet metal 
operations? Then, too, look at the six 
additional machine holders and you'll 
appreciate how this handy Pexto 
Standard will save valuable bench space 
and still keep your equipment within 
easy reach. 


Holdall Revolving Machine 
Standard, No. 
(Without Machines) 


Now look at the lower illustration. 
Four machines on the turret ready for 
business. All the others ready to be put 
in position. All off the floor and a bench 
clear for action. 


One man or four can work around this 
new standard. It’s another high speed 
Pexto Helper that will increase your 
shop output. 

’ PATENT 


APPLIED 
FOR 


We've just completed a new book 
which illustrates and describes this prac- 
tical device in every detail. A copy will 
be on the way the moment we hear from 
you. 


The Peck, Stow & Wilcox Co. 


Mfrs. Mechanics’ Hand Tools, Tinsmiths’ 
and Sheet Metal Workers’ Tools and Ma- 
chines, Builders’ and General Hardware. 


Southington, Conn. Cleveland, O. 


Address all correspondence to 
210 W. Center St., Southington, Conn. 


PEXTO 


SHEET METAL WORKERS MACHINES & TOOLS 


Holdall Revolving Machine 
Standard, No. 969 
lite (With Machines) 


ERMA 


= 
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Automobile Tire Racks 


The Dow Wire & Iron Works, 
Louisville, Ky., has recently brought 
out two new automobile tire racks. 

The small one, known as No. 1, is 
made almost entirely of %-in. angle 
steel, reinforced with %-in. flat bars, 
and is so made that it can be folded 
into very little space. The arm ex- 
tending around the tires can be 
locked to prevent theft. It is made of 
material of the same width as the 
frame, and is adjustable for tires of 
various sizes. The price of this rack 
is $5.50. 

The ends of the large rack, known 
as No. 2, and which is designed espe- 
cially for the carrying of stock, are 
made of 11/6-in. hollow tubing, with 
cast-iron fittings at the connections. 
The rack is shipped knocked down. 
The connections are of the same type 
as are used on a steel bedstead. The 
rack can be taken apart by simply 
lifting the side rails out of their posi- 
tion. It is mounted on rollers, so that 
it can be moved about at will. It is 
finished in black japan. 


New Lining for Ford 
Transmission 


The Advance Automobile Acces- 
sories Corporation, 56 East Randolph 
Street, Chicago, IIl., has placed on the 
market a new transmission lining for 
Ford cars. High-grade cork is in- 
serted at regular intervals into special 


transmission lining for Ford 


cars 


idvance 


imported transmission fabric. The 
surfaces of the cork are allowed to 
protrude slightly and upon these sur- 
faces the initial engagement of the 
transmission bands is made. After 
the initial engagement is made and 
the corks are sufficiently compressed 
the transmission lining takes up the 
load. The company states that due to 
the resilience of cork, and the fact 
that it cannot become oil-logged, 
there is always assurance of easy and 
smooth operation of the transmission. 
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Two new automobile tire racks. The one at the left has a locking device to prevent 
theft 


Mossberg Wrench Handle 
and Sets 


The Frank Mossberg Company, At- 
tleboro, Mass., brought out the Moss- 
berg ratchet brace socket wrench 
handle No. 358. This handle is 12% 
in. long over all, with a throw of 5 in. 
Each one is packed in a Manila en- 
velope. 

Three new socket wrench sets have 
been originated in which this handle 
is used. Set No. 41 has been chosen 
to provide all the important hexagon 
sizes as well as a spark plug socket. 
It is packed in a wooden case con- 
taining the Mossberg ratchet brace 
socket wrench handle No. 358, an ex- 
tension tube 9% in. long, and sixteen 
mottled, thoroughly hardened pressed 
steel sockets. The list price is $5.50. 

Socket wrench set No. 44 contains 
handle No. 358, the 914-in. extension 
bar, a universal joint, two screw 
driver bits and twenty-two pressed 
steel sockets. The price is $7.50. 

Mossberg socket wrench set No. 49 
is designed especially for use on Ford 
automobiles. In addition to the No. 
358 handle, extension bar, universal 
joint, and screw driver bits, there are 
one 5-in. monkey wrench for special 
adjustments, twelve sockets fitting the 
standard sizes of screws, nuts and 
bolts, including the spark plug socket, 
and one special 19/32 oval socket for 
three crank-shaft bearing bolts and 
their nuts. 

The brace handle can be used with 


The Mossberg socket wrench handle and one of the sets in which it is used 


practically all standard makes of 
pressed steel, hexagon and square 
sockets. 


Adamson “Five-Minute” 
Vuleanizer 


The Adamson Mfg. Company, East 
Palestine, Ohio, has made an addi- 
tion to its line of vulcanizers in the 
Adamson “Five-Minute” vulcanizer, 
Model E. 


(ad - weverr pa © he 


oc trier 


The Adamson “‘Five-Minute” vulcanizer 


This outfit is made especially for 
the quick repairing of tube punctures, 
and with it any tube can be repaired 
in five minutes, provided, of course, 
that the puncture is not too large. 
Like other Adamson outfits, ordinary 
gasoline is used as a fuel. It differs 
from the rest of the Adamson line only 
in size, and sells complete with a box 
of 1 doz. “Five-Minute” repair patches 
for $1.50. An extra box of twelve 
patches retails at 25c. 


Goodrich Officials Change 


The B. F. Goodrich Company has 
recently announced that L. D. Brown, 
who has been cashier of the First- 
Second National Bank of Akron, has 
become a treasurer of the company, 
succeeding W. A. Means. Mr. Means 
has been elected second vice-president. 
For over twenty years Mr. Means has 
been associated with the company, and 
during that time has seen it grow 
from a comparatively small plant to 
its present size. For the past seven 
years he has occupied the office of 
treasurer, and for twelve years prev!- 
ous to that was assistant treasurer. 
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Value Received for 
Value Paid 


One sale dovetails into another when 


SIMONDS SAWS 


pass over your counter. They develop 
confidence and bring out reciprocating 
smiles of dealer and customer. 


The entire Simonds line is designed right, 
made right and sold right. 


It is always a pleasure to us tp send dealers 
our interesting selling helps, display signs 
and booklets—the kind that brings in the 
buyers. 


Simonds Manufacturing Company 
“The Saw Makers’”’ 


Established 1832, FITCHBURG, MASS. 


Five Factories Eleven Branches 
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“ Converse Tire Has New 
Tread 


The. Converse Rubber Shoe Com- 
pany, Malden, Mass., has greatly in- 
creased its tire production as the re- 














The Converse tire has a new clover leaf 
tread 

sult of a new factory addition. A 
change has been made in the non-skid 
design used on the “Triple Tread” 
tire. It is now clover-shape, and is 
said to combine the suction principle 
with the usual non-skid and traction 
functions of the ordinary corrugated 
tread. 


‘“Flexishield” Goggle 


Strauss & Buegeleisen, 37 Warren 
Street, New York City, has recently 
brought out the “Flexishield” automo- 
bile goggle. 

The shields or side pieces are made 
of leather containing a %-in. circular 


wire screen ventilation. The bridge 
of this goggle is a strip of leather 
made in the form of a strap. It is 
adjustable, and the goggle can be 
fitted by means of this strip to a wide 
or narrow nose, or a wide or narrow 
face. The temples are fastened in 
the ventilation screen in such a man- 
ner as to be adjustable in four direc- 
tions. They are made of wire cov- 














The “Flewishield” goggle 
ered with soft, high-grade red rubber. 
The goggle is furnished in a leather 
case, and is made in two sizes. 


THE Davenport Mrc. COMPANY, 
Davenport, Iowa, has recently in- 
creased its capital stock from $30,000 
to $150,000. A modern fireproof fac- 
tory will be erected at a cost of about 
$150,000. 


Garage Door Hardware 


The National Mfg. Company, Ster- 
ling, Ill., has recently brought out a 
new garage door latch known as No. 
27, designed for swinging doors. The 
long, graceful lines of the handle, 
one on either side of the door, add 
distinctiveness to the set. The mech- 
anism is very simple. The latch is 
reversible for right or left-hand doors. 
One latch complete with screws is 
packed in a neat, strong box. One 
dozen latches are packed to a case. 
The latch is finished regularly as fol- 
lows: japan, dead black japan, sher- 
ardized and dead black japan; sher- 
ardized and plated in any finish. 

This concern has also brought out 
the No. 810 garage door holder for 
use on garage doors constructed to 
swing on hinges. The holder has a 
rigid U-shaped, steel arm, 32 in. long. 
A swivel joint allows the holder to 
be folded back out of the way along 
the head jamb when the door is closed. 
When the door is opened the arm 
slides through the embossed steel 
catch plate and drops into two notches 
in the end of the arm. To close the 
door a light pull on the safety chain 
operates the trip-bar and releases the 
holder. 

The complete holder is made 
throughout of heavy gage steel and 
is said to be very strong. It is packed 





The National No. 810 garage door holder 
and new National latch 


one pair in a package complete with 
screws and is made in the following 
finishes: Japan; dead black japan; 
sherardized; sherardized and dead 
black japan. The weight per pair is 
6% |b. 


American Gasoline Outfit 


The American Oil Pump & Tank 
Company, Central and Kindel Ave- 
nues, Cincinnati, Ohio, is distributing 
the American curb or roadway gaso- 
line filling outfit. 

The American pump is double act- 
ing, and gives a continuous flow. It 
has quantity stops set to measure 1 
pt., 1 qt., % gal, and 1 gal. The 
valves are accessible, and may be 
cleaned quickly whenever necessary. 
It is said to discharge gasoline at the 
rate of 14 gal. per min. The pump 
is equipped with a discharge register 
and a spring lock, and the full equip- 
ment includes a filter for removing 
water, dirt, sediment, and other for- 
eign matter. A meter automatically 
registers the gasoline pumped up to 
100,000 gal., and then repeats, making 
a continuous record. The outfit in- 
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cludes also a hose draining valve and 
standpipe, from which the hose and 
nozzle are suspended. The pump ig 
inclosed in a cast-iron cabinet which 
is finished in red enamel and lettered 





" FILTERED 
GASOLINE 


a 


GASOLINE 











The American gasoline outfit 


in aluminum. On top is placed a 
cast-iron column with a globe holder 
and globe lettered “Filtered Gasoline.” 

The storage tank is buried under- 
ground wherever most convenient, and 
the tank and pump are connected by 
a 1%-in. pipe line with a double foot 
valve. The accuracy of measuring de- 
pends primarily on these foot valves. 
The valve stems and seats are hand 
ground, while the valve itself is 
heavy. Storage tanks can be fur- 
nished in any capacity or in any thick- 
ness of metal desired. Standard tanks 
range from 1 to 20 bbl., 3/16 in., 12 
and 14-gage in thickness. All tanks 
are welded, tested, painted, and 
guaranteed oil tight. 


“Rimeo”’ Insulated Plier 


The Rubber Insulated Metals Cor- 
poration, Plainfield, N. J., has recently 
brought out a new insulated plier 
known as the “Rimco.” The plier it- 
self is said to be made of fine-grade 
tool steel, insulated with a special 


The “Rimco” insulated plier 


rubber compound that is claimed to 
withstand high voltage. It is of a 
semi-soft character, and will not crack 
or break when dropped on a hard sur- 
face. 

The rubber is united with the metal 
by a special process said to make 4 
permanent attachment. The plier is 
not only suitable for linemen’s use, 
but is also specially adapted for auto- 
mobile work. 
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WE MAKE THEM ALL 


ALL STEEL HAME CHAINS PATENTED SRt¥ Sut “Guauirv—rne seat 
MOST POPULAR, HANDSOMEST, MOST CONVENIENT AND BEST SELLING HAME CHAINS ON THE MARKET 




































PREMAX DODSON — LOOPLEVER 
Work Easily. Can be hitched di Simple and rapid in 
Never Yield, and unhitched in pou a" operation, the sim- 
Slip or Break. much less time rior to any plest and most con- 
Always Reli- than a leather leather venient lever hame 

tg hame strap. hame strap. fastener made. 





$129 




















NIAGARA FALLS METAL STAMPING WORKS [tery ™,"“siecctuce NIAGARA FALLS, N.Y., U.S.A. 






























American Brand 
QUALITY SERVICE 


Screen Wire Cloth 





Nationalizing the 
Sandpaper Demand 





Lasts Longer — Looks Better It wasn't an easy task. 
We had to teach peopl id ndpa 
: also in a ‘aes waives trade marked, ethidium 
American Bronze tised commodity. And this educational werk 
P : has cost us lots of time and money. 
Galvanoid Enameled, Painted, Sandpaper always used to be « buy-aeyou 
° ° -it- er-mind- t-ki sort of pro 
Bright Galvanized Se — 
All Meshes and Widths But not now. Today every consistent user 


of anyon knows that he can get the same 


—— Ran stag 4 ‘quality whenever 
wherever he buys 1 
American Wire Fabrics Co. He asks for U. S. SANDPAPER. 

Chicago, II. ° 

pAcTORIEs: United States Sandpaper Co. 
Clinton, lowa Mt. Wolf, Pa. Niles, Mich. Williamspo rt, Pa. 






























BLACK DIAMOND FILE WORKS 


ESTABLISHED 1863 
Twelve Medals of 





<n WAR 






INCORPORATED 1895 





Award at Special Grand Prize 
INTERNATIONAL GOLD MEDAL 
Atlanta, 1895 







Expositions 


Copy of Catalogue will be semt free to any interested File User upon application. 


G. & H. BARNETT COMPANY Philadelphia, Pa. 


Owned and Operated by Nicholson File Co. 
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NOTES OF THE RETAIL HARDWARE TRADE 


DEVON, CONN.—The Van Syckle Hardware & Plumbing 
Company has opened a store here, dealing in automobile 
accessories, baseball goods, bathroom fixtures, belting and 
packing, buggy whips, builders’ hardware, building paper, 
children’s vehicles, cream separators, crockery and giassware, 
cutlery, dairy supplies, dog collars, electrical household 
specialties, fishing tackle, furnaces, galvanized and tin sheets, 
gasoline engines, hammocks and tents, harness, heating 
stoves, heavy farm implements, heavy hardware, kitchen 
housefurnishings, lime and cement, lubricating oils, mechan- 
ics’ tools, paints, oils, varnishes and glass, plumbing depart- 
ment, poultry supplies, prepared roofing, pumps, ranges and 
cook stoves, shelf hardware, sporting goods, tin shop, toys, 
games, wagons, buggies and washing machines. George B. 
Clark is president. N, W. Clark, vice-president and J. F. 
Van Syckle, secretary and treasurer. Catalogs requested. 


ALTON, ILL.—The Alton Hardware Company is successor 
to the Alton Hardware & Supply Company. The firm’s stock 
will comprise the following, on which catalogs are re- 

uested: Automobile accessories, baseball goods, bathroom 

xtures, belting and packing, bicycles, buggy whips, builders’ 

hardware, building paper, children’s vehicles, churns, cream 
separators, crockery and glassware, cutlery, dairy supplies, 
dog collars, dynamite, electrical household specialties, fishing 
tackle, galvanized and tin sheets, gasoline engines, ham- 
mocks and tents, heating stoves, heavy farm implements, 
heavy hardware, home barbers’ supplies, kitchen cabinets, 
kitchen housefurnishings, lime and cement, lubricating oils, 
mechanics’ tools, paints, oils, varnishes and glass, plumbing 
department, poultry supplies, prepared roofing, pumps, ranges 
and cook stoves, refrigerators, shelf hardware, silverware, 
sporting goods, toys, games, wagons, buggies and washing 
machines. 


FOREST CITY, ILL.—Harry J. Barnes has purchased an 
interest in the H. A. Keefer hardware store. Barnes & 
Keefer will be the firm name. Catalogs are requested cover- 
ing builders’ hardware, nails and aluminum ware. 


GREENSBURG, IND.—The Decatur County Co-operative 
Mercantile Company has been organized and incorporated 
with a capital stock of $20,000 to deal in farm implements. 

BIRMINGHAM, IOWA.—The Pleasants’ stock of hardware, 
etc., has been sold to Kirkpatrick & Farrell, who will enlarge 
their line of electrical goods. 

CEDAR RAPIDS, IOWA.—The George T. Gadd Hardware 
Company has moved to a new location at 215 South Second 
Street. New fixtures and equipment have been installed and 
a stock of automobile accessories added, on which catalogs 
are requested, 


CLIO, TOWA.—The Clio Implement Company has com- 
menced business here, carrying a complete line of imple- 
ments, on which catalogs are requested. 

COGGON, IOWA.—C. M. Miller has disposed of his stock 
of hardware to J. H. Schaum. 

DYERSVILI-E. TOWA.—A. E. Schuster, for many years 
connected with Schuster. Loes & May, has sold his interest 
in the firm to Peter Hentges. Business will be continued 
under the name of Loes, May & Hentges 

OSCEOLA, IOWA.—The Clark County Implement Company, 
which recently started in business here, requests catalogs on 
cream separators, gasoline engines, heavy farm implements, 
heavy hardware, lubricating oils, mechanics’ tools, wagons 
and buggies. 

RENWICK, IOWA.—F. W. Walkner is purchaser of the 
implement store of Claussen Bros. 

SHELDON, IOWA.—Henderson’s Hardware has opened 
here with a stock of belting and packing. churns, dairy 
supplies, mechanics’ tools, shelf hardware, washing machines, 
etc. Catalogs requested on washing machines. 

PORTIS, KAN.—The hardware stock of W. L. Zemmerman 
is now owned by W. E. Kaup. 

WICHITA, KAN.—The Steel Hardware Company will, about 
July 1, move to new quarters at 126 North Main Street, and 
do a wholesale and retaii business. 

ST. CLAIR, MICH.—Mau & Sampel are successors to John 
Mau. 


MINN.—Sewill & Hegert 
gasoline engines, 


request catalogs on 


ANGUS, 
heavy hardware and 


cream separators, 
washing machines. 


BRONSON, MINN.—The Bronson Imvlement & Hardware 
Company has sold its stock of automobile accessories, shelf 
hardware, kitchen cabinets, mechanics’ tools, etc., to Swan- 
son Bros. 

NICOLLET. MINN.—Frederick J. Johannes has bought the 
hardware department of Johannes Brothers. J. W. Johannes 
has bought the implement department. 

GILLIAM, MO.—The D. & R. Hardware Company has 
opened a store here, and will deal in automobile accessories, 
baseball goods, builders’ hardware, churns, cutlery, fishing 
tackle, furnaces, furniture department, heating stoves, me- 
chanics’ tools, poultry supplies, pumps, ranges and cook 
stoves, refrigerators, shelf hardware, silverware and washing 
machines. Catalogs requested on furniture 


HIGGINSVILLE, MO.—Freese & Alberswerth have disposed 
of their stock to J. L. Barton and E. G. Yoell, who will here- 
after be known as J. L. Barton & Co. 

ROLLA, MO.—The stock of Fort & Minium has been sold. 
Fort & Martin are the new owners. 

BILLINGS, MONT.—Aldrich & Buchanan has been incor- 
porated by L. R. Aldrich, C. R. Buchanan and F. D. Peck. 
The capital stock is $400,000, and the company will carry a 
line of the following: Automobile accessories, belting and 
packing, bicycles, buggy whips, builders’ hardware, building 
paper, children’s vehicles, churns, cream separators, crock- 
ery and glassware, cutlery, dairy supplies, dog collars, elec- 
trical household specialties, fishing tackle, galvanized and 
tin sheets, gasoline engines, hammocks and tents, harness, 


heating stoves, heavy hardware, home barbers’ supplies, 
lime and cement, linoleum, lubricating oils, mechanics’ tools, 
oil cloth, paints, oils, varnishes and glass, poultry supplies, 
prepared roofing, pumps, ranges and cook stoves, shelf hard- 
ware, silverware, sporting goods and washing machines. 


PERU, NEB.—H. O. Cole’s stock has been bought by H. 
M. Mackprang. 

RUSKIN, NEB.—Madison Sage has purchased the stock of 
belting and packing, buggy whips, builders’ hardware, chil- 
dren’s vehicles, churns, cream separators, cutlery, furniture 
department, galvanized and tin sheets, gasoline engines, 
harness, heating stoves, heavy farm implements, iron beds, 
kitchen cabinets, lubricating oils, mechanics’ tools, pumps, 
ranges and cook stoves, silverware, wagons, buggies and 
washing machines of J. R. Parsons. Catalogs requested. 


STROMSBURG, NEB.—E. B. Nelson is purchaser of the 
business of W. J. Marquis. 

TECUMSEH, NEB.—The stock of J. A. McPherrin has 
been sold. C. W. Jones is the purchaser. 


JAMESTOWN, N. Y.—The Jamestown Hardware Com- 
pany, Inc., has increased its capital stock from $30,000 to 
),000. 


CORINTH, N. D.—G. A. Skeim and Leonard Sorenson 
have formed a partnership and opened a hardware store 
here under the name of Skeim & Sorenson. Automobile ac- 
cessories, belting and packing, cutlery, heavy hardware, 
mechanics’ tools, ranges and cook stoves, shelf hardware, 
washing machines, etc., will be included in their stock. 


McVILLE, N. D.—The interest of R. C. Madsen in the 
Nelson County Implement Company has been bought by P. 
M. Oslie. No change will take place in the firm name. 


EL RENO, OKLA.—The Owen Hardware Company stock 
is now owned by L. N. Owen, president; J. M. Owen, vice- 
president and B. U. Rector, secretary and treasurer of the 
company. The firm name will remain unchanged. 


INOLA, OKLA.—The stock of the Inola Hardware & Im- 
plement Company has been bought by the Landes Hardware 
Company. 

McALESTER, OKLA.—The McClenahan Hardware Com- 
pany has moved to new quarters, and all the lines handled 
by the company will be enlarged. 

PITTSBURGH, PA.—The hardware firm of Miller & Wood- 
ward has been incorporated, and has taken over the stock 
of the H. T. Miller Company. Business will be continued 
at 3751 Bigelow Boulevard. H. E, Woodward, Jr., the new 
member of the firm, will be secretary and treasurer. The 
firm’s business is both wholesale and retail, and the store 
has been remodeled and improved. Catalogs requested on 
automobile accessories. 


COLUMBIA, TENN.—The Columbia Hardware & Fur- 
niture Company has been incorporated as successor to the 
Robinson, Pigg Hardware & Furniture Company, with a cap- 
ital stock of $12,000. J. D. Dobbins is president; J. L. Hutton, 
vice-president, and J. N. Pigg, secretary and treasurer. 


BEAUMONT, TEX.—The King Implement Company has 
been incorporated to deal in automobile accessories, buggy 
whips, belting and packing, gasoline engines, heavy farm 
implements, lubricating oils, mechanics’ tools, wagons and 
buggies and washing machines. The capital stock is $20,000 
and the inecorporators are George W. King, W. A. Decken 
and John T. Norton. Catalogs requested on motor trucks 
and automobiles. 

NEW BOSTON, TEX.—The New Boston Hardware Com- 
pany has been reorganized and incorporated by G. W. Bur- 
rows, F. A. King and P. G. Ruff. The capital stock is 
$10,000. The company will deal in the following lines: Auto- 
mobile accessories, baseball goods, bathroom fixtures, belting 
and packing. buggy whips, builders’ hardware, building 
paper, electrical household specialties, fishing tackle, fur- 
niture department, galvanized and tin sheets, gasoline en- 
gines, heavy farm implements, heavy hardware, paints, oils, 
varnishes and glass, plumbing department, prepared roofing, 
ranges and cook stoves, refrigerators and shelf hardware. 


PARIS, TEX.--The Paris Hardware Company has been in- 
corporated. F. K. Garver, 0. F. Davis and Homan Starks 
are the incorporators, and the capital stock is $40,000. 
Builders’ hardware, churns, cutlery, fishing tackle, mechan- 
ics’ tools, sporting goods, refrigerators, etc., will be among 
the lines carried. 


SAN MARCOS. TEX.—The Hons-MecNulty Hardware Com- 
pany has been incorporated as successor to D. H. Bridges 
with a capital of $10,000. The firm will carry a stock con- 
sisting of the following: Automobile accessories, baseball 
goods, bathroom fixtures, belting and packing, buggy whips, 
builders’ hardware, building paper, children’s vehicles, churns, 
cream separators, crockery and glassware, cutlery, dairy 
supplies. dog collars, electrical household specialties, fishing 
tackle, furnaces, galvanized and tin sheets, gasoline engines, 
hammocks and tents, heating stoves, heavy farm implements, 
heavy hardware, lubricating oils, mechanics’ tools, paints, 
oils, varnishes and glass, plumbing department, poultry sup- 
plies, prepared roofing, pumps, ranges and cook stoves, re- 
frigerators, shelf hardware, silverware, sporting goods and 
tin shop. 


WHITNEY, TEX.—The Marsh & Thignen hardware store 
is now conducted by Charles Thigpen under his own name. 

EAGLE ROCK, VA.—The Hardware Incorporated has been 
incorporated to continue the business formerly conducted by 
J.D. Myers & Co.. both wholesale and retail. John D. Myers 
is president and M. R. Morgan, secretary. A line of automo- 
bile accessories. baseball goods, builders’ hardware. cutlery, 
mechanics’ tools. shelf hardware, silverware, washing m4a- 
chines, etc., is carried. 

WHEELING, W. VA.—The stock of the Otte-Pettit Hard- 
ware Company has been moved to its new location at 5 
South Fourth Street. The building has been remodeled, 
ty shelving installed and numerous other improvements 
made. 
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REVOLVING 
PUNCHES 


Made of screw steel castings 
with improved, easy work- 
ing joints; the tubes from 
solid stock, each tube being 
tempered by hand and the 
turrets made from solid steel rods with highly tempered steel springs. We give 
our punches a fine finish and guarantee them in every respect. 


THE SMITH & EGGE MFG. CO. - Bridgeport, Conn., U.S. A. 























Aluminum Solder 
Getting the SOLDER ALUMINUM and 


Right Line io WORK 
White Star 


~— —— Aluminum Solder Kit 


ber of salesmen 

who wish to carry 
a side line— but what 
line, that is the all- 
important question. A 
small advertisement in 
the Opportunity Ex- 
change Department 
paves the way to get in 
touch with many firms 


















This Kit contains | Ib. Solder, scraper, 







who require such men. slick, written guarantee, and instructions. 
The cost is small com- Used with an ordinary blow-torch. 
pared with results. Solder melts at 350 deg. F. 
Flows freely. 
50 words, $1.00 Makes perfect joint. 
That’s all. Net price, $2.50 per Kit. 





Extra Solder, $1.50 per lb. 






Opportunity Exchange 
HARDWARE AGE The Ideal Bronze Company 
Cleveland, Ohio 
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Wagon Hardware, Telephone and Telegraph Pole Line Hardware. Established 1863 
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NOTES OF THE RETAIL HARDWARE TRADE 


DEVON, CONN.—The Van Syckle Hardware & Plumbing 
Company has opened a store here, dealing in automobile 
accessories, baseball goods, bathroom fixtures, belting and 
packing, buggy whips, builders’ hardware, building paper, 
children’s vehicles, cream separators, crockery and giassware, 
cutlery, dairy supplies, dog collars, electrical household 
specialties, fishing tackle, furnaces, galvanized and tin sheets, 
gasoline engines, hammocks and tents, harness, heating 
stoves, heavy farm implements, heavy hardware, kitchen 
housefurnishings, lime and cement, lubricating oils, mechan- 
ics’ tools, paints, oils, varnishes and glass, plumbing depart- 
ment, poultry supplies, prepared roofing, pumps, ranges and 
cook stoves, shelf hardware, sporting goods, tin shop, toys, 
games, wagons, buggies and washing machines. George B. 
Clark is president. N. W. Clark, vice-president and J. F. 
Van Syckle, secretary and treasurer. Catalogs requested. 


ALTON, ILL.—The Alton Hardware Company is successor 
to the Alton Hardware & Supply Company. The firm’s stock 
will comprise the following, on which catalogs are re- 

uested: Automobile accessories, baseball goods, bathroom 

xtures, belting and packing, bicycles, buggy whips, builders’ 

hardware, building paper, children’s vehicles, churns, cream 
separators, crockery and glassware, cutlery, dairy supplies, 
dog collars, dynamite, electrical household specialties, fishing 
tackle, galvanized and tin sheets, gasoline engines, ham- 
mocks and tents, heating stoves, heavy farm implements, 
heavy hardware, home barbers’ supplies, kitchen cabinets, 
kitchen housefurnishings, lime and cement, lubricating oils, 
mechanics’ tools, paints, oils, varnishes and glass, plumbing 
department, poultry supplies, prepared roofing, pumps, ranges 
and cook stoves, refrigerators, shelf hardware, silverware, 
sporting goods, toys, games, wagons, buggies and washing 
machines. 


FOREST CITY, ILL.—Harry J. Barnes has purchased an 
interest in the H. A. Keefer hardware store. Barnes & 
Keefer will be the firm name. Catalogs are requested cover- 
ing builders’ hardware, nails and aluminum ware. 


GREENSBURG, IND.—The Decatur County Co-operative 
Mercantile Company has been organized and incorporated 
with a capital stock of $20,000 to deal in farm implements. 


BIRMINGHAM, IOWA.—The Pleasants’ stock of hardware, 
etc., has been sold to Kirkpatrick & Farrell, who will enlarge 
their line of electrical goods. 

CEDAR RAPIDS, IOWA.—The George T. Gadd Hardware 
Company has moved to a new location at 215 South Second 
Street. New fixtures and equipment have been installed and 
a stock of automobile accessories added, on which catalogs 
are requested. 

CLIO, IOWA.—The Clio Implement Company has com- 
menced business here, carrying a complete line of imple- 
ments, on which catalogs are requested. 


COGGON, IOWA.—C. M. Miller has disposed of his stock 
of hardware to J. H. Schaum. 

DYERSVILLE, IOWA.—A. E. Schuster, for many years 
connected with Schuster,.Loes & May, has sold his interest 
in the firm to Peter Hentges. Business will be continued 
under the name of Loes, May & Hentges 

OSCEOLA. IOWA.—The Clark County Implement Company. 
which recently started in business here, requests catalogs on 
cream separators, gasoline engines, heavy farm implements, 
heavy hardware, lubricating oils, mechanics’ tools, wagons 
and buggies. 

RENWICK, IOWA.—F. W. Walkner is purchaser of the 
implement store of Claussen Bros. 


SHELDON, IOWA.—Henderson’s Hardware has opened 
here with a stock of belting and packing. churns, dairy 
supplies, mechanics’ tools, shelf hardware, washing machines, 
etc. Catalogs requested on washing machines. 

PORTIS, KAN.—The hardware stock of W. L. Zemmerman 
is now owned by W. E. Kaup. 

WICHITA, KAN.—The Steel Hardware Company will, about 
July 1, move to new quarters at 126 North Main Street, and 
do a wholesale and retaii business. 


ST. CLAIR, MICH.—Mau & Sampel are successors to John 
Mau. 


ANGUS, MINN.—Sewill & 
cream separators, gasoline engines, 
washing machines. 


BRONSON, MINN.—The Bronson Imvlement & Hardware 
Company has sold its stock of automobile accessories, shelf 
hardware, kitchen cabinets, mechanics’ tools, etc., to Swan- 
son Bros. 


NICOLLET, MINN.—Frederick J. Johannes has bought the 
hardware department of Johannes Brothers. J. W. Johannes 
has bought the implement department. 

GILLIAM, MO.—The D. & R. Hardware Company has 
opened a store here, and will deal in automobile accessories, 
baseball goods, builders’ hardware, churns, cutlery, fishing 
tackle, furnaces, furniture department, heating stoves, me- 
chanics’ tools, poultry supplies, pumps, ranges and cook 
stoves, refrigerators, shelf hardware, silverware and washing 
machines. Catalogs requested on furniture 


HIGGINSVILLE, MO.—Freese & Alberswerth have disposed 
of their stock to J. L. Barton and FE. G. Yoell, who will here- 
after be known as J. L. Barton & Co. 


ROLLA, MO.—The stock of Fort & Minium has been sold. 
Fort & Martin are the new owners. 


BILLINGS, MONT.—Aldrich & Buchanan has been incor- 
porated by L. R. Aldrich, C. R. Buchanan and F. D. Peck. 
The capital stock is $400,000, and the company will carry a 
line of the following: Automobile accessories, belting and 
packing, bicycles, buggy whips, builders’ hardware, building 
paper, children’s vehicles, churns, cream separators, crock- 
ery and glassware, cutlery, dairy supplies, dog collars, elec- 
trical household specialties, fishing tackle, galvanized and 
tin sheets, gasoline engines, hammocks and tents, harness, 


Hegert request catalogs on 
heavy hardware and 


heating stoves, heavy hardware, home barbers’ supplies, 
lime and cement, linoleum, lubricating oils, mechanics’ tools, 
oil cloth, paints, oils, varnishes and glass, poultry supplies, 
prepared roofing, pumps, ranges and cook stoves, shelf hard- 
ware, silverware, sporting goods and washing machines. 


PERU, NEB.—H. O. Cole’s stock has been bought by H. 
M. Mackprang. 


RUSKIN, NEB.—Madison Sage has purchased the stock of 
belting and packing, buggy whips, builders’ hardware, chil- 
dren’s vehicles, churns, cream separators, cutlery, furniture 
department, galvanized and tin sheets, gasoline engines, 
harness, heating stoves, heavy farm implements, iron beds, 
kitchen cabinets, lubricating oils, mechanics’ tools, pumps, 
ranges and cook stoves, silverware, wagons, buggies and 
washing machines of J. R. Parsons. Catalogs requested. 


STROMSBURG, NEB.—E. B. Nelson is purchaser of the 
business of W. J. Marquis. 


TECUMSEH, NEB.—The stock of J. A. McPherrin has 
been sold. C. W. Jones is the purchaser. 


JAMESTOWN, N. Y.—The Jamestown Hardware Com- 
pany, Inc., has increased its capital stock from $30,000 to 
100,000. 


CORINTH, N. D.—G. A. Skeim and Leonard Sorenson 
have formed a partnership and opened a hardware store 
here under the name of Skeim & Sorenson. Automobile ac- 
cessories, belting and packing, cutlery, heavy hardware, 
mechanics’ tools, ranges and cook stoves, shelf hardware, 
washing machines, etc., will be included in their stock. 


McVILLE, N. D.—The interest of R. C. Madsen in the 
Nelson County Implement Company has been bought by P. 
M. Oslie. No change will take place in the firm name. 


EL RENO, OKLA.—The Owen Hardware Company stock 
is now owned by L. N. Owen, president; J. M. Owen, vice- 
president and B. U. Rector, secretary and treasurer of the 
company. The firm name will remain unchanged. 


INOLA, OKLA.—The stock of the Inola Hardware & Im- 
plement Company has been bought by the Landes Hardware 
Company. 


McALESTER, OKLA.—The McClenahan Hardware Com- 
pany has moved to new quarters, and all the lines handled 
by the company will be enlarged. 


PITTSBURGH, PA.—The hardware firm of Miller & Wood- 
ward has been incorporated, and has taken over the stock 
of the H. T. Miller Company. Business will be continued 
at 3751 Bigelow Boulevard. H. E. Woodward, Jr., the new 
member of the firm, will be secretary and treasurer. The 
firm’s business is both wholesale and retail, and the store 
has been remodeled and improved. Catalogs requested on 
automobile accessories. 


COLUMBIA, TENN.—The Columbia Hardware & Fur- 
niture Company has been incorporated as successor to the 
Robinson, Pigg Hardware & Furniture Company, with a cap- 
ital stock of $12,900. J. D. Dobbins is president; J. L. Hutton, 
vice-president, and J. N. Pigg, secretary and treasurer. 


BEAUMONT, TEX.—The King Implement Company has 
been incorporated to deal in automobile accessories, buggy 
whips, belting and packing, gasoline engines, heavy farm 
implements, lubricating oils, mechanics’ tools, wagons and 
buggies and washing machines. The capital stock is $20,000 
and the incorporators are George W. King, W. A. Decken 
and John Norton. Catalogs requested on motor trucks 
and automobiles. 


NEW BOSTON, TEX.-—-The New Boston Hardware Com- 
pany has been reorganized and incorporated by G. W. Bur- 
rows, F. A. King and P. G. Ruff. The capital stock is 
$10,000. The company will deal in the following lines: Auto- 
mobile accessories, baseball goods, bathroom fixtures, belting 
and packing. buggy whips, builders’ hardware, building 
paper, electrical household specialties, fishing tackle, fur- 
niture department, galvanized and tin sheets, gasoline en- 
gines, heavy farm implements, heavy hardware, paints, oils, 
varnishes and glass, plumbing department, prepared roofing. 
ranges and cook stoves, refrigerators and shelf hardware. 


PARIS, TEX.--The Paris Hardware Company has been in- 
corporated. F. K. Garver, O. F. Davis and Homan Starks 
are the incorporators, and the capital stock is $40,000. 
Builders’ hardware, churns, cutlery, fishing tackle, mechan- 
ics’ tools, sporting goods, refrigerators, etc., will be among 
the lines carried. 


SAN MARCOS. TEX.—The Hons-McNulty Hardware Com- 
pany has been incorporated as successor to D. H. Bridges 
with a capital of $10.000. The firm will carry a stock con- 
sisting of the following: Automobile accessories, baseball 
goods, bathroom fixtures, belting and packing, buggy whips, 
builders’ hardware, building paper, children’s vehicles, churns, 
eream separators, crockery and glassware, cutlery, dairy 
supplies, dog collars, electrical household specialties, fishing 
tackle, furnaces, galvanized and tin sheets, gasoline engines, 
hammocks and tents. heating stoves, heavy farm implements, 
heavy hardware, lubricating oils, mechanics’ tools, paints, 
oils, varnishes and glass, plumbing department, poultry sup- 
plies, prepared roofing, pumps, ranges and cook stoves, re- 
frigerators, shelf hardware, silverware, sporting goods and 
tin shop. 

WHITNEY, TEX.—The Marsh & Thignen hardware store 
is now conducted by Charles Thigpen under his own name. 

EAGLE ROCK, VA.—The Hardware Incorporated has been 
incorporated to continue the business formerly conducted by 
J. D. Myers & Co.. both wholesale and retail. John D. Myers 
is president and M. R. Morgan, secretary. A line of automo- 
bile accessories. baseball goods, builders’ hardware, cutlery, 
mechanics’ tools, shelf hardware, silverware, washing ma- 
chines, etc., is carried. 

WHEELING, W. VA.—The stock of the Otte-Pettit Hard- 
ware Company has been moved to its new location at 
South Fourth Street. The building has been remodeled, 
new shelving installed and numerous other improvements 
made. 
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REVOLVING 
PUNCHES 


Made of screw steel castings 
with improved, easy work- 
ing joints; the tubes from 
solid stock, each tube being 
tempered by hand and the 
turrets made from solid steel rods with highly tempered steel springs. We give 
our punches a fine finish and guarantee them in every respect. 


THE SMITH & EGGE MFG. CO. -_ Bridgeport, Conn., U.S. A. 















Aluminum Solder 
Getting the SOLDER ALUMINUM and 


Right Line abi iy WORK 
White Star 


HERE are a num- Aluminum Solder Kit 


ber of salesmen 

who wish to carry 
a side line— but what 
line, that is the all- 
important question. A 
small advertisement in 
the Opportunity Ex- 
change Department 
paves the way to get in 
touch with many firms 





This Kit contains | lb. Solder, scraper, 


who require such men. slick, written guarantee, and instructions. 
The cost is small com- Used with an ordinary blow-torch. 
pared with results. Solder melts at 350 deg. F. 
Flows freely. 
50 words, $1.00 Makes perfect joint. 
That's all. Net price, $2.50 per Kit. 


Extra Solder, $1.50 per lb. 
Opportunity Exchange 


HARDWARE AGE The Ideal Bronze Company 
Cleveland, Ohio 
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Wagon Hardware, Telephone and Telegraph Pole Line Hardware. Established 1863 
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Iron Grindstone Frames 


Especially salable to manufacturers, farmers 
and carpenters. Made of best quality cast iron 
with babbitt lined bearings, adjustable tool rests, 
truing attachments and water guards. In four 
styles for stones from 14 to 42 inches in diameter. 


Get full particulars from Catalog 31 


ATHOL MACHINE CoO,, ‘vass° 

















Encourage Him 


Some bright boy in your store is show- 
ing a keener desire to know about the 
goods around him than is usually 


found in youngsters. 


Hammer 
Clamps and Oilers Oe ae ae 
real merchandisers. Properly tutored, 
he'll develop into a big, broad-gauged 
man able to lift many of the burdens 
you now carry. 


The Hammer Screw 


adjusting. The 
mer Iron Oiler - a: 
tra strong, big mouth, 





reinforced spring 
bottom. 


We also make Mal- 
leable Iron Adjust- 
able Clamps, Engine 
Torches, and and 
Hanging Lamps, and 
Malleable Iron Cast- 
ings. Get prices. 


HAMMER & CO. 

















Encourage his continued interest, 
add fuel to his ambition and make 
him more valuable generally, by giv- 
ing him a personal subscription to the 
Hardware Age. 


In many cases a Hardware Age sub- 
scription has been an important factor 
in bringing boys from the ranks. 





LOOK FOR THE LABEL 
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INSIST and DEMAND— 
Get Strips “ALLEN” Tanned 
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IT GUARANTEES THE QUALITY 
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STANLEY JOINT FASTENERS 


FOR MAKING STRONG 


Tht k AND TIGHT JOINTS 
IN WOOD WORK 


cAeKka® TO MEET DEMANDS 
te box. 500 and 1000 to bex. 
And in bulk 














New York Chica 
Se. aT bane ae 100 Lafayette Street 73 &. Lake Street 








Who sells your customers 
their ROSE Wide Heels? 


The handy Rose Wide Heel is 


superseding narrower brick trowels. 


As never before, advantage lies 


ROSE WIDE HEEL No. 221 with the superior make because 
WRITE FOR CATALOGUE H greater width makes any forging but 
ci the most accurate feel awkward to 


WM. ROSE & BROS. or Sharon Hill, Pa. a skilled man. For this reason the 


WIEBUSCH & HILGER, Ltd. 110 Lafayette Street store of the hour is the store with a 
Selling Agents , New York City ROSE. 








When You Need Men 


consult the Opportunity Exchange of the Hardware Age 
—men—the right kind—are always open for opportuni- 
ties to advance themselves. Do you want the ambitious 
kind—the kind that can do things? 


50 words at one dollar per insertion will put you in —" 
with such men. 


Opportunity THE HARDWARE AGE 
Exchange Dept. 239 West 39th Street :: New York 








. - - = ——— — 
“i 5M. ee ee » i aT Re eh 
ii gee, ee 2 pr ee, mad 
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BIFURCATED RIVETS : TUBULAR RIVETS 


Established Eighteen Eighty-four 


er Main Office and Factory 
JUDSON L. THOMSON MFG. CO. f j ! 
Waltham, Massachusetts 7 


Bifurcated and Tubular Rivets, Metal Specialties and Rivet Setiing Machines 
ORNAMENTAL SPOTS Write for Catalog and Prices OUTSIDE PRONG RIVETS 
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**Universal’’ Shoe Cleaner 


pat. JAN. 16 12 
paT.JAN.I6 - 


Made of heavy cast-iron, finished in baked enamel. 
Brushes are made Reversible, giving long life, and easily 
and cheaply renewed. Packed one dozen in heavy, corru- 
gated box. Write for catalogue and price; also of Cobbler 
Outfits, Shoe Lasts and Stands, Shoe Hammers, Corn 
Shellers, Grist Mills, etc. 


The Rost-Heath Mfg. Co. Plymouth, Ohio 


N. Y. Office: 90-92 W. Broadway. . Winner, Mgr. 


Columbus Sanitary Fly Trap 


The Safest and} Strongly 

Quickest Way Built of 

to get rid of High-Grade 
Flies Materials 


Every trap guaranteed not to pull apart. The best 
appearing and most efficient trap on the market. 
The price is right. 
The Safety Wire Gas Globe Co. 


Columbus, Ohio 











Guaranteed 
Not to Mar 
the Floor 


Acme Removal Felt Tips are made 
of long haired wool, compressed 
under hydraulic pressure. 

Consequently they wear indefinitely. 

Positive insulators against noise and the only tip guar- 
anteed not to mar the finest floor. 

Demonstrate with samples at our expense. 

For furniture of all kinds. 


THE SCHATZ MFG. CO., Poughkeepsie, N. Y. 


Agents: J. C. McCARTY & CO., 29 Murray Street, N. Y. 


=== _ IVES PATENT =, 
WINDOW STOP ADJUSTER 


Prevents Drafts, Dust and Window Rattling 


© 0O= 


The only stop adjuster made from one piece of metal with 
solid ribs and heavy bed that will not cup or turn in tightening 
the screw. 

Descriptive circular mailed on application 


THE H. B. IVES CO. 


Manufacturers of Builders’ Hardware 
NEW HAVEN - - - CONN., U. S. A. 














Double Dasher Beaters. 


Dover Egg Beaters. 
The latest and wr im- 
wed types 
ters. A full va aa 
styles, sizes and prices, te 
meet every requirement. 


THE TAPLIN MFG. CO. 


New Britain, Conn. 
New York Office: 
143 Chambers Street 


MILBRADT 
LADDERS 


will pay for them- 
selves in a short time 
by enabling you to 
wait on more trade, 
save the wear and 
tear on your fixtures 
and goods, as well as 
bring the appearance 
) a store up to 


Write for catalogue 
showing a large 
number of styles 
suitable for all kinds 
of shelving. 


Milbradt iMfg.’ Co. 
2410 N. 10th St., 
St.gLouis,{Mo. 














BICYCLE 
Step Ladders 


are made in 
many styles 
and to fit 
all kinds of 
shelving 
Send for catalog giv- 
ing full description 
and prices, 
The Bicycle Step 
Ladder Company 


62 West Randolph St. 
CHICAGO, ILL. 








NORCROSS 


Garden Cultivator Hoes | 


“Superior to Imitations’’ 
From the tip of the handle to the 


Shovel Points — a NORCROSS 
shows its Excellence. 

More than a 

Million are 


use. 

Get our Special 

Sample proposi- 

tion to new 

Dealers. 

Manufactured 

only by } 

C. S.Norcross \ ~. Sold by 
& Sons . : ~— mr om 

Bushnell, Ill. % ~ Jot bers 

U. S.A. 
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PEN-DAR LEAF RACKS 


Used on wheelbarrows with removable sides, for 

ing leaves, cut grass and rubbish; capacity 10 

els, made of wire, bolted to a wooden 
base Price, not wheelbarrow, $400. 





MANUFACTURED BY 
EDWARD DARBY & SONS CO., Inc. 


347 ARCH STREET PHILADELPHIA, PA. 


A Profitable 
Hose Mender 


Basic patents of which belong to 
us exclusively 





You can see from its construction that this hose 
mender makes a permanent union quickly. The 
kind of goods that makes customers and holds them. 
Made in all diameters 

Get our catalogs on House Couplers and Lawn 
Sprinklers. There's profit in it. 


STUBER & KUCK CO., Peoria, Ill. 


New York Office: 154 Chambers St., J. M. Sherwood, Mgr. 
San Francisco OMNce: Rialto Bidg. wa F Horn, Mgr. 











The Worcester Lawn Mower Co. 


Worcester, Mass. 
Have their NEW CATALOG 
in COLORS ready for mailing. 
Ask for it. 






SELLING AGENTS: 
J.C.McCarty & Company, 21 Murray St., New York 


Ask Your Jobber 


For Harness Snaps, Rope 
Snaps, Breast Chains, 
Horse and Cattle Ties, 
Halters, Wagon Jacks, 
Gate Hooks, etc. 


MADE BY 


Covert’s Saddlery Works 


INTERLAKEN, N. Y., U. S. A. 














Quick-Set Steel 
Drive Posts 


These are some of the 
reasons why the demand 
for these posts is grow- 
ing: Cost less than wood 
or concrete, guaranteed 
for 35 years, a few blows 
set them, adapted to any 
kind of wire’ fencing, 
wire strung easily and 
quickly. 





It will pay you to 
handle these pusts. They 
appeal to farmers and all 
property owners. Send for 
our catalog. It is free. 








DUO NOZZLE 


COMBINED HOSE NOZZLE 
AND LAWN SPRINKLER 


AT LOWEST PRICE 
EVER ASKED FOR 
EITHER ONE 


Saves labor. Delivers more 
water. Cannot leak. Saves 
hose from bursting. Wider 
spray. Longer Stream. Sam- 
ple sent postpaid for 15 cehts. 


H. B. SHERMAN MFG. CO., Battle Creek, Mich. 

















Genuine NEY Haying Tools 


STANDARD FOR FORTY YEARS 
THE COMPLETE LINE WRITE FOR CATALOGUE 


THE NEY MFG. CO. 





Canton, Ohio 








Townsend Gave to the World 
The Ball-Bearing Lawn Mower 


Golf 
Mowers 


Horse 
Mowers 


Trimmers 





All other manufacturers now make Ball-Bear- 
ing Mowers for their best grade, but Town- 
send still leads in design, quality and finish. 


S. P. TOWNSEND & CO. Orange, N. J. 
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COLDROLLED STEEL 
BOX STRAPPING 


300 feet to a coil. 20 coils ina 
case. Great Tensile Strength. 
No Sharp Edges or Rivets. 


Write for Catalog. 
Manufacturers of 
Flexible Steel Door Mats, 
Corrugated Fasteners 
ACME STEEL GOODS 
; COMPANY 
Aome “Dot Embossed” 2840 Archer Avenue, CHICAGO 
Atlanta, Ga. New York City San Francisco Montreal, Quebec 
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“Replaces The Hoe’ 
NYO | Rela! sight and nets 


Moment a 

garden owner 

glimpses the brand 

new features of the “Gilson” 

—the new combination weeder— 

culticator and rake—with its oscillating 
double-edged blade (which “clips” the weeds 
and loosens the soil on either stroke) and its long-tined rever- 
sible rake—the sale’s as good as made. Comes in four sizes, 
suitable to field, ote, yes patch or flower bed. Affords 


a literal profit to q : 
For Illustrated Catalog and complete information address 


J. E. GILSON CO. Dept. 32, Port Washing'on, Wis. 
Patented 








in all the desirable elements of Hose 
Service when you buy ““YERDON’S” 
CAST BRASS HOSE BANDS. 

Made of a Special RUST-PROOP, 
composition metal, exceptionally 
strong and durable, they hold the 
hose firmly with a double, all-round 
‘“‘grip’’ assuring a permanently tight 
connection. They can be used re- 
peatedly and will be right on the 
job doing Efficient work long after 
othere are scrapped and forgotten. 

ALL sizes for hose %” O. D. up 
to the largest Suction Hose. Most 
satisfactory on automobile hose con- 
nections. Made in Fort Plain, U. 8. 
A. Used everywhere. Unequalled by 


You Get the Biggest Return 


any. 

We solicit your stock orders. If 
you don’t know them write for sam- 
ples. Both Home and Foreign trade 
supplied. 


WILLIAM YERDON 


BOX 102 FORT PLAIN, N. Y. 


The Employer who feels the need 
of ‘‘new blood”’ in his organization 
can reach the most desirable class 
of employees through our Want 
Pages. 


The Employee seeking a new field for 
his ability and enthusiasm can get in 
touch with healthy growing concerns 
through the Want Pages of Hardware 
Age at small cost. 











UNION HORSE NAIL CO. 
CHICAGO, ILL. 








McKinnon 
All-Steel Hose Reels 


Being made throughout of STEEL, elec- 
trically welded, they are lighter yet 
stronger than other reels. Handsome- 
ly finished in japan, 
carefully baked on. 
They sell at a 


Low Price 


Leading jobbers carry 
them. 





Congested traffic conditions make it imperative that 
you order them to-day. 


McKinnon Dash Company 
Buffalo, N. Y. St. Catharines, Ont. 














Protect Your Own Reputation 


4 Os & B' 


Galvanized Poultry Netting 


, 
always gives satisfaction, which is a guar 
’ , , 
antee to the dealer that he will have ere) 
: if ne handles wire nettings 
{ 


Or Our | anutlacture 


The Gilbert & 


Bennett Manufacturing Co. 
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ASplendid 
Record 


has been made by users of Red- 
Hot Torches and Fire Pots. Do 
you know the reason why? Per- 
fect combustion, economical and 
long service. Made from the 
best selected materials by skilled 
mechanics, thoroughly tested and 
inspected. They will last longer 
and consume less fuel than other 
makes. Try them and be con- 
vinced. Jobbers will supply at 
factory prices. 


Ashton Mfg. Co. 
Newark, N. J., U. S. A. 








L. R. Nelson -i- 





Perfect Clinching Hose Mender 








THE POPULAR 10c. SELLER 


SMOOTH, STRONG, TIGHT, EASY TO APPLY, 
AND PROFITABLE 


Furnished with brass or steel one-piece tubes. 
Special clamp construction prevents cutting 
of the hose. 


Send for Catalogue of Hose Accessories. 
Peoria, Ill. 


Exclusive Licensee Under Patents. 
























REASONS WHY YOU SHOULD STOCK 


“Red Devil’ Auger Bits 


@ Yield liberal profits. 
@ Have 10% greater clearance, 
@ Bore with or against grain 
in hard or soft wood. 
@ Pull thenselves in 
without pushing 
in any kind 
of wood. 


Made in 
single and 
double twist, 

all hand forged. 

Every one has a full- 
polished worm and red shank . 




















Smith & Hemenway Co., Inc. 


98 Chambers Street NEW YORK CITY 












HOTTA AA TAA 











How’s your file stock? If low, sort up 
ona few REX Files. 

You'll find REX Files mighty fast sellers, 
simply because they are mighty fast cutters. 


Good profit. Send for details. 
The Rex File & Saw Co. Newcomerstown, Ohio 











NMEA 








Quality pays us— 
it will pay you too 





Murphy Varnish 


“the varnish that lasts longest’’ 


WRIGHT’S 
PATENT 


Expansive Bits 


Small size bores % to 1% 
in. Large size bores % 
to 38 in. Have greatest 
strength and ease of bor- 
ing. Cutter accurately 
adjusted and absolutely 
ean not slip. 


CLARK 


Expansive Bits. Small 
size bores % to 1% in. 
Large size bores % to 8 
in. Well known every- 
where. 

Manufactured by 
The Conn Valley: 
Mfg. Co. 
Centerbrook, Conn. 

















Real Improvements 


Real improvements in these B. & C. 
Wrenches. That's why they sell. Bars are 
forged from open hearth steel with oval front 
and hack, giving additional stock and 
strength. Screw is of solid high-grade steel. 
Handle, Frame and Bolster are one piece, 
powerfully braced. They make good on the 
job where others fail. Write for prices. 





BEMIS & CALL HDW. & TOOL CO. 
Springfield, Mass., U.S. A. 




















The Robertson 


**Horse Shoe Magnet’”’ Hammers 


Silver Medal Panama-Pacific Expogition 

















The Best Magnet Hammers on the Market 
——Strong, Permanent Magnets—— 


Arthur R. Robertson, Sole Mfr., Boston, Mass. 


Owner of the “Horseshoe Magnet” Trade Marks 
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SNOW SHOE IRONS Sell Satisfaction 


The illustration shows our F. Dieckmann Elbows sell solely on merit. Made all 
Wo. 2 Iron for slate roofs. angles, all designs, square, round, plain, corrugated, 
3 We make a similar one for 
standing seam, corrugated The Ferdinand 
and V crimp roofing. rhe Dieckmann Co. 
These are the most substan- ‘ Cincinnati, Ohio 
tial irons made. 








—e 


Write for prices and samples, 
also our general Catalog. 
wares for the 
Roofer. 


BERGER BROS. CO. 
PHILADELPHIA 
Office: 229-231 Arch St.; Store: 237 
Arch 8t. 


Warerooms and Factory: 
100 to 114 Bread St. 














THIS STICK SHOULD BE IN SA TIS F Y 
YOUR STOCK your customers 


DIXON’S SOLID BELT DRESSING 


sells itself after the first trial. It 
has to be good to come up to the 
Dixon standard of quality. Repeat 
orders follow naturally. 


It is the only brand upon which you can meet How is your stock? 
any competition and still make a good profit. 


Superior in Quality, Profit, Service, Packages Made in Jersey City, N. J. by the 
ASK YOUR WHOLESALER FOR IT OR JOSEPH DIXON CRUCIBLE COMPANY 
WRITE US FOR PRICES AND SAMPLES 


THE JOBBER’S MFG. CO. %,2ii“=s1: | | Died ESTABLISHED 1827 vy, 


0-96 

















When you want 


; meaeted . efficient help or results remember that one 
™ Customers dollar w ll pay for a fifty word advertise- 
, ment ‘in “The Opportunity Exchange Col- 
Profitable umns” of HARDWARE AGE. They are 


results producers. 


Our bits and braces have been accepted as standard 
by the finest woodworkers for over fifty years. Bits 


for soot, —_— e—auger bits. dowel bits, car bits, HARDWARE AGE 
machine ts, ete. 
Send for booklet. 239 West 39th Street New York City 


Russell Jennn ngs Mfg -Co. 
Oo 


Chester, Conn. 

















LEBANON 


LT Daa 


ye ncesemnagtdt ate NT A HildE jE | 





Prompt Shipment on Receipt of 


Your Order Leb Machi 
ferrules, Copper; Bars, Copper; Bottoms, Copper; Burns, Cop- = eDanon iViacnine 
ger; Conductor Pipe, Copper; Crimped ‘Sheet, Copper ; Eaves = C 
Trough, Copper; Elbows, Copper; Gaskets, Corrugated Copper; 3 ompany 
Hammers, Copper; Mitres, Copper ; Nails, ‘Cop per; Rivets, Cop- = 

; Roll Copper; Shoes, Copper; Sheets, pper; Soldering, LEBANON, N.H. 
Spikes, Copper; Washers, Copper. = 
your ‘sellin ‘pecde | are listed above, write us at once. = Send for Catalog 


AUGER BITS 


ih 


Ban 


Cc: G. HUSSEY COo., Pittebare™ Pa. 
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RIGHT NOW 


The revival of woolen boat building will stimulate 
the demand for Ship Augers 


ORDER 


C. E. Jennings’ ““L’Hommedieu’’ Brand 
FIP SALI S 


C.E. Jennings &Co., 71-73 Murray St., NewYork Page-Storms Drop Forge Co. 
CHICOPEE, MASS. 














lf it's DROP FORGED 
WRENCHES you're 
after, remember 
that P-S Quality 


is Guaran- 


teed, 
Ask for 
Booklet A 

















ARMSTRONG TOOLS ff | “STAR EXEARSION BOLTS" 


See 


Tools bearing the name of the Armstrong Mfg. 
Co. are superior made tools. Perfect in construc- 
tion, accurate and dependable. 


The name of Armstrong has ever stood for the 
best in service, quality and workmanship. 


Tools With an Enviable Guarantee 


Send for our catalog of Genuine Armstrong 
Stocks and Dies, Water, Gas and Steam Fitters 
Tools and Pipe Threading Machines. 




















STANDARD THE WORLD OVER 


THE ARMSTRONG MFG. CO. gee eee TT Meet 
290 Knowlton Street Bridgeport, Conn. STAR EXPANSION BOLT COMPANY 


20 W. Lake Street, CHICAGO 147-149 Cedar St., NEW YORK 











AMERICAN STEEL ey 


pe BEST BLOCK TIN K 













ae, FENCE POST | [=f 


I Cheaper than wood and more durable. 





Millions in use giving perfect satisfaction. <a> ane —— =<* SUCH AS FAUCETS SIMILAR IN SHAPE WITH KET 
Easily placed, saving labor fence building. LJ MABE OF LEAB,IROW.OROTHER INFERIOR METALS, TINNED OR MICKELED. 
We stand back of these posts with hearty support. 


OMMERS PEERLESS [AUCETS 


MAPLE WOOD BODY HIGHLY POLISHED 


ONLY THE GENUINE ARE STAMPED IN THE WOOD With 
TRADE MARK MALTESE CROSS oad eee cur) 


BEWARE OF IMMITATIONS 











For sale by dealers everywhere. Send for literature. 
Awarded the Grand Prize at the Panama-Pacific 
Exposition. 





Made by 


American Steel & Wire Company 


Chicago New York Cleveland Pittsburgh Worcester Denver 





Export Representative: 1. S. Steel Products Co., New York 
Pacific Coast Representative: U.S. Steel Products Co. 
San Francisco Los Angeles Portland Seattle 


MMER FAUCET CO. ss0Cenraa Ave, Newarx Ll) 






Send for new catalogue No. 10 
WILMINGTON, OHIO 











No Contagion 


business for you. 


HARDWARE AGE 
239 West 3%th St, New York City 











is more sure than your own 
belief that you can turn out 
high grade merchandise. Put that belief into your ad- 
vertisement in Hardware Age, and our readers will not 


fail to “catch” it. Right there is the beginning of 

















HARDWARE AGE 


April 19, 1917 





MEASURING TAPES 


/UFKIN 


Have Gnslantanecuy Readings 


which, together with other noteworthy improvements, was or ~~ ok 
. 


nated by us. 
Send for Catalogue. 


ACCURATE, DURABLE, TRIED & PROV 


THE LUFKIN fpuLe C0. 


SAGINAW, MICH. New York 











ee 


Snell's Star Bits bore quickly and satisfy every user. 
They sell best, because best known—over 120 years on the market. Guaranteed 


right in every way. 


SNELL MANUFACTURING CO. - - 
Selling Agents — JOHN H. GRAHAM & CO., 


Get our terms and catalog. 
All sizes, kinds and styles of augers and bits. 


Fiskdale, Mass. 
113 Chambers Street, New York 








THE NEY MFG. CO., Canton, Ohio 


AMERICAN 


Sickle Edge Hay Knife. 

The original sectional edge 
hay knife. Write for 
prices. They are in- 
teresting. 











PLIERS 
NIPPERS 


AND 


PUNCHES 


Send for Catalog 


ESTABLISHED 1826 


Round and Oval Punches 


OF SUPERIOR QUALITY 


C. S. Osborne & Ce. 
Newark, N. 2 








Made from KEYSTONE COPPER STEEL—Unequaled for 


——————————————————ee—— ——<$—————SSSSaq a 
| CULVERTS, TANKS, ROOFING 
| end ou forms of ex sheet metal work. These sheets are highest in quality and resistance 
{i Look for the Keystone _ below {°~¥ trade-mark. We also manufacture Apollo « ec 
| Sessupuee’ and Formed Roofing P: k Sheets, Special Sheets, Terne Plates, Etc. onan 
ne Pittsburgh, - 


atin ce Atti EK be A ak SHEET AND ' Tu PLATE COMPANY, Frick ace 


o ra 7 
PITTSBURGH 





Steel Roller and Press Stamps 


ures, Burning Brands, 
Metal Checks. 
THE SCHWERDTLE STAMP CO. 
BRIDGEPORT, CONN. 








STEVENS LINE LEVEL 


for mechanics, 


farm- 
ers, masons, ete. 
Made of aluminum, 


weighs 4, 0z., accur- 
ate an reliable. 
baby for further de- 


Frank B. Hall 


Newton Falls, Ohio 











TACKS ‘es:" NAILS so==: BOLTS 


Cobblers’ Nails, Bed Serews, Glasier Points 


end for new iustrated satelogus, moet eouventont end 
som shenetor 


SHELTON CO., (Estab. 1836) 


SHELTON, CONN. New York, 96 Warren 8: 


GRAY IRON CASTINGS 


LIGHT AND MEDIUM WEIGHT 


Three Complete Foundries Merit Your 
Consideration 
Which We are Bound You Will Receive 


S. CHENEY & SON, MANLIUS, N. Y. 











THE PEERLESS HANDCUFF 


positively cannot become 
locked in the pocket yet is 
self locking on the cul- 
prit’s wrists. 


PEERLESS HANDCUFF CO., Springfield, Mass. 





140 Years’ Continuous Business 


LARGEST ASSORTED STOCK IN THE WORLD 
Highest Grade Only 


JOB T, PUGH Phila., U. S. A. 
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Iron Fence and Gates 
SAMSON CORDAGE WORKS sada 


MANUFACTURERS OF 

BRAIDED CORDAGE 

AND COTTON TWINES 
BOSTON 


SASH CORD, CLOTHES 
LINES, SMALL LINES 
ETC. S240" LAALOG 


MASS. 






















“iG B} ett 

“(eat aire 

CET © genes 
VETS TTTIIIT Send for Catalog 












MORRILL PRODUCTS 


Saw Sets Leid Senet 
ie 
Nail Pullers one ng 


The apex of Scag Be resting upon sound ~~~" nmaas sat- 
isfactory service, construction and mer 


CHAS. MORRILL 





BROOKS 


WIRE GOODS 


Bright Iron and Brass. Special 
Wire Goods Made to Order. 


M. S. BROOKS & SONS 





























Iw Aca Meracs 













102 LAFAYETTE ST. NEW YORK ee 
Tae. Breo 1650 

§ JOHN HASSALL.1we. i] HILL’S 

i] Rivets. Famous Clothes 

2 EscuTCHEON Pins Dryers Order Now 

8 eens Ae t Hill Clothes Dryer Co. 
so ; Worcester Mass. 

d = be nan — 0 Mir'rs of Hustler Ash Sifters ad 








G-W ICE TOOLS 


For use by the Wholesaler for unloading Ice 
from boats or cars. 
For use by the Retailer on wago 
For use by the Housewife at the ice chest. 
Write for Catalog and Window Display Oards. 
Let us quote Jobbers’ prices. 


GIFFORD-WOOD Co. 


Works New York Rochester, N. ¥. 
Hudson, N. Y. Boston Philadelphia 
Chicago 


Parker Wire Goods Company 


Manufacturers of 
General and Special Wire Hardware, 
Wire Goods and Stampings 


WORCESTER MASSACHUSETTS 








“ANSONIA” NAIL CLIP—10c. 
Made by the makers of the “‘Gem”’ nail clipper. Twelve 
in a box or 12 on a display card. Fast ten-cent sales. 
; ss} ° Big Profit. 
Write 


H. C. COOK CO. 
Ansonia, Conn. 





“VICTOR” BOLT CLIPPER 


Bend for Catalog 











PRIEST'S 
Clippers 


The world’ 8 standard ‘‘back- 
o’-the-neck’’ shaver deserves 
your serious investigation as 
> . item of stock. 


American Shearer Mfg. 
Company 
Nashua, N. H., U.S. A. 








sLOoYD 
OYSTER 
RUBBER 


ROBERTS MFG. CO., Somerville Station, BOSTON, MASS. 
PATTERN 
MAKER®? 


ccciee KNIVES 


Poimt 
= 
a a 
— ROBERT MURPHY’'S SONS CO. 
—_——_ Ayer, Mass. 








- 








ELEVATORS AND DUMBWAITERS 


Made to be sold by the Hardware 
Trade. Can be placed in position by 
any carpenter. 


Send for Catalog No. 24 


ENERGY ELEVATOR CO. 
214-216-218 New St. Philadelphia, Pa. 


EMI OEP, 


C-S CO. ES 





12-Inch 
Hardwood 
Levels No, 102 
ee... ee THE GHAPIN- STEPHENS (9. 


Ask Your Jobber PINE MEADOW, CONN., U. S. A- 











e—_ 


PORTER’S ‘NEW EASY” BOLT CLIPPERS 


All sises. All parts interchangeable. Jaws Special Steel. 
Big Sellers. Good t. Write for prices. 


Everett, Mass. 





H. K. PORTER 


ROP E 

MANILA and SISAL 

a ae 
Manufactured by 


E, T. RUGG & CO. 


NBWARK, OHIO 
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The Business 
Exchange of the 


Hardware Trade 


PPROXIMATELY 17,000 hard- 

ware firms subscribe to Hardware 

Age. It is read by the proprietors 

and managers of retail stores, 

their salesmen, the officials of jobbing 

houses and their traveling salesmen as 

well as by manufacturers in the hard- 
ware field. 


The Business Exchange of Hardware Age 
brings together at minimum cost those 
desiring to buy or sell stores or equip- 
ment, salesmen and jobbers, retail mer- 
chants and manufacturers. 


The following extract is from one of the 
many letters received each day from a 
satisfied advertiser who has been well 
——. WANTED : 
——TLESMAN WAY ardware served 
SA - wholesale philadelphia ex - : L 
reliable ouse 18, must BS 2 who The writer was amazed with the number 
u : = ‘ yre- . oe : 
cover Soy ardway the dealers Pn of inquiries received, and as a result we 
Tl . > v ity 4. e ° 7 e.e ” 
per acquainted MP Ne ase Sidress have satisfactorily filled the position. 
New 
gDW 


errec. . an. ted. 
tic MO, expec sE. 
eneree 4 salary Pyare AGE 
care 


ence 2M igo are The Business Exchange is producing results like 
g York. a ee this because it receives the attention of thousands 
TANT Drie on cons. 0.” of wide awake, hardware merchants, manufac- 
sei Aden turers, salesmen, etc., who read Hardware Age 
to trim each week. 


Ar 


bande de line act, New sd 


a , 4 
are Hiarow ARE 
Cc 


Rates for Non-Display Advertisements 
Situation Wanted advertisements cost 50 
cents for 25 words or less, plus 2 cents for 
each additional word for each insertion. 
Help Wanted and Business Opportunity 
advertisements cost $1.00 for 50 words or 
less plus, 2 cents for each additional word 
for each insertion. 

Seven words are required for a box num- 
ber address and should be added to the 
number of words in the body of the adver- 
tisement when figuring the cost. 

To prevent delay, cash in full for the total 
number of insertions should accompany 
order. 

Display Advertisements 


naturally dominate the page and attract the 
reader’s attention first. Rates for this form of 
advertising are based upon the size and num- 
ber of insertions. Send for rate card. 


HARDWARE AGE 


239 West 39th Street New York 
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elas plsss ~% a 


TUBULAR RIVET AND STUD CO., BOSTON MASSACHUSETTS, U.S.A. 





Use one in your stock room—for mov- 
ing heavy barrels, cases, tubs, coils of 
rope, anything that has to be moved. 
Use another in the store proper in place 
of a hand truck. Takes leas room. 
Easier to handle. Better on the floor 
and absolutely noiseless. being 
equipped with Clark’s Anti-Friction 
Casters. Ask for catalog B-12. 


* th ea od The Geo. P. Clark Company 
e e le t the store ee 6 
rr Me over Sex Dollar? Windsor Locks 





—and she expected to spend only sixty cents 
when she walked into the store. 


This is happening every day in hardware stores that 
are equipped with Warren’s STANDARD Hardware 
Store Fixtures. 


There’s a reason: 


The customers see displayed before them useful things 
that are out of sight under the old system of hard- 
ware store equipment. 








Write today for catalog and full information, address 


J. D. Warren Mfg. Company 


Masonic Temple Chicago, Illinois 








Turnbuckles range in size from 2” 

to 72” take-up and from 3/16” to Turnbuckles 
24%” in diameter of thread. All 

varieties of ends make them suitable 

for any class of work. 


| Big sellers. These Contractors’ ¢ Contractors’ 
| 
| 


Our line contains over 1500 
articles—marine and galvanized 
hardware. Send for the catalog. 


Thos. Laughlin Co. 


Portland 

















Experienced Help 


in specialized lines of business is always hard to secure. 

to get it is to advertise in publications that these men read. 
ware trade, it is HARDWARE AGE. Try it for any kind of hardware 
Distance is no disadvantage to these classified columns. 
East meets the West and the North the South, and Uncle Sam is a speedy 


help. 


and willing servant. 


There is a good place waiting for a good man, and our assistance in 
bringing the two together is part of the service for which you pay. 
Note: In answering ads do not send original letters of reference— 


HARDWARE AGE 


send a copy, it does just as well. 


April 19, 1917 


Help Wanted and 


The best way Business Opportunity 


In the hard- Advertisements 2c. per word 


—$1.00 minimum rate. 
Situations Wanted 
2c per word—50c. minimum. 


Allow seven words for keyed address 


Display rates on request 


Here the 





Business Opportunities Business Opportunities Business Opportunities Business Opportunities 





Buyer Wanted 


A large, high grade, wholesale concern in the 
Southwest have a good position for a man well 
posted in the needs of builders’ hardware and 


tools 


in Texas and Oklahoma. 


Needless for 


anyone to apply unless thoroughly competent 
and well posted in wholesale hardware lines. 


State experience and references. 


Any application 


will be held in strictest confidence, so you need 
have no hesitancy in applying for the position 


if you are now located elsewhere. 


A very 


splendid opportunity for the right man. 


Address Box A-78, Care Hardware Age, New York 


Help Wanted 











Help Wanted 


Situations Wanted 





Original letters of reference should 
not be inclosed with replies to ad- 
vertisements appearing in these col- 
umns, as they are frequently mislaid 
and lost. copy of the reference 
will serve the purpose. 


IF YOU ARE DESIROUS of in- 
creasing your earnings, write for 
terms on Sollers Self-Calculating 
Scales, something that every carpen 
ter and stair-builder will be glad to 
get and use. Write early and secure 
exclusive right to territory that you 
will be able to handle. ddress R. 
C. Smyers, Mt. Union, Pa. 





HERE IS THE PLACE FOR 
YOUR MESSAGE, FOR IT 
WILL BE SEEN AND READ 
BY EXECUTIVES—THE MEN 
TO WHOM YOU MUST SELL 
YOUR SERVICES. 





WANTED — Experienced tool 
salesman to work in largest tool de- 
partment in New York State. Give 
age, experience and salary expected. 
Walbridge & Co., Buffalo, N. Y. 


SALESMEN WANTED —Com- 
mission, specialty men. Two prom- 
inent, staple, fast selling lines, well 
known. Liberal commissions to live 
salesmen everywhere. Hardware, 
grocery, furniture, general stores, 
| drug and department stores are your 
| field Give first class references, 
territory covered and how often, in 
first letter. Address Box “A-57,” 
care Harpware Ace, New York. 


MANUFACTURER of full line 
household specialties wants local rep- 
resentatives in all important cities to 
handle line on commision. Depart- 
ment stores, hardware dealers, in- 
stalment houses, premium concerns 
lare all big users. State experience, 
lines handled and territory covered. 
We want none but those who can 
“make good.” For such our 
|sition is an excellent one. Address 
|“S. H.,” care Harpware Ace, New 
| York. 








| Wanted—Salesmen to sell to hard- 

ware jobbers and Saperemont stores 
| on commission, the be 1 
| swatters on the market to-day, Big 
|sales, liberal commissions and ex- 
clusive territories. Bouquet-Brown- 
‘son Co., St. Paul, Minn. 


ropo- }; 


st line of fly |NOW 


Help Wanted | 


SALESMAN OF EXPERIENCE 
and ability wants position with man- 
ufacturer. Eleven iow d experience 
in the Middle and Southwest calling 
on wholesale and retail trade. Best 
Sieslsindie of references; age 38, and well ac- 

& |quainted. Address “B. R.,” car 

Wanted—A_ salesman well ac-| franpware Ace, New York. 
quainted with the retail hardware : 
trade in Pennsylvania to sell a high | 
grade specialty line. About 35 years | 
of age and accustomed to earning| ATTENTION TO RETAILERS 
not less than $3,000 per annum | 
preferred. Commission proposition! A hustler and wide awake hard- 
with suitable guarantees. An un- | ware man, age 27, acquainted with 
usual opportunity. Address Box| aij sides of the hardware field, 
“A-75,” care Harpware Ace, New| wants position as manager, with 4 
York. | retail fodware merchant. Am 4 


~ | shrewd buyer, . capable execulre 
WANTED—At once, a good, hon-| 2", organizer and a producer. 
est, reliable, industrious eoardware | Only consider an association that 
man capable of handling the trade 


A large Connecticut firm wants an | 
experienced hardware man as order 
clerk with chance to take charge of 
department. Address Box ‘A-73,” 
care Harpware Ace, New York. 








offers a career as well “3 a Me yt 
tion, Address “P. A., 

n a good country hardware store, | Pensa ‘ 

Hitchcock Hardware Co., Water-| Tarpware Ace, New York 


town, Conn. 





Nii—F YOU WANT A POSITION 
S , y so TO 
7| WHY DON’T YOU SA 

N| THE THOUSANDS OF EXEC- 
U UTIVES THROUGHOUT THE 


HARDWARE TRADE WHO 





—WHA 
OPPORTUNITY A 
AFTER? WE R 
THIS SECTION FR 





PERFORMANCES.” READ THIS PAGE? 
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Situations Wanted 


28 years old, 6 years’ 


Salesman, E 
road exper'ence with hardware and 
machine company, wishes to connect 


with some good reliable house where 
ability, integrity and honesty count. 
At present manager of a company 
store. Address Box A-49, 
Harpware Ace, New York. 


“ 


care 


you HAVE OF COURSE THE 
NEWSPAPERS IN YOUR CITY 
THAT YOU CAN USE TO 
OBTAIN A POSITION; BUT 
IF YOU WANT TO GO AFTER 
IT IN A NATIONAL WAY 
USE THIS SECTION—IT MAY 
cOosT YOU A “LOWER” IN A 
“PULLMAN,” BUT IT WILL 
PROBABLY GIVE YOU A 
WORTH-WHILE “BERTH.” 





Hardware man_ wants position in 
the vicinity of New York; experi- 
enced in builders’ hardware, tools, 


ipe, fittings, factory, contractors 
” painters’ supplies. Address 
Box “A-69,” care Harpware AGE, 
New York. 





POSITION WANTED — Young 
man with seven years’ experience in 
the hardware business desires pos 

tion as salesman where there is an 
opportunity for advancement. At 
present employed but desire a change 
of location. Am also experienced 
stenographer, billing and pr:ce clerk. 
Address Box “A-67,” care HARDWARE 
Ace, New York. 








Business Opportunities 


IF YOU ARE DESIROUS ot 
buying, selling or exchanging a stock 
of hardware, we can be of great 
service to you on account of our 
intimate knowledge of these matters 
in every section of the United 
States. Address ““R. W. S.,” care 
Harpware Ace, New York, 





+ Dey 





PROSPEROUS STORE in up-to- 
date Middle West town of 1000, in 
heart of fine farming district; paved 
streets, electric lights, good schools, 
etc.; $10,000 stock of hardware, 
paint, stoves, furniture. Undertak- 
ing business combined. 


business last year. Must be cash 
deal. Address “B. Fs" care Harp- 


ware Ace, New York. 


FOR SALE—Stock of hardware 
and plumbing materials; located in 
Eastern New York; will sell or rent 
the building with dwelling. Only 
hardware store in town located in a 
large dairy section, nearest business 
of the kind is ten miles. Have been 
here fifteen years; poor health rea- 
son for change. An excellent op- 


pateoty to take up | 

ished business. Wil inventory 
$5,000. Address “C. L.,” care Harp- 
ware Ace, New York. 

“WE GOT THE MAN WE 
WANTED.” IT’S THE SAME 
OLD BUT NEVERTHELESS 
GRATIFYING STORY THAT IS 
TOLD TO US WEEK IN AND 
WEEK OUT. YOU’LL FIND 
THAT AN AD IN THIS SEC- 
TION IS THE EASIEST AND 
CHEAPEST METHOD TO GET 
COMPETENT MEN. 





a well estab- 








AN OPPORTUNITY for an ex- 
Perienced hardware man not over 40 
years of age, with an old established 
house about to incorporate. Must 
have from $15,000 to $25,000 to in- 
vest, and take an active part in con- 
nection with the present owner. 
cation in growing section of East- 
ern Pennsylvania. Full details will 
be om in person. Address Box 
Yer care Harpware Ace, New 


_ 





Partnership Wanted — An 

: ; cee estab- 
lished retail hardware store desires a 
Partner who can make an invest- 


Did $35,000 | *F 


Business Opportunities 





RE AGE 











For Sale — Stock of hardware, 
stoves, plows, farm implements and 
paints. Located in Western Penn- 
sylvania, Washington County, Mo- 
nongahela Valley, 29 miles from 
Pittsburgh. Stock and fixtures will 
invoice around $8,000 to $8,500. 
Will sell at invoice to a qu'ck buyer. 
All the futures are bought. We will 
consider nothing but cash, no trade 
Address Frye herduase Company, 


Pa. 


Charleroi, 


FOR SALE — Old established 
hardware and house furnishing busi- 
ness with fixtures; would rent store; 


centrally located; owner retiring. on 
account of age. Address J. M. 
NOLTING, 735 E. MAIN ST., 
RICHMOND, VA. 


Manufacturing opportunity for 
wood working factory with room for 
building a line well established and 
advertised, The line being en- 
dorsed and recommended by un 


questionable authorities and _ cus- 
tomers. Need more room and capital. 








in part twenty States, now selling 
agencies, also references. A splen- 
did opportunity for a live, practical 
arty w'th the needed requirements. 
Fine being admittedly the highest 
quality of its kind on the market 
Address Box “A-63,” care Harpware 
Ace, New York. 





FOR SALE —Long established 
hardware business, located in the 
heart of the corn belt of Illinois. 
Stock and fixtures will invoice about 
$13,000; $25.000 yearly business. 
Good clean stock. Will give 10 per 
cent discount to cash buyer. This 
is a real bargain and will not be on 
the market long. Reason for sell- 
ing, failing health. Address “FE. D.,” 
care Harpware Ace, New York. 





WANTED—A PROPOSITION— 
Having an established business with 
the better hardware trade covering 
twenty States—trade I have called 
on each year for over 15 years— 
nicely establ'shed business though I 
call personally, therefore I have 
time to successfully sell something I 
‘can conscientiously recommend to 
the best trade covering this territory. 
hey are my personal friends, with 
satisfactory business relations—best 
references in fact. Correspondence 
direct after first letter. Address Box 
“A464,” care Harpware Ace, New 


York, 


CHOICE STOCK of hardware, 
furniture and undertaking for sale 
in city of 5000 population. Building 
three stories, located on four cor- 
ners, best location in city; hardware 
and furniture trade established. 
Would like to include residence, 
which ts well located, in this sale. 
Other business interests make it 
necessary to sell. Address Box 
“A-38,” care Harpware Ace, New 
York. 





We would like to get in touch 
with an experienced hardware man 
who could invest from three to five 
thousand dollars in a well established 
and paying hardware business. Good 
opportunity for the right man. Ad- 
dress Box “A-71,” care HarpWare 
Ace, New York. 





Wanted—Party to buy half inter- 
est in a $10,000 stock of hardware 
and harness business in western 
North Dakota. No cigarette or booze 
victims will be considered. Splendid 
opening for right man. Address 
tox “A-77,” care Harpware Ace, 
New York. 





ABOUT APRIL 1ST 
THE UNDERSIGNED WILL 
OPEN A MANUFACTURERS’ 

AGENCY OFFICE, 


centrally located for the Missouri 
and Mississippi rivers jobbing trade, 
and will take on a few representa- 





ment to enlarge its business. An 
ambitious man who has had several 
years experience in the hardware 
tine poeterees, Lin ©’ an unusual 
ares Stat A 
Address Box AS39."" Feta roo 


tive and first class items or lines 
which will be given thorough and 
competent personal representation on 
a commission basis. Correspondence 


solicited. FRED R. PECK, former- 
ly sales manager The Peck Hard- 





wart Ace, New York. 


The better hardware trade, covering |~ 


Young man to take one-half inter- 


est in an established and payin 
business, whch has net assets o 
about $50,000, in an inland city. 


Must have at least $15,000 cash to 
invest. Notes accepted for the bal- 
ance. Only young man of proved 
energy and ability and knowledge 
of hardware need apply. Highest 
eferences required. $3,000 salary 
and half profits to right man. Ad 
dress Box “A-58," care Harpware 
Ace, New York. 


For Sale—Stock ot hardware, 
vaints, oils, tin shop, etec., will in-| 
voice $8,500. Established 20 years. 
Good town, good _ schools, good} 
churches. Central Illinois corn belt. | 

| 


Three railroads. Annual sales $30,- 
000 to $40,000. Reason for selling} 
want to retire. No trade considered. | 
This real bargain will not be on the} 
market long. Address Box “A-76,"| 
care Harpware Ace, New York. 
WANTED—T. A. B. universal 
hardware catalogs. If you have one 
write us condition and price. Ad-| 
dress “A-10,” care Harpware Ace, | 
New York. 





. ~ me — 7 | 
Salesmen—Big money _represent- 


Business Opportunities| 


on 





ing live wholesale Auto Parts and} 
Accessories house; side line or full] 
time proposition. Must be sales} 
producer with experience in calling 
on dealer and garage trade Ad 
dress Box “A-79,” care Harpware 


Ace, New York. 





Broaden | 
Your Vision 


The days of sitting in 
the office continually) 
and simply relying 
upon one’s self for! 
merchandising ideas) 
have gone—gone for-| 


ever. | 


The successful hard- | 


ware man is the = 


‘lwho keeps his fingers’ 


on the pulse of the 


merchandising world. + 
In all quarters of the 
country hardware men| 
are doing this through| 
the medium of Hard- 
ware Age. 


Its pages 
are constantly present-| 
ing the news of what! 


other men are doing, | 
and suggesting live 


ideas for improvement. 


Acquire broadness of 
vision. Adopt the| 
policy of studying| 
Hardware Age and en- 
courage your workers| 
to do likewise. You'll 


find a big jump in the! 


efficiency of your or-| 





ware Mfg, Co., Berlin, Wis. 


ganization. 











lm, 





Over 


Your = turnover 
on Delta Files can 
be increased by a 
little intensive sell- 
ing. It takes only 
a minute to get ac- 
quainted with the 
uses of the vari- 
ous cuts of files 
from highly spe- 
cialized die sink- 
er’s tools to the 
coarse rasp of the 
-blacksmith. 


It is an inter- 
esting study, too, 
aside from the 
element of profit. 
We'll be glad to 
help you in your 
study and help in- 
crease the rate of 
turnover. 


The Delta 
File Works 


Philadelphia 
U. S.A. 












Acme Steel Goods Co : : 
Eagle Glass & Mfg. 


Fagle Woodenware Mfg. 


Alaska Freezer Co. 


hmations Bolt & Screw Case Co. 
American Carbon & Battery Co., 


American Chain Co 
American Ever-Ready Works 


roe UUM 
NN NSD Aw 


American Gas Mch a an 
Firestone Tire & Rubber Co 


American Grinder 
American Screw Co 

American Shearer Mfg 
American Sheet & Ti 


— — = & 


wnun wn 


American Wire Fabrics Co.... 
American Wringer Co... 


RK ww & & 


General Tire & Rubber Co 





SS = = te 


x 


Gibson-Hollister Mfg. 


Gilbert & Bennett Mfg. 


ete Stove & Range Co. 


Batavia Rubber Co... Goodrich Rubber Co., 
Bemis & Call Hdw.& 
ania te ind Rapids Salv: age 
Bicycle Step Lad« 7 Ces cea 


Bishop & Co., Geo. 


Black & Decker Mfg. Co. 


Bridgeport Chain Co.... 
Sridgeport Screw Co... 








Carborundum Co.. Hayes Pump & Planter Co.. 


Hill Clothes Dryer Co 











Chapin-Stephens Co. 
Cheney, S., & Son Hunt- Helm- Ferris & Co. 
Chicago Flexible Shaft Co 
Chicago Spring Butt Co........ j 


Cleveland Motorcycle Mfg. 


Coes Wrench Co 
Conn. Valley Mfg. 
Converse Rubber Shoe Co.... 


Irving Pitt Mfg. Co 


Corbin Screw Corp i 
Irwin Auger Bit Co 


Auto Rim Tool Co 


Darby & Sons Co., 


Voumines © Ge. Gy Beis ccacccvs 215 


Dayton Rubber Mfg. . 
Tennings Mfg. Co., 


Delphos Mfg. Co 


Delta File Works 
Tohns-Mansville Co., H. W..82, 83 


Arms & Cycle Wks., 


Detroit Twist Drill Co 


Dixon Crucible Co., Joseph 


I Rs ae Sc ends caeune sc 84 
> See ef eee rere 133 


Kokomo Rubber Co 
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Laughlin Co., Thos........ 
Rpwwet Bits, Cas oss. i evercs 
Lebanon Mech. Co......0cc00. 


Lipman Air 


Locktite Patch Co........s00. 
Lockwood-Ash Co, 
CPUS EMS Ws vie-dpa's 06 Cee a's 
Ludlow Saylor Wire Co.... 
Lufkin Rule Co 


M 
McKinney Mfg. 
McKinnon Dash 
McQuay-Norris Mfg. Co. 
MacGregor Co., John 
Majestic Co. 


aoe 


Marathon Tire & Rubber Co... 


Martin-Senour Co. 
Marvel Access Mfg. Co.... 


Mason Tire & Rubber Co....... 


Milbradt Mfg. Co 
Miller Rubber Co....... x 
Milwaukee Corrugating Co 

Morrill, Chas. 


Morse Twist Drill & Mach. Co.. 
.121 


Mossberg Co., Frank ......... 
Moto-Meter Co. 
Murphy Varnish 
Murphy & Sons, 
Myers & Bro., F. E... 


N 


National Cash Register Co 
National Lamp Wks.... 
National Mfg. Co 
Nelson, L. R 


New Era Optical Co........ 
New Era Spring & Spec. Co 
New York Wire Cloth Co.... 
a a eee ~2it, 


Niagara Falls Metal Stpg. Wks..2 


Nicholson File Co. 
Norcross & Sons, C. S 210 
North Bros. Mfg. Co 135 
North Wayne Tool Co....... 2 
Northwestern Chemical Co..... 89 
North & Judd Mfg. Co........ 31 
PEON *a MEM s 205 vo eae 124 
oO 
Oakes & Dow Co. ‘ .131 
Oliver Iron & Steel Co. . 207 
co, | A, oe 16 
Osborne & Co., C. S .216 
P 
Page-Storms Drop Forge Co...215 
Peen: Pee. TDs 6s isd cc deves 133 
Packer Ce., Chosies.....cicces 33 
Parker Wire Goods Co......... 217 
Peck, Stow & Wilcox Co.... 201 
Peerless Handcuff Co...... 216 
Pittsburgh Elec, Spec. Co 127 
Ae Se) re 
Progressive Mfg. Co.......... 29 
ee rere rere 128 
Pees PN Wk sues cebeoe's 216 
R 
Rajah Auto Supply Co......... 61 
fe 2 6 ee 213 
Richards-Wileox Co. .......... 197 
ene ee: OG 5. chee tbevdosd 217 
Robertson, Arthur R........... 213 
Rock Island Mfg. Co.......... 133 
Root-Heath Mfg. Co........... 210 
Rose & Bros., Wm........-... 209 
Rothweiler & Co.........c000 137 
moval Irom Mfg. Co. .cisccecce 32 
ee aay + ee ry ere 
ee Be Oe ey reer rere ree 217 





Appliance Co...... 
Livingston Radiator & Mfg. Co. 
.130 


.216 


19 
69 
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Safety Wire Gas Globe Co .. 20 
Samson Cordage Works 297 
Schatz Mfg. Co 210 
weneon, TL B..........00c0cee 18 
Schwerdtle Stamp Co.......,.. 216 
Service Motor Supply Co... 85 
Service Motor Truck Co.. 8] 
Shaler Co., C. A.. > 110 
Sharples Separator (Co... ov 
Shelby Spring Hinge Co 139 
Shelton Co. ...... ..216 
Sherman Mfg. Co., H. B ..2n) 
Silvex Co. ° . © 
Simonds Mfg. Co ‘ . 203 
Smith & Egge Mfg. Co........ 207 
Smith & Hemenway Co., Iné, 213 
Snell Mfg. Co.. ‘sage 
Sommer Faucet Co., John......245 
Sparks-Withington Co. ...... 50, SI 
Stanley Rule & Level Co......, 30 
Stanley Works 195, 209 
Stanwood Equip. Co.........., 122 
Star Expansion Bolt Co. 215 
Star Specialty Mfg. Co... 133 
meetrett Cou 0. Bic ci cces 142 
Stewart Iron Works Co....,.., 217 


Stimpson Co., Edwin B....... 
Stover Mfg. & Engine Co...,.. 135 


Stromberg Motor Devices Co... 8! 
Stuber & Kuck. .-211 
C4 
Taplin Mfg. Co 210 
Thermoid Rubber Co. 3 
Thomson Mfg. 4 Judson L.. .209 
Townsend Co., Psi 2 
Trimont Mfg. bs To 
Tubular Rivet & Stud Co. 219 
Tuthill Spring ee 72 
js ge) A ore 133 
U 
Union Hardware Co Ast 
Union Horse Nail Co.......... 212 
Usion Tool Co.....:.. «ccs seu 33 

United States Air Compressor 
: Errrer SeeLerrerert 107 
United States Sandpaper Co...205 
DS. GB. Tive Gas «06s 00000 enee 47 
Vv 
Vacuum Oil Co...... . 90, 1 
Van Cleef Bros. 92, 93 
Vichek Tool Co.. ..197 
Volivath Coe, «000.06 + oe earae a4 


Vosburgh Miniature Lamp Wks.123 








Voss Bros. Mfg. Co.. . 23 
w 

Walden Worcester Co.. ocean 
Walker Mfg. + ee 4 
Walworth Mfg. Co.......+.++5 4 
Warner-Lenz Co. ocr een 1 
Warren Mfg. Co., J. D...sseee 219 
Wells Sons Co., F. E......+++-1@ 
Whitaker- Glesener Co., 

Wheeling Corrugating Dept.. 2 
Whitaker-Glessner Co. .......+- 3 
Whitman & Barnes Mfg. Co... -108 
Whittier Co. os oe 
Wickwire Bros., hee. oosces en : 
Williams & Co., J. H. 102 
Willson & Co., T. A... .- 190 
Wonder Mist Co........+++ 116, 117 
Worcester Lawn Mower Co. «+++ aul 
Worthington Co., Geo.....++ Mf 
Wright Wire Co........++ee0e* 13 

> 
Yerdon, William .......--+++«+* 212 
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There Is Such 
An Animal! 


You have heard the story of the farmer 
who, seeing a giraffe at the circus, couldn't 
believe his eyes and exclaimed, ““There 
ain't no sich animal!” 


There are many tire dealers today who 
say “There ain't no such tire,"" meaning 
no tire is profitable to sell. 


Don't say, ‘““There ain't no such tire.” 
There is a giraffe and there is such a tire. 


Thousands of tire dealers have found that 
selling 


gives them a good profit and 
makes satisfied customers. 
Write today for details of the Miller 


Tire—the Tire with the natural 
vegetable wax and oil retained in 


the fabric. 
Get the Miller Selling Plan. 


Miller Rubber Co. 


AKRON, O. 
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With a FEDERAL, you can plan your 
haulage as you plan the output of your 
factory. You can schedule your deliv- 
eries to fit your needs knowing that 
FEDERAL dependability will make 
good for you. 


Scheduled deliveries mean better serv- 
ice to your customers and more econom- 
ical haulage for you. Here is an in- 
stance of the way FEDERAL works for 
one manufacturer. 


i y-4 


AINT.Y 


4 





This is the delivery schedule which James 
Riha, trucking contractor for Sears-Roebuck 
& Co., contracts to follow: 


Truck No. 


Warehouse Arr.. .30 | 
- Lve.. 45 
Plant Arr.. .00 | 
~ Lve.. a5. | 
Warehouse Arr.. .30 | 


NOTE—These four trucks on a 15-minute 
headway make a round trip each hour. 











This Shows Why 62% of FEDERAL Sales 
Are Repeat Orders 


Federal Motor Truck Co., 
Detroit, Mich. 


Gentlemen: 


Five years ago we bought our first FEDERAL and turned it in about a 


year ago on our present truck. 


Our old truck gave us splendid service, so 


much so that we did not consider any other make when we came to purchas- 


ing a new one. 


We now have our second FEDERAL, and our experience has been such 
that we believe the FEDERAL cannot be excelled. 


Yours very truly, 
WESTERN CASKET COMPANY, 


The Federal Motor Truck Company maintain 
a Traffic Engineering Department for business 
men interested in more efficient haulage. If you 
will send us data on your present delivery sys- 


(Signed) W. H, Mayhew. 


tem, we will return an analysis on your own re- 
quirements, stating the size and type of FED- 
ERAL which can 
YOU. 


reduce haulage costs for 


“Federal Traffic News” 


sent on request. 


FEDERAL MOTOR TRUCK CO., 40 Leavitt St., Detroit, Mich. 


FEDERALS are made in a complete line——from 1 to 5 tons capacity. 

















